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Top Cars 


New-car registrations for four 
months, plus one state for May: 


1957 Pos Make 1956 Pos. 
1— 493,203 Ford 422,431— 2 
2— 460,811 Chev. 509,252— 1 
3— 201,415 Plym. 167,651— 4 
4— 150,729 Buick 197,552— 3 
5— 136,853 Olds. 156,694— 5 
6— 113,596 Pontiac 127,769— 6 
7— 94,848 Mercury 92,274— 7 
8— 87,717 Dodge 712,052— 8 
9— 49,479 Cadillac 47,883— 9 
10— 39,131 DeSoto 34,845—11 
1l— 38,768 Chrysler 37,365—10 
12— 25,961 Rambler 23,708—13 
13— 20,506 Stude. 30,791—12 
14— 13,869 Lincoln 13,888—14 
15— 12,019 Imperial 3,709—18 
16— 4,324 Nash 10,057—16 
1j— 3,031 Met. 1,420—19 
18— 2,362 Hudson 4,204—17 | 
19— 2,306 Packard 11,659—15 

20— 334 Cont’ 701—20 

48,312 Misc. 25,116 
Total All Makes 
1,999,574 1,991,021 








NADA Asks Makers Join Drive 
On Cross-Sales, Bootlegging, Ads 


By William Ullman 
Washington Correspondent 
ASHINGTON. — The NADA 
board of directors at its mid- 
year meeting last week called on 
the manufacturers to join dealers 
in taking “immediate action” to 
curb cross-selling, bootlegging and 
false and deceptive advertising. 
The board indicated that quick 
action in this direction is needed 
to save the franchise system. 
NADA President Frederick Sut- 
ter declared that cross-selling, boot- 
legging and deceptive advertising 
and merchandising are “destroying” 


All Makers but Chrysler 
Cut Production Rates 


By Martin L. Whitmyer 
Staff Writer 
PPRCOUCTION declines by all 
makers except Chrysler Corp. 
cut car assemblies in the U. S. to 
an estimated 126,302 units last 
week. 

The previous week, despite 
one-day work stoppages at Plym- 
outh, Dodge and DeSoto, the in- 
dustry turned out 129,517 cars, 


Used-Car Stocks 
Hit Year’s Low 


Action Is Brisk 
At Wholesale Level 


By Robert M. Lienert 
Associate Editor 
grees of used cars held by 
new-car dealers have been 
pruned to the year’s lowest level, 
according to Automotive News’ esti- 
mates of inventories as of June 1. 
Ina corresponding development 
last week, the year’s most vigor- 
ous price performance on used 
cars was turned in at the whole- 
sale level. 
Although field reports on retail 
used-car sales are mixed—ranging 


from “poor” to “excellent”— the| 
twin factors of low stocks and 
brisk wholesale action indicate a 


solid market for used cars. 
+ * + 

EN the smoke had cleared 

from the wholesale arenas last 
week, determined bidding had 
driven up the overall average price 
by $16, with every model on AuTo- 
motive News’ index showing a price 
increase. 

The spurt was the biggest of 
1957, and in 1956 was exceeded 
only on the index of Aug. 20, 
when the average gain was $17. 
The most recent increase also 
topped anything recorded in 
either 1955 or 1954. 

Last week was also the first time 
since the index of Feb. 4, that each 
model showed an increase. On the 
Feb. 4 index, however, the average 
advance was only $10. 

” + 





HE June 1 used-car census 

showed the average dealer had 
a stock good for 30.4 days of selling. 
This represented a reduction of 21 
percent from the revised month- 
earlier figure of 38.5 days’ inven- 
tory. 
Although the average supply 

(Continued on Page 4, Col. 3) 


Last week’s output was 102.3 per- 
cent of Avtomotve News’ three- 
year index, compared with the 102.6 


percent compiled on the previous) 


week’s assemblies. 


However, last week’s car assem-| 
blies were 25.4 percent above the) 


same week a year ago, when the 
manufacturers turned out 100,689 
cars. 
* 7 = 

HE 3,000-unit drop from the 

week of June 8, brought about 
by heavy declines at General 
Motors, left the manufacturers 
with little prospect of assembling 
more than 515,000 cars in June. 

That would be a 3.1 percent drop 
from May’s output of 531,365 cars, 
but a 19.7 percent increase over 
June a year ago, when the manu- 
facturers turned out only 430,374 
units. 

Truck output for June is esti- 
mated at 92,340 units—a 7.5 per- 
cent drop from the 100,321 units 
turned out in May, but a 5.9 per- 
cent improvement over June a 
year ago, when the makers as- 
sembled 87,627 trucks. 

Six-day operations at Plymouth’s 
Detroit and Evansville (Ind.) plants 

(Continued on Page 85, Col. 3) 


New-Car Production Scoreboard 


this system, “which we know to 
be in the public interest.” 
* * oe 
T WAS declared that unless the 
factories cooperate with dealers 
jin licking these problems, Con- 
gressional action will be “inevita- 
ble.” 
Although Sutter did not specifi- | 
cally say that the board voted in | 
favor of restoring territory secur- | 


sibility” clauses in dealer 
franchises, he gave strong indi- 
cations to this effect. 


“The users of the products we 


|sales or service efforts in the 
|trading area for which he is re- 
| sponsible.” 


I 





* * * 


N THE last 10 years, he added, 
“a number of dealerships have 


|discarded this basic principle be- 
|hind the franchised system. 
the highest weekly outturn since | 


the week ended Apr. 5. | for the sake of the sale without any 


“The sale of automobiles merely 


| thought of the service needs of the 
|user is definitely not in the public 
| interest. 

“Obviously, some few selfish 
dealers do not agree with this,” 
he continued. “As far as they are 


Dealers, Curtice 
Debate Security 


ity or “area of service respon- | 


sell,” he said, “can best be served | 
by each dealer concentrating his| 








[pease thinking today appears 

to be centered on finding a 
solution to cross-selling. Last week 
NADA directors were weighing this 
subject at a meeting in Washing- 
ton. 

Wherever dealers meet, conver- 
sation soon turns to cross- 
selling and some form of terri- 
tory security to meet the problem. 

At the convention of the Auto- 
mobile Dealers Assn. of Indiana, 
members by resolution proposed a 
jsolution through a service- 
| responsibility clause. 

* * > 

| as brought a six-page letter 
May 3, from H, H. Curtice in 
| which the General Motors president 
| (Continued on Page 82, Col. 1) 





What's Happening This Year= 


642,000 578,826 


570,900 


549,239 


Jan, 


What Happened 


Feb. Mar. April 


612,000 575,200 


555,600 


531,365 


May June July 


Last Year= 


547,600 


Feb. Mar. April 


471,675 430,375 |] 448.875 


May 


*June figure is a projection based on daily rate. 


s1s000" |, At the Halfway Mark 








weal 
Sept. 


concerned the customer is for- |munity almost right down the 
gotten after the sale.” | middle. 

The question of restoring! The results of the poll released 
territory-security clauses with serv-|by the Monroney auto marketing 
ice penalties for invading another | subcommittee early in 1956 showed 
dealer’s market area has been an|that 45 percent of the answering 
issue that has split the dealer com- (Continued on Page 8, Col. 1) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 








¥ 792,425 Cars 


GLE V ff I), 798,902 Cars 
737,205 Cars 
UTIL ENV ET Tj F 902,585 Cars 


(«+ #2 2.4 ff Me 
july 1 1956 679,596 Cars 
FRET? i 


PREVIOUS RECORDS 


HIGH LOW 
903,789 Cars—March 1, 1956 157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 
> 
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Dealer New-Car Stocks Rise 
To Highest Point of 1957 


an increase of 7% percent above the 
May 1 total of 737,205. 

However, the franchised-dealer 
stockpile still was a fraction be- 
low the 798,902 units stocked on 
June 1, 1956. It was the sixth 
straight 1957 month in which the 
inventory was below the counter- 
part date of last year. 

The May upswing in stocks came 
a month after the year’s first in- 
ventory decline. The May 1 total 
was 8,710 units below the year’s 
previous high of 745,915, recorded 
Apr. 1. 


By Maynard M. Gordon 
News Editor 

EVERSING a downward tend- 
ency, new-car inventories ad- 
vanced last month to the highest 
level since last year at this time. 
The monthly census by AUTOMOTIVE 
News showed the June 1 inventory 
to be an estimated 792,425 new cars, 





* * * 


CCOUNTING for failure of in- 
ventories to sustain April’s de- 
cline in May was the absence of 
a substantial spring sales upturn. 
May of last year had marked 
the beginning of production cut- 
backs touched off by new-car in- 
ventory peaks of 900,000-plus. 
Production was pared further last 
June, allowing the new-car inven- 
tory to plummet to 679,596 units by 
July 1. A similar sag in the stock- 
pile is unlikely this month, because 
the production rate has remained 
constant with the May performance 
and sales volume has firmed up 
only moderately from the disap- 
pointing tempo of a month ago. 
7 oF 


ARIANCE in inventory move- 
ments from one year to the 
next has befogged the efforts of 
industry statisticians to determine 
whether spring sales upturns are 
a thing of the past. 
By the end of May, 1955, for ex- 


ample, inventories had completed a 
(Continued on Page 4, Col, 1) 


389,065 
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Better Profits in New York... 


Dealers See Healthy Market 





By Ed Brown 
Staff Correspondent 

NEW YORK. — An Oldsmobile 
dealer reports that year-to-date 
figures show his volume down by 
90 vehicles compared with the like 
period of 1956, however his profit 
has tripled. 

“I won’t complain about a 
situation like this,” he said, “We 
have to work for our sales, but 
we make good ones that return 
us a profit, This could well be one 
of our best years in the last five.” 

A Chevrolet dealer says his vol- 
ume is ahead of last year, and his 
profit has more than doubled. He 
looks toward the coming months 
with great optimism, 

A Ford dealer, commenting on 
the disappearing spring market 
had this to say: “We were not sur- 
prised when the spring market 
never arrived, Sure, our monthly 
orders werit up by about five cars 
as we entered spring but that 
would never make a new market. 

“I’m glad we have finally ar- 
rived at the stage where automo- 
bile sales are uniform to a great 
degree throughout the year, It’s a 
far healthier condition than that 
which prevailed in the past, for the 
factory, the dealer and all of our 
employes. 

“I personally don’t see anything 
to regret in the passing of the 
traditional spring upsurge. 

“In this dealership,” he continued, 
“we've been able to operate at a 
good profit all year. Our goal is to 
keep expanding our sales at a sen- 
sible level at all times. We try to 
keep growing. And I think that’s 
what this market is going to sim- 
mer down to. A constant, steady 
growth. It’s much better that way.” 

Most observers here are going 
out on a limb to predict that the 
spring upsurge is a thing of the 
past, The great sales bulges of that 
period, they declare, will not be 
seen again. 

In discussing that question, most 
dealers say they prefer a market 
without the unnatural bends and 
twists of the past. It is easier to 
project expenses through a con- 
stant flow of volume, and it has a 
tendency to make a dealer realize 
that he cannot wait for the spring 
months to recoup any loss he may 
have sustained in what he thought 
were the lean months leading up 
to the months when he could kill 
the fatted calf. 

Most dealers hail the coming of 
the new market. 

A Pontiac dealer said: “I had 
a wonderful April and May was 
even better. I hear an awful lot of 
dealers talking about waiting for 


Business 
Barometer 


Auto Production — 149,448 cars, 
trucks in week vs. 121,234 year before. 

Department Store Sales — Up 
one percent from year before. 

Freight Loadings—671,785 cars in 
week, down 47,424 from year before. 

Gasoline St oc k s—195,285,000 
barrels, an increase of 912,000 barrels 
in week. 

Jobless Claims—204,800 in week 
vs. 212,800 year before. 

New-Car Registrations—1,999,- 
574 in 1957 to date vs. 1,991,021 


year ago. 
Oil Stocks—269,124,000 barrels, 


an increase of 3,663,000 barrels in 
week. 

Steel Output — 88.2 percent of 
rated capacity vs. 87.5 percent week 
earlier. 

Used-Car Prices — $897 average 
in June to date vs. $900 in May. 

Wholesale Prices—117.5 percent 
of 1947-49 average vs. 117.2 percent 
week earlier. 

* * #*# 


Common Stocks 


June June 
12 5 
7% 7% 

75% 73% 

Ford 55 54% 

GM 434%, 41% 

S-P 7 7 


1957 
High low 
8% 5% 
80% 64% 
59% 544, 
44 384, 
9% 6% 


Am. Motors 
Chrysler 


Average 37.65 


36.86 











next year, when things will be 
better than they are now, But I 
can’t wait for next year, 


“T have a situation to live with 
today. My expenses keep right on 
going today, and I refuse to be 
cajoled into an attitude of waiting 
for better things to be handed to 
me, 

“I’m personally of the opinion 
that no matter what happens next 
year or the year after that or any 
time at all, barring a national 
calamity of any kind, we are going 


Make Car Theft 
Less Simple, 
Factories Asked 


WASHINGTON. —Senator John 
Marshall Butler, Maryland, Repub- 
lican, has asked the major auto 
manufacturers to take some effec- 
tive action to make it “more diffi- 
cult” for inexperienced thieves to 
steal cars. 

Butler, a member of the Juvenile 
Delinquency subcommittee of the 
Senate Judiciary Committee, acted 
upon receipt of an appeal from the 
foreman of the Baltimore grand 
jury, who said the jury is con- 
cerned with “a tremendous number 
of automobile thefts, in many in- 
stances by minors, who can start 
motors with a piece of tin-foil.” 

Said the jury foreman, “We mem- 
bers of the jury are wondering if 
you senators cannot convince the 
manufacturers of automobiles that 
their ingenuity should be used to 
prevent the starting of motors and 
causing thefts and, in some cases, 
death.” 

Butler sent copies of the letter 
to Harlow H. Curtice, president of 
General Motors; Henry Ford II, 


president of Ford Motor Co., and| 


L. L. Colbert, president of Chrysler 
Corp., and in a covering letter said, 
in part: 

“In this advanced technical age, 
I strongly believe that some effec- 
tive action can be taken by auto- 
mobile manufacturers to make it 
more difficult, especially for the in- 
experienced, to operate automobiles 
without keys. 

“I hope that you will give this 
matter your immediate considera- 
tion and I look forward to having 
the benefit of your views as to what 
can be done.” 


to have to work to make a profit 
from here on in. 

“But there’s a lot of satisfaction 
in the work, and the rewards are 
far from slim, even today, if you’re 
willing to pitch in.” 

All Chrysler Corp. dealers are 
talking shortages, even today, and 


the smiles on their faces contrast | 3 


vividly with the glum looks of a 
year ago, There are certain soft 
spots, but the overall picture is 
good, 
One Chrysler dealer says he 
made more money in the first 
five months of 1957 than he made 
in the previous five years, And 
he is not the exception to the 
rule, This year has helped many 
dealers write off heavy mortgages 
on buildings, property and homes. 

A Chevrolet dealer observed that 
he had eliminated almost all his 
outside activities in an effort to 
correct the dowaward slump his 
business seemed to have suffered. 

It worked. Within one month he 
had reversed the slump and the 
dealership showed a substantial 
profit for the first time in more 
than six months. 

“This enthusiasm travels down 
from the top,” he said, “and it’s rel- 

atively simple. I offer my men a 
series of sales tools, help to bring 
people into the showroom, and then 
follow my men up to be absolutely 
certain that they follow up their 
customers and leads. 

“Sure I have to keep after them 
at times, but if I don’t who will? 
It’s just human nature to sluff off 
once in a while. It’s up to me to be 
sure they don’t do it.” 

The overall picture in the New 
York market is not one of great 
happiness, Many dealers report 
business at a low ebb, but for 
each such report there is another 
that says extra hard work is dig- 
ging the worms out of the wood. 

Generally the attitude toward the 
present market is good. Most 
dealers seem to feel that the last 
quarter of 1957 will be good and 
many even go so far as to antici- 
pate a very good 1958. Their rea- 
sons are many, but this is the first 
time in several years that dealers 
have been bright about the long- 
range aspects of the retail business. 

The used-car market is holding 
fairly firm, althouth it has a tend- 

jency to slip off during certain 
| periods. When the slide occurs, it 





is pretty general ard seems to af- 
(Continued on Page 4, Col. 1) 


23 States Alter Regulations 
For Lighting Equipment 


WASHINGTON, — Twenty-three 
states have changed motor vehicle 
lighting equipment requirements 
this year, according to a survey by 
the National Highway Users Con- 
ference. 

Most of the changes brought 
states closer in line with the 
Uniform Vehicle Code, A compre- 
hensive measure enacted in 
Colorado contains most of the 
code’s lighting equipment section. 
Laws permitting more than two 

headlamps were passed in Arkansas, 
California, Minnesota, New York, 
North Dakota, Oregon, South Da- 
kota and Tennessee, Similar pro- 
posals are pending in Maine, North 
Carolina and Wisconsin. 

The 24-inch minimum mounted 
height for headlamps was adopted 
in Arizona, Colorado, Georgia, 
Idaho, Indiana, Michigan, Montana, 
Rhode Island and South Carolina. 

New Mexico set the limit at 20 
inches; West Virginia, 22, and 

Wyoming, 21. Bills lowering the 
minimum are pending in Delaware 
and Maine. 

Use of two auxiliary passing 
lamps and two auxiliary driving 
lamps has been approved in Cali- 
fornia, Colorado, Idaho and Mon- 
tana. 

Vehicles over 80 inches wide 
were permitted to be equipped 
with identification lamps (three- 
lamp clusters on front and rear) 
in Colorado, Idaho and South 
Carolina and a South Dakota 


law makes the lamps mandatory. 


Simultaneous flashing lights used 
to warn of a vehicular traffic 
hazard are now permitted in 
Colorado, Connecticut, Idaho, Iowa 
and South Carolina, This provision 
is pending in California, Florida, 
Illinois, Ohio, Oregon and Wiscon- 
sin. 








Plymouth Display Attracts Commuters— 


An estimated two million persons per month will see this 1957 Plymouth on display 
at the Pennsylvania Railroad Thirtieth St. Station in Philadelphia. Situated just inside 
the main entrance, the display is one of several exhibits established throughout the 
country by Plymouth. The model will be changed periodically to match the car featured 


in Plymouth's national advertising. 


Objective: $200 a Month... 


Pension Plan for Dealers 


LOWVILLE, N. Y. — The Lewis 
County Automobile Dealers’ Assn. 
has proposed a dealer pension plan 
that would provide a $200 monthly 
pension to any 
dealer who has 
held a franchise 
20 years. 

The plan was 
worked out by 
Thomas Duflo sr., 
owner of Duflo 
Chevrolet in 
Croghan, N. Y., 
for the past 30 
years, 

Under the plan, 
each auto and 
truck manufacturer would add 
about $1 to the invoice for each 
new car billed to every dealer. 

Each month the manufacturers 
would send a check to the NADA 
pension headquarters covering 
every unit shipped in the past 
month. 

The association explained, “All 
automobile and truck dealers who 
have held a franchise from the 
manufacturer for a period of 20 
years would become eligible to 
retire on a pension of $200 per 
month for the rest of their lives. 
“After the dealer passes away, 
his widow should receive the same 
amount for the rest of her life, un- 
less she remarries. Then the pen- 
sion would cease. After all, most 
of the wives share the hardships 
and headaches equally with their 
husbands.” 

It is proposed that eligible 
dealers who wish to retire under 
the pension plan would begin re- 
ceiving their checks as soon as 
enough money is in the pension 
fund. The fund would increase $5-6 
million annually plus interest. 

The association estimated that 


T. Dufio 





Pontiacs Top ‘Test Drivers'— 


Pontiac salesmen in the Cleveland area attended a luncheon to receive cash 


awards earned in the zone's ‘Test Driver” 


program. Awards were presented to sales- 


men making the greatest number of demonstrations of the 1957 Pontiac to prospects 
and signing them up in Pontiac's national “Drive the Champ” contest. Seated, from 
left, are N. R. Marsico, Lorain; Pat Bernardo, Bedford; Jack Wilt, Warren; Ed Lewis, 
Bedford; Ernest Sandvick, Lakewood. Standing: John F. Malone, Cleveland zone man- 
ager; Don Warren, Warren; J. L. Rayal, Cleveland; Tom J. McNamara, Strongsville; 
Lou Taliak, Parma; Ed Johnson, Cleveland; Ed Carson, Euclid; and Fritz Wahl, assistant 


zone manager. 





about 5 percent of the nation’s 40,- 
000 dealers, or 2,000, would be 
eligible for the pension. This would 
require $4.8 million a year. 

The plan provides that if a 
dealer dies or sells out after five 
or 10 years, he or his widow will 
receive 75 percent of the money 
credited to his pension account. 
The association asserted, “A pen- 
sion plan like the one described 
will build a much better relation- 
ship between the dealer and the 
manufacturer.” 


AMA Withdrawal 
Won't Hurt Racing, 
NASCAR Says 


DAYTONA BEACH, Fla — 
NASCAR said last week that the 
decision of auto manufacturers to 
withdraw from racing and other 
speed tests would have “little or no 
effect on the general alignment of 
cars and drivers for 1957.” 


The racing group said the so- 
called factory drivers were expected 
to continue on an independent basis, 
“undoubtedly in their same cars.” 


NASCAR also thought the de- 
cision “would give a further boost 
to the ‘little fellows’ who figured 
on getting into stock-car racing 
with a real chance of winning. 


Bill France, NASCAR president, 
said the absence of factory-spon- 
sored participation will make auto 
racing more of a sports affair than 
it has been since the manufacturers 
entered the field. 

Elsewhere, NADA said that for 
the most part, dealers will welcome 
the passage of the Automobile Man- 
ufacturers Assn. resolution. The 
American Finance Conference also 
endorsed the AMA move, and the 
National Safety Council added its 
congratulations in a telegram to 
AMA from G. C. Stewart, the coun- 
cil’s executive vice-president, 

In Canada, D. C. Gaskin, presi- 
dent, Studebaker-Packard of Can- 
ada, applauded the AMA decision. 
He called it “a major step forward.” 


Plymouth Solo 


Comes to Canton 


CANTON, O.—Continuing the 
trend toward exclusive Plymouth 
dealerships, George P. Maloney 
Motor Car Co. has given up its 
Chrysler and Imperial franchises 
and becomes the first Plymouth ex- 
clusive in the county. 

Kempthorn Motors, Inc., surren- 
dered its Plymouth franchise and 
received the Maloney franchises. 
Kempthorn will now handle Dodge, 
Chrysler and Imperial cars and 
Dodge trucks. 

The change was announced by 
Maloney and Richard J. Kempthorn, 
general manager of Kempthorn 
Motors. Kempthorn is a former Uni- 
versity of Michigan football star. 
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| Dealers tell me 


By John O. Munn 


HE most successful dealer is one 
who has a sharp concept of his 
business. One who knows his pur- 
pose, One who knows his market. 
This theory has always been true. It 
is true now more than ever before. 
Pressure on new-car sales, too 
frequently, has distorted the purpose 
of our being in business, Our goal 
includes doing a good job for our 
manufacturer, but in so doing we 
must not fail to do an equally good 
job for ourselves. 


When a dealer does a good job 
for himself he is sure to do a 
better job, in the long run, for 
his manufacturer. 


We must continue to do a good 
job for the manufacturer and 
neglect no honest opportunities for | 
that accomplishment. The manufac- 
turer we represent has a right to| 
expect performance. He must 
depend on us because we are his 
only outlet. 

Nevertheless, the quota expected 
should not be drawn out of a hat 
or represent some manufacturer’s 
attempt to out-register his compet- 
itor, but be based on the actual 
potential of the territory. 

+ 








Registration Is Key 


_— quota should be based upon 
the factory’s current national 
percentage. But remember, the 
factory's national percentage is an 
average. Some territories, for a 
given make, always have been 
better than other areas. 

If a dealer is located in a 


Car-Sales Peak 
Forecast by 1965 
By CIT Officer 


OCEAN CITY, Md.— Continued 
prosperity and an alltime sales 
high by 1965 were prophesied by 
Glen E. Jorgensen, vice-president 
of Universal CIT Credit Corp., at) 
the summer meeting here of the 
Automobile Trade Assn. of Mary- 
land. 

Dealer profits are becoming more 
stable, he said, and dealers are find-| 
ing it pays to invest time and 








territory where his line always has 
exceeded the national average, he 
can be fairly expected to continue 
on that basis. The dealer who 
operates in a territory less than the 
national average is entitled to credit 
for building local registration even 
though he may never reach the 
national average. ‘ 


In other words, registration is 
the important factor in setting 
quotas of performance, They auto- 
matically adjust themselves every 
month. They rise and fall with 
the popularity of the car, the 
dealer’s selling efforts, the shifting 
of population and the increase or 
decline of economic wealth and 
purchasing power. 


If we think that factories over- 
emphasize the importance of 
new-car sales let’s not forget they 
are significant to dealers, too, Any 
dealer’s profit potential depends im- 
portantly on the number of owners 
in his territory, Repeat customers 
are the very basis of his business. 
Without a backlog of owners, our 
profit opportunities are severely 


handicapped. 
* = 


= 
2 Classes of U. C. Buyers 


But passing on from new-car 
quotas, if we limit our concept 
to new-car sales, we fail to meet 
the challenge of the future. Let’s 
see what we have to sell to meet 
completely the needs of our 
respective market. 


We have many products to fit the 
needs of that market. New cars are 
important, but are only one of them. 
Every dealer, even though he sells 
but one line, has a widespread 
choice of models to reach his 
market. 

Even in the low-priced field, 
the cars he offers vary in price 
as much as $1,000. But to serve 
the needs of customers in our 
territory, we sell used cars for 
which the market is three times 
larger. 

Even with used cars we reach 
into two distinct classes of auto- 
mobile buyers. One is persons who 
want a late-model used car, These 
are real people. Perhaps our 
smartest purchasers. There are 





Dealers Peek at Edsel 


In Chicago Preview 


CHICAGO.—A few models from 
the Edsel line are being pre- 
viewed here by potential dealers, 
it was learned last week, The 
cars are being shown only at the 
potential dealers’ request, a Ford 
spokesman said, and the look-see 
is being performed only for in- 
dividuals and small groups. 

Although there were “leaks” by 
news columnists that the Edsel 
was in town, there was no press 
announcements and no organized 
showing. No picture of the new 
cars has been given the pre- 
viewers. Similar showings are 
being held in other parts of the 
country, the spokesman said. 


By Joseph M,. Callahan 
Staff Writer 
ROMEO, Mich.— Two-thirds of 
the nation’s small-town dealers will 
give up their franchises in the 
next 10 years unless some impor- 
tant changes are made, according 
to Ed Howard, co-publisher of the 
Romeo Observer Press. 
Howard based this prediction— 
which is alarming, since 80 per- 
cent of the nation’s dealers are 














"Station Wagon Week’ in San Francisco— 


Proclaiming “Station Wagon Week" in San Francisco are Mayor G. Christopher, 
second from left; Amos Crowl, secretary, Northern California Motor Cor Dealers 
Assn.; Cecil Whitebone, association president; and Bob Hill of the San Francisco News. 
The proclamation was issued for the week of June 10-15. 


30-Month Lid on Car Credit 


Holds Good in Arizona 


PHOENIX, Ariz.—New-car deal-| agreed that a policy of reasonable 
ers in Arizona appear to be follow-| downpayments and a 30-month 
ing the terms of a resolution adopted| maximum repayment period had 
at their 1957 convention by limiting| proved sound and profitable over 
new-car financing to 30 months. | the years. 

In the resolution, members of | _ Fear was expressed that exten- 
the Arizona Automobile Dealers | %i0n of time to 36 months, as was 

Assn. declared themselves “op- | being practiced by some dealers, 
posed to automobile time sales | Would spread. 


contracts to exceed 30 months.” Dangers were expressed in the 
resolution as follows: 


money in the proper training of| many of them, They buy real value. 
employes. Then we have another class of 

Costs of doing business were dis-| used-car buyers. It includes the 
cussed by Clark Moody, manager! mechanic and the young persons 
of business management statistics) whose purchasing power is limited 


for NADA. 

Too many dealers, said Moody,)| 
look at nothing but the invoice 
price of the car and decide that 
anything they get above that figure 
is profit. 

Moody said it is more logical to 
expect the revenue from car sales} 
to cover the major portion of oper-| 
ating overhead and see how much| 
service profit can be salvaged, than 
it is to work the other way around. 
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| but who need and enjoy the 
advantages which automobile 
ownership brings them. They are 


surely not to be overlooked. 
= = o 


Remember the Aftermarket 


Tam. we all too frequently 
overlook that class of customers 
that can be best served by rebuilding 
their present cars. Since we sell 
both new and used cars and rebuild, 
we not only expose ourselves to 
profit on them but we automatically 
| develop ‘our potential for parts, 
service and accessories. 

Remember that the aftermarket 
has greater potentials than this 
trade ever has reached. This after- 
market is less seasonable, in the 
first place. There is a constant 
demand for service and supplies, It 
is more under our control. It is less 
competitive and more profitable 
than car sales. 

One reads constantly about the 
potential for tires and batteries 
which amounts to millions of 
dollars each year, There are 
exclusive dealers making money 
in tires. It is a natural market 
for the automobile dealer because 
he comes into contact with 
owners more frequently and 
knows their needs. 

All of us can sharpen our concept 
of our entire business. To do so 
would mean to maintain and 
develop the type of dealer who can 
stand against the inroads of compe- 
tition, If we keep the purpose of 
the dealership institution in mind 
and not overlook any local market 
opportunities, there is nothing ahead 
for us but great strength and 
continued success. 





With the exception of Yuma, 
maximum repayment periods across 
the state are now 30 months or less. 

The period is longer in Yuma,| 
said an observer, “because Yuma is 
actually in the California zone and) 


“If permitted to continue, this 
practice (36-month terms) will re- 
sult in many dealer failures as the 
result of these long terms and will 
be detrimental as follows: 

“1. The shrinkage of late-model 


must compete with California mar-| used-car sales and values. 

ket practices, which include financ-| “2. The taking out of the future 

ing for 36 months and longer.” | market the buyer who still owes on 
When the AADA convened Apr.| his car more on longer terms than 

13 in Chandler, credit terms were| its value, due to reduced payments. 

a major topic of discussion. Dealers| “3. The creation of more re- 
— possessions, with heavy losses to 

the dealer.” 





Chicago Dealers 
Push Planning 
For Auto Show 


CHICAGO. — The Chicago Auto- 
mobile Trade Assn. is pushing plans 
for its golden anniversary auto 
show, now that a conflict in dates 
has been solved through cancella- 
tion of the New York show by the 
Automobile Manufacturers Assn. 

Don C. Mullery, president, has 
announced that C. J. McCorkle, 
immediate past president, will be 
chairman of the executive commit- 
tee for the show, scheduled Jan. 
4-12. 

Other committee members are 
Charles O. Gracey, James F. Mc-| 
Manus jr., Walter Schroeder and 
Earl T. Zweifel. 

The other officers recently elected | 
by directors are Max S. Evans, 
vice-president; Walter A. Gerwig, 
secretary, and Jerry H. Cizek,) 
treasurer. 





Toledo Dealers Plan Outing 


TOLEDO.—The Toledo Automo- 
bile Dealers Assn, will have a golf 
party June 21 at the Toledo Coun- 
try Club, according to Edward 
Trepinski, secretary. The event will 
begin with a luncheon, 





















After resolving to hold contracts | 


to 30-month terms, the dealers sent 
copies of the resolution to banks 
and finance companies and to all 
new-car dealers in the state. 





Wemhoft 
McFee, recuperated from a “siege,” is back at his desk at the 


community ... 


On the House .. . 


Auto makers’ decision to ban direct participation 
in racing and speed events brought a lot of huzzahs 
from dealers, who have had to face a gauntlet of 
public opinion against speed and horsepower ad- 
vertising. While the new AMA recommendations do 
not prohibit increases in horsepower, the advertis- 
ing of such is banned. Presumably, the ban does 
not affect the Mobilgas Economy Run and similar 
events where endurance and fuel consumption are 
the main attraction 

Commenting on the AMA action, one auto 
official declared: 
be a monkey on everyone’s back” .. . Charlie 


Virginia dealer association office . . 
Klepfer and George Ostendorf are new Buffalo association directors 
. . . Chuck Elmendorf, Southern California dealer association man- 
ager, was married recently to Eileen Tomlinson .. . 


“Charity begins at home,” the Kentucky association reminds 
dealers. “Why give away your merchandise to persons outside your 
if you feel you must give it away? Where is the 
logic in making a sale just for its own sake and depriving another 
community of its rightful revenue?” 


Auto-Minded Publisher Airs Views .. . 


Little Dealers Seen 
In Fight for Life 





in small towns—on his long-time 
observation of trends affecting 
dealers. 


He has been an Observer Press 
Co. publisher for 18 months, an 
editor for the Automobile Manu- 
facturers Assn. and a staff writer 
for Automotive News. The Observer 
Press is a weekly with a circulation 
of 2,500. 


Declaring that he has watched 
the trend toward small-town dealer 
mortality in many areas, Howard 
then pointed to his town which had 
eight dealers shortly after World 
War II and now has only three. 
They sell Chevrolet-Oldsmobile, 
Ford and Buick. There were seven 
dealers as recently as 1950. 


“The amazing thing about this is 
that Romeo and the Romeo area 
are growing and thriving,” he said. 
“The city’s population has in- 
creased about 10 percent to 3,300 
in the last five years and the popu- 
lation of our two adjoining town- 
ships is up about 15 percent to 
3,000 in this period.” 

Howard said that while he pre- 
dicted that thousands of small- 
town dealers would be giving up 
their franchises in the next dec- 
ade, he didn’t mean that all of 
them would be going out of the 
auto business—because many of 
them probably will go into super- 
market operations. 

He said the factors leading to 
the demise of the small-town dealer 
are partly the result of the dealer’s 
own lethargy, partly the result of 
the current factory advertising 

programs and partly the result of 
the changing American way of life. 
He mentioned these major factors 
as being unhealthy for the small 
dealer: 

1. The failure of the small-town 
dealer to engage in sales promotion. 

2. The increased traveling done 
by Americans, arising from the ex- 
panding network of superhighways 
and from increasing auto owner- 
ship. 

3. The rise of shopping centers 
which combine small-town parking 
facilities with nearness to metro- 
politan auto dealerships, 

4. The decreasing number of 
cities which have an “auto row,” 
permitting the prospective buyer 
to have an adequate selection of 
cars to choose from. 

5. The increased advertising in 
metropolitan newspapers, television 
and radio by large-city dealers who 
are advertising-minded and promo- 
tion-minded. 

6. The current national advertis- 
ing programs of the auto manufac- 
turers which replaced the dealer 
cooperative advertising setup. 

Howard then elaborated on each 
of these points. 

He said the lack of sales pro- 
motion was probably the most 
serious deficiency of the small-town 
operator. Sales promotion, he said, 
includes good deals, attractive 
showrooms, well-dressed and 
friendly salesmen, occasional selling 
sprees, roadside signs, press and 

(Continued on Page 81, Col, 1) 





“The whole thing (racing) got to 


. Lawrence E. Read, Ward 


—Pete WeMHorr, Editor, 
Automotive News 
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Sales Slowup Hikes Inventory to 792,000 ... 


New-Car Stocks at 57 High 


(Continued from Page 1) 
buildup to 848,498, which marked 
a record that stood up until the 
early months of 1956. 

Ballooning sales in the greatest 
automotive year in history kept 
the inventory total from a further 
climb after June 1, 1955. The 
stockpile decreased gradually for 
the duration of the model run. 


A far different story was written 
last year. The year started with 
inventories above 800,000 and 
turned the March 1 corner with 
the total in excess of 900,000. No 
appreciable depletion in the stock- 
pile was shown before the May 
production cutbacks, 


A remarkably thorough cleanup 
sent new-car stocks to a 1956 low of 
277,975 by last Nov. 1, when ’57- 
model production was rolling into 
high gear. 

* = * 
——— 1957 chapter started at a 
much slower speed than 1956 
and was more reminiscent of the 
1955 progression. But the resem- 
blance to ’55 will disappear if ’57 
inventories reach a peak in the 


summer months. And, of course, ’57 | 


has been unlike ’56 all along. 

In one forthcoming department 
of the model year—the cleanup— 
dealers are hopeful that ’57 does a 
turnabout and repeats the success 


of last year. The ’55-model cleanup | ‘ 


Was a poor one by comparison, in- 
asmuch as dealers had 538,375 new 


Healthy Market, 
Better Profits 
Seen by Dealers 


(Continued from Page 2) 








fect all dealers at about the same 
time, But then the market returns 
with renewed vigor for no apparent 
reason at all. 


Foreign cars continue along their 
merry way, with almost every 
dealer in the area talking about 
them, Many dealers still aren’t sold 
on foreign cars, but the men 
handling them talk in glowing 
terms of the future and of present 
prospects. 

In some instances the foreign 
market has had a tendency to go 
@ little soft, and discounting has 
occurred. Although many dis- 
tributors threaten to cance] their 
dealers if they are found dis- 
counting, the practice takes many 
forms. 

In some instances, the dealer 
will offer to return the salesman’s 
commission—“After all, I don’t em- 
ploy any salesmen, so why should 
you pay the commission?” 

But at present, these practices 
appear to be confined to a few 
dealers. Certainly the shortage of 
vehicles encourages even the most 
eager volume-minded dealer to 
maintain his suggested list price, as 
does the short margin on which 
many foreign-car dealers must 
work. 





cars in stock at the start of the| have been hit the hardest by sales 


fourth quarter of the calendar year/| resistance this year, appear likely | 


and were weighed down with ’55s/ to follow up their changeover vaca- 


while the ’56s were pouring from| tions by opening up the production * 


the lines. 

Three months remain before 
the first ’58 goes on dealership 
display. Shutdowns for model 
changeovers and inventories are 
now expected to start earlier and 
run longer than last year for 
many divisions, particularly those 
in the medium-priced field. 

The middle-priced makes, which 

oe * 


* 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
in Transit Potential 
Period Field to 
Ending Stocks? Dealers Stocks 
Jan, 1, ’50.... 261,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, '50.... 247,680 160,200 407,880 
Sept. 1, ’60.... 239,642 160,400 400,042 
Jan, 1, '51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Sept. 1, "61.... 283,402 86,300 370,202 
Jan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 261,674 88,000 339,674 
June 1, '52.... 232,036 70,000 302,036 
duly 1, "62.... 193,462 500 277,962 
Aug. 1, "62.... 162,086 12,000 174,086 
Sept. 1, "62.... 149,091 77,000 226,091 
Oct. 1, °62.... 233, 89,000 322,556 
Nov. 1, "62.... 308,894 90,500 399, 
Dee, 1, '62.... 287,247 76,000 363,247 
Jan, 1, '63.... 291,671 83,300 
Feb. 1, °63.... 324,835 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, °63.... 445,882 89,300 635,182 
May 1, ’53.... 490,381 97,700 
June 1, '53.... 463,546 73,500 
duly 1, °53.... 479,698 82,800 ’ 
Aug. 1, °63.... 517,119 82,200 599,319 
Sept, 1, °53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 68,300 606,387 | 
Dec. 1, °53.... 430,876 oe 459,876 | 
Jan, 1, 64... 428,125 36, 464,725 
Feb. 1, "54.... 466,176 60,600 626,776 
Mar. 1, "54.... 611,122 62,000 573,122 
Apr. 1, ’S4.... 641,911 64,000 605,911 
May 1, ’S4.... 538,775 68,500 607,275 
dune 1, 'S4.... 503,219 62,500 565,719 
July 1, "S4.... 445,665 62,500 508,165 
Aug. 1, "54.... 390,854 57,000 447,854 
Sept. 1, "54... 356,654 50,400 406,054 
Oct. 1, "S4.... 267,469 000 296,469 
Nov. 1, "54.... 120,107 37,500 157,607 
Dee, 1, 'S4... 453 61,700 265,153 
Jan, 1, °55.... 203,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, °S5.... 467,655 95,000 562.655 
Apr. 1, 55.... 644,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, ’55.... 755,498 93,000 848,498 
daly 1, '65.... 736,501 77,000 813,591 
Aug. 1, "56.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 538,375 
Nov. 1, °56.... 487, 87,600 575,266 
Dee, 1, *55.... 645,707 77,400 723,107 
Jan, 1, "56... 755,177 808,477 
Feb, 1, '56.... 801,499 63,900 870,399 
Mar, 1, "56... 840,089 63,700 903,789 
Apr. 1, '56.... 827,977 88,100 898,669 
May 1, '56.... 846,285 56,300 902 585 
dune 1, °56.... 746,012 52,890 798,902 
duly 1, °56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,061 53,026 688,172 
Sept. 1, "56.... 456,013 48,382 504 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, "66.... 212,967 65,008 277,975 
Dec, 1, °56.... 318,587 79,656 398,2 
Jan, 1, *57.... 461,850 50,168 512,018 
Feb. 1, ’57.... 561,934 638,100 630,034 
Mar, 1, "57... 664,608 68,400 733,008 
Apr. 1, °57.... 682,790 63,125 745,915 
May 1, °57.... 677,706 59,500 737,205 
d 1, °67.... 729,005 63,420 792,425 
? Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 





S-P Shows Off Mercedes-Benz— 


From left, Roy T. Hurley, chairman and president, Curtiss-Wright Corp.; Carl F. 


Giese, president, Daimler-Benz of North America, Inc., and Harold E. Churchill, 


president, Studebaker-Packard Corp., get together at one of the showings of the 


new Studebaker-Packard automobiles and Mercedes-Benz cars. The three men head 


the companies whose agreement resulted in Studebaker-Packard getting exclusive 


rights to market the German-made Mercedes-Benz cars in the U. S., Canada, Mexico 


floodgates on their ’58 models. 
* ~ 
S, the near-certainty of a 
steep inventory climb soon after 


* 


Oct. 1 indicates the necessity of re- | s=— 


peating last year’s cleanup sweep. 
At the moment, dealers are opti- 
mistic that the 800,000-inventory 


load is not out of hand and can 83 


be pared in time for the new-model 
rush. 

While dealer comment on stocks 
range from “normal” to “heavy,” 
few appear to be worried. 

One of the most intensive sales 
drives of all time appears probable 
for the third quarter as dealers 


inventory | Strive to clear the decks for the 


"58s. 


Fords Lead Parade— 





With the help of convertibles from Euclid Ford Co., Station KYW kicked off its 
“Summer Kalypso Special” with a tour of the downtown Cleveland area. Twenty 
“Kalypso” gals took part in the parade which launched the station's summer pro- 


motional activities. 





U.C. Stocks Dive in Market Boom 


(Continued from Page 1) 

was slightly in excess of 30 days’ 
selling on June 1, nearly two- 
thirds of all dealers surveyed by 
Automotive News reported their 
stocks below the traditional 30- 
day limit. 

Some 64.2 percent placed them- 
selves in this catégory as of June 1, 
compared with only 36.9 percent a 


374,971 | month earlier. 


On no other used-car census date 
this year have so many dealers 


588,081 |claimed to be within the 30-day 
can ane limit on inventory. 
aa 


ape June 1 count of 30.4 days’ 
supply also represented the first 


Minn. Frustrated 


On Chain Sales 


No Law Available 
To Prevent Them 


ST, PAUL.—Chain-sales programs 
have cropped up in Minnesota that 
are causing concern in the state’s 
department of business develop- 
ment. 

Donald Sandlund, director of 
trade promotion for the depart- 
ment, has said he would like to 
see the plan stopped but that 
there is no law prohibiting it 
now, 

He said the plan was imported 
from the West Coast and is used 





by only a few Minnesota dealers. 


"395 | He added that his office had re- 


ceived complaints from more than 
|25 persons, most of them in the 
| Minneapolis-St. Paul area. 
Under the plan, prospective buy- 
|ers are told they can pay off a new 
car merely by referring other cus- 
tomers to a dealership. 
Actually, for one customer to 

earn his car at $2,400, a total of 
| 63 persons must buy automobiles, 
| Sandlund said. 

He said the rate of car repos- 
sessions of persons who get in- 
volved in the plan is high because 
they cannot get the referrals nec- 
essary to meet the monthly pay- 
ments. 

Another factor, he said, is that 
dealers generally talk customers 
into buying deluxe models, which 
they cannot afford. A deluxe model 
will be a “better advertisement,” 
they are told. 

Clarence Pearson, of the Minne- 
apolis Better Business Bureau, said 
the buyer generally is so taken in 
that “he doesn’t notice his car is 
costing from $300 to $500 more than 
the price elsewhere.” 

Sandlund said his hands are 
tied. A Minneapolis dealer was 
called before the city council, 
which decided there was no law 
prohibiting the plan. The council, 
however, indicated continued use 
of the program might lead to 
refusal to renew the dealer's 
license. 


Although only a few dealers are 


using the plan in Minnesota, Sand- 
lund fears the trend could spread. 

“The plan not only causes hard- 
ships for some of the customers, 


but can hurt the entire automobile 
and Cuba. The latest in a series of showings of the cars was held in San Francisco. Sales business, he said. 





time this year that the average| earlier, when stocks stood at 305 
used-car inventory came close to| days’ supply. A year ago, however, 
falling within the 30-day limit. High| nearly 74 percent of dealers re- 


point of 1957 on used-car stocks 
was Jan. 1, when average used-car 
stocks represented a 41.1-day sup- 
ply. 

Only 10.6 percent of reporting 
dealers said stocks were below 
the 15-day limit on June 1, while 
53.6 percent fell into the 16-to- 
30-day bracket, 

That left 35.8 percent of the deal- 
ers surveyed with used-car stocks 
in excess of a 30-day supply. 

A month ago, there were more 
dealers with extremely small in- 
ventories; there were also more 
dealers with heavy stocks. 

On May 1, there were 15.8 percent 
in the under-15-day category, while 

21.1 percent said stocks ranged 
from 16 to 30 days. A whopping 
63.1 percent said stocks exceeded 
the 30-day limit. 
a. 7 > 
T= June 1 inventory figure of 
30.4 days’ supply is almost ex- 


| 


porting said their inventories were 
within the 30-day limit. 

The range of inventory among 
dealers has been far more consist- 
ent this year. The reported ranges 
for the past three months, for 
example, has been: 15 to 60, 14 to 
60, 15 to 60. 

A year ago, extreme upper and 
lower limits on stocks fluctuated 
widely. On dates corresponding to 
those above, the range was: 15 to 
60, 8 to 80, 10 to 90. 

Overblown inventories, it can be 
seen, are being kept in check more 
successfully this year. 

The $16 increase in wholesale 
used-car prices last week pushed 
the average to $897. By model, 
prices were adjusted last week as 
follows; ’57s, up $33 to $2,211; ’55s, 
up $27 to $1,178; ’50s, up $18 to 
$193; ’54s, up $16 to $852; ’53s, up 
$12 to $563; ’51s, up $11 to $251; 
56s, up $8 to $1,559, and 52s, up 


actly the same as it was a year| $3 to $367. 





Yardstick Called Invalid .. . 


Monopoly Study Questioned 


WASHINGTON. — The yardstick 
which the Senate antitrust and 
monopoly subcommittee uses in its 
forthcoming report on concentra- 
tion in industry is “invalid” and 
“could be made to serve the aims 
of political propaganda,” the U.S. 
Chamber of Commerce has charged. 

The yardstick in questions is 
the “concentration ratio” tech- 
nique which seeks to measure the 
degree of monopoly or competi- 
tion by the number and size of 
firms which share a market, and 
the extent of their share. 


The chamber charged that the 





Citation for Chevrolet— 


Methodist Bishop Paul E. Martin, right, 
presents a plaque to C. R. Fike, Chevrolet 
Memphis zone manager, in appreciation 
of Chevrolet's television program “Cross- 
roads."" Bishop Martin praised the show as 
the outstanding religious series of the 
past season. The presentation was made 
during the Arkansas Methodist Conference 
in Hot Springs, Ark. 


method falls short because it dis- 
regards what the chamber calls 
“more significant” factors such as 
diversification, the degree of actual 
competition among the firms and 
the nature of the market and the 
product. 

In an industry where the leading 
producers had secretly divided up 
the market among themselves, the 
chamber charged, the concentra- 
tion ratio yardstick would not be 
apt to show monopoly because the 
appearance of competition would be 
there. 


On the other hand, in industries 
where there is vigorous competition, 
but among a smal] number of firms, 
the yardstick would be apt to indi- 
cate monopoly, the chamber said. 

In questioning the validity of 
concentration ratios as a measure 
of monopoly, the chamber said: 

“At first, the newly invented 
industry and product concentra- 
tion ratios seemed to offer com- 
plete and authoritative answers to 
all questions of fact that could 
be raised in this area. 

“It was not long, however, before 

. their novelty began to wear 
off, a process that was undoubtedly 
hastened by the growing recogni- 
tion that concentration ratios had 
been and could be made to serve 
the aims of political propaganda 
in flagrant contradiction of all 
empirical evidence . . . 


‘It is not possible, nor will it 
ever be possible, by calculating 
market shares ... or other hocus 
pocus, to present an unambiguous 
measure of the degree of mon- 
opoly.” 
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These two comprehensive volumes on used car merchandising 
and management contain practical guidance and the step-by- 


TH ESE BOOKS step operating procedures of hundreds of successful dealers. 


Associates’ dealers have already found them a real help in solv- 


ARE NOT ing numerous used car problems. Though not for sale, both 
books are given—and gladly —to dealers who do business with 
F OR SALE Associates. Through the years Associates has recognized the 


responsibility of working with its dealers and salesmen to help 
them sell more cars, more profitably. These books are another 
example of this continuing policy to help dealers and salesmen 
increase their sales and profits. 


Tho Old Sige Ate... | 


** These books are another reason why 
successful dealers 
will tell you—it pays to be an 
Associates dealer!’’ 





ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP.— ASSOCIATES DISCOUNT (CANADA) LTD.— EMMCO INSURANCE CO. 
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Mechanics Signed Up... 
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UAW Spurs Drive 


On Buffalo 


By Joseph M. Callahan 
Staff Writer 

7 United Auto Workers is ex- 

ploiting the bad publicity which 

the Teamsters are receiving in 

Washington and elsewhere to con- 

duct a vigorous drive to organize 

the workers in 125 Buffalo dealer- 
ships. 

The UAW drive in 

Buffalo, which is 

running concurrently 

with a joint Team- 

ster - Machinists 

drive, has resulted in 

half a dozen National Labor Rela- 

tion Board election victories in the 

past several months since the drive 
began. 

In addition, one election is now 
pending and several more will be 
requested in the next couple of 
weeks, according to Charles Cina, 
senior business representative of 
UAW Local 55. 

Cina told Automotive News last 
week that he and another UAW 
business agent, Marcel Skotar- 
czak, are concentrating on organ- 
izing the shop personnel in dealer- 
ships in Buffalo and nearby 
Niagara Falls, N. Y. 

However, he added, Local 55 has 
organized the sales staffs of two 
dealerships and it will continue to 
organize salesmen if they want the 
union. a 


Other Drives Cited 
INA said, “If the dealers in Buf- 


falo smarten up, they'll go along 
with us. They can’t stop the inevi- 


8 New Directors 
Named to Board 
Of Oregon Assn. 


Ore.—The Oregon Auto- 
mobile Dealers Assn. has announced 
the election of eight directors to 
two-year terms. 

They are: First District—Wayne 
Hadley, Salem, and Charles S. Wil- 
son, Corvallis, Second District — 
Julian Eccles, Klamath Falls, and 
Robert Thomas, Bend. Third Dis- 
trict—George B. Wallace and S. W. 
Fraser, both of Portland. Fourth 
District—W. L, Anderson, Lebanon, 
and Ben Collard, Eugene. 

Holdover directors are: First Dis- 
trict—W. E. Hamilton, Forest 
Grove, and Robert S. Lowell, As- 
toria, Second District—M., C. Lynch, 
LaGrande, and Ray Weeks, Burns. 
Third District — William Anderson 
and Lyman Slack, both of Portland. 
Fourth District—Jim H. Busch, 
Ashland, and Gordon Smith, Rose- 
burg. 

Retiring directors are: First Dis- 
trict—Donald V. Cady, Hillsboro, 
and Otto J. Wilson, Salem, Second 
District—Kenneth B. Conroy, Prine- 
ville, and Paul A. Roberts, Ontario. 
Third District—-C. A. McRobert, 
Gresham, and D. D. Moore, Port- 
land, Fourth District—Donald W. 
Densmoor, Albany, and Clarence 
Scherer, Springfield. 


At Dodge Seminar— 





Dealers 


table. The Teamsters and Machin- 
ists are going all out to organize 
the dealers. Some of these dealers 
are going to get stuck with an or- 
ganization that will give them trou- 
ble, while the UAW has an enviable 
reputation. 

“The Buffalo auto dealers are 
going to be organized eventually. 
They might as well go with the 
UAW. We don’t stand for any 
shenanigans.” 

He declared that his local doesn’t 
believe in organizational picketing, 
because it doesn’t want to repre- 
sent people who don’t want the 
union. 

Cina continued, “We're not going 
to tackle any auto dealer if our 
guys won’t consent to a strike. If 
you have to wait 60-90 days for 
an election, people’s minds can be 
changed; they can be intimidated. 
When we go to a dealer we say, 
‘Either consent to an election or 


we strike.’” 
+. = = 


Ballots Impounded 


N THIS connection, Cina men- 
tioned Gillogly Chevrolet where 
the NLRB recently impounded the 
ballots after an election among the 
salesmen. Shortly before poll time 
the UAW requested that the elec- 
tion be called otf, claiming that the 
company had interfered with the 
election procedure. 

William G. McGee, an NLRB 
attorney, directed that the ballot- 
ing proceed as scheduled and that 
the ballots be placed in a sealed 
envelope uncounted. Eleven sales- 
men were eligible to vote. The 
NLRB will rule later on the dis- 
position of the ballots. 

Cina said, “This affair taught us| 
a lesson. If our guys won't strike, | 
we don’t want ’em. 

“I think Gillogly is making a 
mistake. If we don’t get them some 
other union will. He held a meeting 
and scared some of the employes 
and put them on a salary. 

“I think he was interfering with 
the election. He had one of our men 
arrested for stealing a car. This is 
a frameup; he didn’t do any such 
thing.” 


Dealers Call Union 


UAW agent said that many 
Buffalo dealers have called him 
and asked him to organize their 
shops because the Teamsters and 
Machinists are “really going to 
town” in their organizing. 
“Another thing,” he continued, 
“the Teamsters and the Machin- 
ists are running these joint 
drives. These two unions are go- 
ing to break up soon—and that’s 
going to be more trouble for the 
dealer. 


“Salesmen have told me that the 
‘salesmen’s profession’ is going to 
the dogs unless we can stabilize the 
industry. We want to stabilize the 
business so there won’t be too much 
price gouging. Dealers are going to 
benefit from this.” 

Cina said that he had just nego- 

(Continued on Page 86, Col. 1) 
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Dodge dealers, general managers and sales managers attended an advanced 
seminar in the business and financial management of automobile dealerships at the 
Chrysler Training Center in Detroit. Seated, from left, are Ray Rixman, St. Louis; 
Oliver D. Joseph, Belleville, Ill.; L. L. Phillips, Fort Worth; Arthur M. Bitzer, Salem, Ill., 
and R. R. Carkner, Utica, Mich. Standing: Earle E. Bitzer, East St. Louis, Ill.; Eugene 
Street, Cave City, Ark.; Ken Oorman, Shepparton, Victoria, Australia; C. A. Pine jr., 
Winchester, Va.; W. |. Finlay, Kitchener, Ont.; John Leskera, Vandalia, Ill., and Jess 


L. Bitzer, Collinsville; lil. 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


June 12 


(Sold 176 cars out of 268 en- 
tered.) 

BUICK — '56 Special conv., $1,900* 
(ps). °55 Century Riviera, $1,450*, 
$1,330*; Special 4-dr., $1,265*; 2- 
dr., $1,000; Riviera, $1,200°. ‘54 
RM Riviera, $1,100*; Super Riviera, 
$950* (ps). '50 RM Riviera, $130°*. 

CADILLAC—’52 (62) 4-dr., $880*. 

CHEVROLET—’57 Bel Air (8) 2-dr., 
$2,030*; Two-ten (8) station wagon, 
$2,020*. °56 Bel Air (8) conv., $1,- 
765°, $1,350* (ps); Hardtop, $1,- 
750°; 4-dr., $1,555*, $1,475*; Two- 
ten (6) 2-dr., $1,080. '55 Bel Air 
(8) conv., $1,360*, $1,350°, $1,275* 
(ps); 4-dr., $1,165*%; 2-dr., $1,210; 
Bel Air (6) conv., $1,170*; 2-dr., $1,- 
075*; Two-ten (6) station wagon, $1,- 
290°; 2-dr., $1,160, $1,005; 4-dr., 
$910°, $865°; Two-ten (8) 2-dr., 
$810. °'54 One-fifty station wagon, 
$765; Bel Air 4-dr., $715, $700. 53 
Bel Air Hardtop, $850*; Two-ten 2- 
dr., $565, $500°, $465, $405. °52 SL 
Deluxe 4-dr., $355. °51 SL Deluxe 
2-dr., $265; Hardtop, $250. 

CHRYSLER—’56 Nossau Hardtop, $1,- 
820° (ps). °55 NY 4-dr., $1,650* 
(ps); Windsor 4-dr., $1,230* (ps), 
$1,210°*. 

DeSOTO—’53 Firedome 2-dr., $390*. 

DODGE—’57 Coronet Hardtop, $2,250°. 
"56 Royal Lancer, $1,650*. °55 Coro- 
net conv., $1,440* (ps); 4-dr., $985. 

FORD—’57 Country sedan, $2,010*. '56 
Fairlane (8) Victoria, $1,550° (ps), 
$1,530*, $1,500°; 2-dr., $1,450°, $1,- 
410°, $1,360°; Custom (8) 4-dr., $1,- 
390, $1,300°, $1,290. "55 Country 
sedan, $1,500*%, $1,400°; Ranch 
Wagon, $1,180, $875; Fairlane (8) 
Victoria, $1,290*; club sedan, $1,160*; 
4-dr., $1,030*, $975; Custom (8) 2- 
dr., $1,140, $1,045, $1,030; 4-dr., 
$1,010, $965*, $750, $755; Hardtop, 
$1,050°; Main (8) 2-dr., $680. °54 
Custom (8) 2-dr., $740, $695; Cus- 
tom (6) 4-dr., $480. $475; Crest (8) 
$715; Crest (6) 4-dr., $500*; Main 
(8) 2-dr., $460 (police). °53 Station 


wagon, $710*; Crest (8) 4-dr., $435°; 
Main (8) 2-dr., $325, ’52 Crest (8) 
Victoria, $525*, ’51 Custom (8) 2-dr., 
$240. 

HUDSON—’55 Hornet 4-dr., $900*, '54 
Super Wasp 4-dr., $620*; Hornet 4- 
dr., $410. ’53 Wasp 2-dr., $180*, ’52 
Hornet conv., $130*. 

LINCOLN — ‘55 Capri 4-dr., $1,235* 
(ps). 

MEKCURY — ’57 Turnpike Cruiser 
Hardtop, $3,050* (ps). °56 Montclair 
Hardtop, $1,700*; Monterey Hardtop, 
$1,475*. °55 Montclair conv., $1,460* 
(ps), $1,420° (ps); Hardtop, $1,410*, 
$1,390*; 2-dr., $1,070*, $1,040*, $935°. 
’54 Monterey conv., $745*; 2-dr., 
$850*. °53 Monterey Hardtop, $630*. 

NASH — '55 Rambler station wagon, 
$1,260. 

OLDSMOBILE—’57 (88) Holiday, $2,- 
700* (ps). ‘56 (88) Super Holiday, 
$1,800*; 2-dr., $1,600°. °55 (98) 
conv., $1,780* (ps); Holiday, $1,- 
730° (ps), $1,650*; (88) conv., $1,- 
700* (ps); Holiday, $1,510*, $1,500*; 
2-dr., $1,335*; Super 4-dr.. $1,335*. 
'54 (88) Holiday, $1,225*; 4-dr., $1,- 
200°, $1,000*; 2-dr., $950*. '53 (88) 
2-dr., $735*, $610°. ’51 (88) 2-dr., 
$235*; 4-dr., $125°*. 

PACKARD—’55 Patrician 4-dr., $1,- 
350* (ps); Clipper 4-dr., $1,095* (ps). 

PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2,200* (ps). ‘56 Savoy (8) 
Suburban, $1,620*; Hardtop, $1,305; 
Belvedere (8) 4-dr., $1,400*%; Plaza 
(6) 4-dr., $1,110. 55 Savoy (8) 4-dr., 
$925°; 2-dr., $875; Savoy (6) 2-dr., 
$650; Plaza (6) 2-dr., 2 at $700; 
4-dr., $660. °53 Cranbrook Belvedere, 
$575; 4-dr., $260; 2-dr., $450; Cam- 
bridge 4-dr.. $265; 2-dr., $195. 

PONTIAC—’56 Star Chief conv., $1,- 
865°; Catalina, $1,700*°; 4-dr., $1,- 

Chieftain Catalina, $1,640*, 
$1,430; 2-dr., $1,375°. °55 
Chieftain Catalina, $1,350*; 4-dr., 
$1,250°; 2-dr., $1,100*; Star Chief 
Catalina, $1,250° (ps), $1,190*, $1,- 
175° (ps). 

STUDEBAKER — '54 Champion 2-dr., 
$700. 


500°; 
$1,610*, 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 62, 66, 67, 68, 74 and 75 








Glidden Tour Starts Oct. 13... 


For Auto Lang Syne 


WASHINGTON.—The 1957 Glid- 
den Tour, the annual rally of re- 
stored old cars, will salute Virginia’s 
350th anniversary celebration, 

The Antique Automobile Club of 
America, sponsor of this year’s 
event, announced the tour route 
will start in Roanoke Oct, 13, 
then continue through Virginia 
to Washington, D. C end 
at Hershey, Pa., on Oct. 19. 

A total of 300 cars will partici- 
pate and no car may be more recent 
in vintage than 1929. At least half 
of the vehicles will be of the 1904- 
1913 period, the years when the 
original Glidden Tours were con- 
ducted by the American Automobile 
Assn, to prove the reliability of the 
motor car. 

In announcing the tour program, 
William E. Swigart, Huntington, 
Pa, president of the sponsoring 
AACA, said that Leslie R. Henry, 
Newtown Square, Pa. would be tour 
chairman. 

Rules of the tour allow partici- 
pants to bring their cars by trailer 
to Roanoke, but from then on they 
must be driven under their own 
power. In past years, however, one 


FTC Chief Calls 
Discounts Peril to 


Free Enterprise 


CHICAGO.—The chairman of the 
Federal Trade Commission has at- 
tacked the practice of giving dis- 
counts and allowances to preferred 
large buyers. 

The practice can lead only to 
disaster for free enterprise, John 
W. Gwynne declared in a speech 
here. He said the practice was “all 
too common and seemingly on the 
increase.” 

“It is not enough to put a law on 
the statute books,” he said, adding 
that the law must be accepted as 
a rule binding on conscience and 
honor. 

Gwynne said that a violation of 
this sort by one company leads to 
a violation by another firm, and 
then another. The result is a race 
in which the small competitor 
“sometimes does not survive the 
early laps, even though the quality 
of his product and service may 
entitle him to a better fate,” he 
said. 


or more antique enthusiasts have 
crossed the continent in vehicles 
more than 40 years old in order to 
join the tour. 


Assistance in this year’s event 
will be provided by the Firestone 
Tire & Rubber Co., which manu- 
factures tires for the old cars; 
Standard Oil Co. and the AAA and 
its affiliated clubs along the route. 


Registration blanks for the 1957 
tour are available from: Glidden 
Tour Committee, 157 Ridgefield 
Rd, Newtown Square, Pa. 

The complete tour program: Oct. 
13—cars rally at Roanoke; Oct, 14— 
Shenandoah Valley Day, driving 
through Natural Bridge, Lexington, 
luncheon at Waynesboro, to Char- 
lottesville; Oct, 15—Governor’s Day, 
parade and luncheon at Richmond, 
continuing to Williamsburg; Oct. 
16—Jamestown Festival Day, tour- 
ing the historic highlights of the 
Tidewater Peninsula; Oct. 17— 
Northern Virginia Day, with lunch- 
eon at Fredericksburg, en route to 
Washington; Oct. 18—via Gettys- 
burg and Hanover to Hershey. Pa.; 
Oct. 19—Fall Meet of the AACA at 
Hershey Stadium, with the Awards 
Dinner ending the tour. 
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A Family Affair— 


Dyer Act Covers 
Check Forgeries 


But U. S. May Exclude 
‘Deadbeat’ Passers 


DETROIT.— The broadened en- 
forcement of the Dyer Act covers 
forged checks, but not necessarily 
bouncing checks, Federal authori- 
ties declared last week. 

This clarification of Federal pol- 
icy was given AUTOMOTVE News in 
answer to a trade publication re- 
port that indicated all users of bad 
checks might become Dyer Act 
fugitives if they cross a state line. 

“Dealers and auctions can be 
assured that the Federal govern- 
ment will go after check forgers 
or no-account check passers who 
take vehicles across state lines,” 
an FBI auto agent said. “But the 
local U. S. attorney will have to 
decide whether to invoke the 
Dyer Act against true-name check 
signers with ‘insufficient funds.’” 

Wider application of the Dyer 
Act was made possible by the U. S. 
Supreme Court last February. The 
Court ruled that “stolen” cars un- 
der the Dyer Act covered all feloni- 
ous takings of motor vehicles, in- 
cluding embezzlements and lar- 
cenies. 

The case in question involved a 
South Carolina man who borrowed 
a friend’s car “for a few hours” 
and drove to Maryland, where he 
sold the vehicle. 

Demonstration skips, who pose as 
potential car purchasers, similarly 
face prosecution under the Dyer 
Act. However, an FBI agent said, 
dewers cannot expect Federal as- 
sistance in recovering cars from 
skips if a downpayment or deposit 
has been accepted. The car then 
becomes mortgaged property and 
is recoverable under state repos- 
session and delinquency laws, he 
said. 


N. Y. Parts Maker 
Faces FTC Order 


WASHINGTON. — A Federal 
Trade Commission hearing exam- 
iner has found that Standard Mo- 
tor Products, Inc. a New York 
manufacturer of automotive re- 
placement parts, has given favored 
customers price cuts in violation 
of the Robinson-Patman Act. His 
order may be appealed, stayed or 
docketed for review. 

Examiner Earl J. Kolb ruled that 
the company has favored large vol- 
ume purchasers and members of 
group buying associations with 
greater rebates than allowed their 
smaller competitors. As a result, 
the examiner said, price differen- 
tials have amounted to as much as 
20 percent. 

Standard had contended there is 
no injury to competition involved 
since its customers generally resell 
at the same prices. The decision is 
subject to appeal. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 





Selling Dodge and Plymouth cars in the St. Louis region comes close to being o 
monopoly of the Bitzer family, shown here with L. W. Piot, center, Chrysler Corp 
sales and service training director. From left are John Leskera, general manager, 
Vandalia Bitzer Motors, Vandalia, Ill., a brother-in-law, and Bitzer brothers, Jess L., 
treasurer, Bitzer & Co., Collinsville, Ill.; Earle E., president, Bitzer Motor Co., E. St. 
Louis, Ill., and Arthur M., president, Bitzer Auto Sales Co., Salem, Ill. 





—- Few eve ae Ore COGSTlC SO 


DOES LEATHER UPHOLSTERY 


HELP TO 


Independent Survey* Shows: 


DEALERS VOTE 


SELL AUTOMOBILES? 


> YES 


10 J 








In April 1957, a random sample of 52 automotive dealers selling car X in the New York and Philadelphia 


areas were asked: 


What do you feel is the biggest competitive advantage of 
the interior of car X over the interiors of other cars in its 
price range? 


92% said “genuine leather” (the other 8% mentioned 


other features). 


The results, we think, speak for themselves. These dealers feel that genuine leather upholstery is a very valu- 
able selling aid. Leather builds prestige; leather provides a competitive tool. Leather helps sell automobiles! 


* 


FOR YOUR INFORMATION, HERE ARE OTHER IMPORTANT QUESTIONS AND THE DEALERS’ REPLIES: 
INTERVIEWERS ASKED: DEALERS REPLIED: 


YES NO DON’T KNOW 


Do you feel that genuine leather upholstery, as standard equipment, 96 % A, % 
has been a lot of help in selling car X? (Medium-priced car.) 


Do you feel that genuine leather upholstery should be continued as 9$ % © % 


standard equipment on car X? 


Compared with other upholstery materials, does genuine leather offer 0 

" 94%| 6% 
Would it be a great disadvantage to the dealer if leather were dis- 90) % 10 % 
continued as standard equipment on car X? 


Does leather upholstery add prestige to the automobile and is it 96 % 4.% 


favorably reacted to by potential customers? 


a greater appeal to potential car 





Interviewers did not know for whom this 
survey was made. This means, of course, 
the dealers themselves had no way of 
knowing for whom the survey was made 
or why the questions were asked. 


THE UPHOLSTERY LEATHER GROUP, inc. 


FISHER BUILDING, DETROIT, MICHIGAN 
TRINITY 2-5715 
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On _Cross-Selling, Bootlegging, Ads .. . 


NADA Asks 


Makers 


To Join Cleanup Drive 


(Continued from Page 1) 


territory security while 40 percent 
were against it. 
= * + 


ee clauses 
were common in dealer con- 


tracts some years ago. But the auto 
makers hastily withdrew them from 
the pacts following a 1949 Justice 
Department opinion that such 
clauses were in violation of 
of Federal antitrust laws. 
However, there has been no con- 
clusive court opinion bearing di- 
rectly on the legality of such 
clauses in the auto industry. 
Sutter said that the few “self- 
ish” dealers who disregard the 
motorist’s service needs have 
“shaken the faith” of many other 
dealers in the franchise system 
to such an extent that they won’t 


dealers favored re-establishment 7 
—or can’t—invest in the expan- 


Rolling 


the Miles 








Write for your copy of 


“STAINLESS STEEL IN 
PRODUCT DESIGN” 


40 pages of useful engi- 
neering and fabricating 
data, including practical 
examples showing 
where, when and how 
stainless steel improves 
design, adds benefits, 
helps sales. 


ADDRESS DEPT. AN-90 


sion of and improvements in their 
service departments. 

“This, of course, will in time 
drastically affect the overall 
economy of the country,” he de- 
clared. 

Sutter stated that top maker of- 
ficials recognize the evils existing 
in auto merchandising today, add- 


Waters Is Appointed 


DKW Subdistributor 

SAN FRANCISCO.James F. 
Waters, Inc, (DeSoto-Plymouth), 
has been appointed subdistributor 
for Northern California for the 
German-built DKW. 

Waters, organized 29 years ago, 


operates at two locations here and | 


one in San Bruno. 





ing that the “need for immediate 
action is apparent.” 
* + 


H= EXPRESSED hope that joint 
action “which is legal and 
proper” will take place. 

However, the NADA president 
warned that “time is fast running 
out” and that the board is insistent 
that remedial action be forthcoming 
“at once” to forestall government 
investigation and possible legisla- 
tion. 

Sutter said the board does not 
want to be forced to march on 
Congress, with the possibility of 
“drastic controls” being imposed on 
both dealers and manufacturers. 

“Right now our problem is 
keeping government from getting 
into the problems and allowing 
us time to iron out our difficul- 
ties,” he declared. 

But he cautioned that “pressure 
from many individual dealers has 
already been felt on Capitol Hill 
and it is inevitable that action will 
come unless we solve the problem 
ourselves.” 

“If such action comes,” Sutter 
said, “NADA will again represent 
the majority of the nation’s new 
car and truck dealers.” 

* * * 
To NADA president said there | 
was no single solution to all) 











Chrysler’s Detroit Sales 
Top 27 Pct. in May 


DETROIT.—Chrysler Corp. 
products accounted for 27.20 per- 
cent of the 13,581 new cars sold 
in Wayne County during May, 
for their best showing of the 
year. 

Ford Motor Co.’s share was 
35.76 percent, General Motors 
took 34.18 percent, all other 
American makes, 1.68 percent, and 
foreign cars, 1.18 percent. 





dealer problems but added that the 
immediate objective of the joint 
program formulated by the board is 


to strengthen the service warranty, | 


adopt a code of business standards 
and defining what constitutes a 
“quality dealer program.” 

Again referring indirectly to 
territory security, Sutter said the 
board is faced with devising im- 
mediate plans “by which the 
reputable dealer will be in a posi- 
tion to provide the facilities and 
manpower for service. 


public interest, will be forced to 
do it for us.” 

The strong “either-or”’ tenor of 
the board’s pronouncements raised 
the possibility that the “new era” 
in dealer-factory relations which 
supposedly followed the tumultuous 
battles of last year may be short- 
lived. Sutter called the board meet- 
ing the most serious semi-annual 
gathering he has seen in many 


years. 
7 +. * 


NADA Vote Campaign 


Recognized by Award 


WASHINGTON.—NADA received 
an American Heritage Foundation 
award for its outstanding contri- 
butions to the get-out-the-vote cam- 
| paign last fall. 

The award was presented to 
NADA President Frederick Sutter 
| by Brynden Byrne, AHF executive 
| director, during a luncheon. 

NADA was one of the few foun- 
dation award winners among 6,000 
|}entries. The association won a 
|similar award for its get-out-the- 

vote efforts in 1952. 

There was a heavy turnout of 
|top factory brass at the banquet 
|winding up the board meeting. In- 





“Unless we in the industry do it) ojydeq among 35 maker re 
presenta- 
ourselves, the Government, in the | tives were Ivan L. Wiles, dealer 








Rolling Down 
the Costs 


Ask any user: stainless steel trailers do roll 
up extra miles. In fact, they can roll indefi- 
nitely because of their great strength and 
resistance to rust and wear . . . qualities in 
which no other metal matches stainless steel. 
Of course, that longer operational life means 
lower over-all expense. 

But stainless helps roll down the costs 
(and UP the profits!) in other ways. It’s so 
strong that thin-wall sections and structural 
members can be used, permitting greater 
payload capacity and offering additional 
Savings in operating expenses. Painting isn’t 


needed, and maintenance is cut to a whisper. 

Such properties make stainless steel an 
ideal material for trailers, trains, planes, etc. 
They qualify it for myriad other applications, 
too. Chances are that youx could use it when 
your product (or process equipment) re- 
quires superior strength, corrosion resistance, 
heat resistance, sanitary qualities, ease of fab- 
rication, durability wad attractiveness. @ We'd 
be pleased to discuss it with you—anytime 
you say or anywhere you'd like to meet. 
Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. 


WSw 6062 B 


Moke it BETTER-and LONGER LASTING-with ° 


AL Stainless Steel 


Warehouse stocks carried by all Ryerson Steel plants 





relations executive vice-president of 
|General Motors; Walker A. Wil- 
|liams, vice-chairman of the dealer 
| policy board of Ford Motor Co.; 
|Charles L, Jacobson, dealer rela- 
tions vice-president of Chrysler 
|Corp., and William H. McGaughey, 
communications vice-president of 
American Motors. 


Finance companies were also well 
represented. Guests included 
|Charles Stradella) GMAC; E. C. 
| Wareheim and Edmund L, Grimes, 
| Commercial Credit Corp.; Alan G. 
| Rude and Arthur O, Dietz, Univer- 
sal CIT Credit Corp.; Robert L. 
Oare and W. F, Gaunitz, Associates 
Investment Co. and Thomas F. 
Rogers, American Finance Confer- 
ence. 


Also on hand were E. J. Bush, 
chairman of Diamond T, and W.L. 
Pierson, of International Harvester, 


West Virginia 
Sets Up Schedule 
For Inspections 


CHARLESTON, W. Va.— Motor 
Vehicles Commissioner Joseph P. 
Condry has ordered that all motor 
vehicles except passenger cars be 
inspected between July 1 and Sept. 
30. 
Passenger-car inspections will 
begin in October, License-plate 
numbers will determine when a car 
is to be checked. 

A spokesman said new or used 
vehicles must be submitted for in- 
spection within three days of acqui- 
sition, regardless of the _ license 
number, unless the vehicle already 
has been inspected as required by 
| law. 

Vehicles will be inspected during 
the same month in following years, 
but prior to anniversary dates of 
stickers affixed to windshields. 


Who's Afraid? 


Threat of German Cars 


Is Viewed Calmly 


TORONTO.—Britain is not afraid 
of German auto competition under 
free trade conditions, Arthur Bot- 
tomley declared here. 

Commenting on preliminary talks 
between Britain and six European 
countries to create a free trade 
area, Bottomley, who was the 
minister of overseas trade in the 
Attlee Government, acknowledged 
there would be “fierce competition” 
when tariff walls were dropped. 

“But we are not so fearful of 
German competition,” continued the 
Labor party leader, who suggested 
the remarkable physical endurance 
of the Germans in rebuilding their 
shattered economy had reached its 
peak. 

“The facts are,” he said, “that 
German auto factories were rebuilt 
by the Americans; they have never 
had to bother with defense costs 
and their workers are not strongly 
organized in unions. 

“Now they will have to provide 
the money for their own factory ex- 
pansion as well as defense, and their 
workers are becoming organized and 
won’t put up with the present con- 
ditions.” 
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You can recommend this without reservation: 


NEW GULF CREST 


Guaranteed peak performance without knock 
or pre-ignition for today’s most advanced engines 


Two solid reasons for recommending Gulf 
Crest: 

® It’s made with a new, exclusive Gulf for- 
mula to keep modern engines cleaner, quieter, 
smoother-running than any other gasoline. 


® And it’s packed with more potential power 

per gallon than any other gasoline. 

® It’s so good that Gulf guarantees peak per- 

formance without knock or pre-ignition. 
For everyone who owns a high-compres- 

sion car .. . new Gulf Crest. 





GULF CREST SUPER NO-NOX. GULF. 
best ever sold for all but the most that famous the best from every Car. a 


for the finest critical of today’s high-value 
cars ever built engines gasoline 


nae cur es Now, more than ever-to get HI GULF 
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AUTOMOTIVE WASHINGTON 


Go Slow on Tax Relief, 


24 Economists Advise 


By William Ullman 
Washington Correspondent 
WENTY-FOUR assorted economists, all of them tax- 
payers themselves, have warned Congress that it would 
be risky to make any tax cuts in the near future. 
The witnesses, representing business, colleges and re- 
search groups, testified during the first four days of House- 


Senate hearings on fiscal pol- 
icy. In general, they felt that 
creeping inflation, rising Fed- 
eral spending and the slim budget 
surplus all add up to no tax relief 
at present. 

Not until the fifth day of hear- 
ings did Chairman Wilbur Mills, 
Arkansas Democrat, hear from 
some nonconformists. 

Miles Pennybacker, a New Eng- 
land manufacturer, and George 
Burger, vice-president of the Na- 
tional Federation of Small Busi- 
ness, called for tax relief for 

small business- 
men now. 

Burger said 
current tax rates 
are grinding 
down his 100,000 
members. Small 

businessmen, he 
insisted, have 
many problems, 
“but underlying 
all is the single 
basic problem of 
trying to make the current indi- 
vidual sales income dollar do the 
job of a future two.” His members 
are forced to do this, he said, to 
survive devastating inflation. 
” * . 


Arbitrators Urged 


—. swung hard at the argu- 
ment that everybody—business, 
labor and the farmer—is getting 
more dollars of less value today. 

“Competition has reduced the 
number of dollars flowing into in- 
dependents,” he testified. “They’re 
not riding the wave; they’re not 
staying even.” 

Behind the inflation, Burger be- 
lieves, are “the wage and price pol- 
icies of unions and large manage- 
ment, by which both are digging 
their own graves and digging 
graves for the rest of us.” 

The small business 





William Uliman 


all equities involved, “including 
the public welfare,” when labor 
and management reach a bar- 
gaining impasse. The Board would 
be empowered to investigate all 
the facts and bind both parties to 
its decision for or against a price- 
wage increase. 

The economic specialists who 
preceded Burger to the witness 
table were typical of the panelists 
who have testified before so many 
hearings of the Joint Economic 
Committee. 

Spokesmen for business repre- 
sented Standard Oil of New Jersey, 
Armstrong Cork, Chrysler Corp. 
and McGraw-Hill. The labor wit- 
ness was, as usual, Stanley H. 
Ruttenberg, of the AFL-CIO. “Ex- 
perts” came from Columbia Uni- 
versity, Massachusetts Institute of 
Technology, the Wharton School of 
Finance and Yale University. 

+. . * 


Billions, Not Dollars 


yams economists, however pro- 
ficient in their field, speak for 
very special segments of America. 
When they quote statistics, they 
invariably talk in terms of billions. 
When they mention business ex- 
pansion, they offer percentages for 
the whole country. 

In short, they never tell Congress 
what the Government’s fiscal poli- 
cies mean to an auto dealer in 
Hutehinson, Kans., or a haberdasher 
in El Paso, Tex. 

Hearings before any subcommit- 
tee of the Joint Economic Com- 
mittee usually don’t mean much, 
since such groups can’t approve 
bills. But Chairman Mills is also 
number two Democrat on the 
House Ways and Means Committee 
and has a lot of influence with 
Democratic leaders. 

For this reason, the testimony 
of most of his hand-picked wit- 
nesses may be pretty important. 


And the majority of them, despite 
a few dissenters like Burger, agree 
that business can get along OK 
without any tax cuts in the near 
future. ‘ 

+ - 


Inflation Is Worldwide 
AOL ATION, far from being a 
condition peculiar to the U. S., 
has most of the world in its grip 
today. 
A recent bulletin of the Institute 
of Life Insurance shows that be- 
tween 1950 and 1956, living costs 


in Chile zoomed 789 percent. In 
the same period Brazil had a 177 
percent increase and Argentina a 
rise of 159 percent. 

The U. S. tied with Germany 
between 1950 and 1956, with a 13 
percent price increase, But Ca- 

prices rose 15 percent in 
the same period, and the United 

Kingdom, Japan and Sweden had 
a 38 percent cost of living in- 
crease. 

The Institute reported that al- 
most all countries suffering from 
inflation have taken similar steps 
to combat it. They are encourag- 
ing individual savings, slapping 
on credit restraints, pushing for 
more economy in government and 
carefully watching rising labor 
costs, 

Whatever they are doing, it 
doesn’t seem to be enough. 

* + 


Senate on Overtime 


— Senate is going to start 
working overtime. Majority 
Leader Lyndon Johnson, of Texas, 
has told his colleagues to plan on 
working mornings, evenings and 
Saturdays until the session ends. 
So far, he said, some of the appro- 
priations for operating funds to 
run key Government agencies 
(Continued on Page 79, Col. 1) 





Nash Veterans Honor James— 


D. W. James, former Nash distributor in Denver, was honored on his 85th birthday 
at a party given by Otis L. Larson, who succeeded him. In attendance were former 
employes of James’ firm. James was the distributor from 1922 to 1927, while Larson 
was the distributor from that year until 1942. Clockwise are G. F. Bahne, P. M. Clark, 
F. W. McAfee, Hazel Newton, Tom Braden, Leah Sach, James Larson, Marguerite 
Hansen, Gene Heiberger, lL. Mortensen, Fielding Moore and W. A. Brown. Bahne cur- 
rently is parts and service representative of American Motors’ Denver zone, and 
Heiberger and Mortensen are salesmen for Williams Nash, Denver. 
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By Stuart Griffin 
Special Correspondent 
TO. — Ave industry leaders 
believe Japan should develop 
overseas markets for its automo- 
biles in order to maintain a steady 
rate of expansion of the industry 
here. 

Production in the fiscal year 
ended March 31, totalled 131,398 
units, and estimates for the cur- 
rent year range above 225,000. 
But the nation exports only 2,000 
to 3,000 cars a year. 

Industry leaders say the rela- 


Mo. Hikes Dealer Plates 


JEFFERSON CITY, Mo. — Gov. 
James T. Blair jr. has signed a bill 
raising the price of automobile 
dealer license plates from $21 to 
$50. The law reportedly is designed 
to prevent the purchase of $21 
Plates for big cars for which 
licenses normally would cost up to 


Auto News from Japan 


With Production Rising, Manufacturers Seek 
Larger Slice of Export Pie 
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30-horsepower engine with a cylin- 
der capacity of 995 cubic centi- 
meters. The price is expected to be 
approximately $1,720 to $1,730, FOB 
factory. This price would be lower 
than the Datsun, another locally 
manufactured automobile, at $1,780, 








tively high prices of Japanese auto-| nault, at $1,775. 
mobiles, especially passenger cars, ee 
are barring their export in large|Nissan Eyes U. S. Loan 
numbers. To reduce prices, mass ADING Tok to 1 
production, especially of midget A canned ey tnmee.z 
cars, must be carried out swiftly, large equipment loan from the 
they assert. 
United States Export-Import Bank. 

A spokesman for Komatsu Mfg. The loan would be the first of its 
Works said cutthroat competition kind to an automobile maker in 
among Japanese car makers on the this country 


home — — - suicidal. | Siesam Steter Ce. fe sald to have 
ps reached a basic understanding and 
Toyota Builds Cheaper Car agreement with the bank on a $5 
OYOTA MOTOR CAR CO. has| million loan at an. annual interest 
announced completion of 10| rate of 5.5 percent. 
Toyopet-Coronas—the firm’s latest The Japanese enterprise is 
model — on a trial manufacture| scheduled to use the loan for 
basis. importing machine tools and 
The Toyopet-Corona is a small- | other automobile manufacturing 
sized four-seater, about 12.8 feet | equipment from the U. S. The 
long, 4.8 feet wide and 4.9 feet | loan is being negotiated through 
high. It weighs about 2,116 | the Japan Development Bank in 
pounds. The company hopes to | Tokyo. 
turn out 500 a month from late Nissan’s loan when completed 
this summer for public sale. would open the way for more for- 


makers who have been hard hit by 

loan restrictions of Japanese banks. 
* oa * 

Repair Contract Sighted 


._ U. S. is reported to be con- 
sidering making offshore pur- 


and the domestically assembled Re-| chases of parts and accessories in 


Japan, totalling $150 million for the 
repair of military vehicles it offered 
to nations of Southeast Asia during 
the World War II. 

The orders, according to Jap- 
anese Government sources, will be 
issued in August or September. 
Japan Steel Works and six other 
industrial firms, it is said, will re- 
ceive the orders. 

The U. 8S. offered more than 
100,000 vehicles and trucks to 
Southeast Asia. Some circles say 
the number was as high as 300,- 
000 vehicles. These units, all of 
the World War II vintage and 
now worn out, are awaiting re- 
pairs and overhauling. 

Meanwhile, the Japanese Defense 
Agency is holding talks with the 
U. S. on the exchange of American- 
offered military vehicles with 
Japan-made cars. An agreement 
will be signed soon. 

Under the proposed agreement, 
the Defense Agency will turn over 


The new vehicle has an S-type| eign loans by Japanese automotive! to the U. S. some 13,500 American- 








NEW COMPLETE LINE OF 


MORAINE ENGINE BEARINGS! 


now... nearly 5,000 bearing part numbers 
are available for all your car, truck, bus, 
tractor, heavy-duty equipment requirements 


Moraine-400 Bearing 


toughest automotive engine 
bearing ever known. Developed 
by General Motors and 





M-100 Bearing 


eight ways better with exclu- 
sive Moraine matrix between 
babbitt and steel. Permits highly 


Moraine Products research 
from a special aluminum 
alloy and cladding process 
—a Moraine exclusive! 
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Moraine Bi-Metal Bearings 








precision-built to original equip- 
ment specifications for longer, more 
dependable service in moderately 
loaded engines. Conventional 
steel-backed babbitt type. 


i fi desirable thin babbitt overlay 
without limiting embedability. A 
leading original equipment bearing 
and a Moraine exclusive! 





Moraine Connecting Rod and 
Main Bearings 


come in standard, .001, .002, 
.010, .020, .030 undersize and 
semi-finished. Camshaft bear- 

ings in standard sizes. All 
numbers available in sleeved 
or overpacked sets accord- 
ing to application. 


Moraine engine bearings are the original equipment bearings in millions of cars, trucks, and buses 
now on the road. These Moraine service bearings are made to original equipment specifications. See 
your United Motors System distributor for the whole story of your big new presold opportunity 


with Moraine. Get the facts today! 


Another General Motors Value 





~) 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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offered vehicles of various types. 
The U. S. will purchase some 9,215 
cars in Japan to hand over to the 
Defense Agency. The United States 
then will offer the returned vehicles 
to countries of Southeast Asia, after 
repairs are made. | 


New Utility "Truck. 


SMART-LOOKING new Jap- 

anese utility truck of medium 
size has been placed on sale here 
under the name of “Nissan Junior.” 
It is produced by Nissan Motor 
Car Co., makers of the large Nissan 
truck, the Datsun midget passenger 
car, and the,baby Austin sold in 
Japan. 

Priced at a little more than 
$2,000, at the factory, the Junior is 
halfway between the large Nissan 
truck and the small Datsun model, 
combining some of the features of 
both for a multipurpose vehicle. 

Driven by a four-cylinder, 1,500- 
cubic - centimeter, 50-horsepower 
engine which is claimed to run 

25 miles on a gallon of gasoline, 

the Junior can load up to 3,857 

pounds of cargo and seat three 

persons, 

It is the first Japanese-made ve- 
hicle with a wraparound windshield. 


* 
88 English Fords 
* 
Reach Chicago 
Aboard Ship 

CHICAGO, — Chicago’s progress 
toward becoming a major port has 
advanced another step with the ar- 
rival of two Swedish-Chicago Line 
ships and a varied cargo including 
88 new English-built Fords shipped 
direct from England by the all- 
water route. 

William J, McDillon, Chicago re- 
gional port district board chairman, 
said the arrival of the two ships 
was a “significant step in the de- 
velopment of Greater Chicago as a 
major seaport.” 

The 88 cars were loaded aboard 
= 7 ton, 248-foot sister ships 

V. Ragneborg and M. V. Caro- 
tine Smith at Ford of England's 
Thames-side plant near London. 
They were consigned to Lee 
Nordick, Inc., 2555 S. Michigan 
Ave., and ater Motor Sales, 
5450 Broadway. 

The voyage across the Atlantic, 
up the St. Lawrence River and 
through the Great Lakes took 23 
days, according to Captain J. G. 
Westerberg, master of the Caroline 
Smith, which carried 32 of the cars. 

Howard O. Lund, manager of 
Ford international division's 
foreign products branch, said: 

“At the moment we are able to 
bring in only a few cars at a time 
by the all-water route because we 
are limited by the amount of 
general cargo that can be ear- 
marked for Chicago, However, with 
the opening of the St. Lawrence 
Seaway in 1959, and the deepening 
of the waterway to accommodate 
larger vessels, we plan to bring 
charter ships into the Port of Chi- 
cago as We are now doing at east, 
west and gulf ports.” 


Buffalo Group 
Pleads for Better 
Ignition Locks 


BUFFALO. — The Buffalo Youth 
Board has decided to review its 
plea to automobile manufacturers 
to equip cars with tamper-proof ig- 
nition locks as a means of reducing 
car thefts. 

Mrs. Elmer Milch, board chair- 
man, said a previous plea to the 
manufacturers went unanswered, 
but the board did receive a reply 
from the Engineering Technical 
Department of the Automobile 
Manufacturers Assn, It said igni- 
tion locks on new cars are of an in- 
tricate design and are virtually 
tamperproof. 

“Because we could get no results 
(from the manufacturers) in this 
fashion,” Mrs. Milch said, “our staff 
was authorized to make a check on 
locks presently being sold. 

“We found that locks for models 
produced by the Big Three ranged 
in price from $1.95 to $4.45. 

“It can be seen from this,” Mrs. 
Milch asserted, “that the cost to the 
manufacturer must be almost nil. 
We are at a loss to understand why 
a mechanical monster with em- 
phasis on speed, power and design 

. is not equipped with a better 
lock.” 
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Follow 
The 
Viailman 





FOLLOW THE MAILMAN every Thursday—straight into the 
homes of your best prospects for new-car sales. 

For Thursday’s the day when the mailman delivers TIME 
to more than 2,100,000 car-conscious families. 


And as soon as they open their copies, the manufacturer 
you represent opens the door to sales for you. He starts 
them thinking about the special features of his car . . . steers 
them to the showroom where you close the sales. And they 
are precisely the kind of families you most want to meet. 


TIME families are way ahead of their neighbors in the 
number of cars owned. The proportion of TIME families owning 
two or more cars is three times that of the U.S. as a whole. 


TIME families are years ahead of their neighbors, too, 
where late-model cars are concerned. Three of 
four cars owned by TIME readers were bought factory-fresh. 


TIME families drive cars farther, trade them 
faster and equip them more fully than their neighbors. 


In fact, TIME families alone buy more cars 
than are bought in 22 states combined. 


This is the winning combination, the really successful 

triple play that operates 52 times a year. TIME gives the 
manufacturer his chance to pre-sell prime new-car prospects. 
His ads in TIME give you your chance to turn the best 
prospects in town into car buyers. 


TIME... 


a great 
advertising 
medium 
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Profit Study Indicates Need | 
For Overhaul of Selling 


AvT= distribution frequently comes up for criticism as a_ 
self-service business, with auto salesmen relegated to | 
the task of writing the order after the customer has made 
his selection. 


There must be some truth to this criticism, since it is 
made by those within the business as well as those outside. 
Of course, the outsiders—and sometimes the insiders—make 
the mistake of lumping all dealers together. 


This cannot be done. Dealers are individualists. You 
can’t pour them into a single mold. But the charge is made 
often enough so that dealers should face it and see how 
they fare in relation to it. 





Obviously, it is no sin to operate a self-service business. 
More to the point is the question of whether a self-service 
type of operation works efficiently for the auto dealer. 


Many dealers say that the trend is away from such an 
operation, not because it is bad but because competition is 
so keen that the dealer who relies on self-service business 
ends up with profits that are too thin or nonexistant. 


These dealers are returning to the old specialty selling 
operation. They are reaching out for prospects in an effort 
to sell them before they start shopping the discount route. 


This makes sense to us. And it certainly should make 
sense to dealers who study the dealer financial compilations 
for the first quarter just released by NADA. With dealers 
selling fresh new models and sales running at the rate of 
six million a year, dealers had an operating profit before 
taxes of only 1.4 percent. Moreover, 27 percent of the dealers 
were in the red. 


There seems to be little doubt that an overhaul of dealer 
selling operations is needed. 





Events 


Dealer Conventions 


June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1%19—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 
Assn., Inc., Samoset Hotel, Rockland, 
Me. 

— 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9 — New Hampshire Automobile 
or Assn., Lake Tarleton Club, Pike, 


Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-l6é—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 

ville, 
Sept. 15-17—Colorado Automobile Dealers 


Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 1617 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 


Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 
City. 

Oct. 2-4 — Texas Automotive Dealers | 
Assn., Baker Hotel, Dallas. 


Oct. 20-21—Oklahoma Auto Dealers Assn., 


Tulsa. 
Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 


Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 





Assn., Hotel Statler, Hartford, 
Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 


Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 


Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. Letterbox 
Jan. 11-15—National Automobile Dealers 





Assn., Miami Beach. 
* * - 


Auto Shows 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show. Turin, Italy. 

Nov. 22-Dec. 1—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 


Note from France 


Miss Rose Vallar, a 23-year-old 
French girl who worked with me in 


— Miami Automobile Sh ‘ 
Ss Raion “alae Show. | the U. S. Air Forces European Ex- 
Jan. 3-11 — Upper Midwest Auto Show, | Change, is extremely fond of the 


USA and wants to work there. 

She is eligible for going to the 
United States, has her own ticket, 
but needs a sponsor who would 
give her his affidavit. 

She is a good parts clerk, know- 
ing the GM, Ford and Chrysler 
lines, the parts catalogs, stock con- 
trol, ordering procedures and other 
details. 

She speaks and writes English, 
has a degree as steno-typist and 
can take some shorthand in Eng- 
lish. She is a hard worker, and I 
feel she is a desirable person to 
come to our country. I am sure 
she would be a fine employe. Her 


Municipal Auditorium, Minneapolis, 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 8-12 — St. Paul Automobile Show, 
Auditorium, St, Paul. 

Jan. 18-26—Cincinnati 
and South Wings, 
nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 


Auto Show, North 
Music Hall, Cincin- 


Houston 
Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
* * . 
General 
June 20-23—Independent Garage Owners 


of America, National onvention, a : “ 

Toledo. address is 13 Rue Denis Papin, Ta- 
Oct. 14-16—Truck Body and Equipment |lence (Gironde), France. — GEorGE 

Assn, !0th annual convention and ex- 


Guaser, Frankfurt, Germany. 


* ok z 
Hopeful 
Many thanks for the May 13 On 
the House column. As you know, I 
spent one whole year laying out 
plans for a school of Automotive 
Retail Management and travelled 


hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Nov. 2-4—i3th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. 8-li—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years 


Oeec 


The Big Stories 


The first round trip transcontinental automobile record in the U. S. 
was posted when a Chrysler Imperial “80,” driven by L. B. Miller, 
arrived in Los Angeles 167 hours and 59 minutes out of San Francisco, 
by way of New York, or exactly one minute less than a week. 

Two and one-half shares of General Motors stock will be offered 
to minority stockholders of the Fisher Body Co. for each share of 
Fisher stock now held, according to GM, This would equal $510 if the 
price of GM stock is unchanged on July 1, when the distribution 
would be made. 

In May, 34,592 tons of crude rubber were consumed in the United 
States, an increase of 5,228 tons, or 17.8 percent over the corresponding 
month last year. 

Paul W. Seiler, general manager, Yellow Truck and Coach Mfg. 
Co., announced that a plant to employ more than 5,000 men will be 
constructed at Pontiac on ground recently purchased there. The full 
line of GM trucks will be built at the new plant. 

—From the files of Automotive News. 








Automotive Cartoon 


Of the Week 


"Oh no, it's not hopeless, sir—let's see what kind of 
deal our sales department can come up with—" 








‘A French Girl, 23... . 2 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| many miles presenting them to rep- 


| resentatives of the automotive in- 


dustry, its associations, and to edu- 
cational institutions. 

I sincerely feel that, with the 
impetus of your article, this plan 
will eventually be consummated by 
the automotive industry in coopera- 
tion with NADA and at least one 
major educational institution. 

The enthusiastic response was 
indeed gratifying, and I wish to 
thank all those who wrote express- 
ing their hopes and offering their 
assistance for the culmination of 
this plan. I feel that the plan would 
give the auto industry and its 
people the stability and strength 
that comes from public acceptance. 
Only an educational institution, 
with its facilities for the granting of 
degrees, for research, and for ex- 





tension courses, etc., could provide 
these things.——Woopy Miter, Syra- 
cuse, N. Y. 

* * 


U. C. Dealer View 


Re: “Dealers Urged to Sell Fran- 
chise Advantages,” Apr. 8, 1957, 





issue of AuTomoTivE News (which 
quoted GM’s Patrick J. Crowley as 
saying “ignorance is frequently the 
reason why people buy bootlegged 
cars). 

Why be ignorant? If you were @ 
retail customer and a new-car 
franchised dealer wants $3,500 for 
a@ car, and you can go around the 
corner to a legitimate used-car 
dealer and buy the same car for 
$2,700, is that showing your ignor- 
ance? 

Most legitimate used-car dealers 
will give you a 100 percent guaran- 
tee for all motor, rear and trans- 
mission repairs for a period of one 
year, and will sell you the car for 
not more than $150 over dealers 
cost. The franchised dealer has to 
have a larger markup in order to 
stay in business because of factory 
pressure and high overhead. Which 
one would you patronize? Is the 
| public really stupid? 

I, the owner of U. S. Motors, 
Trenton, N. J., have been selling 
| current year model cars at tre- 
| mendous discounts with the best 

(Continued on Page 26, Col. 3) 
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“We are delighted with our Borroughs Parts Bin 
Equipment’ writes R. S. Lincoln, president Reliable Chevrolet Co. 





3 r r * = 

: 25 é 

: TREES gee! ~ 
a A. Bisa 


Two views of Reliable Chevrolet Company of Meridian, Mississippi. Note big installations of Borroughs Bin equipment. 





e 
and Mr. Lincoln goes on to say, “Our parts department is the showplace of Meridian when it comes 


to good looking parts layout and equipment. We are happy that we could choose Borroughs Bin equipment because in it we 
feel that because of its construction many dollars will be saved on future bin change-overs. The use of time is also important 
in arranging bins or a series of bins to accommodate added parts. Our parts department crew finds that the Borroughs equip- 
ment is a great time-saver. We think we should take this opportunity to compliment your staff on the excellent bin layout they 
provided for us. Under separate cover we are forwarding you several photographs which you will be interested in. Best wishes 


to you and your organization.” 
This letter was written to Sam G. Neuburger of Bins & Equipment Co. Inc., 
of Atlanta, Georgia, and Jacksonville, Florida, a Borroughs distributor. 


BORROUGHS BINS 


will save money and increase the efficiency of any parts dept. 





@ Cut your dollar investment and increase your profits by maintaining 
EASY balance of inventory.@ Cut “hide-and-seek” routine. © Cut 
inventory and have every part in proper place. €} Cut time in prepar- 
ing orders and finding parts to make sales.@ Cut possibility of over- 
stocking and obsolescence. @ Cut time in getting bins —Borroughs 
delivery service from warehouse distributors gives you quick action. 
@ Write to Dept. (B) for more ways to cut costs and make more profits 





in your parts department. 


there’s no bin like the Borroughs Bin...it’s a great value! 


y sliding shelves 


.. adjustable without bolting . . they slide 
in and out instantly on 142” centers. 


they’re stronger 


.. shelves are 18 gauge—frame has sepa- 
rate base and top bolted to uprights and 
back to give greatest rigidity. 


y omen ere an wees y/ they’re your color 


them..labels travel with dividers. ..electrostatic baked-on enamel in 
green, gray, buff, white, cascade, or tile. 











These Borroughs 
warehouse distributors 
are at your service... 
and we mean 

Service with a 

capital “‘S” 


LOUIS A. ALEXANDER CO. 


264 WN. Beacon St., Watertown 72, Mass. 
WaAtertown 4-4140—4-7204 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 
Webster 3-6445 


20 East North St., Buffalo 3, N.Y. 
ELmwood 7047 


1220 Richmond, Cincinnati 3, Ohio 
MAin 1-5975 
8905 Lake Ave., Cleveland 2, Ohio 
OLympic 1-6620 
54 West 30th, Indianapolis 8, Ind. 
TAlbot 7503 
204 Builders Bldg., Louisville, Ky. 
WAbash 2783 
BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, W.E., Atlanta 9, Ga. 
TRinity 2-3576 
1723 Harkisheimer Ave., Jacksonville, Fla. 
2-5850 
BORROUGHS MFG. CORP. 
121 Varick St., New York 13, M. Y. 
Algonquin 5-1477 
W. W. CANNON CO. 
9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 


1901 Winter St., Houston, Tex. 
PReston 7688 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Md. 
VAlley 3-8258 
WILLIAM A. GORE CO. 
1834 Adeline St., Ockland 7, Calif. 
TWinooks 3-7233 


408 8th Ave. W., Seattle, Wash. 


GREEN-PENNY CO. 


421 E. Washington Bivd., Los Angeles 15, Calif. 
PRospect 9196 


FELIX F. LOEB., INC. 
8810 S. Vincennes Ave., Chicago 20, Ill. 
HUdson 3-5353 
MILLS-MORRIS CO. 
171-187 S. Dudley St., Memphis, Tenn. 
BRoodway 6-335) 
MODERN BIN EQUIPMENT CO. 
734 Wi. Fourth St., Minneapolis 1, Minn. 
FEderal 6-0395 
SIGGINS CO. 
704 Broadway, Kansas City 5, Mo. 
HArrison 1-7670 
1236 S. 13th St., Omaha, Nebr. 
906 Hubbell Bidg., Des Moines, ia. 


SIGGINS EQUIPMENT CO. 


901 S. Boyle Ave., St. Louis 10, Mo. 
JEfferson 8822-8823 


SPARKMAN-BARKER CO. 


505 Santa Fe Dr., Denver 4, Colo. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 


Box 220, Billings Bridge, Ont., Canada 
(Ottawa) CEntral 4-8188 


THE BROWER CO. 


114 Virginia St., Seattle 1, Wash. 
MUtual 0464 


1616 M.W. Glisan, Portland, Ore. 
CApital 8-8774 


TACOMA ASBESTOS CO. 
25th and Holgate, Tacoma, Wash. 
MAin 1175 


BORROUGHS MANUFACTURING COMPANY 


| A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
| 3026 NORTH BURDICK alii KALAMAZOO, MICHIGAN 


amp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Buick, 95; Dodge, 93; Mercury, 
16; Cadillac, 42; Chrysler, 30; 
DeSoto, 27; Rambler, 20; Impe- 
rial, 14; Lincoln, 10; Studebaker, 
6; Metropolitan, 4; Packard, 4; 
Hudson, 3; Nash, 2; Continental, 
1, and miscellaneous, 64. 


Washington, D. C. 


New-car sales in the National 
Capital area dropped sharply in 
May to total 1,776, compared with 
2,714 in the previous month. 

By make, sales were: Ford, 423; 
Chevrolet, 392; Plymouth, 204; 

Pontiac, 139; Oldsmobile, 127; 


High Speed “Duco” Primer- 
Surfacer is already dry 


Truck registrations rose to 266 in 
May from 202 in April. By make, 


they were: GMC, 80; Chevrolet, 77; | 


Ford, 67; International, 18; Dodge, 
8; Diveo, 5; Mack, 4; Willys, 2; 
Reo, 1; White, 1, and miscellaneous, 
3.—(William Ullman.) 


* * * 


Augusta, Ga. 


Used-car turnover continues high 





in the Augusta area, apparently 
reflecting buyers’ resistance to 
prices on new cars. 

Some dealers report new-car 
volume up, but profits down con- 
siderably. Some resistance has 
been overcome by offering higher 
allowances. 

Certain dealers plan to cut prices 
still further during “vacation spe- 
cial” sales. A slight gain in sales is 
expected during the summer 
months.—(Julanie Lampkin.) 


* * * 


Cleveland 


Fast selling in the closing days 


of May in the Cleveland area saw | 


ae F 
a 





Primer-Surfacer drying test shows 
how to speed up spot repairs 


e To prevent time-wasting delays, test the drying time of your primer-surfacer. 
You'll get really fast drying with Duco® Lacquer High Speed Primer-Sur- 
facer. It gives you all the speed that can be built into any primer-surfacer without 










Primer-Surfacer! 


ieee eC es el i a 


DU PONT 


REFINISHING MATERIALS 





sacrificing other easy-working features. It fills fast, dries fast, sands fast—and 
has a beautiful color holdout for high gloss with less rubbing. That all adds 
up to important shop savings. And with its economical reduction—1 gallon 
gives 3 at the gun—High Speed “Duco” Primer-Surfacer actually costs less 
than many so-called “bargain” primers. It pays to get the best—‘“‘Duco” 


BETTER THINGS FOR BETTER LIVING 


THROUGH CHEMISTRY 





the month’s turnover of both new 
and used cars exceed the same 
month a year ago by substantial 
margins. 

New-car sales totalled 7,740, com- 
pared with 7,581, while used-car 
sales were 8,941, compared with 
8,482. 

Truck sales for the month also 
were ahead of May, 1956, with 
new units totalling 586, compared 
with 525, and used units up from 
294 to 315. 

Good weather, strong promo- 
tional sales activity and a general 
upswing in spring business activi- 
ties were credited for the sales in- 


creases.—(Sanford Markey.) 
+ + * 


St. Louis 

There has been some increase in 
new-car demand in St. Louis with 
the delayed coming of spring 
weather, although there is no evi- 
dence of any real sales upturn, 

Most dealers expressed a good 
deal of disappointment in spring 
sales—with a few outstanding ex- 
ceptions. 

Several dealerships are chang- 
ing hands, with more shifts in 
ownership rumored. Dealers are 
largely pessimistic over the sum- 
mer profit outlook. 

Registrations continue to run 
substantially below the same period 
of last year, with the loss princi- 
pally in GM lines, with the excep- 
tion of Cadillac. Ford and some of 
the Chrysler Corp. lines show small 
increases. 

Recent advertising indicates an 
overstocked condition in the used- 
car departments, with evidence of 
distress selling. Irregular terms are 
featured in both new and used-car 
advertising. 

Service is holding up well, with 
the backshop outlook considered 
good.—(Sam X. Hurst.) 

= > = 


Sioux City, Ia. 

New-car registrations in Wood- 
bury County (Sioux City), Ia. in 
May totalled 268, compared with 
249 in April. 

New-truck sales were steady, 
with registrations amounting to 39, 
compared with 40 in the previous 
month. 

By make, car registrations 
were: Chevrolet, 80; Ford, 67; 
Plymouth, 25; Buick, 20; Mercury, 
13; Oldsmobile, 13; Pontiac, 13; 
Dodge, 12; Nash, 8; Cadillac, 6; 
Chrysler, 6; DeSoto, 4, and Volks- 
wagen, 1. 

Truck registrations were: Chev- 
rolet, 13; Ford, 10; Diamond T, 4; 
Diveo, 3; GMC, 3; Dodge, 2; Inter- 
national, 2; Studebaker, 1, and 
Kenworth, 1. 


> > 7 


Minneapolis 

New-car deliveries in Hennepin 
County( Minneapolis), Minn. in the 
first five months of this year ex- 
ceeded the total for the comparable 
period of 1956, according to Finance 
and Commerce, business news- 
paper. 

The five-month total this year 
Was 17,353, compared with 17,108 
for the first five months of last 
year. 

New-car deliveries in May 
amounted to 2,542, compared with 
2,285 for the same month last year. 

Ford led in May registrations 
with 633, followed by Chevrolet 
with 512. Other registrations 
were: Pl 341; Oldsmobile, 
168; Buick, 146; Dodge, 116; Mer- 
cury, 113; Pontiac, 106; Chrysler, 
75; Rambler, 75; Studebaker, 52; 
DeSoto, 50; 42; Volks- 
wagen, 24; Lincoln, 13; Nash, 11; 
Packard, 3, and miscellaneous, 62. 

Sales of new trucks in the first 

five months came within one unit 
of duplicating the year-ago total, 
by amounting to 1,384, compared 
with 1,385 in 1956. 

May new-truck deliveries by 
makes were: Ford, 91; Chevrolet, 
70; International, 39; Dodge, 21; 
GMC, 16; Studebaker, 7; Mack, 5; 
Willys, 4; Volkswagen, 3, and mis- 
cellaneous, 10.—(Donald M. Lyons.) 

7 . * 
Houston 

May new-car sales in Houston 
dropped 18 percent from the pre- 
vious month to total 4,456, com- 
pared with 5,540 in April. 

New-truck sales were down 19 
percent, from 739 to 597, 

By make, new-car sales were: 
Ford, 1,369; Chevrolet, 1,024; 
Plymouth, 541; Oldsmobile, 270; 
Buick, 241; Pontiac, 205; Mer- 
cury, 197; Dodge, 189; Chrysler, 
84; Cadillac, 78; Rambler, 45; De- 
soto, 42; Imperial, 32; Studebaker, 

(Continued on Page 61, Col. 1) 





ACCENT TO ELEGANCE: FENDER SKIRT OF ALCOA ALUMINUM; DRESS BY B. H. WRAGGE—AT HUDSON’S, DETROIT 





Seren al 


THE NEW GLEAM IN YOUR CUSTOMER'S EYE IS: Alcoa Aluminum 


The customer who walks into your showroom will 
see the satin gleam of Alcoa® Aluminum. Be- 
cause anodized aluminum trim is the accent to 
elegance on every 1957 car. 

Here it’s a beautifully textured fender skirt. On 
the cars you sell it may be a lustrous grille, a 
golden sidesweep, gleaming dash panel, window 
frames or wheel covers. 

This is trim that will not rust or pit or peel or 
blister. It’s solid metal all the way through, anodized 
to sapphire hardness. It stands up under factory 


fumes, ocean spray or even salt from city streets. 

Come trade-in time, that aluminum trim is still 
bright and beautiful. And it needs no more care 
than you’d give the paint finish—just occasional 
washing and waxing. No special cleaners or polishes. 

Alcoa Aluminum makes your cars perform bet- 
ter, too...in cool-running pistons, lightweight 
transmission housings, sturdy brake and power 
steering parts, nonrusting battery cable. 

Your customers are reading about Alcoa Alumi- 
num auto trim and parts in top national maga- 


zines, seeing it on the famous ALCOA Hour. When 
you're selling a new car, put a powerful plus in 
your sales story: tell them about Alcoa Aluminum. 


oe THE ALCOA HOUR—Television’s Finest Live Drama—Alternate Sunday Evenings 


BEAUTIFUL BROCHURE 
shows every 1957 car in rich, 
full color. Write for your free 
copy. Aluminum Company of 
America, 1842-F Alcoa Bldg., 
Pittsburgh 19, Pennsylvania. 





accoa Y aLuminum gives every 1957 car more GLEAM AND GO 
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Highways & Safety... 


Road Boom Cheers 


New Engla 


By Charles G. Sampas 
Staff Correspondent 


New England auto dealers see a 
new era of sales and service ahead 
as a result of the opening of the 
Massachusetts East-West Turnpike 
and the tremendous new road con- 
struction planned for New England 
in the next decade. 


Most dramatic event came | 


when more than 250,000 cars used 
the Massachusetts Turnpike on 
its opening day. 

The traffic at the approaches and 
exits of the pike came to a stand- 
still for more than an hour in some 
places as motoring sightseers jam- 
med the toll gates. 

Commissioner William F. Calla- 
han of the state public works de- 
partment said: “It was so good it 
was embarrassing.” 

Traffic engineers said they never 


nd Dealers 


| expected New Yorkers in the num- 
bers they arrived on opening day 
until the Berkshire extension was 
opened. For more than two hours, 
New York state troopers had to put 
up roadblocks on streets leading to 
the western end of the highway at 
West Stockbridge, Mass, where 
| traffic backed up for four miles in 
| four lanes. 

Featuring gently-sloping grades 
| and long sweeping curves, the turn- 
pike makes the 124-miles between 
Weston, Mass., and the New York 
state line an easy two-hour drive. 


Toll charges are two cents a 
mile. Money to construct and 


maintain the highway was raised 
by the sale of $239 million in 
bonds. 

Auto dealers in Concord, N. H., 
Boston, Lowell, Lawrence, Haver- 
| hill, Worcester, Springfield, Hart- 
ford and New Haven report auto- 


ists quite enthusiastic about this 
new road. 

The biggest road-building boom 
in New England history is getting 
started. Hundreds of miles of su- 
perhighways are planned, Joining 
them will be hundreds of miles of 
access and connecting links tying 
the six states in a modern road net- 
work. 

Besides the Massachusetts Turn- 
pike, New England has in store: 

Annual road construction spend- 
ing due to reach $200 million. 

An estimated 16,000 jobs for road- 
building tradesmen and the plant 
workers that supply the materials. 

Massachusetts has carried on 
with its own fund programs of $550 
million since 1949, plus last Sep- 
tember’s $200 million bond issue. 
Prior to that, it spent $550 million 
of its funds, along with $150 mil- 
lion in Federal funds. 

Vermont has been spending $3 
million to $3,500,000 annually on 
roads in the past. Under Federal 
aid this will be upped to $25 mil- 
lion a year, according to Gordon 
E. Gaffney, executive secretary 
of the New England Roadbuilders 
Assn. Vermont has a 343-mile 
share of the interstate system for 
New England. 

In Rhode Island, road construc- 
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A sleep-walking woman in Oak- 
land, Calif., recently climbed into 
her car and, without benefit of 
headlights, drove 23 miles before 
awakening. 





tion is slated to mushroom. G. H. 
Henderson, principal highway engi- 
neer, reports that $45 million is 
planned for road construction 
through 1959. 


Last year, Rhode Island spent $13 





NOW IT CAN BE TOLD—AND HEARD—AND SEEN! New film by Burroughs reveals the many ways your 
fellow dealers throughout the nation profit from THE accounting machine with the capacity and 
features to master dealership accounting. 





See and hear how the Burroughs Sensimatic 500 helps dealers tighten operating control, increase 
office efficiency, save from $200 to $500 monthly—with no basic change in the existing accounting 
system. Viewing time for this sound and full-color film is 20 minutes—with the promise of a 
greater continuing return on your time invested than anything you’ve had in years. 





Call our nearest branch office today! Ask to see “The Open Road’’—co-starring your fellow 
dealers and the Sensimatic—in your own office. No obligation whatsoever. 
Burroughs Corporation, Detroit 32, Michigan. 





““BURROUGHS"* AND ‘“SENSIMATIC’'—REG. TM’S. 


BURROUGHS SENSIMATIC ACCOUNTING MACHINE 





million for 12.5 miles of new road 
and so far this year, $5 million. 


Maine is expected to receive $37,- 
700,000 in Federal funds over the 
next three years for interstate road 
construction, 


Says Guy E. Nicholas, director 
of the division of special services 
for the Maine state highway com- 
mission, reports: “The largest con- 
struction jobs now under way are 
on U. S. 1 in the town of Bruns- 
wick and Freeport. 


“The several contracts involved 
in this construction amount to 
about $5 million. Last year more 
than $20,800,000 was spent on high- 
way and bridge construction.” 

New Hampshire currently has 
$17,700,000 in toll and interstate 
road projects under contract. 


In addition, the value of work let 
so far this year amounts to $2,700,- 
000 while $26,400,000 is programmed 
for the remainder of 1957. 

Connecticut now has in its legis- 
lature a bill that would appropri- 
ate $114 million for a two-year 
highway building program provided 
the state six-cent motor fuel tax 
is extended to June 30, 1959. 


Connecticut expects that this fis- 
cal year, ending June 30, it will 
have awarded contracts totalling 
$50 million. This includes $25 mil- 
lion for the Connecticut Turnpike. 


The state highway department 
reports that $16 million was spent 
for highway construction and an 
additional $53,500,000 for the turn- 
pike in the fiscal year 1955-56. 


Throughout New England today 
over 400 miles of toll roads are 
completed or under construction. 

For New England, the above 
figures are staggering. So is the 
panorama of parkways, double- 
barreled traffic routes and effi- 
cient connecting roads fanning 
out over the region. 


One road expert had this to say: 

“A motorist, in a nutshell, stands 
to save time, fuel and wear and 
j}tear on his car. His chances of 
meeting with an accident will be 
measurably reduced, 


| “And the man who buys products 

|that are moved over roads by 
trucks stands to benefit from lower 

| prices and better service.” 

| * * * 





Driver in Crash 
Often Distracted, 
Study Indicates 


What is the average motorist 
thinking about just before he has 
|an accident? 


According to a survey made by 
| University of Michigan at Ann 
Arbor, many of them were “trying 
| to get the car home to the wife,” 
| were “worried about an examina- 
| tion,” “just got married,” “had a 
| recent operation,” or were con- 
cerned with similar earlier events. 


Still others, it was found, were 
distracted by “children fussing in 
the back seat,” “people talking,” or 
a minor accident ahead. And other 
motorists queried were sick, tired, 
intoxicated, nervous or otherwise 
abnormal. 

In short, one driver in five in- 
volved in accidents was disturbed 
or not in his best physical condi- 
tion, the survey shows. 

These replies, in answer to ques- 
|tionnaires sent to motorists in- 
volved in mishaps, point up the 
“chain of events” that often lead 
to accidents, reports Prof, Bruce 
Greenshields, in charge of the 
study, If any link in the chain can 
be broken he says, the accident 
may be prevented. 

“The returns to date are too few 
to give conclusive answers, but they 
do give an insight into the reason 
drivers get into accident situa- 
tions,” he adds. 

x 


Maine, Florida, Texas 
Act on Speed-Limit Bills 


Speed-limit bills have been en- 
acted in Maine, passed by the Leg- 
islature in Florida and defeated in 
Texas. 

The Maine law sets a daytime 
limit of 60 miles an hour and @ 
nighttime maximum of 55. Florida’s 
limits would be 65 and 55, with the 
State Turnpike Authority being 
permitted to set a 70-m.p.h. maxi- 
mum on toll roads. Failing in 
Texas was a bill to set the night- 
time limit at 55 and to boost the 
daytime limit to 65. 


* * 
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New Forward Control ‘Jeep’ FC-150 





Universal ‘Jeep’ 





‘Jeep’ Truck 





‘Jeep’ Utility Wagon 


“geep 


family of 4-Wheel-Drive vehicles 


“479.16 


gross profit 
after the washout! 


How does this compare 
with your average profit? 








Is your gross profit retention as much as $475.16 after the washout? That’s precisely 
the profit that actual washout sheets show many ‘Jeep’ dealers are averaging, per vehicle, 

in a year “round market! It’s the kind of profit potential that’s also open to you, as a 
franchised representative handling the famous ‘Jeep’ family of 4-wheel drive vehicles. 


Handle ‘Jeep’ vehicles exclusively or as an addition to your present line! Whether 
you handle ‘Jeep’ vehicles exclusively, or as an addition to your present line, they’re a great 
profit opportunity. If added to your present line, you don’t give up a thing! You retain your 
present operation and add the profit potential of the ‘Jeep’ vehicle franchise. You use the same 
physical facilities, with little increase in operating expense, and you add substantial profits. 


Here’s what you can do right now! Look into the franchise that’s showing a gross profit 
retention of $475.16 after the washout! Most of the customers for 4-wheel drive ‘Jeep’ vehicles 
are farmers and businessmen who have a definite job for these vehicles to do. There’s no 
wheeling and dealing competition down the street. Nearly 50% of all ‘Jeep’ vehicle sales are 
clean deals. What’s more, ‘Jeep’ vehicle resale value is far greater! And there are additional 


profits from the sale of a wide variety of special equipment. 


Get the detailed facts and see what they can mean to you! Just fill out and mail the 
coupon below. There’s no obligation. Do it right now! 





Fr 

: s6 § 
i Dealer Franchise 
Department N i 
i Willys Motors, Inc. — i 
i Toledo 1, Ohio ei i 
Without obligation, please : 
1 have a representative call and City State i 
| give me information about the 1 
‘Jeep’ family franchise. Business___ Position 
i 5 
hee cee cee ees ees ee ee es es ee es es ee ees ee es ee es es es ee ee ee ee ee ee ee ee ee es ee ees ee ee ee ee es ee oe es 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker | 
Attorney at Law 
_ . higher courts consist- 
ently hold that mutual assent 
of parties is necessary to make a 
valid contract of sale. Generally 
speaking, a valid sale contract re-| 
sults from an offer 
by one party and| 
unconditional ac-| 
ceptance by the 
other. 

The offer when 
communicated is 
a mere proposal 
to enter into the) 
agreement and) 
generally must be} 
accepted before it} 
can become a 

L, T. Parker binding promise, 

On the other hand, the higher 
courts hold that under no circum- 





the seller’s offer. Stating the law 
differently the general rule seems 
to be that silence of a purchaser, 
after he has received an offer from 
a seller will not be construed to 
constitute a legal acceptance of the 
offer unless under all the facts and 
circumstances there is a duty on the 


part of the purchaser to make a| 


reply to the offer. 


* * * 


|Wrongful Repossession 


ONSIDERABLE discussion has| 
occurred from time to time over) 


Motor Co. at Orlando, Fla. An old 
car was traded in and the title- 
retaining contract called for pay- 
ment of 24 notes at $66.95, due | 
monthly. Mrs. Tait drove the car to| 
Little Rock, Ark. to spend some 
time with. her mother, who resides | ae 


there. 
During the afternoon the car 


Mrs. Tait and her mother went 


| notes. 





was parked on Main St. while | 


shopping. At this time Mrs. Tait | 
was delinquent on two of her | 


When Mrs. Tait and her mother| 
completed their shopping chores, | 
Mrs. Tait found that the car had | 
been moved. Later testimony) 
showed that a man, named Taylor, 
who represented Filley had ordered | | 
a wrecking company to pick up the| 
car. The testimony proved that the| 
automobile was locked when it was| 








| 







the legal question: Under what cir-| parked on the street by Mrs. Tait., Gibson Moves to Virginia— 


cumstances can a seller or finance) 
company be liable in damages for| 


Furthermore it was in gear and 
the brakes were on. The wrecker| firm, which became an American Motors dealership seven months ago, formerly was 


Gibson Motors has moved into its new building at 1111 W. State St., Bristol, Va. The 


wrongful repossession of an auto-| man could not pull a car in that) jcgcated on the Tennessee side of the City of Bristol, which is on the state line. 
mobile whose purchaser has de-| condition, so someone broke the) Ralph H. Gibson said his dealership has a three-car showroom and a service depart- 
faulted in making agreed pay-| vent glass making a hole just large! ment with five work stalls. 

| enough to put a wire through in 


ments? 
For example, in Union Motor Co. 


order to open the vent glass and it, Union Motor Co. was guilty of 


stances may a valid contract result| v. Tait, 276 S. W. (2d) 690, the testi-| opened the door. 


from silence on the part of a pur-| mony showed facts, as follows: A| 


chaser, unless it is his legal duty to| 
not remain silent with respect to! 


* 
Guiles TO SAFER NIGHT DRIVING 


FOR 1957 GENERAL MOTORS CARS 


Autronic-Eye available of extra cost. View-Finder Mirror stondard on some models . . . available at extra cost on others. T-3 headlamps standard on all models. 


AUTRONIC- 


automatically operates your heacdtomps . .. you devote Lull attention 


From Bright 


EYE 


To Bright... . 


with Electronic Precision Automatically 





to the road ahead ! 
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IN LIGHTS 


In subsequent litigation the 
woman named Tait purchased a| higher court held that in breaking) ‘ 
used Ford automobile from Filley| into the car, in order to repossess| ages. The court said: 


Ca ba ce TT 


A : 


mitted that the car was broken 
into.” 


For comparison, see Kinsinger 
Acceptance Corp. v. Davis, 269 S. 
W. (2d) 792. In this case the 
higher court held a finance com- 
pany liable in heavy damages to 
a defaulted purchaser of an auto- 
mobile where the testimony 
showed that the finance com- 
pany’s owner wrongfully got pos- 
session of the key to the automo- 
bile which was repossessed. 


And in Rutledge v. Universal 
C.LT. Credit Corp., 237 S. W. (2d) 
469, the higher court upheld the 
peaceful taking of an automobile 
where the testimony showed that 
the contract between the dealer and 
purchaser provided that if default 
occurred the seller could take the 
automobile wherever found. 

* + * 


Employment Contract 


GREAT deal of discussion has 
arisen from time to time over 
the legal question: Is a contract en- 
forceable by which an automobile 
salesman agrees not to practice his 
profession, or sell automobiles for 
competitors in the county after 
leaving his present employment? 
After expending considerable time 
and effort, the writer finally located 
a new higher court decision which 
answers this question in the affirm- 
ative. 


For illustration, in Parker v. 
Smith, 254 S. W. (2d) 144, the testi- 
mony showed facts, as follows: By 
written contract an employer named 
Parker employed one Smith. The 
| period of employment was _ two 
years. A paragraph of the agree- 
ment contained the following pro- 
vision: 

“It is understood and agreed by 
and between the employer 
(Parker) and associate (Smith) 
that as a part of the considera- 
tion of this contract that the as- 
sociate will not, during the term 
of this contract, and for two years 
after the termination of same, 
directly or indirectly, individually 
or with any person, firm or associ- 
ation engage in competitive busi- 
ness in this county in any manner 
whatsoever whether the same be 
for money consideration or other 
compensation.” 


After a year Smith severed his 
employment with his employer and 
opened his own business. Parker 
sued and asked the court to grant 
an injunction prohibiting Smith 
from conducting the office. The 
higher court promptly authorized 
the injunction, saying: 

“The defendant’s (Smith’s) breach 
of contract was willful, intentional 
and done with intent to injure 
plaintiff (Parker).” 


an unlawful act and that it was 
|liable to Mrs. Tait for $1,400 dam- 
“It is ad- 


me Atl 


on your car 








Conn. Lawmakers OK 
State’s First Title Law 


HARTFORD, Conn.—The Gen- 
eral Assembly has passed Con- 
necticut’s first vehicle title law, 
which provides for issuance of a 
title certificate for a $2 fee. 

If approved by Gov. Abraham 
Ribicoff, the law will become ef- 
fective July 1, 1959, will bring in 
an estimated $600,000 in revenue 
and will save some $50,000 an- 
nually in losses to Connecticut 
dealers, banks and finance com- 
panies, according to its propo- 
nents. 
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Cry Se 
Lie eel morre SCIENTIFICALLY SAFE TTC ee] | 


FOR NEW ACRYLIC FINISHES! 






Extensive laboratory tests have proven conclusively that Blue 
Coral is completely compatible with new acrylic finishes. More 
than this, a Blue Coral Treatment greatly enhances the beauty 
and brilliance of the original factory finish. Colors become 
richer, deeper and that sparkling showroom look lasts longer 

. every inch of the car is protected against the relentless 
ravages of road wear. Yes, for cars of yesterday, today and 
tomorrow there is no substitute for the scientifically proven 
Blue Coral Treatment. 





© —H.0.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. . Creators of the Blue Coral Treatment * WHITE PLAINS, NEW YORK 
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Goodyear Boosts 
Wolfe, Rudder 
And Stafford 


AKRON. — Several changes in 
Goodyear Tire & Rubber Co.’s fac- 
tory management organization have 
been announced by Russell De- 
Young, executive vice-president. 


W. S. Wolfe has been appointed 
director of domestic production; 
W. H. Rudder now is manager of 
domestic tire production, and J. E. 
Stafford is manager of industrial 
products production. Rudder and 
Stafford are responsible to Wolfe. 


Wolfe formerly was domestic 
production manager; Rudder was 
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assistant to DeYoung, and Stafford 
was industrial products superin- 
tendent, 

Reporting to Rudder will be the 
Akron general superintendent and 
the managers of the plants in Jack- 
son, Mich.; Gadsden, Ala.; Topeka, 
Kans., and Los Angeles. Reporting 
to Stafford will be plant manager 
in Windsor, Vt.; New Bedford, 
Mass.; St. Marys, O.; Lincoln, Neb., 
and North Chicago, Ill. 

R. A. Jay, engineering manager, 
has been assigned the additional re- 
sponsibilities for the functions of 
plant planning and methods and 
machine design, and Leroy Tom- 
kinson, general superintendent, will 
be in charge of Akron production 
operations, established as a sep- 
arate unit. 








How Nation's Salesmen Meet. . . 


Practical Problems of Selling 


OB SOUDER, of Bob Souder 
Ford, Inc., Eldorado Springs, 
Mo., tells this story: 

We’ re always faced with the 
customer who 
wants more for his 
tradein than we 
are prepared to 
give, but an inci- 
dent the other day 
proved to me that 
we don’t always handle these 
situations correctly. 


We were about $100 apart, 
maybe a little more. The cus- 
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tomer had a ’53 and if my lot 
hadn’t been overstocked on ’53s, 
I would have done a little 
better. 

But we're not large dealers and 
I had more ’53s than I could 
readily sell so I couldn’t see go- 
ing overboard for another one 
which might be the same as giv- 
ing my ’57 away if I couldn't 
make a profit. 


- * = 
_o customer kept telling me 
his car was worth more, I 
finally told him that if he thought 
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it was worth more that maybe 
he could sell to somebody who 
wanted such a model. 

I told him frankly that I had 
more of that model that I could 
sell, The customer said that he 
wanted the new car but couldn’t 
give away his present car, 
either, and thought he might 
sell his car himself, He asked 
me what it was really worth, I 
told him $850, which was as 
close to right as I could get. 

He snorted a little at that and 
said his car was worth $1,000 if 
it was worth a dime. I told him 
it was worth what he could get. 

+ * * 
A FEW days later he came in 
with a man in tow. He intro- 
duced him as a buyer for his 
car at $1,000 and asked me if 
I'd like to handle the deal. 

I wrote up a deal on the 
man’s car with our finance 
company for $1,000. After it was 
completed we credited the $1,000 
on the new car and wrote up 
the papers on the new car. 

All of which proves that it pays 
sometimes to ask a prospect to 
sell his own tradein and offer to 
handle the financing and the 
paper work. 


30 Cab Drivers 
Receive Awards 


For Safe Driving 


DETROIT. — Thirty taxicab 
drivers were chosen to receive the 
1957 Four-Star awards presented 
by Plymouth and Fargo divisions. 
They received cash awards and 
certificates and all-expense trips 
to Detroit and Washington, last 
weekend. 


The men were selected for safety, 
courtesy, service and citizenship by 
a committee consisting of Thomas 
H. Boate, Assn. of Casualty and 
Surety Companies and a National 
Safety Council director; Bill France, 
NASCAR president, and officials of 
the National Assn. of Taxicab 
Owners and the American Taxicab 
Assn. 

The award winners are: George 
D. C. Chesley, Buffalo; Earl C. 
Myers, Oklahoma City; Arthur L. 
Ortstadt, Kansas City, Kans.; Louis 
A. Trabon, Kansas City, Mo.; Bruce 
L. Beach, Kansas City, Mo.; Horace 
A. Breaux, New Orleans; Chester 
D. Carlisle, Santa Ana, Calif. 

Ezra Carter, Louisville; James F. 
Nye, Toledo; Edward Sokoloski, 


| Philadelphia; Andrew Christensen, 


Wichita; John D. Cunningham, 
Baltimore; Joseph L. Davis, Ander- 
son, Ind. 

Emory S. Dresden, Mound, Minn.; 
Harold S. Elliott, Denver; Louis 
Epstein, Boston; Edwin R. Erick- 
son, Lowell, Mass.; Berkeley R. Gus- 
Harry 
Schweitzer, Brooklyn, N. Y.; Abe 
Rubenstein, San Francisco; Joseph 
W. Holtzman, College Park, Md.; 
Jack Kaminsky, Cleveland; Harry 
Lurie, Dorchester, Mass. 


Joseph Maloney, St. Louis; 
Stephen Manich, Akron; John Mar- 
wood, Pittsburgh; James E. Murray, 
Los Angeles; Sam S. Nigro, Lomita, 
Calif.; William Powers, Detroit, and 
Harry Thompson, Portsmouth, O. 


Lincoln’s Detroit District 


Sets 10-Day Sales Mark 


DETROIT.—James H. Barnes jr., 
Detroit district sales manager, an- 
nounced last week that 132 Lincoln 
cars were sold in the Detroit dis- 
trict during the last 10 days of 
May. 

Barnes said this is a record for 
any 10-day period in the district, 
which comprises Michigan and 
northwest Ohio, Barnes was named 
district sales manager May 13. 


Belcher Motors Sold 


Brook-Hill Motors has succeeded 
Belcher Motors (Studebaker-Pack- 
ard), 727 E, Fourth, Williamson, W. 
Va, Leonard Hill will manage 
Brook-Hill. Howard Coleman, of 
Hogan Storage & Transfer Co., said 
he had acquired the Belcher real 
estate. 





The first of 1957's semi-annual Advertising Council meetings. Dealer representatives met in Detroit May 9-10. 


Chevrolet Dealer Advertising Council 
Helps Shape Campaigns and Policies 


Ad Council meetings demonstrate 
effective teamwork of Chevrolet 
and Chevrolet dealers. 


At the semi-annual Advertising Council meetings 
in Detroit, dealer representatives from all over 
the country sit down with Chevrolet sales and 
advertising executives for two full-day periods. 
During this time every phase of Chevrolet adver- 
tising is taken up and studied thoroughly. 


CHEVROLET DIVISION OF GENERAL MOTORS, 


Together they review future campaigns as well 
as current ones; they discuss specific advertising 
needs at both the national and local levels. And, 
together they contribute that combination of in- 
ventiveness and business acumen so important in 
the shaping of a successful advertising program. 
In fact, a number of policies which add to the 
effectiveness of our current advertising stemmed 
directly from resolutions passed by the Dealer 
Advertising Council. 


DETROIT 2, 


Chevrolet Dealers and Chevrolet 
THE FIRST TEAM IN THE AUTOMOBILE INDUSTRY 


MICHIGAN 
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Dietz Briefs CIT Stockholders— 


CIT Financial Corp.'s role in the nation’s $100 billion highway program—financing 
the equipment to build the roads and automobiles that use them—are explained 
by Arthur O. Dietz, right, president, to Albert B. Lyon and Helen Brande of New 
York and CIT stockholders. The special contour map, depicting completion of the 
projected interstate highway network, was displayed at the annual meeting of stock- 
holders. 











of your dealership. 
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'No Sharp Change Foreseen . . . 


Economy Still Stable, 
Reserve Bank Finds 


CHICAGO. — Stability continued 
to characterize the U. S. economy 
in late spring, the Federal Reserve 
Bank of Chicago reported, with col- 
orful terms like “rolling adjust- 
ment” and “balanced cross cur- 
rents” still in vogue. 

In fact, the bank observed in 
its monthly review, “Business 
Conditions,” neither a sharp up- 
surge nor a general business de- 
cline is indicated in the months 
immediately ahead. 

Outlays on plant and equipment 
are expected to hold at the present 
pace — substantially above a year 
ago. Though some observers had 
feared that a reduced rate of. capi- 
tal spending would provide a drag 
on the economy, much of this con- 
cern has now been dissipated. 

The dollar volume of construc- 
tion contracts awarded also indi- 
cates stability in investment-type 
outlays. First-quarter awards 





It’s no secret that car buyers don’t always finance where they buy. 
The GMAC Formula for General Motors Dealers provides an opportunity 
to gain greater time-market penetration and profit. The GMAC representative 








) | GENERAL MOTORS ACCEPTANCE CORPORATION | 
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THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC + OLDSMOBILE 
BUICK * CADILLAC 
new cors, and used cars 
of all makes. 


for your territory has the whole story for you, and can show you how 
to put it to work. Talk it over with him. 


topped 1956 by over 4 percent. Ac- 
cording to the bank, this should 
maintain the total value of con-| 
struction put in place in the months 
ahead near the April annual rate 
of $45 billion. 

Increases in nonresidential build- 
ing and public works are expected 
to continue to more than offset de- 





clines in residential and farm build- 
ing. 

With capital investment appar- 
ently operating as a relatively neu- 
tral factor in the outlook, the bank 
pointed out, attention has shifted 
to three key areas of uncertainty. 

Businessmen are carefully eye- 
ing consumer and government 
spending as well as current in- 
ventory developments for clues to 
the future course of business, 


Consumer spending held up well 


|in the early months of 1957, though 


the degree to which consumers will 
live up to their steadily rising in- 
comes in the coming months re- 
mains questionable. 


Personal income has been run- 





6 Twin Cities Deals 


Earn Safety Awards 

ST. PAUL.—The Minnesota) 
Safety Council presented award | 
certificates to six Minnesota dealer- | 
ships at a dinner in the St. Paul| 
Hotel. 

Receiving certificates were Darl- 
ing Oldsmobile, Mack Trucks, Mid- | 
way Chevrolet and St. Paul Buick, | 
all of St. Paul, and Lester A. Mal-| 
kerson Sales (Oldsmobile) and| 
Woodhead Co. (Ford), Minneapolis. 
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This Formula may keep PROFIT from walking out 
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ning 6 percent, or $20 billion, more 


| than last year. Through April, retail 
|}Sales bettered 1956 by the same 
| proportion. 


Weakness in consumer buying 
has been reported in the case of 
autos and household goods. Al- 
though the number of new cars 
sold ran 4 percent less than in 
the first four months of 1956, the 
dollar volume of dealer sales was 
7 percent higher. 


This was largely the result of 
higher prices, more gadgets and a 
strong used-car market. 

Government outlays for the com- 
ing fiscal year remain in doubt as 
Federal budget cutters continue 
their attempts to pare projected 
expenditures. But it is possible that 
any budget cuts would only slow 
the increase in spending which be- 
gan about the middle of 1956. 


The gain in Federal expenditures 
over the last year was chiefly a re- 
sult of larger national security out- 
lays. These in turn are said to 
reflect primarily increased prices 
rather than a stepped-up defense 
program. 


The current budget proposal calls 
for a further gain in military 
spending. 

Inventories have increased in 
dollar amount at the manufac- 
turers’ level over the last few 
months, pushed up by a rise in 
prices. Yet, the bank says, the 
physical volume of business 
stocks probably has not risen 
since the turn of the year. 

Many firms have reported inten- 
tions to reduce stocks. Any overall 
reduction, however, is likely to be 
quite limited in view of stability in 
investment outlays and rising con- 
sumer and government spending 
for finished goods. 


Chrysler Blames 
Credit Curbs for 
Canadian Cutback 


OTTAWA.—Stringent govern- 
ment measures to control credit will 
force Chrysler Corp. of Canada to 
cut production by 5,000 units this 
year, Ron W. Todgham, Chrysler 
| president, said last week in Van- 
| couver. 

Other Canadian automakers, how- 
ever, said that the tight-money sit- 
uation would have no effect on 
— own 1957 production schedules. 


Todgham said credit controls 
| have forced Chrysler to cut its 
| schedules from 101,000 units to 96,- 
000. As a result, he said, Chrysler 

would gradually lay off 1,400 
workers. 

A spokesman for Ford of Canada 
| said his firm has been operating on 
|an increased schedule since the be- 
ginning of May. The car market is 
“fairly stable,” he said. 

No cutbacks are planned by 
American Motors (Canada), Ltd., or 
Studebaker-Packard of Canada, 
Ltd., according to spokesmen for 
those firms. 





Clerics vs. Cars 
Canadian Church Group Rips 


Trend to Bigness 


NEW YORK.—The trend to big- 
ger cars runs contrary to the public 
interest in the opinion of a leading 
Canadian church group, it has been 
reported here. 

The board of evangelism and so- 
cial service of the United Church of 
Canada, in a resolution, said that 
big cars are wasteful and that the 
trend toward more powerful, c°*t- 
lier autos contributes to inflation. 

The board admitted that it would 
be difficult to fit a large family into 
a small car. 
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ANOTHER NEW MEMBER OF THE 


OM ate hme Catt d 





Ueleomed 


THE PURE OIL COMPANY 


FAMILY OF EXCLUSIVE POST ADVERTISERS 






The Saturday at 





Beginning with this double spread advertisement in the 





June 15 issue, Pure Oil will reach 5,200,000 Post families every 
other week with powerful messages describing the 
significant role they are playing in ‘“America’s second auto- 
mobile revolution’’—involving new mobility, new comforts, new 


leisure scarcely imagined a few years ago. 





Pure Oil and America’s 
second automo bile revolution 


.t brief look atone of the most dramatic a th 
developments tn American life today...and at the Ame epee 
stentficant role whith Pure Oil ts playing = aiec in tae 


The Pure Oil Company's program of corporate advertising in The Saturday Evening Post 
is an excellent example of modern management's new feeling of responsibility to the 
many groups and individuals in every corner of the country with which the company 
comes in contact: «consumers, employees, shareowners, investors, suppliers, wholesalers, 
retailers and many others. Watch for Pure Oil advertising in the Post. It provides an 
impressive blueprint of the future. 

















Stainless Steel Roof for Brougham— 


Stainless steel sheets required for the roof of the Cadillac Brougham are said to | 
be the largest ever used in the automotive industry. The sheets are 72 inches wide 
and form the major part of the roof. Two extensions or “ears” are welded to this 
main roof panel, eliminating the need for a wider sheet and reducing scrap. As a 
result of new production techniques, the two welded seams are perfectly blended 
and cannot be detected in the finished roof. Here the finished unit is being spot 
welded to the body and corner posts. The stainless steel top and carbon steel body 
stampings are welded together in the buck without any change in normal practice. 
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In 1957... 


96,500,000 MESSAGES 


Pete Penn will help build acceptance for your 
brand of Pennsylvania Motor Oil with 96,500,000 
advertising messages appearing regularly in these 


leading national magazines. 


MAKE MORE OIL PROFITS WITH A BRAND OF 


PENNSYLVANIA 


MOTOR OIL 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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In the L 


(Continued from Page 14) 


guarantee that can be had, To 
tell the public the true story 
would harm the franchised dealer 
rather than do him good, because 
we so-called “bootleggers” have 
been putting the public wise as 
to how to buy current year model 
cars, Some so-called “franchised 
dealers” were just too 
retail or market cars right after 
the war because they were riding 
on the gravy train, getting full 
retail prices plus black market 
money and did not have to worry 
about the reputation of the fran- 
chised dealer. 

Now that the condition is reversed 
and the new-car dealer has diffi- 
culty in selling current year model 
cars, they are crying “wolf” and 
trying to make hard feelings be- 
tween factory and themselves, They 
have no one else to blame but them- 


selves for creating black marketeer- | 


ing right after the war. That is 
one reason why today there is the 


lazy to | 


etterbox 


| problem of selling the new cars for 
| high prices and therefore investing 
|too much money in the used cars. 
|If both the new-car dealers and 
|the used-car dealers would handle 
| their own merchandise and neither 
|eross the other’s line, I think we 
| would have a much healthier con- 
| dition today. 





more than a used-car dealer can 
for the same car, Factories make 
only one grade car in each model. 
Used-car dealers can afford to sell 
cheaper because he has no large 
inventory or overhead. The used- 
ear dealer buys his cars from a 
franchised dealer at a fraction 
above dealer cost and can afford 
to turn these cars over to the public 
for a very small profit beacuse of 
the volume business he does. 
Why trade to a franchised 
dealer because of the high tradein 
allowance when the public can 
go out and retail a used car or 





It is foolish to say that the public 
is stupid, because one who is stupid | 
|has no sense, and the public of | 
yesterday and today are not quite | 
as ignorant as you would make 
them be. 

The factory places a suggested | 
retail price on the automobiles and | 
the dealer is out to get it one way 
or another, In most cases it is by 
overallowing on the trade in mak- 
ing the people believe they are 
getting a great deal for their trades, 
which they actually are not. 

Some dealers, because they have 
a new-car dealers franchise shingle 
outside, know that they can get 


Pete Penn helps you 


/< MAKE MORE OIL SALES 
WITH PENNSYLVANIA 


MOTOR OIL 


Here are three benefits you can 


recommend to oil-change 


customers 


if they refill with your brand 


/ e Better oil mileage 


Fs i of Pennsylvania Motor Oil: 


2. Smoother engine performance 


3, Less engine wear 





sell it to a used-car dealer and 
buy the type of car that they 
really want at a terrific discount 
and also receive a type of guar- 
antee which would be a lot better 
than a factory warranty, We are 
selling current year cars at a 
100-day or 5,000-mile guarantee 
which includes everything plus a 
one year warranty covering labor 
and parts that is good anywhere 
in the U. S. Do you still feel 
that the public is ignorant for 
buying a car with this type deal 
and guarantee? Do you feel that 
the public is ignorant for trying 
to save money? 

Do you feel that a franchise is 
worth while? I don’t! With the 
highly competitive market of today, 
I feel a dealer is foolish, It is not 
necessary to have a large parts in- 
ventory, or just any make or model 
ear for sale. We know that the 
factory doesn’t really push the slow 
models, but you still find dealers 
with more of the slow models on 
their lots than they know what to 
do with. 

Floor planning costs money and 
every day that car is on the lot, 
attention must be given to it to 
make sure it is not harmed in any 
way. 

When it comes to servicing, we 
have one of the most modern and 
up to date servicenters in the state. 
We have equipment and personnel 
to adequately handle any man’s 
need. 

When it comes to values, you 
can’t get a greater value than from 
a “bootlegger.” Expenses and in- 
ventory are kept low, therefore it 
is not necessary to get the terrifi- 
cally high markups. 

We tell the truth in advertis- 
ing. Current year models come 
from dealers in nearby areas, 
and are mostly brought in by 
car carrier, Never are they driven 
over 50 miles. 

When it comes to pride, we have 
pride, we have pride because we 
save the public money. We give 
them service and that car can al- 
ways be repaired, because if the 
customer comes back for the serv- 
ice, we will be there to service their 
needs. 

When it comes to gimmicks, we 
have none, because when the public 
wants to buy extra equipment for 
their car, we sell it to them at dis- 
counts. We don’t buy loaded cars, 
we buy them stripped and equip 
them as the customer wishes them 
to be equipped. If they do want to 
purchase any of the “put-it-on- 
yourself” accessories we have them 
to sell and can save the customer 
up to 40 percent. And you still call 
the public stupid for purchasing 
their automobile from a “boot- 
legger?” 

I reverse the picture by saying 
ignorance of the franchised dealer 
(because establishing) “bootlegging” 
right after the war encouraged 
used-car dealers to become non- 
franchised dealers. Who is ignorant 
now? The buyer, the seller, or the 
new-car dealer? He created the 
monster, and now he will have to 
live with it. The public knows that 
if he wants to save money, he 
comes to the used-car dealer “boot- 
| legger.” 

In an Automotive News issue 
| last year, there was an article 
stating the end of franchises will 
be within five years, The speed 
with which cars are being made 
and with the present standards 
of selling, I think it will be three 
years and not five. There will 
soon be supermarket type dis- 
plays with all makes and models 
under one roof and franchises 
will not be essential, This is only 
| an opinion based on the article 
of last year. 

In ending my message, let’s stop 
fighting and calling used-car dealers 
“bootleggers.” It is the only place 
the public can save money. To be 

(Continued on Page 28, Col. 3) 
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Roy Burnett, Jr. 
President, 
Roy Burnett Motors, Inc. 
Portland, Ore. 


“. “52% of the trade-ins on our new 


DE SOTO FIRESWEEP 


are competitive makes 
—says Roy Burnett, Jr., Roy Burnett Motors, Inc., Portland, Ore. 





“This new FireSweep opens up a big new volume “With the FireSweep, we’re taking in the greatest “Our sales staff is really excited and enthusiastic 
market for us—the growing lower-medium price number of conquest sales in our history. The many about the way FireSweep’s been received . . . and 
field. It’s got everything—fresh styling, advanced cars of competitive makes traded in on FireSweep about the opportunities it opens up for the future. 
engineering features, and competitively low price.” has given us a better-balanced used car stock.” We’re giving the FireSweep everything we’ve got.” 


The new, lower-priced FireSweep is putting 
De Soto dealers like Roy Burnett in the best 
competitive position in history! Together 
with Firedome and Fireflite it gives them 
a range of models and prices that blankets 
the entire medium price field, top to bottom. 


Roy Burnett’s success with the FireSweep 
is being duplicated by large and small 
De Soto dealers all over the country. Here’s 
the proof that now, more than ever before... 


it really pays to be a De Soto dealer! 











Planning for Profits— 


M. ©. Kahn, owner of Sanders Motor Sales (Dodge-Plymouth), Newton, la., super- | 
vises a daily sales strategy meeting as part of his management control program. | 
Kahn claims that his policy of keeping “eye on every phase of this operation no 
matter how small" has brought the dealership record profits, while maintaining its 
number one sales position in the county. Participating in the meeting are, from left, 
Joe Kies, sales manager; Glenn Van Cleaves, salesman; Kahn; and Russ Powell, 
Kenny Probasco, Marv Simpson and Gary Kingsma, salesmen. 
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ignorant today is to be smart to- 
morrow. NATHANIEL ADELSTEIN, 
See U. S. Motors, Inc., Trenton, N. J. 


No Thanks 


It was very discouraging for me 
to read your Apr. 22 editorial — 
(Confused dealer bookkeeping can 
be cleared up). 

We have come a long way in the 
past year in improved factory- 
Cealer relations. I would say that 
our relations with the factory today 
are very mutual with a thorough 
understanding of our responsibili- 
ties, so why do the editors of our 
trade papers insist on cooking up 
old chestnuts. 

General Motors, on Jan. 1, 1957, 
issued a new revised statement 
which corrected the few inequities 
which were built into the previous 
statement for a good many years. 

The only important gripe we had 
with the old statement was that 
we did not get a true picture of 


our new-car department because 
the overallowances were charged 
against the used-car department, 
which reflected a good picture for 
new-car gross and red figures in 
the used-car department. 

This has been corrected as of 
Jan. 1 with each department op- 
erating on its own merit, but if 
the dealer was interested enough 
he could still rework his figures 
under the old method to find his 
true costs and gross to determine 
the true picture of his new and 
used-car departments. 

I think your article is ill-timed 
and ill-advised, I think the proper 
approach would be to stress the 
importance of the results of the 
financial statement in operating an 
efficient, profitable dealership. 

Too many dealers are guided only 
by the figure in the upper left-hand 
eorner and the lower right-hand 
corner and are not interested in 
the figures in between, 

The dealers that departmentalize 





Ford Dealer Herb Estes reports: 


‘‘We’re doing 40% more appearance work 
since installing our DeVilbiss paint shop!”’ 


“With the public more style and beauty conscious, the 
part played by appearance service is growing in impor- 
tance,” says Herb Estes, of Herb Estes, Inc., Ann Arbor, 


Michigan, Ford dealer. 


“That's why, when we decided to build our modern, 
new facilities in Ann Arbor, we included a complete 
DeVilbiss paint shop. Our customers like it too. Appear- 
ance work has increased 40%, And we're able to handle 


this new volume with the same crew. 


“With our DeVilbiss guns and our DeVilbiss spray 
booth, we have the kind of precision spray equipment, 
and scientific lighting, exhaust and dust protection that 
enable our operators to turn out top-quality paint jobs at 


‘production-line’ speeds.” 


Would you like to step up appearance-service volume? 
Then talk to your DeVilbiss representative. He can recom- 
mend the right equipment for your specific needs — spray 
guns, air compressors, spray booths, transformers, paint- 


baking ovens, hose and connections. 


THE DEViLBISSs COMPANY 
Toledo 1, Ohio 
San Jose, Calif. * Barrie, Ontario * London, England 


BRANCH OFFICES IN PRINCIPAL CITIES 





“A DeVilbiss paint shop doesn’t cost money;'it saves it!” 


says Herb Estes. Here, a traveling infra-red baking oven 


free finishes. 


quickly dries paint — speeds up production, gives dust- 


FOR BETTER SERVICE, BUY 


DeEViLBISS 











their statement and allocate the 
costs to each department so that 
they may know which department 
contributes to the success or failure 
of the business are very much in 
the minority. A survey by AuTomo- 
TivE News would be very interesting. 
My own survey shows less than 25 
percent of dealers departmentalize 
their statement. 

Service absorption is something 
that every dealer should be con- 
cerned about, but more important 
is to know if your service de- 
partment is profitable, and the 
only way you can find that out 
is to allocate the actual expenses 
applicable to the service depart- 
ment against the service depart- 
ment gross profit to determine if 
it is operating at a profit or loss. 
There are four departments in 

our business which must produce 
gross profit to absorb our overhead 
expenses, They are the new-car de- 
partment, used-car department, 
service department and parts de- 
partment, So unless the automobile 
dealer uses the statement accord- 
ing to good accounting practice, 
the dealership will flounder around 
like a ship without a compass. 

It is my opinion that there is 
nothing wrong with our accounting, 
but there is a definite program 
needed to educate dealers to the 
proper interpretation of the use of 
the statement results. I understand 
Ford and Chrysler both have new 
statement forms in uSe as of Jan. 
1, 1957. — Davin G. Reese, president, 
Dave Reese Olds, Inc., Drexel Hill, 
Pa. 

+. 


Another Reason? 

Would like to bring out a per- 
sonal observation, which I believe 
has been largely overlooked re- 
garding the heavy sales shift to 
Chrysler products. In addition to 
the sharp line of cars which they 


* * 


| offer in ’57, I feel that a substantial 


shift came about automatically 
when the era of forced new-car 
sales to dealers ceased. 

In other words, Chrysler could 
not compete with the forced sales 


| (even if they had been so inclined) 


because their dealers on average 
were not in a position financially 
to be forced. This, then, took a part 
of their penetration away from 
them, and was restored when the 
Cellar Amendment came along. 
Guess all dealers now realize what 
the forced selling has meant not 
only to their businesses, but to the 
economy and public interest thrown 
in. It has meant two years of cut- 
ting back already, even in the face 
of a higher population, giving us 
higher priced cars resulting from 


|higher unit costs based on lower 


volume, and higher interest rates by 
taking too much money out of the 
money market in 53, 54 and ‘55 
through forced sales. 


Hats off to Chrysler for its lack 
of sales abuse, its fabulous new line, 
and success which it has brought 
them. It appears that, at long last, 
right will again prevail. Certainly 
nothing more damaging or just 
plain asinine has ever taken place 
in this huge industry than the 
coercion selling by a couple of ir- 
responsible makers for a period of 
three years. Now that they have 
caused untold hardships among 
their own dealers, put Chrysler on 
the ropes temporarily, and squeezed 
out the independents altogether, 
let’s hope they have repented and 
are sorry for their actions.—L£oNn 
SuNDAL, owner, Lee’s Auto Sales, 
Blue Earth, Minn. 


Step Aside 
Safety Council Offers 


Tips on Hoists 


CHICAGO. — A garageman who 
stands in front of a vehicle being 
driven on a hoist—rather than to 
the side—is likely to raise the dan- 
der of veteran employes, according 
to the National Safety Council. 

Where to stand is one of 40 bits 
of advice in the council’s data sheet 
entitled “Automotive Hoisting 
Equipment.” 

The information sheet also rec- 
ommends that air reservoirs be 
drained daily of water; that gears, 
drums, transmissions and motors be 
guarded on mechanical lifts, and 
that electrical lifts be equipped with 
limit stops. Also, the council said, a 
lift never should be used as a jack 
to support part of the vehicle. 





8S out of 10 


and they see OUTDOOR every day...on their 


way to buy....closer to the point of sale. 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 

Legislative Correspondent 
Fg ee tcaag the U. S. Senate probe of labor union admin- 
istration has had repercussions in some state legisla- 
tures, there is no prospect that the investigation will spur 
an immediate general wave of new restrictive state labor 
laws. More than half of the current-year state legislative 
eo 


sessions had adjourned by 


early June, while those stil] | any early widespread adoption of 


in state capitols were anxious 
to go home rather than take up 
controversial new issues. 
Meanwhile, affirmative action 
taken thus far this year by state 
lawmakers on labor relations bills 
has been of scattered local signifi- 
cance, for the most part, rather 
than reflecting general trends. It 
thus appears unlikely there will be 


The back pages of every issue of AUTO- 
MOTIVE NEWS. contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





new laws at the 
state level impos- 
ing additional re- 
strictions on labor 
union leadership 
and financial con- 
trol. 

In one of the 
comparatively 
few instances in 
which the U. S. 





Senate investiga-| 
i tion has been di-| 

Bethune Jones rectly cited in| 
connection with state legislative | 


deliberations, a resolution intro- 
duced in the Wisconsin Senate by 
its legislative procedure committee 
referred to the findings of the Fed- 
eral probe and called for a state 
legislative interim study designed 
to assure honest and reputable 
unionism. 

The Wisconsin resolution pro- 
posed the creation of a special 
legislative committee to study 
the possible need of state legis- 
lation to protect labor from what 
it called the “machinations of un- 
scrupulous and corrupt officials.” 
The study group would report to 
the 1959 Wisconsin Legislature. 

Repercussions of the U. S. Sen- 
ate probe also were reported in 
Connecticut, where a bill that 
would require all labor unions in 
the state to issue to their members 
each year detailed financial state- 
ments was signed by Gov. Abe 
Ribicoff. 

The 


Connecticut bill 


YOU CAN PUT CARS AND TRUCKS IN 
A GREATER VARIETY OF SERVICE AND REPAIR POSITIONS 
MORE CONVENIENT WORKING POSITIONS FASTER WORKING POSITIONS 


WITH AIR-OPERATED 
PU Re CMS te uC um lt: 


Meffler and Tai 


mechanic to put the rear end of this 1957 


Work—It wok ten seconds for the 
Dodge Wagon 


exactly ——- he =. it. a — gy ny | double-locks 
in any rai position for complete safety. Air hose has been 
removed for other use. 


Lube Jobs and Oil Changes—Bay s unmatched speed is never 


at greater advant 


than when putting these jobs through the 


shop . . UP, DOWN and OUT! Don’t turn jobs away because 
your stationary life is tied up. Your Bay works wherever 
an air hose can reach, indoors or out. 


Wheel Work—A pair of Bay Rocker-Head Stands and the 
POSS get all four wheels of this 1957 Ford off the ground 
S, 


in seco! 


of the cost. 


: or fast, convenient wheel work. Your Bay does 
everything a stationary lift will do . 


- faster and at a fraction 


both state labor organizations and 
labor union locals to disclose finan- 
cial operations to their members, 
including salaries paid to officers, 
all expenditure and loans. 

* * * 


Union Reports Rejected 


7 earlier developments, the 
New Hampshire House of Rep- 
resentatives rejected a bill that 
would have required annual finan- 
cial reports from all labor unions. 


Bills pending in the Pennsylvania 
Legislature would ban dues _ in- 
creases in labor unions unless they 
were voted by a majority of mem- 
bers in secret referendum and 
would require unions to file copies 
of their constitutions and by-laws; 
submit annual financial statements 
to the State Labor Relations Board 
and distribute the statements to 
members, and give the State Bank- 
ing Department the right to ex- 
amine union welfare funds. 

New laws to control employe 
welfare funds also have been pro- 
posed this year in California, 
Massachusetts, Michigan, Minne- 
sota, New Jersey, Oregon and 
Wisconsin, but without enact- 
ments up to this writing. 

A bill tightening state regulation 


requires| of union welfare funds was enacted 


lift 


Body Work—lIt's so fast and easy to raise or lower cars with 
the Bay—inches or feet—that, once a body man works with 
one, a Bay-Lift becomes as much a standard item of his equip- 
ment as his hand tools. Nore Bay's adaptor (standard equip- 
ment) for all Chrysler Line cars between forks of lift and the 


1957 Plymouth. 


Engine Work—The Bay puts the most inaccessible places 
at the mechanic's finger tips, letting him do any job with 


sure-footed ease . . 
the car. A s 


front ends of 1957 Chevro 


Front End Work—lInstead of standing, 


: whether on top of the engine or under 
ial Bay ategues is standard, for use when lifting 
ets. 


this mechanic puts a 


pair of Rocker-Head Stands under the 1957 Oldsmobile frame, 


rolls the Bay-Lift completely out of his wa 


y and sits comfortably 


The lift, of course, is free to be put to work elsewhere. 


WITH BAY .. YOU INCREASE VOLUME, TURN JOBS OUT . . NOT AWAY. 


BAY AIR LIFT 
r and Truck 
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in New York. Changes made by the 
new measure include a provision 
that any person who wilfully vio- 
lates or causes or induces the 
violation of the welfare fund regu- 
latory act will be guilty of a mis- 
demeanor. 

Latest tally on the “right-to- 
work” law issue in state legisla- 
tures reveals the enactment of a 
new law of this type in Indiana and 
adoption by the Kansas Legislature 
of a resolution providing for a vote 
at the 1958 general election on a 
proposed “right-to-work” state con- 
stitutional amendment. 

Bills proposing “right - to - work” 
laws were rejected by the legisla- 
tures of Connecticut, Idaho and 
Wyoming, and were pending at this 
writing in Illinois and Ohio. Pro- 
posals for repeal of existing “right- 
to-work” laws were in Iowa, Ne- 
braska, Nevada and North Dakota. 

An unsuccessful attempt to re- 
vive the “right-to-work” issue was 
made during the 30-day fiscal ses- 
sion of the Louisiana Legislature. 
On the grounds that the session 
should be kept limited to budget 
and fiscal matters, the Louisiana 
solons refused to permit introduc- 
tion of a proposed state constitu- 
tional amendment to prohibit the 
union shop and other forms of 
union security contracts. 

A former Louisiana “right - to- 
work” law, enacted in 1954, was re- 
pealed in 1956, with agricultural 
workers excepted from the repeal. 

> * * 


Petitions in Idaho 


PS have been revealed by the 
Idaho “Freedom to Work Com- 
mittee” to seek adoption of an initi- 
ated “right-to-work” law. The 
group set itself a goal of 200,000 
signatures on petitions to put such 
a@ measure on the 1958 general elec- 
tion ballot. To qualify for a ballot 
spot, the petitions would have to be 
signed by only 22,869 voters. 

A “right-to-work” bill sponsored 
by the committee during the 1957 
Idaho legislative session was passed 
by the House but defeated in the 
State Senate. 

Indiana’s enactment of a new 
“right-to-work” law this year 
brought to 18 the number of 
states with such laws. The others 
are Alabama, Arizona, Arkansas, 
Florida, Georgia, Iowa, Missis- 
sippi, Nebraska, Nevada, North 
Carolina, North Dakota, South 
Carolina, South Dakota, Tennes- 
see, Texas, Utah and Virginia. 

Bills to impose new curbs against 
picketing were proposed in several 
states this year, but have thus far 
been rejected in all major instances. 
In one such instance, a bill that 
would ban union picketing of busi- 
ness places as part of an organ- 
izing campaign was unfavorably 
reported to the Illinois House by its 
Industry Committee. 

Failing of enactment in New 
York was a bill which would have 
outlawed union picketing for or- 
ganizational purposes. Rejected by 
the Tennessee Legislature was 4 

bill to outlaw mass picketing and 
secondary boycotts. 

Wisconsin’s Senate defeated a bill 
proposing repeal of a controversial 
1955 state law banning political con- 
tributions by labor unions. A bill to 
set up a similar law in Iowa failed 
of enactment. 

In the field of legislation to im- 
prove conciliation facilities, the 
Oregon Legislature approved a bill 
to create a new one-man state con- 
ciliation service to intervene in 
labor disputes when requested. 

On its way to enactment in 
Florida was a bill backed by Gov. 
Leroy Collins to create a voluntary 
mediation service, under the gover- 
nor, to head off industrial strife. 

of ” * 


Bigger Benefits 


NCREASES in maximum benefits 
under unemployment and work- 
men’s compensation laws have al- 
ready been widely enacted by state 
legislatures this year, with similar 
measures on their way to final ap- 
proval in a number of additional 
states. 

States which have enacted un- 
employment compensation benefit 
liberalizations include Colorado, 
Connecticut, Idaho, Indiana, Kan- 
sas, Missouri, Montana, Oregon, 
South Dakota and Wyoming. 

Among the states which have 
liberalized workmen’s compensa- 
tion benefits in one or more re- 
spects are Colorado, Connecticut, 
Idaho, Indiana, Kansas, Massa~- 
chusetts, Minnesota, Missouri, 
Montana, Nebraska, Oklahoma, 

(Continued on Page 31, Col, 1) 
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Oregon, South Dakota, Tennessee, 
Texas, Utah, Washington and 
West Virginia. | 

Whether New York State will 
join the trend toward liberalization 
of the benefit provisions of these 
laws was left for determination by 
a mid-June special session called 
by Gov. Averell Harriman to act 
on his veto of two bills containing 
such provisions. 


Proposals for new, broadened or 
more stringent laws affecting state 
regulation of wages or hours, or 
both, have been considered by many 
state legislatures this year, but 
with comparatively few enactments 
thus far of importance from the 
automotive viewpoint. 

Among the more significant of 
such enactments, a new Connecti- 
cut law raises the state minimum 
wage from 75 cents to $1 an hour 
for workers in retail and several 
other occupations, while Rhode 
Island lawmakers boosted the state 
minimum wage from 90 cents to $1 
an hour. 

A bill enacted in Minnesota au-| 
thorizes the State Industrial Com- 
mission to hold possible hearings 
and fix area wage rates in out- 
state highway projects of the state 
and counties where Federal money 
is used in the projects. 

Bills proposing new or stronger} 
laws aimed at curbing racial and| 
religious discrimination in employ- 
ment have been given a generally 
cool reception thus far this year. 
In one of the few affirmative ac- 
tions on such measures, the Colo- 
rado Legislature enacted a measure 
extending the authority of the) 
State Anti-Discrimination Commis-| 
sion to private as well as public 
employment. 

The new Colorado law prohibits 
discrimination based on race, color, | 
religion or national origin by per- 











Southern Dealers 
Say 57 Sales Will | 
Match or Top 56 


BIRMINGHAM, Ala.—Automobile 
dealers in the South expect to sell 
as many or more cars this year 
than last, according to a survey by)! 
Service Bureau Corp. among 2,000) 
Ford Motor Co. and Chrysler Corp. | 
dealers. The bureau is a subsidiary} 
of International Business Machines 
Corp. 

Of the 712 dealers who replied,| 
85 percent said they expected busi-| 
ness to be about as good or better 
than in 1956. A 10 percent increase 
for 1957 was anticipated by one} 
dealer in three, and one in five ex- 
pected a 25 percent gain in sales. 


The survey also asked the dealers 
where their cars are sold. Fifty- 
seven percent said 50 percent or 
more of their sales come from 
rural areas. Among dealers in towns 
of less than 10,000 population, 74 
percent look to rural areas for the) 
majority of their sales. 

The results of the survey, which 
was conducted in April, were re- 
leased by The Progressive Farmer 
magazine. 





Tire Shipments 


Increase in Month 


NEW YORK.—Manufacturer’s 
shipments of passenger car tires 
during April amounted to 8,104,362, 
an increase of 1.22 percent over 
March when 8,006,608 tires were 
shipped, according to the Rubber 
Manufacturers Assn. 

Production of passenger car tires 
in April was 7,878,438, a decrease of 
8.71 percent from March when 8,- 
630,008 units were produced. Inven- 
tories in the hands of manufac- 
turers at the end of April stood at 
17,821,312 tires, a 1.36 percent de- 
crease from March stocks which 
amounted to 18,067,612. 

Shipments of truck and bus tires 
during April came to 1,276,829, 
showing an increase of 15.33 per- 
cent above the March shipments of 
1,107,088 tires, Shipments of auto- 
motive inner tubes for April were 
3,104,148, representing an 8.63 per- 
cent decrease from March when 3,- 
397,399 tubes were shipped. 


sons or corporations employing 

more than five workers, by employ- 

ment agencies or by labor unions. 
* * 2 


Atlanta Jury Repeats 


Plea for Title Law 


ATLANTA. — A Fulton County 
grand jury has repeated an earlier 
plea for an automobile title law as 
a step toward curbing Georgia’s 
racketeers in the illicit whiskey and 
lottery operations. 

The jury also said a strong title 
law wculd make it easier to trace 
cars involved in crime and fatal ac- 
cidents, lessen the number of acci- 
dents involving stolen cars and les- 
sen the number of cars stolen in 
Georgia. 

* * * 


Connecticut Extends 


6-Cent Gasoline Tax 


HARTFORD. — Gov. Abraham 
Ribicoff has signed a bill extending 


Connecticut’s six-cent-a-gallon gas- 
oline tax until July 1, 1959. The tax 
was increased from four cents to 
six cents in 1955 and was sched- 
uled to revert to the former rate in 
1958. 

While opponents called the con- 
tinuance unnecessary, proponents 
argued that the tax money will be 
needed largely for the construction 
or improvement of interior roads 


throughout Connecticut. 
+ * * 


Wisconsin Bill 


Would Limit Noise 


MADISON, — A bill under con- 
sideration by the Wisconsin Legis- 
lature would limit the noise of 
mufflers to 95 decibels. 

Representatives of truck manu- 
facturers have appeared before a 
legislative committee to oppose the 
measure. Devices for measuring 
decibels are not always accurate, 
they told the lawmakers, 

Milwaukee has such an ordi- 
nance, but a member of the City 
Council told the committee that 
some council members doubt that 
the decibel meter is accurate 
enough for conviction of an of- 
fender. 


Oat of the Past— 





The modern “sweet, smooth and sassy" 1957 Chevrolet is a far cry from this model 
of days gone by pictured above. The photo is part of Wyland Stanley's ‘Cars of the 
Roaring ‘20s" photographic collection now on display at the showroom of Ernest 
Ingold-George Olsen, Inc. (Chevrolet), San Francisco. More than 400 photographs are 
included in the display, each picture having been taken in and around San Francisco 
between the end of World War | and the early ‘30s. 
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The patented process under which Nokorode is made 
results in a coating of greater density ...a coating 
uniquely tough. Consequently, heavy applications, such as 
are recommended for other nationally advertised brands, 
are absolutely unnecessary with Nokorode. The thinner 
coat recommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness gives 
you 50% more satisfied customers from each drum... 






with LE 


50% to 100% more profit. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


MADE UNDER THE PROCESS OF U. 8. PATENT NO. 2,393,774. 


LION OIL 


A Division of Monsanto 


Chemical Company 


*TRADEMARK OF 


MONSANTO CHEMICAL COMPANY 













ae 


COMPANY 


EL DORADO, ARKANSAS 


50% to 100% MORE PROFIT 


| Nokorode 


UNDER-CAR SEALER AND SILENCER 






al 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 

A Division of Monsanto Chemical Company 
Dept. AN-6 

El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 


Name 
Street. 
City. 





State 




















(Maybe even when selling automobiles!) 


Maybe your 57’s have everything. 

But unless you SELL everything—even the most “taken-for-granted” 
features — business goes to your competitor making the most of 
possibly less. 

For example, take AIRFOAM. It has proved such a successful sales-aid 
that most lines have it. 

And why do manufacturers choose AIRFOAM? 

To better cushion and quiet the ride? Naturally. To keep drivers more 
relaxed and passengers coolly comfortable? Of course. To be sure of 
avoiding sags and snags? Positively. To keep new looks longer and 
customers happier right up to trade-in time? Precisely. 

But also, TO HELP YOU SELL WITH THE GREATEST NAME IN 
CUSHIONING! To help you sell against the most luxurious cars in the 
field—to help you sell against all-out price lines! To help you sell with 
AIRFOAM—preferred by more people surveyed than all other cushion- 
ings PUT TOGETHER! 

So use EVERYTHING, EVERY time — and clinch the sale with 
AIRFOAM! Goodyear, Engineered Products Dept., Akron 16, Ohio. 


fi 








fe, 
MADE ONLY BY GOooD, YEAR 


FPHE WORLD'S FINEST, MOST MODERN CUSHIONING 


Extra 
Trade-in 
Bonus 
For You! 





In addition to helping you sell cars now, AIRFOAM 
will increase your profits come trade-in time. — 
How? By retaining its shape and protecting uphol- 
stery so cars come back to you in more salable 
condition. What better way to assure more resales— 3 
AT BETTER PRICES—than by selling AIRFOAM now! ; s 





~~ 





Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Seat Engineers Capitulate 
To Low-Vehicle Demands 


0 home afresh to me this month 
at the SAE summer meeting in 
Atlantic City is the all-too-evident 
reluctance of seating and body en- 
gineers to resist pressure groups 
that threaten to drop the height 
of standard passenger cars to the 
52-inch level for the 1960 to 1962 
new-car cycle. 

Certainly, the situation was ripe 
with promise as the session began 
with a laudable sense of purpose 
stated in its mission to “serve as 


thing that was brought 








a clearing house to guide research 
on future passenger car seating.” 

While gratified by the excellent, 
detailed descriptions of problems 
and likely solutions in seat design 
and materials, I was disappointed 
at the lack of opposition to the 
fundamental “seating package” 
limitations imposed by the seeming 
determination of product planners 


and stylists to make family automo- 


biles as low as sports cars, 

Docile acceptance of the comfort 
and convenience handicaps of low- 
silhouette styling was apparent in 
the approach of seating engineers 
to future designs. In my observa- 
tion, a similar attitude of willing- 


| ness to compromise practicality and 
utilitarian qualities for style is im- 
plicit in actions of technical men 
working in several other areas of 
product design—as well as on the 
part of those who take overall 
responsibility for planning future 
automobiles. 

(It is well known that “sensitive” 
areas related to the seating prob- 
lem include entry to and egress 
from extremely low cars, headroom 
and unobstructed vision.) 

+ * - 

CO COURSE, the commercially 

successful automotive design 
certainly represents a complex team 
effort, And, as members of this 
team, engineers long have been 
conditioned to compromise. 
| In the case of seating engineers, 
it might be said realistically that 
concessions they have had to make 
on riding comfort to provide the 
popular, overstuffed “showroom 
feel” in upholstery have paved the 
| way for their capitulation on the 
height question. 

Thus it happened that we en- 
joyed a first-class technical dis- 
cussion covering the fine points 
of seat design, with particular 
attention to configurations and 
materials for seat cushions and 
backs, contour seating and how 

















| the driver’s needs differ from 
| those of the passengers. 

Also mentioned was the urgent 
|need for a true “systems engineer- 
|ing approach” embracing psycho- 
| logical, physiological and anatomi- 
| cal factors. 
| At the risk of disagreeing with 

some respected experts, however, I 
| should say that implicit or un- 
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BRAKE LINING 
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size 25x35"... It 


INQUIRE ABOUT GETTING WALL CHART 


shows the correct applications for 


oll popular makes of cars and trucks. 

IN ADDITION to Exchange Shoe Sets—Wagner Broke 
Lining is available in blocks, slabs, rolls, cut segments, 
drilled sets, and lined shoes. 


use Wagner Lockheed 
BRAKE SHOE EXCHANGE SETS 


Take a short-cut to better, safer, more profitable brake service. 


Records show that you can save from 1% to 114 hours per reline 
job when you use Wagner Lockheed Brake Shoe Exchange 


Sets. 


These Sets save you the tough, time-consuming job of delining, 
cleaning, and relining. Wagner Lockheed Shoes are recondi- 
tioned in mass quantities according to highest factory standards 
to assure minimum cost to you—and full customer satisfaction. 


You gain because these Sets will not only speed up customer 


service and job turnover, but will eliminate costly equipment 


purchases, inventory obsolescence, and extra payroll during 


peak periods. 


Wagner Electric @rporation 


6362 Plymouth Ave., St. Louis 14, Mo., U.S. A. 
(Branches in principal cities in the U. S. and Canada) 










All Wagner Lockheed Exchange Shoes are lined with Wagner 
lining. In dual-friction sets, as in single-friction sets, Wagner 
CoMaxX is uniform in frictional qualities throughout the service 
thickness of each lining. CoMaX contains no harmful abrasive 
material to injure drums—and it withstands high operating 


temperatures. 


Available for all popular passenger cars and some light trucks, 
in both standard and over-size thicknesses. You can get these 
Sets as well as Wagner Lockheed Brake Parts and Fluid from 
a reliable source in your own area... And, you can depend 


upon WAGNER QUALITY because 


Wagner Products are used 


as original equipment by manufacturers of cars, trucks, buses 
and trailers. 


857-1B 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID + CoMeX BRAKE LINING » NoRol » AIR HORNS AIR BRAKES * TACHOGRAPHS » ELECTRIC MOTORS » TRANSFORMERS » INDUSTRIAL CRANE BRIDGE BRAKES 





| loads of Rambler and Hudson cars at the AMC factory. 


Kirkman Takes Five Truck-Loads— 
H. L. Kirkman, Hudson dealer in Corpus Christi, Tex., takes delivery of five truck- 





spoken in such discussions is one 
basic factor that, to a certain ex- 
tent, nullifies the otherwise excel- 
lent technical analysis of the seat- 
ing problem. 

In my opinion, it is simply this: 
Cars are getting too low to permit 
the inclusion of proper seating 
provisions. The seating engineer 
may not say this, but he admits it 
to himself—and then proceeds to do 
the best possible job on the too-low 
seat demanded by cramped space 
made available to him. 


». = + 


_, roof-lines and bulging 

floor tunnels, therefore, become 
problems to be faced—not condi- 
tions that the seat engineer can 
attempt to change. 

Any thought of opposing further 
height reductions is squelched by 
the undeniable assertion that (to 
date) “high cars do not sell as well 
as low cars.” But does this absolve 
the engineer (in any category of 
design) of all responsibility for lay- 
ing the cards on the table with a 
true professional recommendation? 

Within each specialty of com- 
ponent design, should it not still 
be possible to submit one’s honest 
opinion—accompanied, if need be, 
by a statement of sacrifices in- 
volved in arriving at a design that 
will conform with limiations im- 
posed by outside factors? 

In the final analysis, however, the 
espousal of principles essential to 
a product's functional integrity is 
a management responsibility. 

Yet, it is clear that if—in viewing 
general package specifications es- 
stablished for the car of three to 
five years hence, engineers who 
work on such phases as body, seat- 
ing, chassis, suspension, ride, etc., 
say: “We can’t do a satisfactory 
job on a car this low”—management 
will reply: “All right, then we must 
get someone who will.” 

* = * 


Further Data Revealed 


On ‘True’ Free Pistons 


URTHER details now can be 

revealed on the “new type” of 
free piston engine mentioned in our 
May 13, 1957, column. Stewart- 
Warner has disclosed that the prin- 
cipal objective of this design is “the 
| elimination of the usual require- 
ment for synchronization of the 
piston by mechanical means.” 

If this development is successful, 
it also should be possible to use pis- 
tons of a single diameter, instead 
of the dual-diameter step-type pis- 
tons that are characteristic of free 

| piston engines hitherto disclosed. 

Other important advantages 

also should follow, and such a de- 
sign ultimately may boost per- 
formance and operating capabili- 
ties of the free-piston type of 
power plant. a 
To date, the term “free piston 
really has been a misnomer. Theo- 
retically, there should be no me- 
chanical connection between the 
power pistons. Actually, however, 
in practice it has been found 
necessary to embody various forms 
of connection for successful opera- 
tion and control. ; 
Those who are close to free pis- 
ton engine development work 
readily acknowledge the potential 
gains in efficiency and perform- 
ance, as well as design simplifica- 
tion, to be achieved if they could 
figure out a way to literally “free’ 
| the pistons. 
I’m certain that the experiments 
lof Stewart-Warner and Dr. Van- 
nevar Bush will be watched with 
keen interest by the automotive 





|companies and others who are ac- 
tively under way with development 
| programs for the free piston en- 
| gine. 














LIFE stages a continuous demonstration of new 
cars in the homes of your best potential customers 
—the people in your neighborhood who buy new cars. 


LIFE has neighborhood coverage, reaching 3 
out of 5 households in an average community in 13 
weeks. And LIFE reaches new-car buying house- 
holds. An average issue reaches 39% of all new-car 
buying households and 13 issues reach 73%. 


LIFE shows cars at their dramatic best—with 


all the color, the excitement, the detail of a show- 
room presentation. And people respond enthusi- 
astically to LIFE— in their thinking, their actions 
and their buying. They respond week after week 
to great words and pictures and to advertising 
that has a lasting impact. 


That’s why passenger car and vehicle manu- 
facturers consistently invest more dollars for sell- 
ing in LIFE than in any other magazine. 


Sources: audience, A Study of the Household Accumulative Audience of LIFE; circulation, ABC, first quarter 1957. 


LIFE is read by 12,000,000 households every week 


LIFE leads in weekly circulation 


LIFE: 5,835,032 
Saturday Evening Post: 5,161,264 
Look (bi-weekly): 4,669,535 


“ 
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Viet Nam Officials Tour Rubber Plant— 


Ngo Dinh Diem, second from right, president of Viet Nam, was amazed at the size, 
as well as price ($5,000) of this huge tire on his trip through the Detroit plant of 


] scribing fractional horsepower mo- 
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Bulletin Board .. . 


Small Motors 
A bulletin illustrating and de- 


tors—16 pages, free. General Elec- 
tric Co., Schenectady 5, N. Y. 

* * * | 

Fifth Wheel 


A booklet giving details on a 
new integral-axle fifth wheel— 


free. A. O. Smith Corp., 5715 

Smithway St., Los Angeles 22, 

Calif. ‘ . 
* 





Plant Safety 
A folder to help locate hidden 
probabilities of electrically ignited) 
explosions in plants—eight pages, | 
free. Crouse Hinds Co., Wolf and) 
Seventh North Sts., Syracuse, N. Y. | 


* * + 


German Machinery 
A classified directory of 20,000 | 


| 


United States Rubber Co. H. E. Weigold, second from left, acted as host and official German firms which manufacture | 
guide on ithe tour. Looking on are George King, left, an employe; Tran Le Quang,| machinery, equipment and precision 


Secretary of State; and Tran Van Chuong, Viet Nam Ambassador to the U. S. 
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Compressor 


by 
Frigidaire 


RADIATOR DIVISION, GENERAL MOTORS CORP., 


tools—800 pages, $3.50__Nordeman | 


HARRISON 
AIR-CONDITIONS 


FAMOUS 


GM FIVE! 


Cool air by 


LOCKPORT, N.Y. 












Publishing Co., Inc., 14 E, Sixty- 
second St., New York 21, N, Y. 
* ® * 


Brake Parts 


Brake assemblies, repair kits and 
parts of American-made cars and 
trucks from 1936 through 1957 
listed, with cross reference by ve- 





Disabled Workers Face 


Social Security Deadline 


WASHINGTON.—An important 
date is coming up for disabled 
workers who are under 50 and 
want to protect their future dis- 
ability benefits under Social Se- 
curity. 

Workers who have been dis- 
abled for some time and have not 
worked since September, 1954, 
must apply to have their Social 
Security records frozen by June 
30 to qualify for benefits when 
they reach 50, 








the carload 





for Cadillac, Buick, 
Oldsmobile, Pontiac 
and Chevrolet 


Again this year . . . Harrison adds a new degree of comfort to 
the world’s finest cars! Through blistering heat or wilting 
humidity, passengers can enjoy the cool, fresh-air comfort of 
Harrison’s new, improved, 1957 air conditioning. Compact 
and highly efficient, Harrison Air Conditioning makes 
warm-weather driving a cool breeze. For over 46 years, 
Harrison has supplied leading automotive manufacturers with 
top-quality heat-control products. That’s why you'll find 
Harrison Air Conditioners specified on the new 


Cadillac, Buick, Oldsmobile, Pontiac and Chevrolet. 


IARRLSO., 


TEMPERATURES 


MADE 


TO 


ORDER 





hicle and parts number—68 pages, 
free, Bowman Products Co., 850 E, 
Seventy-second St., Cleveland 3, 0. 

+ 


* * 


Broaching Tool Care 
Booklet on care of broaching 
tools—24 pages, free. Lapointe Ma- 


chine Tool Co., Hudson, Mass. 
a2 * ¥ 


Industrial Wheels 


A catalog covering all data on 
R & K Loadmaster Industrial 
wheels—free. R & K Industria] 
Products Co., 1945 N. Seventh St., 
Richmond, Calif. 


* * + 


Lighting Equipment 
Condensed catalog of lighting 
equipment —free. Steber Manu- 
facturing Co., 2700 Roosevelt Rd., 
Broadview, Ill. 


* x * 


Fiberglas Muffler Data 


Folder explaining Merit Fiber- 
glas-packed muffler—four pages, 
free to wholesalers and dealers. 
Merit Muffler Co., 619 Smith St. 
Toledo 1, O. 


* * * 


Methods of Deflashing 


“The Case for Mechanical vs. 
Manual Deflashing’—free. Wheela- 
brator Corp., 1016 S. Byrkit St., 
Mishawaka, Ind. 


Pillow Blocks 


“Pillow Blocks”’—10 pages, free, 
Sales Department, New Departure 
division, General Motors Corp., 269 
N. Main, Bristol, Conn. 


. * + 


Gas Regulators 
Pressure regulator catalog (for 
compressed gases)—40 pages, free. 
Air Reduction Sale Co., 150 E. 42nd 
St., New York 17, N. Y. 


> . > 


Automated Lubrication 

Automatic lubrication manual 
(bulletin A-7) — six pages, free. 
“Service,” Bijur Lubricating Corp., 
|151 W. Passaic St., Rochelle Park, 
iN. J. 
* * * 

Ultrasonic Gauging 

Bulletin on Vidigage, ultrasonic 
resonance instrument for testing— 
Bulletin V-200, eight pages, free. 
Branson Instruments, Inc., 37 
Brown House Rd., Stamford, Conn. 


| 
> > > 
GE Resistor Catalog 
Resistor catalog (GEA-6592)—36 
pages, free. General Electric Co., 
Schenectady 5, N. Y. 
* + * 


Vickers Hydraulic Cylinder 
Hydraulic cylinder bulletin (No. 
57-68)—free. Vickers, Inc., Detroit 
$2, Mich. 


Magnetic Engineering 
GE magnetic engineering labora- 
tory brochure—free. Magnetic Ma- 
terials Section, Metallurgical Prod- 
ucts Department, General Electric 
Co., Detroit 32, Mich. 
o 


Vibration Detection 
Vibration detector bulletin (No. 
600-1)—-four pages, free. Fielden 
Instrument Division, Robertshaw- 
Fulton Controls Co., 2920 N. 
Fourth St., Philadelphia 33, Pa. 


Clarklift Brochure 
Specifications and features of 
5,000-pound, gas-powered Clarklift 
fork trucks—six pages, free. In- 
dustrial Truck division, Clark 
Equipment Co., Battle Creek, Mich. 


Heliweld Equipment 
“Heliweld Equipment”—20 pages, 
free. Air Reduction Sales Co., 150 
= Forty-second St., New York 17, 
ae 


* ® * 


Spray Booths 
“Spray Booths”—c atalog, free. 
Publication I-7000, DeVilbiss Co. 
Toledo 1, O. 
* 


Power Transmissions 
“Power Transmission Equipment 
—12 pages, free. Transmission di- 
vision, Clark Equipment Co., Jack- 

son, Mich. 
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Heavy-Duty Brake Fluid 
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Service Management 





A eT Monthly Section for Those Who Maintain 


America’s Motor Vehicles 





Declines in Sales in *56 
As Vehicle Total Grows 


| penne a rising number of 
motor vehicles in service, sales 
of heavy-duty brake fluid fell off in 
1956, according to a survey by the 
Chemical Specialties Manufacturers 
Assn. 


The finding contrasted with the 
fact that 10 states prohibit sale 
of brake fluid which does not 
meet SAE heavy-duty specifica- 
tions and similar legislation is 
pending in four other states. 


Cc. J. Allderdice jr. Bell Co., 
Chicago, chairman of the committee 
in charge of the survey, pointed out 
the 1956 brake fluid production at 
9,590,234 gallons was down 9.7 per- 
cent from the 10,624,619 gallons 
produced in 1955. 

Eight states now require the 
brake fluid manufacturers to submit 
samples to the proper authorities 
before selling any to dealers or 
jobbers and limiting the sale to 
that of SAE heavy-duty specifica- 
tions. These are 70-Rl or R-71 
fluids. 


* * * 


Strict Enforcement 
Y Minnesota, it is claimed, 


has any provision for policing | 


the sale of the brake fluid after the 
permit to sell is issued, however. 
Thus, the quality manufacturers 
who have laboratories and can 
control the specifications of their 
fluid, are put at a disadvantage by 
state regulations. 


These manufacturers claim that, in | 
7 a . -manufactured that a small woman can operate them. 


all of the states where the heavy- 
duty-fluid-only law has been in 
effect for at least a year, manu- 
facturers without either principle 
or laboratories are selling fluids 
that do not meet the SAE specifi- 
cations. 

It costs much more to manu- 
facture fluids that meet or exceed 
the SAE specifications and main- 
tain this high quality. Thus, the 
manufacturers who meet the 
State laws are being undercut by 
those who either do not know if 
their fluid is meeting specifications 
or who do not care as long as 
the state has made no provision 
for checking the specifications. 

Not only these manufacturers but 
safety officials feel that these states, 
California, Georgia, Mississippi, 
New Jersey, North Carolina, South 
Carolina and Tennessee, in particu- 
lar, are not fulfilling the intent of 
their legislation by not making pro- 
vision for policing the sale of brake 
fluid after giving the manufacturer 
the right to sell in the state. 

In other words, it is now known 
that some makers are not meeting 
the requirements of the laws of 
these states and are continuing to 
do business in the states on the 
basis of the initial permit which 
was obtained by submitting samples 
of their fluids that did meet the 
specifications. 

Arkansas and Texas are the latest 
states to pass brake-fluid regula- 
tions. 

* * x 
vy importance of limiting the 
sale of brake fluid to that of 
the SAE heavy-duty type has 
recently been emphasized by the 
Society which has withdrawn its 
moderate-duty specifications, 

It is not known whether this will 
invalidate the Mississippi regulation 
which allowed the sale of the 
moderate-duty fluid in addition to 
the heavy-duty fluid or if the 











regulation is so worded that hence- 
forth it will be permissible to sell 
only the heavy-duty fluid. 

The importance of eliminating 
the sale of spurious, substandard 
fluids with their low boiling point 
and other unsafe factors is being 
realized more and more, Just re- 
cently the AAA came out with a 
resolution condemning the sale | 


of any brake fluid that did not 
meet the SAE specification, 


Police and safety officials know 
that many fatalities and serious 
accidents are caused by fluid that 
has been allowed to deteriorate in 
the car or that has such a low 
boiling point that harsh and pro- 
longed brake action caused the heat 

(Continued on Page 40, Col. 1) 


New Safety Accent Points 
To Opportunities 


OW that the car manufacturers have declared that hence- 

forth less emphasis will be placed on power and more 

on safety in their advertising, isn’t it time for both dealers 

and makers to take a new look at our business from the 
customer standpoint? 

For instance, isn’t it about time that dealers promote 
customer brake checks every 3,000 to 5,000 miles to help 
make certain that the customer does not become a casualty 
for lack of attention to this most important part of the car? 

Every owner would be pleased to know that a front left 
wheel had been pulled on his car and the amount of avail- 
able good lining checked. Every owner would be glad to 
know that his hydraulic fluid was up to the proper level 
— that the connections appeared to be sound and had no 
eaks. 


Car manufacturers could give the so-called parking brake 
a good scrutiny to see if they are well enough designed and 


Recently more and more complaints come in from users 
saying that the parking brakes work so hard that the women 
do not have the strength to pull them up tight enough even 
to hold a car on an incline. 

And all makers could also join hands to give the owners 
a better chance to save their lives in case of an emergency 


stop when a brake hydraulic line or cylinder lets go. Our | 


present “emergency brakes” are but a poor parking brake 
at best. 

It might cost a little more to replace the present inade- 
quate parking brake with a workable emergency brake that 
would give some protection to the driver of a hydraulic, 


|automatic-transmission-equipped car. 


Today limited tests indicate that no car has manual oper- 
ated brakes that are capable of stopping a car running at 
high speeds within many feet of the average stopping dis- 
tances. 

And above all, shouldn’t both dealers and makers through 
their associations and individually work toward legislation 
in all states that would eliminate the sale of low grade brake 
fluid and set up within each state law the machinery to 
check the fluid that is sold in the state? 





Backshop 


T LOOKS to me as if another 
Equipment & Tool Institute is 
in the making, judging from the 
serious approach taken by the paint 
and allied industry boys toward the 
organization of an _ all-industry 
group to take over the activities 
formerly promoted by Minnesota 
Mining & Mfg. Co. under its DOOF 
label. 

I attended the original meeting 
of the group held in the Whittier 
Hotel here in Detroit back in 
April, and the third meeting held 
in the exhibitors’ lounge during 
the Boston National Service Show. 
In those three meetings much has 
been accomplished—and all of it 
on a sound and careful basis, I 
might add. 

There has been no tendency to 
rush into the thing half-cocked, nor 
has there been any evidence — 
apparent to me, at least—of any of 
the boys jockeying for political 
advantage. 

Every industry man attending the 
meetings has shown a full realiza- 
tion of the industry problems and 
the need for some all-industry 
action to clarify several important 
disturbing influences that have 
crept into the industry, especially 
since the war days. 

- = x 

~ THE Whittier meeting a steer- 

ing committee was organized, 
being composed of L, J. O'Doherty, 
chairman, Acme Quality Paints, 
Inc.; W. E. Marsden, Minnesota 
|Mining & Mfg. Co.; G. I. Stoddard, 
|De Vilbiss Co.; J. H. Gustafson, 
Minnesota Mining & Mfg. Co.; J.R. 
Mason, Rinshed-Mason Co. and G. 
A. Massih, E, I. du Pont de 
Nemours Co. 

Under this able committee, work 
toward the organization of a per- 
manent organization has progressed, 

At the Boston meeting it was 
decided to have Harold Halfpenny, 
legal advisor to NSPA, draw up 
the articles of organization and 
to outline the aims and objectives 
of the group. 

He was also charged by the group 
with correlating and consolidating 
all of the suggestions of the manu- 
facturers who intended to join the 
association at the organization 
meeting now set for Oct. 4, 1957. 

Several] temporary committees 
were set up pending the finalizing 
of the association. These included 
an executive committee and ones on 
rules and membership, on education 
and training, on standards and 
awards, on advertising and public 
relations and on finance. 

Firms signifying their interest in 
the association besides those repre- 
sented on the steering committee 
were Ditzler Color division; Martin- 
Senour Co.; Black & Decker Mfg. 











Service-Show Pattern Is Changed 


A DECISION apparently has been; ice Industries Show type on Chi-| 
reached on the show question, | cago’s Navy Pier sometime in Feb- 
a subject that has caused consider-| ruary, 1959. 
able discussion in aftermarket a 
circles for at least a decade, The 
decision was made as a result of | 
last month’s successful National 
Automotive Service Show in Boston. 
According to those who seem to 
know, a moratorium will be de- 
clared on all so-called regional 
shows for 1959 and 1960. 
In the meantime, a show will be 


HE latter event, if conducted by 
the three aftermarket associa- 
tions, would substitute for a show 
that had been planned by two of 
the trade groups for next June in 
Chicago. 
It’s also reported that the spon- 


Los Angeles, next Feb, 20-23, and Service New Products 


sors of the Los Angeles show are 
considering dropping plans for a 
San Francisco event in 1959 be- 
cause it would conflict with the 
possible Chicago show. 

Today, a show has little chance 
to succeed financially or attend- 
ancewise unless it has a good 
chance to attract a number of the 
large-space exhibitors, 

And recent action by the trade 
groups that represent larger ex- 
hibitors in these parts, accessories 
and shop-equipment shows indicates 
that they are not interested in 





| 
held in the Pan Pacific ae 


plans are being considered for an 
exhibition of the Automotive Serv- 


Page 50 





participating in the “regional” 
(Continued on Page 41, Col, 1) 
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Co.; Permacel Tape Corp.; Behr- 
Manning Co.; Binks Mfg. Co.; Park 
Chemical Co.; H, K, Porter, Inc., 
and Sherwin-Williams Co. 

* * * 


Boston Innovations 


T LEAST two features of the 
Boston National Service Show 
were absolutely new to me as being 
a part of any parts, accessory and 
shop equipment after-market show. 
One was the hostess committee, 
headed up by Mrs. Earl Harvey, 
president of one of New England’s 
most alert distributorships. The 
other was having the graduates 
from the local vocational schools 
come to the show as the guests of 
NSPA. 

Many exhibitors and jobbers 
have often said they never bring 
their wives to these shows because 
there is nothing for them to do 
all day but go shopping and spend 
money. 

This year at the Boston show the 
wives were treated to a very pleas- 
ant surprise. Placards in the hotel 
lobbies informed the women that 
there was a ladies reception room 

(Continued on Page 38, Col. 3) 


Antifreeze Sales 


Show 2.8% Drop 


Permanent Types 


Preferred by 79% 


CCORDING to a survey re- 

leased by the Chemical Special- 
ties Manufacturers Assn., 107,227,- 
447 gallons of antifreeze were 
bought by the motorists and fleet 
operators last year. 

Last year’s sales showed a 28 
percent loss from the 110,039,235 
gallons sold in 1955. Estimated re- 
tail sales value of the 1956 output 
was placed at $275 million. 

The report of antifreeze con- 
sumption in 1956 was based on 
figures frem 10 manufacturers, 
who account for about 97 per- 
cent of total production. 

Nearly four out of five purchasers 
of antifreeze last year chose the 
higher-priced, permanent or ethy- 
lene glycol type solution, with total 
sales of 84,098,652 gallons. Non-per- 
manent methanol type products ac- 
counted for 23,128,794 gallons, or 21 
percent of 1956 sales. 

* * ~ 

Tus report noted a strong trend 

toward purchase of antifreeze in 
sealed packages. Eighty percent of 
the sales of ethylene glycol were in 
gallon cans, about 15 percent in 
sealed quart cans and the balance 
in bulk containers, 

In the lower priced, methanol or 
non-permanent type, about a third 
of the sales were from bulk con- 
tainers, with 47 percent in sealed 
gallon cans and 20 percent in sealed 
quart containers. 

No figures were available as to 
brands owned and merchandised 
by manufacturers and sold under 
private labels. This practice is 
strongly affecting the merchan- 
dising of some of the leading 
brands, it is understood. 

It also is claimed in some quar- 
ters that the inability to control 
the price of private brand solu- 
tions has seriously affected the 
ability of some of the older brands 
to maintain their price structures 
in the field. 
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Dealer Service Packs Them In— 


When 95 percent of new-car buyers return to a dealership for service after ex- 
Piration of the warranty, there's a reason. The reason, says Whitcomb B. Safford jr., 
president, Central Motors, Inc. (Dodge-Plymouth), Shreveport, La., is that Central's serv- 
ice department has ample space, the right tools and equipment, good service manage- 
ment and experienced ‘personnel. Servicing an average of 100 cars daily, the firm 
keeps 30 mechanics and helpers busy in three service departments. In addition to a 
heavy advertising schedule, direct mail and service stuffers with monthly statements 
Gre several techniques used to draw customers. Here, write-up men accommodate the 
early-morning rush at the dealership's service department. 
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in the Somerset Hotel and a recep- | 


tion committee for the ladies. 


Planned along the lines of the 


NADA ladies committee and ac- 
tivity, the ladies, under Mrs. Harvey, 
served refreshments in the suite 


from 10 a, m, to 4 p.m.,, arranged | 


show the morning of the show)| 


tours and put on a “get acquainted” 
combination breakfast and fashion 


opening. 
They presented an attractive gift 


to each woman who came to the 


hostess suite and they did make life 


more pleasant for nearly 500 ladies, | 
* | 


. * 


t over 200 graduates from the 
Boston vocation school automotive 
classes brought to the show as 
guests of NSPA. 

I wish to compliment particu- 





GOT a big kick out of seeing | 


larly the men manning the various 
booths throughout the show for | 


the attention they paid these 
boys and the manner in which 
they showed each youngster how 
to operate each machine on 


| 


exhibit. Exhibitor personnel went 
all-out to do what they could to 
satisfy every interest displayed by 
these boys. 


The only suggestion I can offer 





Hartford Garage Owners 
Form Trade Association 
HARTFORD.—Independent re- 
pair-garage owners in Greater 
Hartford have formed an associa- 


tion to foster and protect the 
business interests of its members 


and to encourage application of | 


the highest ethical standards in 
automotive repairs, according to 
Melvin Chamberlain, financial 
secretary. 

Other officers are Alexander L. 
Previtali jr., president; Sebastian 
Amenta, vice-president, and Jos- 


eph F. Cusano, secretary, Direc- | 
Edward | 


tors are Earl Chapin, 


Johnson, Paul Moznicki, Alexan- 


der Morris, Lawrence Machis, 
Louis Spears and Frank Dionne. 





What tire’s guarantee helps pull in Fat-Profit Sales? 


if 
FP ’ 


’ 





Answer: ARMSTRONG “SAFETY DISC” TIRES with the “Ounce of Prevention” feature customers can see! 


LONGEST, STRONGEST GUARANTE 
IN THE TIRE INDUSTRY- 





Why sell tires that are “just tires’? Why com- 
pete on a price basis — that squeezes profits? 
Instead, sell Armstrongs. See why they make 
full-profit sales fast and easy: 


1. GUARANTEE CLINCHES SALES 


Compare Armstrong’s unconditional road hazard 
Lifetime Guarantee with any other! It’s the 
“clincher” that makes customers say, “Put them 
on!’ Get the Armstrong story. Start making 
money from tires! 


THE ARMSTRONG RUBBER CO. 


Part of the selling punch that 
only Armstrong Tires give you! 


2. SAFETY DISCS GIVE YOU AN ‘EXCLUSIVE’ 


Customers can see that Armstrong Tires offer 
them something special — patented, exclusive 
Safety Discs. In 10 seconds, a salesman can make 
the famous “fist’’ demonstration — show why 
Armstrongs grip the road to stop skids as no other 


tires can. 


3. ADVERTISING BUILDS INTEREST 


In LIFE, POST ... on TELEVISION, big-time 
Armstrong advertising makes the “fist”? demon- 
stration to millions — makes your selling easy. 


Home Office, 
West Haven, Conn, 





for the next show of this type is 
that the show committee ask for 
volunteers from among the exhibi- 
tors to accompany the boys in 
groups of ten or so through the 
show and make it more of a 
guided affair instead of turning 
the kids loose as was done in 
Boston. I believe the boys would 
get much more out of the show 
that way. 


After all, these boys are the best 
prospects the industry has to fill 
the posts of mechanics, order 
writers and parts men in the 
service shops of. tomorrow, The 
|more they can be impressed with 
the need for all of the technical 
| knowledge they can acquire, the 
better off the industry will be when 
our present “knuckle knockers” fail 
to answer the opening bell. 

* * aa 


Brake Promotion 


ROAD MOTORS, a Thermoid 

dealer in Philadelphia, took 
advantage of a new-car showing 
recently to offer to check the 
brakes of every motorist who 
came to see the new cars, The 
event was also timed to be just 
| ahead of the state inspection period. 


Some 250 customers took ad- 
vantage of the free brake 
inspection and three quarters of 
them drove away happy to know 
that their brakes would pass 
inspection, The other 25 percent 
found they needed new brakes or 
other service work, and of course 
Broad Motors was only too happy 

| to do the work for them at 
regular rates. 

| Even if the offer did not bring 
in one more car owner to see the 

| new cars on display, the results of 

| the inspection paid off well for the 
|}company in the plus-work it 
| brought in. 

A bit of advice that appeared in 

|the last AAA bulletin concerned 
things not to do when working on 

a car equipped with air suspension 
and the automatic leveler. When 
the car is jacked up or on a lift, 

do not open doors or turn on the 
ignition. Either will activate the 

leveler and may cause the car to 
slip from jack or lift. Always dis- 
connect the battery ground strap 
and propeller shaft when towing 
such a car with the rear wheels 
on the ground. 

. 


Two Bits Worth 


y=. a great deal has been 
written about the success of 
the Boston National Service Show 
I can’t help but throw in my two 
bits worth. I talked to a great 
number of the exhibitors at this 
show and actually did not find an 
exhibitor who was not pleased with 
the “play” he was getting. 

In fact, Signal-Stat Corp. aides 
told me that they never expect to 
do any business at a show of 
that type but that for the first 
time in history they had written 
some business that came to them 
“off the aisle.” 

I am in agreement that it takes 
“professionals” to run a show of 
this type. Like the old ASI shows on 
the Pier, this show, under the most 
able direction of Henry Sherman, 
of Sherman Exposition Manage- 
ment, Inc, seemed to click at 
every turn. 

I heard no “growls” about how 
the electricians gypped them or 
about any poor service. 


Antifreeze Laws 
On Quality, Sale 
Are Compiled 


NEW YORK.—A compilation of 
state laws and regulations affecting 
quality and sale of antifreeze is 
available from the Chemical Spe- 
cialities Manufacturers’ Assn. 

Planned primarily as a guide to 
manufacturers and marketers, the 
compilation covers legislation in 
California, Colorado, Iowa, Kansas, 
Minnesota, Nebraska, Nevada, 
North Carolina, North Dakota, Ok- 
lahoma, South Dakota, Texas, 
Washington, Wisconsin and Wyom- 
ing. 

A compilation of state brake fluid 
laws was made available last year, 
and both guides will be kept up to 
date through supplements, 

Cost of the antifreeze and brake 
fluid compilations, included together 
in an 8% by 11-inch loose leat 
binder, is $6.00 per copy, plus post- 
age. Orders should be addressed to 
the association at 50 East Forty- 
first St., New York 17, N. Y. 


* 
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GOVERNMENT : INDUSTRIAL ENGINES : ELECTRONICS ; MATERIAL HANDLING 


Spark plugs * Batteries : Electrical equipment * Spark plugs : Wire * Die castings : Electrical equipment * Traction motors 
Electrical equipment * Special products Batteries * Wire * Instruments " Name plates * Molded plastics . Lift motors * Wire and cable 
Wire and cable : Name plates * Die castings ; ; Doshboord instruments * Spark plugs 


Batteries * Horns 
Nome plates * Molded plastics 
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AUTOMOTIVE REPLACEMENT . AVIATION : ELECTRICAL APPLIANCES : FARM EQUIPMENT 
Service Parts for Auto-Lite-equipped : Wire and cable * Instruments ; Wire * Die castings * Molded plastics : Electrical equipment 
vehicles * Spark plugs . Batteries * Spark plugs ° Instruments * Nome plotes . Batteries * Spork plugs 


Batteries * Wire and cable Name plates * Die castings Wire and cable * Instruments 


Nome plotes * Molded plastics 
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From twenty-nine plants in twenty- ae 
three communities throughout the United 
States and Canada, Auto-Lite serves industry AUTOMOBILES AND TRUCKS. MARINE 
? : Automotive electrical equipment ; Electrical equipment for inboard motors 
with more than 400 products of the highest Bumpers and grilles * Wire and cable : Electrical starting motors and 
Dashboard instruments * Die castings ‘ equipment for outboard motors 
quality. Whether it be intricate die cast- Molded plastics * Tail-light assemblies . Batteries * Wire and cable 
Spark plugs * Horns ; Spark plugs * Horns * Name plates 
ings, wire for modern aircraft, electrical Windshield wipers * Batteries . Molded plastics * Die castings 


Seat and window actuators * Hub caps 


equipment for the automotive industry, or Vapi casters * Sevt plates 


Iron castings * Name plates 


any one of hundreds of other products... 


it serves best when it comes from Auto-Lite. 


THE ELECTRIC 
AUTO-LITE COMPANY 


TOLEDO 1, OHIO 
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Sales Slip While Potential Market Grows . . . 


Heavy-Duty Brake Fluid Drops 


(Continued from Page 37) 
to rise to the point where the fluid 
vaporizes, resulting in complete 
lack of brakes. 

The insidious part of this low- 
grade fluid is that, a few minutes 
after a wreck caused by the fluid 
vaporizing, the brakes will be found 
to be in working order. As the 
lining and drum cools, the vapor 
returns to its fluid state and the 
brakes are again operative. 

Attention is also called to the fact 
that dealers and service stations 
seemingly are not paying enough 
attention to this most important 
service. 

* * 


637,213 Gallons Less 


ESPITE the fact that the vehicle 

population has grown approxi- 
mately 3% million units during the 
last year, the sale of brake fluid 
has fallen off 637,213 gallons, ac- 
cording to the survey made by the 
CSMA. 


Average consumption per vehicle 
fell off from 0.21 gallons to 0.117 
gallons. 


During the year, the population 
of cars alone has grown approxi- 
mately two million, from 62,693,- 
819 in 1955 to 65,212,510 as of Dec. 
1, 1956. 

Most of these vehicles have been 
equipped with the modern high- 
torque engines and automatic 
transmissions, both of which call 
for not only the highest grade of 
brake fluid but for much more care 
in servicing of fluid in the system. 

It takes but a small percentage 
of water caused by condensation or 
other foreign matter in the line, or 
for a small leak to occur, and the 
driver of these vehicles is put in 
a position of extreme hazard, 

According to Allderdice, the sur- 
vey was based on reports from the 
nation’s 30 manufacturers of brake 
fluid. The bulk of the 1956 produc- 
tion, he said, conformed to either 
SAE or Government specifications 
and only 17 percent or 1,625,306 
gallons failed to meet either specifi- 
cation. 

* * 

—— decrease of 9.7 percent from 

the 1955 output was attributed 

to “considerably lower” automobile 

production last year and to lower 

consumption per registered car in 
1956. 

The report also noted that the 


AERA Chooses 
Lambert President 
At 35th Convention 


INDIANAPOLIS.—Fred A. Lam- 
bert, Lambert Co., Ltd. Los An- 
geles, was elected president of the 
Automotive Engine Rebuilders 
Assn. at the group’s 35th annual 
convention. The convention was 
held in Detroit. 

Other officers are Leonard Con- 
nett, Piston Ring Service Co., New 
Orleans, first vice-president; 
Franklin C. Bradley jr., Connecti- 
cut Bearings Co. Inc, second 
vice-president, and Charles W. 
Yount, Eagle Machine Co., Indian- 
apolis. 

Elected directors for three-year 
terms were: Peter E. Casey, Mo- 
tor Service Co., Worcester, Mass.; 
H. B. Eldridge, Universal Parts & 
Service Co, St. Louis; Paul 
L’Heureux, Simplex Piston Ring, 
Ltd., Montreal, and S. M. White, 
Motor Bearings & Parts Co., 
Raleigh, N. C. 


Carryover directors (terms ex- 
Piring in 1958) are: Richard S. 
Love, Love Co., Inc., Salt Lake 


City; Frank M. Norfleet, Ozburn- 
Abston & Co., Inc, Memphis; 
George D. Snook, Motor Supply Co., 
Savannah, Ga., and George W. 
Yount, Eagle Machine Co., Indian- 
apolis. 

Terms expiring in 1959: L. M. 
Lee, Northern Auto Supply Co., 
Marshfield, Wis.; Thomas H. Rey- 
nolds, Reynolds & Bookout Parts 
Co., Youngstown, O.; W. P. Smith, 
Womweli Automotive Parts Co., 
Lexington, Ky., and E. R. Sluggett, 
Detroit Cylinder Grinding Co., De- 
troit. 

The association’s 1958 convention 
will be held May 11-14 in Washing- 
ton. 


| 





decrease may have been due to a 
greater number of 1955 model cars 
on the road in 1956 which did not 
consume much brake fluid during 
their first year. 

Heavy duty 70-R1 or R-71 fluids, 
which are mandatory in eight of 
the 10 states that now have brake- 
fluid laws, accounted for 5,310,- 
772 gallons or 55.5 percent of the 
1956 consumption according to the 
CSMA survey. 

About 25 percent or 2,398,994 
gallons met SAE moderate-duty 70- 
R2 or R-72 specifications while 
255,162 gallons met Government 
specifications not included under 
SAE heavy-duty specifications. 

It is understood that legislation 
is being considered in several addi- 
tional states that will limit the sale 
of brake fluid to the heavy-duty 
type. 

Also the withdrawal of approval 
of moderate-duty brake fluid by the 
Society of Automobile Engineers is 
expected to result in a large in- 





crease in heavy-duty production, 
with a corresponding decrease in 
moderate-duty fluids, Allderdice 
said. 

* * 


* 

Many Ignorant of Peril 
A paper discussing “Merchan- 

dising of SAE Fluids,” Joseph 
D. Ryan, Olin-Mathieson Chemical 
Corp., Baltimore, asserted that the 
average motorist’s lack of knowl- 
edge of the dangers of insufficient 
or deteriorated brake fluid is 
“staggering.” 

His proposal of a consumer 
educational program stressing 
safety and efficiency from us of 
SAE fluids was referred to a 
committee of the CSMA for 
study. 

The automotive division of the 
association also announced that 
plans are under consideration for 
additional surveys to develop the 
sales potentials of automobile waxes 
and polishes and automobile 
radiator chemicals. 


steering: 


Rear passengers are awkwardly seated 
- xide uncomfortably. From this position 


find it difficult to get out of car. 


Heavy loads change caster of front wheels, 
cause excessive tire wear as well as poor 








Kaiser Bros. Opens Tire Department— 

Kaiser Bros, (Oldsmobile), Los Angeles, continues its emphasis of complete one-stop 
service by adding a tire department to its service facilities. The tire department is 
a cooperative venture of Kaiser Bros. and the Los Angeles distributor for General 
Tire & Rubber Co. Shown at the opening of the new department are, from left, Irving 
Kaiser, seated; Tom Muse, tire department manager; Tom Dye, General's Los Angeles 
manager, automobile dealers sales; William Fuqua, General's Los Angeles retail sales 
manager; Joe Bunker, General territory manager; and Ed Winn, seated, Kaiser's 
service supervisor. 






loaded 


car sways and swings as it 
curves, throws passengers from side 
side. Car stability is seriously impaired, 
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New Service-Show Setup 


Success of Boston Event Changes the Pattern; 
Regional Moratorium Likely 


(Continued from Page 37) 


events for at least the next few 
years, 
* * * 


Piston Group Leads Retreat 
_ first group to come out flatly 

against the sectional shows as 
such was the piston pin and ring 
body. 

This organization passed a resolu- 
tion last fall that henceforth it 
would support, as an association, 
only the Society of Automotive En- 
gineers national meeting in Detroit, 
the Automotive Engine Rebuilders 
Assn. meeting and conference and 
the national regional show at which 
all three aftermarket associations 
might hold their annual meetings, 

The next group to pass a simi- 
lar resolution was the Equipment 
and Tool Institute, also made up 
of large space exhibitors. At a 
meeting in Detroit, June 10, the 
institute declared a moratorium 


on regional-type shows for 1959 
and 1960, 

First to be hurt was the old 
Automotive Service Industries Show 
held on the Navy Pier in Chicago 
each December up to 1954, with an 
occasional show in Atlantic City 
thrown in to give eastern jobbers 
a show nearer their home base. 

a * * 


vo show, sponsored by the 
Motor and Equipment Whole- 
salers Assn., the Motor and Equip- 
ment Manufacturers Assn. and the 
National Standard Parts Assn. was 
the first to incur the displeasure of 
many of the larger exhibitors, who, 
after all, are the ones who actually 
finance the shows. 

These manufacturers felt this 
show had outlived its usefulness. 

By 1950 most of the manufac- 
turers were fairly well set with 
their lines of distribution and had 
good jobber representation across 






the nation. Also each had its own 
crew of salesmen or manufacturers’ 
representatives constantly calling 
on the jobber trade. When they 
felt an outlet needed changing or 
wished to widen their field outlet 
base, they depended on their jobber 
salesmen to do the job for them. 

They depended less and less on 
the national show on the Pier for 
this type of contact. 


ASI Attendance Fight 


A™= as the ASI went along, it 
not only became bigger and 
bigger, but more and more expen- 
sive for the exhibitors. 

The first note of discontent 
with this show arose over the 
question of attendance. When 
first organized the show was open 
only to the members of the two 
large jobber organizations for the 
first two days and then to in- 
vited nonmember jobbers for the 
last two days. 

After considerable negotiation 
between the associations it was cut 
down to admittance to jobbers for 

the first two days, to invited job- 
bers the third day and to other 
selected segments of the trade on 
the last day, 

More and more manufacturer- 
exhibitors felt that the only way 





Texas Outlaws Sale 


Of Spurious Brake Fluid 
AUSTIN, Tex.—The Texas 
Legislature has passed and Gov. 
Price Daniel has signed a bill 
outlawing the sale of misbranded 
brake fluid or any brake fluid 
not approved by the Texas De- 
partment of Public Safety, 

The bill requires the department 
to adopt the standards for heavy- 
duty brake fluid and provides for 
fines of $1,000 and six-month jail 
sentences for violations. Texas 
becomes the ninth state to adopt 
such a law. The bill was spon- 
sored by the Highway Safety 
Council of Texas and the Auto- 
motive Wholesalers of Texas. 





in which they could justify the 
expense of this show was to have 
it open to all of the trade for at 
least two days. Some thought that 
the “open-to-the-trade” period 
should be even longer. 

* * 


FTER several years of internal 
politicking it was decided to 
drop this show. The last ASI show 
was held in December, 1954, and no 
national show was held in 1955. 
In its place there was developed 





VENTED : 


onroe Load-Levelers 


ook at the design of today’s cars, and you’ll immediately see the need for the new 
Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. Trunks are 
bigger. There’s more overhang in the rear. Springs are softer, to cushion the ride. 


All this adds up to trouble: cars have plenty of space for passengers and luggage 
but they are not designed to safely and comfortably carry the heavy load of rear 


seat passengers and a trunk full of luggage. 
The entirely new Monroe Load-Levelers absorb the stress of heavy loading . 
prevent sag, sway and dip. They increase road clearance. They give a smooth, level 
ride, with headlamps always beamed safely on the road. When the car is unloaded, 
they automatically compensate for the lightened load. 
A large percentage of the cars that come into your shop need Monroe Load- 
Levelers—the market is wide open! Contact your jobber now—today —for complete 


details. . 


Monroe Auto Equipment Company 


Monroe, Michigan 


CALIBRATED RIDE CONTROL WITH ANY LOAD 





. and let Monroe Load-Levelers carry a heavy load of profits your way! 


the idea of going along with four 
or five so-called regional shows that 
would be sponsored by the jobbers 
in the Far West, the South, the 
Midwest and the East, with one of 
these “regionals” being designated 
as the “national convention show.” 

This would be the show at 
which the three national associa- 
tions representing the manufac- 
turers and the jobbers would hold 
their annual meetings. The others 
would be known as purely regional 
shows and would be run as such 
by the jobbers in each area, 

This idea has been given a good 
try. The first such designated show 
was held in San Francisco in Feb- 
ruary, 1956, and a big tent had to 
be erected in front of the Coliseum 
to hold the exhibitors who flocked 
in. This show was considered quite 
successful. 


* * * 
Boston Show Praised 


AST month the second “national” 
was held in the Commonwealth 
Armory, Boston, and was so suc- 
cessful that many feel that it has 
set a pattern for future shows. 

There were several new features, 
The active show committee repre- 
senting Region I had a hostess 
committee, patterned somewhat 
after that of the NADA convention, 
which made the visit pleasant for 
the wives of the manufacturers and 
jobbers who attended. 

Also, NSPA brought in voca- 
tional school graduates plus the 

graduating class of a technical 
school as their guests and took 
them through the show; and the 
ground work selling of the Boston 
group with the jobbers in their 
area was called the best job of 
getting near-universal jobber co- 
operation that has been done in 
any similar show. 

The jobber associations had good 
attendance at their meetings, and 
both reported good representation 
even from the Far West. Attend- 
ance from New England and 
neighboring states was excellent, 
and the event turned out to be one 
of the best selling shows in recent 
years. 


+. = > 

N THE other hand, exhibitors 

claim that many of the other 
“regional” shows that have been 
held in the last two years have been 
flops or near flops from an attend- 
and point of view, They were ex- 
pensive in both money and field- 
force time, and they did not pro- 
duce the expected beneficial results 
for either the sponsors or the ex- 
hibitors. 

So Boston’s success apparently 
has brought to a head the thinking 
and action that has resulted in call- 
ing for a new look at the national 
service show picture. 

A new version of the ASI show 
might come back into the after- 
market picture, but at this time 
it appears that if such a national 
show is conducted it will be run 
on a much different basis than in 
the past. 

Certainly it would be open to the 
trade the majority of the time, 
with perhaps just one day re- 
stricted to member jobbers. Auto 
dealers and petroleum and tire men 
would not be ostracized as they 
were at former ASI shows. 

However, if Los Angeles comes 
up with a show that is as good in 
every way as the Boston exposition, 
it may finalize the new pattern for 
aftermarket shows. The situation 
appears to be flexible with no defi- 
nite decision having been reached 
at this time. 


Police Chief First 
For Car Checkup; 
Brakes Are Bad 


WASHINGTON.—A county super- 
intendent of Police was the Wash- 
inton-area person to have the AAA 
82-point used-car condition analysis 
made on his car. 

The inspectors found the four 
front-wheel cylinders were leaking 
brake fluid. Col. James S. McAuliffe, 
Montgomery County (Md.) superin- 
tendent police, had to have the cyl- 
inders replaced. 

The Washington AAA is offering 
the analysis form to members and 
nonmembers in a safety drive at 
the beginning of the vacation 
season, 

Motorists take the forms to 
garages prepared to make the in- 
spection which covers everything 
from engine and suspension to 
brakes and steering. 
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Prisoners Study Service— 


Inmates at the London (O.) prison farm 
work on a V-8 engine donated by Stude- 
baker-Packard as part of the automotive 
course. A total of 24 prisoners are now 
taking the course from two qualified in- 


structors. They have to give up their 
recreation time in order to take the course. 
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Standard 7-inch type: 
5040-S (6-volt) and 5400-S (12-volt). 
Special For Your Fleet Accounts 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the sched- 
ule of field service schools for the 
next month—a regular feature of 
Automotive News. 


For Make Servicemen 

AMERICAN MOTORS — Zone 
parts and service representatives 
will be conducting schools at dealer 
level on product review, Flash-O- 
Matic transmission and air condi- 
tioning. 

CADILLAC — AFA Course, Chi- 
cago, July 1 & 3; Detroit, July 
18; Omaha, June 24; Philadelphia, 
July 11 & 12. Air Conditioner— 
Charlotte, June 24-26; Detroit, June 
24-26. Carburetion — Kansas City, 
July 1-3; Oklahoma City, July 15- 
17; San Francisco, July 8-10; Tar- 


rytown, N. Y., July 15-17; Union, | 


N. J., June 25-27; July 16-18, Diag- 
nosis —Atlanta, July 8-17; Boston, 
July 15-18; Cincinnati, June 24-July 
3; Cleveland, July 1-3; Dallas, July 
1-12; Houston, June 26-28; Los An- 
geles, June 24-26, July 15-18; Mil- 






nN \} 


i 


ditions. 


Ruggedized 5440-S has exclusive design 





features to meet toughest service conditions. 
Ic will get you a lot of fleet business. (Also, 


special miniature types designed for truck 


and bus use.) 


FLASHERS 


Almost universally used for original 
equipment. Every dealer should stock 
Tung-Sol Flashers to make lighting 
service complete. No. P229D Univer- 
sal Flasher replaces nearly every spe- 
cially mounted 6-volt flasher. No. 6 
assortment will take care of 85% of all 
your replacement requirements. 





VISION-AID 
HEADLAMPS 
Pully up to every de- 

sign specification for 
modern driving con- 


waukee, July 9-11; Minneapolis, 
June 24-26; New Orleans, July 8-18; 
Philadelphia, July 1-17; Pittsburgh, 


July 8-17; Salt Lake City, July 10-| 26 


17; Tarrytown, N. Y., June 24-July 
10; Washington, June 24-July 3. 
Electrical Power Units—Cincinnati, 
July 8-9; Dallas, July 15-16; Mil- 
waukee, July 15-16; St. Louis, July 
8-9; San Francisco, July 15-18. En- 
gine Tune-up—Cincinnati, July 10- 
11; Dallas, July 17-18; Milwaukee, 


Relined Brake Shoes 


Not Subject to Excise 


WASHINGTON.—The Motor and 
Equipment Wholesalers Assn. has 
received an Internal Revenue Serv- 
ice ruling on the excise-tax status 
of relined brake shoes. 


The IRS ruled that when shoes| 
are relined through the bonding} 


operation, the process is a recondi- 
tioning rather than a manufactur- 
ing operation and no excise tax 
liability is incurred when they are 
sold. 


July 17-18; St. Louis, July 10-11. 
Hydra-Matic — Jacksonville, Fla., 
June 24-27. Owner Relations Course 
—Los Angeles, July 1-10. Partsmen’s 
Course—Atlanta, July 1-3; Buffalo, 
July 17-19; Chicago, June 24-26; 
Detroit, July 15-17; El Paso, Tex., 
June 24-26; St. Louis, July 1-3. 
Power Brakes—San Francisco, July 
1-3; Union, N. J., July 9-11. Power 
Steering—San Francisco, June 24- 


CHRYSLER DIVISION — Center 
Line (Mich.) training center. F. E. 
Palmer, instructor in charge. “Fire- 
power” Tune-up (carburetor, igni- 
tion, compression)—June 24-26; Co- 
axial Power Steering— June 27; 
Front Suspension—Power Steering 
Pump—June 28. 

GMC TRUCK & COACH DIV.— 
Diesel—Atlanta, June 24; Hinsdale, 
Ill.; Detroit, July 8; Tigard, Ore., 
June 24. Twin Hydra-Matic—Ded- 
ham, Mass., June 24. Two-week— 
Hinsdale, Ill., June 24. Diesel Over- 
haul—Hillsdale, Ill, July 1. Hydra- 
Matic—Hinsdale, Ill, July 15; Gar- 
land, Tex., June 24; Detroit, June 
24; Union, N. J., June 24-July 1; 
Tarrytown, N. Y., July 8-15. Diesel 
Blower Overhaul—Detroit, July 16. 


Diesel Fuel Modulating Governor— | 


Detroit, July 17. Hydra-Matic Oil 


Flow & Trouble Diagnosis—Shaw- | 


nee, Kans., June 24-25, June 27-28 


PROFITS IN LAMPS 


TUNG-SOL 


Tung-Sol standards of lamp manufacture have been more 
than meeting the performance requirements for American 
car-makers for more than half a century. In the renewal 
field, Tung-Sol's leadership in lamp engineering, in pack- 
aging and sales-aid material helps you maintain lamp 





volume at highest levels. Keep an eye out for 
customers’ lamp needs and push Tung-Sol for 


profit! 


The 5%-inch, 


hlament. 


NEW! FOR 4-HEADLIGHT CARS 


4001 and 4002 12-volt lamps. 4001 has single 
high beam filament. 4002 has double (high and low beam) 


Special Introductory Package For 4-Headlight 
Car Service. Low-cost introductory package contains four 
each 4001 and 4002 5%-inch Vision-Aid Headlamps. Just 
what you need to take care of immediate service requirements. 


VISION-AID HEADLAMPS - MINIATURE LAMPS - SIGNAL FLASHERS 



















TUNG-SOL ELECTRIC INC., Newark 4, N. J. 








(nights). Parts Management— 
Golden Valley, Minn., June 24. 5— 
One-day courses — Golden Valley, 
Minn., July 1. 

STUDEBAKER - PACKARD 
CORP., South Bend— During the 
period from June 24-July 19 the 
Studebaker-Packard Corp. will hold 
a series of special training schools 
for Mercedes-Benz dealers’ mechan- 
ics. Three new, permanent schools 
have been established in New York, 
Chicago and Los Angeles for the 
training of Mercedes-Benz dealers’ 
mechanics in those areas. Equipped 
mobile units to be used for train- 
ing Mercedes-Benz dealers’ me- 
chanics in the Southwest and Flor- 
ida areas. Factory service school at 
South Bend will conduct a series of 
mechanic training classes on Mer- 
cedes-Benz products for members 
of field technical service men. It is 
contemplated that this program 
will be a continuing one, which. will 
be expanded as necessary to pro- 
vide training facilities for all Mer- 
cedes-Benz dealers’ mechanics. 

WHITE MOTOR CO., Cleveland 
—Mobile training unit will be avail- 
able at the following location: In- 
dianapolis, Ind. (1400 N. Senate 
Ave.), June 24-27, contact T. A. 
Danberg. Anyone desiring to at- 
tend the mobile school may write 
F. L. Snyder at White Motor Co. 
There will be a factory training 
school July 8-12. Anyone desiring 
to attend may contact T. W. Lauer. 


All Servicemen 
ALLEN ELECTRIC AND 


|/EQUIPMENT CO., Kalamazoo, 


Mich. — The Allen Power-Tune 
course and the Allen PM Tuneup 
school (designed especially for peo- 
ple who are interested in learning 
the fundamentals of the tuneup 
business) are being conducted 
ees on a 43, Col. 1) 
* 


Checking on Brake Parts— 


Gene thle, president of Gene's Auto 
Parts, Inc., Hamilton, O., checks brake 
parts with an employe, Dorothy German, 
of the brake service department, after a 
spring brake clinic was held at the firm 
in cooperation with American Brakeblok 
division, American Brake Shoe Co. 


Auto-Lite Bills 
Traveling Theater 
For Sales Push 


TOLEDO. — A traveling theater 
will feature Electric Auto-Lite’s fall 
sales program, called “Auto-Lite 
Sellerama ’57.” 

The theater will produce 3%-hour 
shows for wholesalers and salesmen 
attending the program’s introduc- 
tory meetings, It will include a 
live orchestra, wide-screen projec- 
tion and a special stage on its own 
trailer-truck, 

W. E. Blank, Auto-Lite’s director 
of marketing, said the show will 
consist of a lively and interest- 
building presentation of new and 
greater sales opportunities, 

Attending the introductory meet- 
ings will be D, B, Seem, advertising 
vice-president; M, H. Smith, general 
sales manager of replacement parts, 
and J. L. Lingle, Robert Price and 
B. A. Noonan, merchandising man- 
agers. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 42) 


throughout the U. S. and Canada 
by Allen wholesalers and authorized 
field service stations and instructed 
by the Allen representatives. Addi- 
tional information can be obtained 
by writing directly to Allen Elec- 
tric, 2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No in- 
struction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
il.—School offers training in align- 
ment, balancing, and frame straight- 
ening and is located at 2103-5th 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T, Clark, regis- 
trar. Classes begin June 24 and 
July 8. 

BENDIX PRODUCTS DIVISION, 
South Bend —Courses are offered 
covering service and sales training 
on Bendix power brakes, Stromberg | 
carburetors, basic brake and power 
steering. The length of the course) 
covering an individual product is| 
normally one week and no tuition 
fee is charged. Additional informa-| 
tion may be obtained by contacting) 
the nearest Bendix distributor or} 
writing to the Bendix training 
director. 

DEVILBISS CO., Toledo — One 
week classes of limited size cover-| 
ing theory, maintenance and servic- | 
ing of spray painting equipment.) 
The subject of spray painting is 
broken down into four categories: | 
Industrial, auto refinishing automo-| 
tive, jobber, and portable equip- 
ment jobber. No instruction charge. | 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 


INLAND MFG. CO., Omaha—| 
Classes start each Mondoy morn-| 
ing. Time required to complete) 
course varies from one to two 
weeks, No tuition if equipment is 
purchased—$200 otherwise. Course) 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda-| 
mentals of merchandising, adver- 
tising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservations or further in- 
formation. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8:00 to 4:30. All 
phases of brake service work such 
as major and minor adjustments 
and complete brake overhauls of 
all types of both new and old brake 
systems will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound, mo- 
tion picture showing adjustment 
procedure as well as changes made 
in 1957 brakes. Individuals who 
successfully complete the course 
will receive a certificate showing 
that they are qualified to work on 
all types of automotive brakes. The 
course will be conducted by A. 
D’Andrea, chief service instructor 
for Raybestos Div. Write to J. 
Kane for further information. 

SUN ELECTRIC CORP. — Field 
courses in automotive test equip- 
ment operation, principles of elec- 
trical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information as 
to locations and dates, contact the 
local Sun representative or write 
Sun Electric Corp., 6337 Avondale 
Ave., Chicago 31, Il. 

THERMOID CO., Trenton, N. J. 
—No definite school schedule. 
Classes are held whenever there is 
a demand from students for brake 
service information, and are held 
by J. A. McLaine in the Thermoid 
engineering department test gar- 
age. There is no tuition, but stu- 
dents are expected to pay their own 
living expenses. Session takes ap- 
proximately five days. Text book 
furnished to students at no charge. 


UNITED MOTORS SERVICE— 








Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco- Remy, 
starting, lighting and ignition sys- 
tems), (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmission (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 





Grampp Goes Independent 


Grampp Motor Sales Co., Dav- 
enport, Ia., has become an exclu- 
sive used-car dealership after 44 
year in the new-car field. 
Grampp had been a Studebaker 
dealership for the past 25 years, 
and prior to that handled Chrys- 
ler, Maxwell, Chalmers, Dort and 
Paige. 





Chicago, Washington, Jacksonville, 
Fla., El Paso, Tex., Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Sault Lake 
City, Omaha, Pittsburgh and Cin- 


cinnati. 
= + + 


Sun Electric Trains 


Service Station Chiefs 


CHICAGO. — Courses in test- 
equipment operation, automotive 
electrical theory and engine tuneup 
are attracting more and more serv- 
ice station operators from all over 
the country, according to Sun Elec- 
tric Corp. 

The company said 80 percent of 
the students in one-week courses 
held during January and February 
were from shops directly concerned 
with retail gasoline sales. Classes 
were conducted at the Sun Techni- 
cal Training Center here. Field men 
supervise other courses in their own 
areas. 

Night classes, which last four 
weeks, also are available at the 
training center. Subjects include the 
use of all modern engine testing 
equipment. 


THIS MAN 


Find him and a big reward is yours. You'll 
recognize him by the big package he’s carrying. 
He will try to sell you this package. He represents 
it as a big money maker. Although he’s still 
at large, several spots where he has sold similar 
packages have proven him to be one hundred per 
cent correct. This package is the biggest money 
maker since the government thought of income tax. 

Your best chance of reaping a big reward is 
not to panic when “the man” appears ...even 
if you've wanted him to come to your 


place for a week. 


Sit quietly and listen to what he has to say. And 
above all, keep your eager hands off what 
he has in the box. He will not leave until everyone 
completely understands how to quickly locate 
and identify ignition troubles with SUN‘S 
instantaneous, simple reading of 2 main 


scope lines. 


“The man” will show you SUN’S simpler 
controls; how you easily get a full, continuous, 


complete wave form pattern for all cylinders 

simultaneously—and in their proper firing order 
And how to enlarge any one cylinder to ful 
screen size for detailed examination or he 


cylinder while the other cylinders are parca } 


The SUN Scope gives a true wave form of 
voltage being measured. This man will sh 
many other uses of your new SUN Scope. 
Now you'll be able to quickly show a custe 
the trouble area in his engine and later you 
be able to prove to him that it has been fixed 
it’s all possible with the new SUN Scope. So 
want “this man” at your place carrying 

a new SUN Scope, write: 


SUN ELECTRIC 


6327 N. Avondale, Chicago 31, Illinois 
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Carter Offers Course in Fuel Injection— 

Fuel injection has been added to the curriculum of the Carter Carburetor factory 
school in St. Lovis. The new course is being added to prepare servicemen for Carter's 
anticipated entry into the fuel injection field. Carter, a division of ACF Industries, 
Inc., will offer instructions in the general principles of fuel injection. Here, under 
director Roy Dean, upper right, students study air and fuel pressures. 
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No. 35 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


FORD TREASURY OF 


Station 
Wagon 
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CONTENTS 


The Fun of Wagon Living 
Where to Go 

Packing and Loading 

Buying a Basic Outht 

Forget Anything? 

Tents and Wagon Sleeping 
Boats for Your Wagon 

Gear for the Camp Cook 
When the Children Are Along 
Household Gadgetry for the Car 
Beach and Water Sutinap 

For Fishermen and Hunters 
Guide to Campgrounds 

Index 


“Station Wagon Living” not only pro- 
motes our station wagons through self- 
supporting book store distribution, but it’s 
also available to dealers as part of a well- 
planned station wagon promotion program. 
It’s one more example of the unusual, 
unconventional promotions designed to 
help our dealers. 





MERCURY VOYAGER 





FORD COUNTRY SEDAN 


MERCURY COLONY PARK 





$9 


“Station Wagon. Living 


a guide to outdoor 
recreation...a powerful 
promotion for you 


Just about everybody knows that we pioneered the modern 
station wagon and that our wagons continually outsell 
competition. People naturally look to us for the most modern 
wagons and the most up-to-date ideas on how to use them, 
especially as rolling recreation centers for the family. 

That’s why we've written a book—“‘Station Wagon Living” 
—published by Simon and Schuster—which tells about the 
exciting array of new camping and recreational equipment 
available for the station wagon vacationer. 

Perhaps you've already seen some of the book reviews, 
publisher’s advertising and special magazine articles featuring 
this brand new book. 

“Station Wagon Living” contains 256 pages—more than 
100 in color. It describes and pictures some 140 items of gear, 
such as tents, boats, lights, stoves, wagon sleeping arrange- 
ments and folding furniture—as well as a directory of the 
nation’s campgrounds and many other tips on what’s new 
in excursion gear. 

Prepared by our own Publications Office, “Station Wagon 
Living” is not only for the camper and sportsman. It’s equally 
useful to the family that piles into the wagon for a day at 
the lake or an afternoon in a nearby park. 

We're sure that people will enjoy this book, and if they 
aren't already station wagon owners, we think you'll find 
them very good prospects. After all, that’s one of the reasons 
we wrote the book—to help you convince people that our 
station wagons can be a great investment in family fun. 

Another reason why it’s great to be a dealer in the Ford 


Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN ° 


The Ford Family of Fine Cars 


FORD* THUNDERBIRD * MERCURY *®LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 











Lining Up for Free Inspection— 


Two cars await examination at the Chevy Chase Motor Co. (Chevrolet) “safety 
inspection lane" at Bethesda, Md. The facilities have been open to the public for 
nine years, and are credited by A. H. Bowis, owner of the Chevrolet dealership, as 
a@ major factor in more than doubling service volume during the period. Size of the 
sales and service facilities have grown from 8,000 to 37,000 square feet of floor 
space during the nine years. 


INiew Thompson 
automatic Truck Retarder 
insures extra safety! 





REGULAR AIR SYSTEM supplied 
on the vehicle also provides 
the air used by the auxiliary 
braking system. As an addi- 
tional safety feature a com- 
pressed air reservoir can be 
applied for emergency use in 
casethe regular air system fails. 


Radical new development means 
greater driver-control on highways, hills and 
dangerous curves...plus longer truck life 


CONTROL VALVE, located in 
the cab and operated by hand, 
supplies air from the service 
brake system to the loading 
cylinder. 
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BETHESDA, Md.—A letter from 
the Chevrolet general sales manager 
and a big chuck hole in a street 
sparked a public service program 
here 10 years ago that has contrib- 
uted to the success of Chevy Chase 
Motor Co. (Chevrolet). 

The letter was a communication 
sent out by T. H. Keating, former 
Chevrolet sales head and now 
General Motors vice-president, in 
1947 urging all dealers to become 
more safety conscious. The chuck 
hole resulted in Art Bowis’ car 
being tied up for an entire day | 
awaiting a stecring gear checkup. 

Bowis, owner of Chevy Chase,| 





| wondered how many other drivers 


in the area knew that their cars 
should be safety checked but put it 
off because of the possibility that the | 
car would be tied up for a day or 
more in a service garage. In 1947,| 
facilities for safety-checking an} 
automobile were extremely limited. | 

Believing that more people would 
have their cars checked if it was 


ITH today’s higher 


speeds and heavier payloads, Thompson’s 


revolutionary new hydraul 


tractors of any size. 


The Thompson Truck R 
COMPLETELY INDEPEN 


vehicle’s service and emergency brakes! 


breakdowns .. . less time i 


For complete techni 


Safety Check in a Hurry 


Dealer Finds Quick, Free Inspection 
Helps Build Service Volume 


The efficiency of a more dependable braking 
system .. . due to the use of this Thompson- 
developed auxiliary braking system . . . means 
less costly wear and tear on the service and 
emergency brakes. This results in fewer road 


and lower maintenance costs and longer truck 
life for truck and fleet owners. 









made more convenient, Bowis 
opened a free “safety inspection 
lane” at his dealership on Sept. 22, 
1948. At that time, the dealership 
operated with 8,000 square feet of 
space. Now, nine years later, total 
sales and service area covers 37,000 
square feet and service business has 
more than doubled, 

The safety lane, cited by Bowis 
as the major factor in service vol- 
ume growth, carries no law enforce- 
ment connection. Safety inspections 


Tradein Allowance Offered 


On Choldun ‘Power-Flusher’ 


NEW HAVEN, Conn. — Choldun 
Mfg. Corp., New Haven, is pro- 
moting a special dealer tradein al- 
lowance on an all-automatic 
Choldun “Power-Flusher.” 

H. H. Charles, president, said the 
“Power Flusher’ gives maximum, 
uniform results in the power-purg- 
ing of radiators and motor blocks 
in the same operation. 





highway cruising 


ic Truck Retarder 


etarder works 
DENTLY of the 





n repair shops... 


cal information 


write, wire or phone Michigan Division, 
Thompson Products, Inc., 
Warren, Michigan. 


LOADING CYLINDER supplies HEAT EXCHANGER, located 
retarder fluid which is forced he engi 
under varying air pressuresto ment, dissipates the heat 
theretarder.Whentheretarder through the vehicle’s cooling 
is not required, fluid is pumped 
back into loading cylinder. 


within the engine compart- 


system. 


34201 Van Dyke, 








| 





THOMPSON RETARDER—“heart’’ 
of the system. Fluid from 
the loading cylinder strikes 
against the perenne vanes of 
the rotor, slowing the vehicle 
without use of service brakes, 
leaving them cool for maxi- 
mum efficiency. 


ou can count on Tp Thompson Products 


MICHIGAN DIVISION: WARREN AND PORTLAND 


are carried out voluntarily on a no- 
charge, no-obligation basis. 

The need for regular safety 
checks was shown in the record of 
Bowis’ operations. Bowis found 
that since he began operations 65 
percent of cars checked needed 
repairs of some kind. 


Sixty-two percent of the cars 
checked needed headlight adjust- 
ments; 20 percent needed brake 
servicing; steering was found un- 
safe in 22 percent of the cars, and 
an additional 26 percent needed 
new glass, exhaust system replace- 
ments or other repairs. Many of 
the cars needed more than one ad- 
justment at the same time. 


This compares well with the find- 
ings of the Inter-Industry Highway 
Safety Committee in 1956, although 
some improvement in the condition 
of cars on the road can be noted 
in the nine years. 

Two government operated stations 
in the same area last year found 
that 20 percent of the cars needed 
headlight alignment; 17 percent 
needed brake maintenance; 16 per- 
cent needed steering adjustment; 
and glass replacement, windshield 
wipers, exhaust systems and other 
minor adjustments were required 
in another 20 percent of the ve- 
hicles. Forty-eight percent of the 
ears were rejected on first appear- 
ance at the government operated 
safety stations. 

Chevy Chase gets about 75 per- 
cent of the service business arising 


|from the safety lane, Bowis said. 
... light, compact and powerful . .. now pro- 
vides an extra safety margin for trucks and 


Operating on a very small budget 
for service advertising, Bowis be- 


|lieves that word-of-mouth accept- 


ance and continued revenue from 
the safety lane has kept his business 
growing bigger every year. 

The Bethesda dealer has been 
busy answering mail from law 
enforcement authorities and hun- 
dreds of other dealers concerning 
his safety lane operation. Many 
taxicabs are safety checked by 
Chevy Chase before obtaining 
their licenses. 

“Unfortunately,” Bowis points out, 
“it is impossible to quote any figures 
on how many accidents have been 
prevented by Chey Chase safety 
checks. But there’s every reason to 
believe they would be very impres- 
sive.” 


Delco Offers Tips 
On Safe Handling 
Of Electrolyte 


ANDERSON, Ind.—Observance of 
a few precautions in the handling 
of electrolyte for dry-charge auto- 
motive batteries will serve as a 
safeguard against possible serious 
acid burns or damaged clothing, 
Delco-Remy division of General 







|Motors is reminding Delco battery 
|dealers throughout the nation. 


Precautions recommended include 
the following: 

1. A supply of clean water should 
be available in the area where 
electrolyte is poured from con- 
tainer into the cells of the battery. 

2. If acid should splash into the 
eyes, cold water should be used in 
liberal quantities within 60 seconds, 
to wash them out. A delay could 
result in permanent damage. A 
doctor should be consulted im- 
mediately. 

3. Battery fluid which spashes 
or spills on face or hands should 
be washed off immediately with 
cold water. 

4. Moistened baking soda (sodium 
bicarbonate) may be applied to skin 
following a thorough rinsing with 
cold water, to serve as a neutraliz- 
ing agent against possible acid 
damage. 

5. If acid spills or splashes on 
clothing, an immediate application 
of diluted household ammonia or 
baking soda can minimize damage. 

Delco-Remy recommends strong- 
ly that all empty electrolyte con- 
tainers be washed out with cold 
water before throwing away. 
Plastic type containers should be 
burned or slashed with knife or 
scissors to prevent reuse by chil- 
dren or others unfamiliar with sul- 
phuric acid. 

City Service Expands 

LAFAYETTE, Ind.—City Service 
Motor Corp. (Cadillac-Buick), has 
held a grand opening for its ex- 
panded service facilities. 
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News to Note... 





Service World in Brief 


NEW YORK. — A strong trend 
toward purchase of antifreeze in 
sealed containers has been noted 
in a survey conducted by Ernst & 
Ernst for the Chemical Specialties 
Manufacturers’ Assn. 

It reported that 80 percent was 
soid in gallon cans, about 15 per- 
cent in sealed quart packages and 
the balance from bulk containers. 

It was found that about 107 mil- 
lion gallons of antifreeze solutions 
were sold in 1956, or down from 
the 110 million gallons sold in 1955. 

Nearly four out of five purchasers 
preferred the higher-priced per- 
manent type solutions which retail 
for about $3.25 per gallon. Anti- 
freeze selling at retail for $1.60 ac- 
counted for about 21 percent of 
the 1956 sales. 


* s . 
Auto Supermarket Opens 
In Illinois Shop Center 


LYONS, Ill—Auto World, what 
is called the country’s first “auto 
supermarket,” combining service, 
automatic washing and retail store 
—together with a swimming pool 
where customers will be entertained 
by water shows—has opened here. 

The automatic washing equip- 
ment will have a daily capacity of 
1,500 cars, said Noel Goldblatt, 
owner and developer. The service 
operation, in addition to gas, oil, 
greasing, and repair facilities, will 
have special areas for the instal- 
lation of air-conditioning equip- 
ment and seat-covers, and for auto 
polishing. A complete line of auto- 
motive accessories will be carried 
in the retail store, in addition to 
toys and housewares. | 

. > 


Military Defers 
More Apprentices 


WASHINGTON.—The deferment 
of apprentices from military service 
to allow them to complete their 
training has increased 14 percent 
since last fall, according to Edward 
E. Goshen, an official of the Labor 
Department’s Bureau of Apprentice- 
ship and Training. 

At the end of October, 3,765 ap- 
prentices were in deferred status. 
This increased to 4,024 at the end 
of March. 

An executive order provides for 
the deferment of apprentices on a 
basis similar to the deferment of 
college students, Goshen said. They 
still are liable for military service 
up to age 35. . 


Fullwell Celebrates 25th 

CLEVELAND. — Fullwell Motor 
Products Co., Cleveland, has ob- 
served its 25th year in business. A 
silver plaque was presented to Mr. 
and Mrs. P. K. Fuller, founders and 
owners of the company. 

* + 


Carson Opens Rental Firm 


MEMPHIS—Carl Carson has 
formed Carl Carson Co., a truck 
rental and passenger car and leas- 
ing firm. Carson has been general 
manager of Dixie Drive-It-Yourself 
Co. here since 1935. 


* os + 
Avis Buys from Graham 
BOSTON.—Avis Rent-a-Car Sys- 
tem has announced that the com- 


‘Car Hop’ Trays 
Suggested for 
Service Manager 


DENVER.—A tray similar to the 
kind used by car hops in drive-in 
restaurants has been suggested as 
a valuable piece of equipment for 
the manager of a service depart- 
ment. 

The suggestion comes from the 
bulletin of the Colorado Automobile 
Dealers Assn, 

The service manager would 
clamp the tray on the side of the 
car and have an adequate place to 
write service orders while the 
motorist remains comfortably 
seated in his car. 

Among the advantages of the 
trays would be keeping the owner 
and service manager near the car 
where they can see what they are 
discussing. It gives the manager a 
chance to suggest additional serv- 
ices that the car needs. 


pany has completed purchase of the 

Avis franchised rental fleet and real 

estate in New Orleans from Preston 

B. Graham, Augusta, Ga. Graham 

will retain his interest in other 

franchised Avis System operations. 
* * * 


Baker-Rauling Outlets 


CLEVELAND.— Three new dis- 
tributors have been named by 
Baker-Rauling Co. They are Clark 
Materials Handling Co., Harris- 
burg, Pa.; Huss Equipment Corp., 
Toledo, and Hugh R. Noel Co. 
Richmond, Va. 

+ * 


= 
Clark Equipment Readies 


Chicago Service Center 


CHICAGO, — Clark Equipment 
Co.’s first building in the Chicago 
area, a central service parts center, 
will be opened this summer in the 
Clearing industrial district, accord- 
ing to George Spatta, president. 

Addressing the Investment An- 
alysts Society of Chicago, Spatta 
said substantial sales increases over 


first-quarter volume are reported by 
the company’s Industrial Truck, 
Construction Machinery and Auto- 
motive divisions, He predicted that 
second-quarter earnings would be 
about $3 million, a near record, and 
said production of new lines of 
road-building equipment is sched- 
uled for late in the third quarter. 
* * * 


Bregnard Business Class 


Conducted in Boston 


BOSTON. — Frank O. Bregnard, 
president of the Auto Mechanics 
Institute, Hot Springs, Ark., con- 
ducted a one-day session of his 
business course for the personnel 
of six Boston Buick dealers on May 
28. In addition to the course, each 
dealership received a survey of its 
service operations. 


* * * 
Du Mont Adds 12 Dealers 
For TV-Type EnginScope 
CLIFTON, N. J. — Twelve fran- 
chised dealers for DuMont’s TV- 
Type EnginScope have been added, 
according to E, Eugene Ecklund, 
sales manager, automotive test 
equipment department. 
New outlets are: Nunn’s Battery 
& Electric Co., Montgomery, Ala; 
Taylor Parts & Supply Co. Inc., 


Check the Cooler 


Air Conditioners Require 


Semiannual Look 

LOCKPORT, N. Y.—Automobile 
air-conditioning systems, like the 
driver’s teeth, should be inspected 
twice a year, according to J. Robert 
Jackson, service manager of Gen- 
eral Motors’ Harrison Radiator 
division, 


He recommended spring and 
summer checks and said the latter 
is important even though the sys- 
tem is used infrequently during the 
fall and winter. 

“We're all familiar with the 
slogan, ‘See your dentist at least 
twice a year,’” he said. “I hope 
that ‘Have your car’s air-condition- 
ing system inspected twice a year’ 
will turn out to be another familiar 
slogan.” 


Andalusia, Ala.; Spencer Bros., 
Long Beach, Calif.; Dixie Motor 
Supply Co. Inc., Orlando, Fla; 
Florida Motor Service, Jackson- 
ville, Fla; World Supply Corp., 
Joliet, Ill.; Group Parts, Inc., Syra- 
cuse; Asher Brothers Co., Sandusky, 
O.; Boland Ignition Co., Cleveland; 
Littrell Parts, Medford, Ore.; Jack’s 


Motor Service, Huntington, Ore., 

and Harrisonburg Wheel and Parts, 

Harrisonburg, Va. 
s . * 

Masco Appoints Berliant 


BALDWIN, N. Y.—Ed Berliant 
Associates here has been appointed 
sales representative for New York 
State, exclusive of Metropolitan 
New York, for Masco, Long Island 
City, N. Y. 

= * 


s 
Free Buffing Tool 


FRANKLIN, Pa.—Amalie di- 
vision, L. Sonneborn Sons, Inc., is 
offering a free power ing tool 
for servicing tubeless tires to new 
dealers with their first order for 
12 cases or two drums of Amalie 
Pennsylvania Grade Motor Oils or 
Lubricants. 


- + * 
Park Circle Adds Service 


McKEES ROCKS, Pa.—Park 
Circle Motor Co. (Studebaker) here 
has broadened its services to re- 
pairing and sharpening of hand and 
power lawn mowers, electric weld- 
ing and brazing and lathe work. 
Owner is George Schneider, 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





WATCH YOUR PROFIT GROW 


WITH ALLEN EFE*hsJ * 


New... exclusive... Allen’s PM Plan is paving 
the way for thousands of service stations that are 
getting into the money-making tune-up business 
—and doing it right now! Allen’s PM Plan makes 
it easy . . . simple and profitable. It has everything 
needed to make money for you... provides real 
customer satisfaction. No doubt about it, PM sells! 


Allen offers a choice of three PM profit packages. 
Each is tailored to specific service needs and budg- 
ets, each is complete with tune-up equipment, 
simplified operator instructions and sure-fire mer- 


chandising aids (like the banner above.) Here’s 
how you make your profit margin grow: select the 
plan that suits you best, then cash in on added 
tune-up profit, greater automotive service parts 
turnover and extra gas and lubrication sales. 





Call your Allen wholesaler right now! He’ll dis- 
cuss your operations and help you analyze your 
needs. He’ll give you the details of how the Allen 
PM Plan means increased income for you. Com- 
petition’s keen—you can beat it with the Allen PM 


Plan. Act now! 


*A Plan of Preventive Maintenance that Means More Profit for You 








7 x ELECTRIC AND EQUIPMENT COMPANY 
is Kalamazoo, Michigan 
Canadian Branch: Walkerville, Ontario 
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Missouri Dealers Sing the Blues... 
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Back to the Pony Express? 


By L. H. Houck 
Staff Correspondent 
ST. JOSEPH, Mo, — This was 
the jumping off place for the Pony 
Express, and some auto dealers in 
the area think the transportation 
business is headed back to a Pony 
Express level, 


Some pessimism may have 
seeped in from Kansas City, 60 
miles south, where several major 
realignments of large volume 
dealerships have attracted con- 
siderable attention, but some 
dealers think they have dis- 
covered a trend toward lighter 
cars and point to sales losses in 
the medium luxury brackets. 


While as yet unapparent to the 
public, one dealer was concerned 
about an invasion of foreign cars 
which, he believes, removes this 
competition from the hobby classi- 
fication and makes it a strong con- 
tender for retail auto dollars. 

He said a local firm had put in 
a fleet of Volkswagen local delivery 
units at a saving of $1,000 per unit 
compared with his previous fleet. 
Nothing was said about the differ- 
ence in load-carrying capacity, but 
it was assumed that the smaller 
car was adequate for his product. 

The dealer talked to the owner 
and was told that besides saving 
$1,000 per unit and getting an in- 
crease in gasoline mileage to 40 
miles per gallon, he also had a re- 
markably economical service set-| 
up. 

He bought an extra engine for 
$100 and said anyone could 
change engines in a few minutes, 
so his lubrication man is to make 
the engine changes and they'll 
keep one serviced engine on hand. 

To add to the dealer's woes, two 

of his farmer customers wiggled 
off deals and turned up with Volks- 
wagens even though there was no 
dealer in town. 

Undoubtedly there is a trend to- 
ward economy on the part of some | 
buyers but other dealers say econ- 
omy is relative. 

A light foreign car could make an 
ideal second car for running er- 
rands in town, but they contend) 
that while the gasoline savings on 
a mileage basis can be consider- 
able, the mileage traveled is small 
and the dollar savings are not 
much when compared with the 
larger car which can carry more 
people or more groceries. 

The price of gasoline, 
extra State and Federal taxes, 
higher than ever in Missouri 
about 33 cents a gallon in cities 
with municipal tax, That’s about 30 
miles for a dollar for many cars. 
American cars used to give as much 


due to 
is 





as 100 miles for a dollar when gas) 
was 17 cents a gallon. 

In addition, the cost of living | 
has increased 16 percent in 10 
years, and during the same 
period the farm prices have 
dropped 14 percent. 

Even so, some farmers are 
making money just as some auto 
dealers are making money, and the} 
challenge is to trim a business to 
fit the times. 

Dealers say there is little ques- 
tion but that the medium-priced 
market has lost ground in some 
areas and that there has been a 
trend tword Ford, Chevrolet and 
Plymouth. 

But, they say, these cars are not 
cheap any more and have in- 
corporated most of the so-called 
big-car features. 

Other dealers said the prestige 
market still is very active and even 
though the smaller cars will do 
about everything the medium and 

top cars will do, they still don’t 
carry the prestige that is needed to 
keep up with the Joneses. 

This represents a weakness in 
selling prestige, according to one 
dealer, or in selling the car by 
more thorough product knowl- 
edge. One retailer noted that a 
strong dealer is the biggest factor 
in making sales statistics, regard- 
less of make. 

For instance, a medium-priced 
dealer told a customer: “We had 
rear end trouble last year but we’ve 
got that whipped. Now, about the 
only trouble you can expect is a 
little rough idling and possibly 
some carburetor trouble.” 

Is that any way to sell cars? 

All dealers study the weekly sales 


statistics in Automotive News, but;means a definite trend toward 


they make different evaluations, 
based on their own business figures. 


A Buick dealer said his sales 
were way down and that everyone 
had stopped buying Buicks and 
switched to Mercury. However, 
Buick’s national market penetra- 
tion dropped only .42 percent dur- 
ing February while Mercury’s rise 
was .30 percent over January, 

For the first two months of 1957, 
Buick’s penetration was down 2.48 
percent while Mercury rose a scant 
.01 percent, 

In Missouri, Mercury registered 
439 cars in February compared 
with 667 last year, and Buick 
slipped from 1,301 in 1956 to 695 
this year. 

Another indication of how the 
conclusions drawn from statistics 
can be misleading is found in the 
figures for Rambler and foreign 
cars. 

National registrations in both 
categories are up from last year, 
and a dealer concluded that this 





lower-priced small cars. 

But in Missouri, where this dealer 
is located, Rambler’s February 
registrations were 29 below last 
year, and miscellaneous gained only 
28. 

A medium-priced dealer said he 
is convinced the class is doomed 
and that he has made arrange- 
ments to get into a dealership 
handling one of the lower-priced 
three. Another dealer said he made 
more as a salesman than as a 
dealer and that he was going to re- 
turn to selling, 

A Buick-Cadillac dealer said 
his deal made enough money last 
year to pull his farm out of the 
hole, but that the year before, the 
farm had to bail the deal out. 


The depression talk that is rather 
plentiful in this section of Missouri 
does not seem to be founded on 
good hard facts, 

Some dealers point to the number 
out of work in Kansas City, but 





Questionnaire Urged 


In Oil Industry Probe 


CHICAGO. — The Motor and 
equipment Wholesalers Assn. has 
recommended to Rep, James 
Roosevelt, chairman of the com- 
mittee now investigating the oil 
industry, that the committee send 
a questionnaire to representative 
service stations and dealerships 
similar to the questionnaire sent 
to auto dealers by the Senate 
Monroney Committee. 

MEWA said that through such 
a questionnaire the committee 
could get “a much more impres- 
sive and convincing array of in- 
formation on the problems in- 
volved” and it would provide in- 
controvertible evidence of the 
need for remedial legislation. 





employment is about normal for 
the season of the year, 

Others mention the thousands 
out of work in St, Louis. St. Louis 
has lost some industries and a lot 
of jobs and this has had much pub- 
licity, but the city also has gained 
a lot of industries, has more coming 
in, and employment is not much out 
of line for the season of the year. 

The damage that a wave of pes- 


simism can do, however, should not 
be underestimated. The fact that a 
lot of dealers visited had no sales- 
men on the floor could portend good 
or bad, If they were out working up 
deals, it would be good, but if they 
were nonexistent, that would be 
bad, 

And speaking of trends, this 
could be a most important one. 
Most dealers admit that factory 
pressure is off for the first time 
in many years due to the investi- 
gations and publicity. 

One dealer said: “There’s no 
question but that the continuous 
hammering by factory representa- 
tives kept our sales up and kept 
dealers on their toes.” 

Another dealer said: “The factory 
will say next year, ‘We ran it your 
way last year ahd had a poor year. 
This year (1958) we'll run it our 
way.’ So 1958 will sure be rough.” 


Dealer Massey Honored 


DURHAM, N. C.—Norman W. 
Massey, president of Monarch 
Motors, local Chrysler-Plymouth 
dealer, has been selected by a Dur- 
ham Merchants Assn, committee as 
one of the city’s five “Fathers of 
the Year” for special Father’s Day 
honors. 





9 out of every 


RAYON 


Such popularity testifies to the 


proven safety, performance, comfort and 


economy of rayon cord tires! 


Since 1947, car and truck owners have bought 
more than 700,000,000 tires built with 

rayon cord. This year another 350,000,000 
pounds of super rayon will go into new tires. 


As a tire dealer, 
here’s what these facts mean to you: 





LAST LONGER. Super rayon gives a tread- 
Unlike other 
tire cord fibers, AVISCO super rayon 
That means no tread 
cracking, no “chunk outs” with rayon. 


wear bonus of 7 to 20%. 


’ 


doesn’t “grow.” 


It all adds up to one BIG fact: 


Your profits 





EASIEST TO RETREAD. Super rayon’s freedom 
from shrinking and stretching makes rayon 
cord tires the easiest and most economical 


to retread. 


Super rayon adheres to rubber 


more easily than any other tire cord fiber. 





LOW COST. The many benefits of rayon 
cord result in low operating costs and 
more miles per dollar. That means greater 
savings for car owners, more satisfied 
customers for you. 


are better 
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Map Plans for Jeep Introduction— 


Willys divisional and zone managers heard plans for the introduction of the forward- 
control Jeep FC-170, newest addition to the Willys line of four-wheel-drive vehicles, 
at a national sales meeting in Chicago. The new vehicle will make its bow this 
summer. At the speakers’ table, from left, are K. G. Moyer, central division manager; 
C. A. Watson, Willys general sales manager; James J. Beattie jr., western division 
manager; C. W. Ritchie, eastern division manager, and C. W. Grinstead, standing, 


advertising and merchandising director. 











AUTOMOTIVE NEWS, JUNE 17, 1957 


49 





} | Commercial Deals Up, Too . . . 


Canadian Auto Sales 
Rise in First Quarter 


TORONTO.—Auto sales increased 
in Canada both for March and for 
the first quarter of 1957, Commer- 
cial vehicle sales also showed in- 
creases for the periods; according to 
the Canadian Automobile Chamber 
of Commerce. 

A total of 38,193 cars was sold 
this March, compared with 36,556 
in March, 1956, Sales for the first 
quarter of this year were 91,262, 
up from the 76,710 sold in the 
similar period of 1956. 

The chamber placed the value of 
March sales at $110,307,000 and the 
first quarter total at $266,423,000. 
Comparable figures for 1956 are 
$102,916,000 for March and $217,805,- 
000 for the quarter. 

Commercial vehicles sold in March 
totalled 7,140, compared with 6,783 


in the previous March. The first-| 


quarter total for commercial ve- 
hicle sales was 18,919, well above the 


16,479 units sold in the first quarter 
| of 1956. 


| The chamber said the commercial 
| vehicles sold in the first quarter of 
| this year were worth $70,876,000. It 
placed value of commercial sales in 
1956’s first quarter at $60,233,000. 


In line with increases in new 
vehicle sales, the chamber re- 


|$400,000 Plant Rising 


\In Atlanta for Trailmobie 


ATLANTA. — Trailmobile, Inc., 
one of the nation’s largest manu- 
facturers of truck trailers, is build- 
ing a $400,000 sales and service 
plant here. It will be completed 
about Dec. 1. 

The plant will serve as headquar- 
ters for the Atlanta branch and its 
divisions which include Georgia, 
Alabama, Florida and Louisiana. It 
will be completed about Dec. 1. 





10 on the road... 








LESS INVENTORY, GREATER PROFITS. 
With an all-rayon line, you have far 
less money tied up in inventory. 
And rayon cord tires turn over 
faster. This means more sales, more 
profits, less capital invested. 


QUIETEST RIDE. Super rayon is 100% flex- 
ible under all conditions. It doesn’t soften 
or harden as temperature changes. No 
overnight flat spots. No bumpy ride. 


with super 


rayon! 


MOST STABLE AT HIGHWAY SPEEDS. Passenger tires 
average 225 degrees (truck tires 300 degrees) running 
on the highways. Super rayon withstands heat better 
at these temperatures than any other kind of tire cord. 





American Viscose Corporation 
350 Fifth Ave. 
New York 1, N. Y. 


ported boosts in the number of 
vehicles financed and the amount 
of the loans both for March and 
the first quarter of 1957. 


The number of cars and commer- 
cial vehicles financed jumped from 
14,395 in March, 1956, to 15,912 last 
March, The amount borrowed in- 
creased from $33,197,000 to $37,272,- 
000. 

For the quarter, the number of 
vehicles financed went up from $34,- 
382 last year to 41,006 this year. The 
total borrowed increased from $79,- 
583,000 to $97,765,000. 

The volume of financing also in- 
creased on used-car sales, the 
chamber said, For the quarter, the 
number of used-car financing deals 
went up from 82,966 last year to 
83,729 this year. 

The amount involved in the used- 
car loans increased from $73,535,000 
in the first quarter of 1956 to $80,- 
050,000 in the similar period of this 
year. 

All of the chamber’s other sta- 
tistics on the Canadian auto in- 
dustry showed growth. 

Total excise and sales taxes 
remitted to the Federal Govern- 
ment for the first four months 
of this year amounted to $70,319,- 
060. Last year, the taxes totalled 
$57,362,903. 

Dealers’ payrolls for the four- 
month period hit $59,377,977. In 
the similar period of 1956, the pay- 
rolls totalled $54,768,865. 


Chrysler Royal 
Bows in Australia; 


2 Models Offered 


ADELAIDE, Australia.— The 
Chrysler Royal, which will replace 
Plymouth, Dodge and DeSoto out- 
put in Australia, has been intro- 
duced by Chrysler, Ltd. 

The corporation formerly built 
Dodges and DeSotos from a basic 
Plymouth chassis here. The re- 
|placement was attributed to the 
| fact that it is more economical to 
produce only one car. 

The new Royal is available in 
jtwo models, one of which has 
power brakes and automatic trans- 
mission. 

The latter model has a new six- 
cylinder engine with a rated 
| British horsepower of 28.3, develop- 
jing 117 brake horsepower under 
U. S. standards. 
| The car has been in production 
|several weeks, and Chrysler said it 
|is more than 90 percent an Austral- 
|ian product. When the company’s 
new enginee plant is opened about 
|}Oct. 1, the car will be completely 
an Australian operation. 


Rich Voices Plea 
For Exterior Care 


CHICAGO, — If the color, bril- 
liance and luster of a car’s ex- 
terior are to be preserved, the 
motorist must give the finish the 
same attention as he does the en- 
gine, mechanical parts and tires, 
according to Elmer Rich jr., presi- 
dent, Simoniz Co. 

Rich said that all Simoniz clean- 
ers and waxes are suitable for and 
compatible with the new acrylic 
lacquer, melamine enamel finishes 
and anodized aluminum trim on 
many of today’s cars. 

This has been shown by extensive 
tests conducted by Dr. Paul We- 
naas, director of Simoniz technical 
and product research, Rich said. 


Brothers United 


Brazilian Flies to Visit 


3 Coast Dealers 


LOS ANGELES.—Four Italian 
brothers are celebrating a joyous 
reunion here. It began when Um- 
berto Bozzani arrived from Porto 
Alegre, Brazil, to visit his three 
brothers, Joseph, Charles, and Am- 
erigo. 

Umberto was only two when 
Joseph and Amerigo left Italy to 
come to America, They had not 
seen Umberto since, until he ar- 
rived by plane. 

The three brothers, Joseph, 
Charles, and Amerigo, are owners 
of Bozzani Motors, Dodge-Plymouth 
dealership on Sunset Blvd. 

Umberto has been in South 
America for many years, first em- 
ployed by Fiat Motor Co. of Italy, 
and later with Ford Motor Co. and 
the International Harvester in 
Porto Alegre. 
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LIFT KiT—Blackhawk Mfg. Co., 5325 W. 
Rogers St., Milwaukee 46, Wis., has an- 
nounced a “Hi-iift Kit" as optional equip- 
ment for its 1%-ton SJ-25 Service Chief. 
The kit enables the Service Chief to 
double as a high-lift jack, it is claimed. 
With this kit one mechanic using a regu- 
lar $J-25 one-end lift can service cars on 
hoists without a special jack or similar 
tool, it is said. The Service Chief performs 
its regular lifting duties when the kit 
is not in use. 





SERVICE PRODUCTS — Three Prestone 
automotive service products have been 
announced to the trade by National 
Carbon Co., a division of Union Carbide 
& Carbon Corp., 30 E. Forty-second St., 
New York 17, N. Y. The products are a 
cor polish, cor wash and cor wax. The 
cor polish is a silicone cleaner and wax 
combination said to provide durable pro- 
tection for automotive finishes including 
the new acrylic paints. The cor wax is 
a blend of silicone, cleaners, wax and 
chemicals in the form of a paste which 
will protect the car finish, it is claimed. 
The cor wash is a special detergent de- 
veloped for quick removal of grime, road 
film, grease and dirt, it is said. 

» £ 6 





SHELVING BINS — Adjustable shelving 
bins for auto parts that can be enlarged 
or made smaller to fit changes in in- 
ventory, have been announced by Berger 
Division, Republic Steel Corp., Canton 5, 
O. The bins can be readjusted quickly, 
without using tools, bolts or clamps. Secret 
of the unit's flexibility is said to be a 
sturdy steel lug at each corner of the 
adjustable shelves. When a shelf is 
slipped into place, the lugs lock them- 
selves into slots on the uprights and the 
back of the case. The shelf is removed 
by raising it -lightly and pulling forward. 
e «s 


New Seat Belts Offered 
By MoPar for °57 
MoPar announces the introduction 


of new auto and truck seat belts 
for 1957. 
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NEW PRODUCTS 


Designed to combine greater con- 
venience with increased safety, the 
belts feature a new, simplified 
buckle. The belts, themselves, are 
constructed of silver-gray nylon 
webbing to harmonize with any 
auto interior. They are attached 
through the reinforced part of the 
automobile’s floor by heavy-duty 
wire cables. 








AIR CONDITIONER—Clardy Automobile 
Air Conditioning Co., 1728 Layton St., 
Fort Worth, Tex., is now in full produc- 
tion on its complete line of auto air 
conditioners for 1957. Three basic units 
comprise the Clardy line. The Champion 
and the Clipper, which are under-the-dash 
units and the Statesman, which mounts 
in the trunk. Featuring pushbutton con- 
trols for instant selection of the proper 
cooling, the Clipper model has an auto- 
matic clutch for constant temperature, and 
three-speed squirrel cage blowers that can 
be set for constant speed or thermostatic 
control, 





ADJUSTABLE TAPPET—A line of hy- 
dravlic and adjustable valve tappets has 


been announced by Sealed Power Corp., | 


plunger and tappet body during manufac- | 
ture, assuring maintenance of zero clear- | 
ance throughout entire operating cycle. | 
> > a j 
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OlL SEAL TOOL—A tool, that is said to 
make quick work of removing the trans- 
mission bushing and oil seal on late 
model Ford and Mercury cars, has been 
developed by the Owatonna Tool Co., 314 
Cedar St., Owatonna, Minn, The tool re- 
moves both the bushing and oil seal in 
one operation. The same tool is used to 
install the parts in their exact position al- 
though in installation the bushing is first 
installed and the oil seal replaced in a 
separate operation. The entire job of re- 
moval and installation requires only 15 
minutes with the OTC Y-401 set, it is 
claimed. 





COMPRESSOR—A small compressor that 
supplies oil-free air is now available from 
Gardner-Denver Co., Quincy, Ill. The unit, 
the Gardner-Denver CACB model, is de- 
signed to provide oil-free air for the 
operation of instrument controls. The 
CACB is a single-stage, air-cooled unit 
which is available base or tank mounted. 
It supplies 4 to 5 cubic feet of oil-free 
air per minute, and is suitable for dis- 
charge pressures of 40 to 100 psi, it is 


claimed. 


* > * 








HOSE COUPLING—Universal Valve Co., 
409 Sovth St., Elizabeth, N. J., has an- 
nounced the Long Shank Type No. 800 
liquid hose coupling. This full-flow coupl- 


ing is specially designed for handling 
liquid products under pressure and is 
available in special designs and metals 
to meet individual requirements. Unique | 
feature of this coupling is the simple 
method by which the swivel nut is se- 


cured to the shank, it is claimed. Available | 
in 2-inch size with a hex swivel nut and 


|a@ 3-inch size with a pin lug swivel nut. 
* 


Muskegon, Mich. Among the features of 
the hydraulic tappet is said to be the 
flat disc-type valve. This type allows more | 
accurately controlled closing action and | 
as a result gives more satisfactory engine | 
action, it is claimed. Controlled oil leak- 
age from the pressure chamber is said to 
be achieved through selective fitting of | 





ovioe 


| Scope, 
| signed to detect reflected light from the 


lar Monroe channels of distribution, 
the company said. The Monroe guar- 
antee applies to these units, one year 
or 15,000 miles, as well as the 60- 
day free ride program, Monroe said. 
Sets are available for Ford, Chev- 
rolet, Buick, Pontiac, Mercury, 
Oldsmobile, Lincoln, and Cadillac, 
the firm said. 





NONSLIP DIFFERENTIAL TESTER — A 
portable nonslip differential demonstration 
and testing unit has been developed by 
C. R. Filer jr., RRD. No. 4, Greenville, Pa. 
The unit is said to work on any nonslip 
differential used on cars and light trucks. 
it can be used by salesmen to demonstrate 
the effectiveness of this type differential, 
and by mechanics for testing correct dif- 
ferential operation, it is ceimed. 





ENGINSCOPE ACCESSORY — The Type 
2903 Timing and Advance Pickup, latest 
accessory for the DuMont TV-Type Engin- 
utilizes a photocell pickup de- 


timing mark of internal combustion en- 
gines and convert it to an electrical signal. 


| These signals are displayed on the Engin- 


Scope screen in the form of light patterns 
suitable for indicating the relationship 


| between sparkplug firing and crankshoft 


position at all engine speeds. Automotive 
Test Equipment Dept., Allen B. DuMont 
Laboratories, Inc., 760 Bloomfield Ave., 
Clifton, N. J. 








PLOT / CUTTING POINT 
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VALVE GUIDE REAMERS —The Sioux 
valve stem guide reamers are said to be 
essential for late model engines with in- 
tegral guides, and for reaming worn guide 
holes to install valves with oversize stems. 
Especially designed with a close fitting 
pilot end and full length alignment which 
prevents reaming out of true, it is claimed. 
The reaming is done at the lead end of 
the blades; the length of blades cannot 
cut and will provide true alignment, it 
is claimed. The reamers can be used with 
either a power drill or tap wrench. Albert- 
son & Co., Inc., Sioux City, la, 

° 


Monroe Auto Announces 


‘500’ Shock Absorbers 


Named for the Indianapolis “500” 
race, matched sets of four shock 
absorbers announced by Monroe 
Auto Equipment Co. are called the 
“500” Special. A combination ship- 
ping and display box in a brilliant 
red, white, and blue is used for each 
of the sets. 

This new line of shock absorbers 
is being offered through the regu- 








MERCHANDISING AIDS—A new assort- 
ment of fan belt merchandising aids is 
being offered by the Automotive Replace- 
ment division, Thermoid Co., 400 White- 
head Rd., Trenton 6. N. J. All pieces in 
the assortment are designed around a 
unifying theme featuring a “Bad Belt 
Round Up." The new promotional material 
stresses the fact that a bad belt can start 
a whole stampede of troubles—ranging 
from poor starting to a burned out engine. 
The assortment includes a 48 x 18 duckine 
banner; an 18 x 25 indoor poster; a set 
of six “Wanted” posters; 50 envelope 
stuffers; three fan belt inspector's badges, 
and a descriptive catalog sheet. 








SPRAY PAINTING MACHINE—Manufac- 
turers who decorate small parts can 
greatly facilitate production with an auto- 
matic pressure contact spray painting 
machine developed by Conforming Matrix 
Corp., 363 Toledo Factories Bidg., Toledo 
2, ©. Increased use of masks between 
washing periods is made possible by a 
rotary mask fixture mechanism, it is 
claimed. The machine is furnished com- 
plete with atomizing and machine air 
regulators and gauges, and air timer 
device. The machine air regulator main- 
tains constant air pressure to a timer. 
Exactly the same amount of paint is 
applied to every piece part regardless 


of the rate of operation, it is claimed. 
* * * 





PAINTING UNIT—Twin Tuffy, a portable 
spray painting unit designed for medium 
jobs by contractors, has been announced 
by DeVilbiss Co., Toledo, O. Designed to 
produce high air delivery for its rated 
horsepower, the unit has a Y2 horsepower 
electric motor with double shaft which 
runs two Y% horsepower diaphragm-type 
compressors. With actual delivery of 4.6 
to 5 cubic feet of air per minute, the 
unit is fitted for medium production 
guns. The double unit weighs 59 pounds 
and is equipped with double handles for 
ease in carrying. 





Tame 
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CEMENT APPLICATOR — A plastic tip 
for the application of trim cement has 


been introduced by Minnesota Mining 
and Mfg. Co., Dept. F7-128, 900 Bush St., 
St. Paul 6, Minn., along with the an- 
nouncement of new packaging for the 
firm's “3M" brand Trim Cement. The ap- 
plicator tip—which has a serrated edge 
that assures an even application of ad- 
hesive—eliminates the need for brushes 
and requires no cleaning, it is claimed. 
It will fit the nozzle of any standard 
applicator and is self-sealing to protect 
unused contents of the gun. Packaging 
for “3M" brand cement features 7/-ounce 
disposable cans, four of which are avail- 
able in kit form with an applicator gun 
and plastic tip. 
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Order Your Tie-In Kit Now —Deadline is July 1st 


New, bigger tie-in kit contains: 


Gigantic colorful, all weather banner: 20’ x 3’. 

Four service department streamers: 68” x 16”. 

Two hard-selling posters: 22” x 36”. 

Fifty windshield stickers: 4” x 54”. 

200 performance check sheets: 5” x 7”. 

250 envelope stuffers: 3%” x 7%”. 

50 bumper stickers: 5” x 21”. 

Newspaper ad mats: 2200 lines, 600 lines, 300 lines. 
“OPERATION DEMONSTRATION” Sales Idea Book: 8%” x 11”. 


Cost of kit—just $15 delivered. Send your check to Fred 
Talento, Automotive Merchandising Manager, LOOK, 488 
Madison Avenue, New York 22, N. Y. 


industry-wide used-car promotion September 9-21. It’s here again—the biggest used-car pro- 
motion ever — right on the heels of last year’s success! It’s “OPERATION DEMONSTRATION” 
—created by LOOK and the National Automobile Dealers Association to spark used- 
car sales by new-car dealers right when they need it most—on the eve of new-model 
announcements! 


Last year, “OPERATION DEMONSTRATION” resulted in some ten million dollars of used- 
car sales across the nation—and participat- 
ing dealers enthusiastically called for a re- 
peat of the promotion this year! Executives 
of NADA are solidly behind “OPERATION 
DEMONSTRATION” this year and urge you to 
tie in with this sure-sell promotion! —the BIG magazine with BIG promotions 
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Exports Spark Comeback Effort .. . 








‘Cautious Optimism’ in Britain 


By F. C. Livingstone 
Special Correspondent 

ONDON.—British auto industry 
prospects are brighter than they 
have been for a long time. Manufac- 
turers, embarked on a big export 
drive, are watching steeply rising 
sales graphs abroad, with the U. S. 


now ranking as the number-one} 


customer. 

Total exports of British cars for 
February exceeded those for the 
same month last year by more 
than 2,000, while the value of all 
products exported was $10 mil- 
lion greater than in February, 
1956. March export figures, ex- 
pected soon, are likely to be the 
highest for many months. 

The Australian Government has 
partially relaxed import restric- 
tions, and if Britain gets her fair 
share of orders, there is hope of a 
$14 million increase in the annual 
level of British vehicle sales there. 

To meet home market demand, 
assembly lines are busier than they 


brought a waiting list of several 
months for popular models and of 
weeks for many larger cars. There 
is an increase in used-car sales, 
with a rise in value of up to 10 
percent in the last month. 

But industry leaders are cautious 
—with the tempered optimism of 
men who too often have known the 
blight on the rose. For the largely 
Government-induced difficulties of 
the industry remain formidable. 

At a time when manufacturers 
more than ever need encouragement 
|in their unaided fight back, the 
| Chancellor of the Exchequer’s Bud-| 
get refusal to cut the 60 percent 
purchase tax on cars or the 30 per- 
cent levy on goods vehicle chassis 
has come as an inexplicable rebuff. 

* * * 


BMC Boosts Output 


industry, which last year 
contributed $325 million out of a 





total purchase tax take of $1,260 





have been for a year. Demand has 
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Ditzier announces new SAN Quic Neutral— DZL- 


million, continues to fight with 


lerA 





3600—a new neutral gray lacquer primer surfacer that 
dries with unusual speed. Sands so easily that #400 paper 
can be used without clogging. 

@ New SAN QUIC has exceptionally high solid content. 
Fewer coats are needed for proper filling. It feathers out 
with no splitting or chipping around edges. SAN QUIC 
also has exceptional adhesion and color holdout, improving 


the appearance of final 


coats. 


@ This outstanding primer surfacer is now available in 
convenient, easy-to-pour cans. It is non-settling, eliminat- 
ing waste, time and laborious stirring. DZL-3600 doesn’t 
settle hard in the can or gun cup. 


@ Try SAN QUIC Neutral Gray DZL-3600—you’ll find it 
saves labor and materials and assures customers better- 


looking paint jobs. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, Detroit 4, Michigan 


DITZLER 


PAINTS © GLASS « CHEMICALS « BRUSHES « PLASTICS « FIBER GLASS 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


FLATS @OLASS 


heavy weights attached to its com- 
petitive legs. 

The realities of recent short- 
time working, rising costs, the 
continuance of gas rationing, the 
seasonal drop in sales during the 
winter and the continual pressure 
of Government-blessed continen- 
tal car-makers are too strong for 
complacency. 

But of the immediate past and 
present there is no doubt. This is 
what has been happening recently 
among the major manufacturers 
who last year lifted Britain’s sales 
to the U. S. by about a third and 
to Canada by a quarter: 

British Motor Corp. is rapidly in- 
creasing output. More labor has 
been taken on and there is regular 
overtime. BMC exports rose 8 per- 
cent in the first three months of 
the year compared with the 1956 
figure. 

The new Austin A-55 has brought 
in orders worth more than $40 
million—$24 million being for the 
export market. The big demand for 
















both the A-55 and A-35 sedans 
meant an immediate 50 percent in- 
crease in production. 

Austins recently made shipping 
| history when the largest single con- 
|signment of cars ever to leave 


| Britain — worth $3 million — sailed | 


|for Los Angeles and Vancouver. 
Nuffield models are earning $750,- 

000 a week and are breaking all 

| their records. Production schedules 





| Morris Minors and 300 MGA sports 
cars for the U. S., and Minor-MGA 
sales are soon expected to top $1 
| million a week. The MG company’s 
| production is 25 percent higher than 
| the factory’s previous record. 
* * + 


Rootes, Ford on Rise 
E Rootes group increased pro- 
duction by more than half in 
the first three months of this year, 
and export sales in the first quarter 
|were 15 percent above last year’s 


| have been stepped up to make 300} 








lion a month. Exports since 
January have totalled 67 percent of 
output. 


In Europe, sales are three times 
as high, and in Scandinavia and 
Switzerland — where Rootes re- 
cently carried out an intensive 
sales drive—sales have shown an 
upsurge in the last few weeks. 
Within a few hours of the procla- 
mation of the Republic of China, 
a $70,000 order for autos and 
commercial vehicles was received 
in London. 

Ford is back to a five-day week 
in all plants and already is nearing 
its pre-Suez production level in spite 
of labor troubles. Ford reports that 
March exports were 32 percent 
ahead of March last year, and busi- 
ness is improving day by day. 

A new marketing program initi- 
ated by the company in the U. S. at 
the beginning of the year has al- 
ready brought results. The program 
is aimed at developing sales of 


| figure, Sales in the U. S. are rising| British Fords in the U. S. to well 


| rapidly, and the first-quarter figures 
were 80 percent above those of 
1956. 

In recent months, nearly three 
times as many Hillmans and Sun- 
beam Rapiers have been shipped to 
the U. S. and other dollar coun- 
|tries, bringing in a record $2 mil- 


Nces... 


Easy Sanding 
Non-Settling 
Extra Filling 
New Color 


Fast Drying 

















over 20,000 units this year, and a 
main feature is the appointment of 
U.S. Ford dealers to handle Dagen- 
ham products. The first direct ship- 
ment of 120 Dagenham Fords to 


Detroit has been made. 
oa * + 


Employment Climbs 


AUXHALL, with orders for its 

new Victor sedan already total- 
ling more than $25 million has taken 
back almost all the 1,400 men laid 
off last June and has hired several 
hundred more. 

Standard has doubled its produc- 
tion of small cars since January and 
taken on additional labor. The Tri- 
umph TR-3 is being shipped to the 
U. S. at twice the rate for 1956, and 
exports for 1957 are expected to be 
at least 6,000 to the U. S. alone. 

Standard also is finding an in- 
creased demand in Belgium, Den- 
mark and Austria, and for the 
smaller range of autos in Australia 
and New Zealand. 

The Commonwealth is again 
strongly featured in Rover’s sales 
drive and exports were up 5 per- 
cent in March compared with 
March, 1956. Big increases of 
Land Rover sales are expected 
with the relaxation of Australian 

import restrictions. Heavy over- 
seas demand for the Land Rover 
is shown by the fact that 85 per- 
cent of production was exported 
in March. 

Jaguars recent story has been 
one of triumph all the way after 
the fire which destroyed a quarter 
of the Coventry plant two months 
ago. Production is back to 350 cars 
a week and 70 percent of production 
is being shipped to export markets 
led by the U. S., where the new 
3.4 liter sedan is particularly sought 
after. 

A major sign of confidence in 
Jaguar’s European future is the 
building in Brussels, Belgium, of 
what is claimed to be the conti- 
nent’s most modern sales and serv- 
ice center. The center was built for 
Belgian Motor Co. and will sell 
Jaguar only * *« *# 


Truck Market Improves 


OLLS-ROYCE sales in the U. S. 

have improved so much over 
last year—itself a record—that the 
Crewe plant is back on full-time 
production. More Rolls and Bentley 
dealers have been appointed in im- 
portant cities of the eastern and 
central U. S. to widen the scope of 
sales and service facilities. 

A heavy U. S. demand for the 
new Aston-Martin DB-24 Mark III 
sedan is reported. Big orders also 
are coming in from Europe. 

Away from the stronger spot- 
light which focuses on private 
autos, the commercial-vehicle in- 
dustry also shows improved ex- 
ports, which in the first two 

months of the year ran at a 
higher rate than for the same 
Period of 1956. 

Leyland Motors has produced al- 
most 30 percent more vehicles for 
overseas in the first three months 
of this year than in January-March, 
1956. About 65 percent of Leyland’s 
increased output is going for export. 

ACV exports rose 42 percent in 
the first quarter of the year, with 
Australia as the main customer. 
Tractor sales also rose in the first 
quarter, and most companies are ex- 
porting 50 to 70 percent of output. 
The contemporary picture then, is 
one of drive and imagination re- 
warded by success in the markets of 
Britain and the world. But the in- 
dustry has no illusions. It is too 
well aware that with the burdens it 
has to carry, the way ahead will 
be hard and will permit no re- 
laxation. 
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(One of a series) 


Stainless Steel trim can help you sell! 


An important feature of the Forward Look 
this year is the Stainless Steel trim on your 
new models. You can use it as a sales point. 

Give your customers a closeup view of the 
Stainless trim. Emphasize its extra hardness. 
Point out that it won’t corrode, dent or scratch, 
that it resists peeling and pitting better than 
any other trim material. Tell them how sim- 
ple it is to keep Stainless clean; assure them 
there’s no worry about detergent bleaching 
or discoloration. 













Stress how much more your customers can 
get for their money in a car whose trim will 
remain bright year after year. The reputation 
of Stainless for beauty and durability is a sales 
booster you shouldn’t overlook. Use it! 


USS 
Stainless Steel 
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Across the Nation... 


Imported Motor Cars, Inc., has 
been formed in Houston by David 
C. Tallakson to handle Rolls-Royce, 
Bentley, Austin, Austin-Healey, MG 
and Triumph. 


* * * 


Plymouth Solo in Texas 

Turner-Harper Plymouth, a 
new Plymouth exclusive, has been 
opened in San Antonio by Dr. 
Lewis C, Turner and Harvey 
Harper, formerly sales manager 
for Orsinger Buick Co. 

+. * * 


Gillespie Branches Out 
Gillespie’s Factory Outlet, a 
branch of the Gillespie Motor Co. 
(Ford), San Antonio, has been 
opened at 4720 Broadway. 
- * * 





Brubaker Adds Willys Franchise— 


Brubaker Buick Co., Grand Island, Neb., has added a Willys franchise for Jeep 
four-wheel-drive commercial vehicles. Southpaw C. A. Brubaker signs the pact as E. D. 
Reinig, center, Willys Kansas City district manager, and Max Miner, dealership gen- 


Gulf Coast Opens Doors 


Gulf Coast Dodge, Inc., Houston, 
has formally opened its $500,000 


Auto Dealer Changes 


sales and service building at 5011 
Kirby Drive, Edward Croix is gen- 
eral manager. 

* * * 


Hemphill Adds Outlet 
Austin Hemphill has opened a 
second Ford outlet at 5700 San 
Pedro Ave., San Antonio. 
* x * 


Fox Addition Opened 


Fox’s Five Acres, a GMC truck 
dealership in Pasadena, Calif., has 
opened its new 8,500 square-foot 
addition which consists of a show 
room, parts room, offices and con- 
ference room. 

o + * 


Padgett Buys Deal 
William N. Padgett, manager of 
Byars Motor Co., (Ford), Marion, 
S. C., for the past year, has pur- 
chased the dealership and will con- 
tinue operation under the new 
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eral manager, look on. 


in the chassis lubrication field 
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“Brings me lots 


of extra business”’ 


Texaco Marfak represents the top in chassis lubricant 
quality. No other chassis lubricant matches it in 
performance, and no other chassis lubricant has been 


More than so heavily advertised and promoted. 
650 million pounds No other chassis lubricant does so good a job at 
of Marfak pulling in customers and bringing them back. You 


know what that means. It leads to more sales 
of oil changes, tires, batteries and other items... 
for Texaco Dealers in all 48 states. 


have been sold. 
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THE TEXAS COMPANY 










name of Neil Padgett Motors, Inc. 

The business was owned and op- 

erated by the late Luther P, Byars 

and since his death by Mrs. Byars. 
* * * 


Bales Takes Plymouth 


Bales Motor Co., Inc., (Plym- 
outh), a new dealership, has 
opened at Seventh and Spring 
St., Jeffersonville, Ind. Walter T. 
Bales is head of the firm, 

* * * 


Gar Chrysler Opens 


Gar Chrysler, Inc., Somerville, 
Mass., is the Boston area’s newest 
Chrysler-Imperial dealership, Gen- 
eral manager is Pat Zucco. 

a * * 


Pattison Buys Deal 


Stevens Pontiac, Inc. Biloxi, 
Miss., has been purchased by 
George Pattison, who also operates 
Pattison Pontiac Co. Inc., New 
Orleans, La, The firm’s name will 
be changed to George Pontiac 


Pattison, Inc., and Gerald Kern 
will be general manager, 
& + * 


DKW Distributor 
Picks 27 Dealers 
For Midwest 


Imported Auto distributors, Ra- 
cine, has appointed 27 dealerships 
for the DKW car in the Midwest. 
They are: 

Indiana—Economy Imports, Fort 
Wayne; Magenheimer Motors, In- 
dianapolis; C. L. Hern Motorcycles, 
New Castle; Sportsman Imported 
Motors, Monticello, and Import 
Garage, Richmond. 

Illinois—Cordes Motor Co., Alton; 
Auto-Continental, Inc., Rockford, 
and Walther Motor Car Co., Wil- 
mette. 

Michigan — European Cars, Ann 
Arbor; Brockway Motor Sales, 
| Battle Creek; Robert C. Ferrall, 
Grand Rapids; Celery City Motor 
| Sales, Kalamazoo; Continental Im- 
| ports, Lansing; Foster’s Garage, 
| Pontiac, and Phil Gordon Motor 
| Sales, Traverse City. 

Ohio—Wallace Car Sales, Akron; 
Sports Car Forum, Columbus; 
| Bushnell Motor Sales, Conneaut; 
Shaw’s Motor Clinic, Maumee, and 
Red’s Foreign Car Import, Youngs- 
town. 

Wisconsin Importers’ Auto 
Sales Co., Franksville; Thome- 
Laes Motor Co., Green Bay; Import 
Motors of Madison; Pabst Motors, 
| Inc., and S & R Motor Co., Mil- 
| waukee; South Park Motor Service, 
| Oshkosh, and Roewardt-Thomson, 
|Inc., Sheboygan. 

> 





* * 


| Bostic & Jeffries Expands 
| Bostic & Jeffries, Inc., (Stude- 
baker-Packard-Renault) held a 
| grand opening of its new and larger 
|sales and service facilities in St. 
Albans, W. Va. E. R. Davis is the 
| general manager. 
7° * > 


Rust Opens Doors 
Rust Motor Sales, (Packard- 


Studebaker) has opened for busi- 
ness in its new location at 501 
| East Broadway, Louisville. 

* * = 


Schneider Gets Pontiac 
Fred Schneider has purchased Art 
Miller Pontiac in Omaha. Schneider, 
who becomes Omaha’s only Pontiac 
dealer, will continue his used-car 
business. 
= * * 
Hurney Opens 
Leo Hurney has acquired Kane 
Chevrolet in Dorchester, Mass. The 
firm has been renamed Hurney 
Chevrolet. 
. << 


+ 
Bales Gets Plymouth 
Bales Motor Co., Inc., Jefferson- 
ville, Ind., has been named a Plym- 
outh dealer. Walter T. Bales heads 
the firm. 


x * ” 
Marold Motor Quits 


Marold Motor Co, (Studebaker), 
Joplin, Mo., has discontinued busi- 
ness, and its stock and fixtures have 
been sold at auction. A few used 
cars were included in the sale. 


© ” . 
Bates Olds Adds DKW 





Jim Bates Oldsmobile, 50-High- 
way, Olathe, Kans., has added the 
German-made DKW. 

a & @ 
Deweys to Build 

Sportscars, Ltd. 2547 Lamar, 
Memphis, plans to construct a new 
building at 1160 Union for its Volks- 

(Continued on Page 55, Col, 1) 
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Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 54) 


wagen dealership. Ed and Bill 
Dewey, owners, said the plans are 
being prepared by architects of 
Volkswagenwerk, Wolfsburg, 
Germany. ‘ 

* 


DeSoto for Galyean 


Tag Galyean, Inc., has been ap- 
pointed a DeSoto dealer in Charles- 
ton, W. Va. Galyean has four other 
dealerships—Dodge-Plymouth, out- 
lets in Charleston, South Charles- 
ton and Huntington, W. Va., and 
Springfield, 0. 


* 


Rhodes Motor Moves 


Rhodes Motor Co, (DeSoto-Plym- 
outh), held grand opening in its 
new location at 318 W. Simcoe St., 
Lafayette, La. John R. Rhodes is 
president of the firm and Johnny 
Hebert is general manager. 

= = + 


Mid-Town Motors Opens 
Mid-Town Motors, Inc., headed 
by Paul Smith and Guy Knighton 
sr., has been appointed Rambler 
and Nash dealer in Norfolk, Va. 
* * * 


New Dodge Exclusive 


Thompson-Shumake Motors, a) 
former Packard dealer in Omaha, 
has become the city’s only author-| 
ized Dodge dealer. 

. a | 


Exclusive for Judd 


Judd Motors, Inc., Cincinnati, 
which had been a Chrysler-Plym- 
outh dealership since 1933, has be-| 
come a Plymouth exclusive and has 
moved to suburban Forestville, O. 
William M. Judd, president, is a) 
former president of the Cincinnati 
Automobile Dealers Assn. 

* > * 


Volvo-Triumph Deal 


Volvo on Broadway, Chicago, now 
is handling the British Triumph 
in addition to the Swedish car. John | 
J. Love, president, said the company 
name probably will be changed. 


Reed Quits "Studebaker 


Reed Motor Co. has terminated 
its Studebaker franchise after 12 
years in Fairmont, Minn. The firm) 
will continue its used-car and parts | 
operations. 





McCain Buys Outlet 
John McCain has purchased the 
Cadillac-Pontiac dealership in 
Emmetsburg, Ia., from Lee Al- 
baugh. 


Duffy Buys Out Partners 
Ed C. Duffy has purchased the 
interests of Fred L. Schultz and 
Harold W. Schultz in Duffy Motors 
at Valley City, N. D. Duffy will con- 
tinue as president. 
” . 


Roehning Adds 4 Lines 

Roehning Implement Co., Nor- 
thome, Minn., has added Chrysler, 
DeSoto, Plymouth and Interna- 
tional trucks to its lines. 


o . > 


Frank Gets Chevrolet 


J. A. Frank & Son have acquired 
the Chevrolet franchise in Cale- 
donia, Minn. It formerly was held 
by Schroeder Chevrolet Co. for 36 
years. 





* * * 


Schumacher Sells 


Louis Wudel has purchased the 
Schumacher Chevrolet building 
and acquired the Chevrolet fran- 
chise in Armour, S. D. The firm 
has been renamed Wudel Chevro- 


let. 
os + *~ 


2 Ford Outlets Open 


Tri-Troy Motors, a Ford dealer- 
ship, has opened at East Troy, Wis. 
Another Ford outlet has been 
opened by Eugene Deming at Kel- 
logg, Minn. 

aa + n 


2 Dealers Open Doors 


In Los Angeles District 

Jack Spence, former sales man- 
ager of Midway Ford, Los Angeles, | 
has opened a Ford dealership mt 
Laguna Beach, Calif. 

International Automotive Agency | 


was formally opened in Long Beach, 
Calif. by Bob Burt, former Los 
Angeles newspaperman. It is at 
3580 E. Pacific Coast Highway. 

* 


* * 


Mickey Buys Fox Motor 


Walter W. Mickey, former vice- 
president of Barrows Porcelain 
Enamel Co., Cincinnati, has pur- 
chased Fox Motor Co. (Buick), 
Blanchester, O., _—" George Fox. 

: + 


Shuey, Baker Buy 


Edward W. Shuey and Clyde L. 
Baker have purchased an interest 
in Northside Motors, Inc. (DeSoto- 
Plymouth), San Fernando, Calif. 

* = 


Rice Buys Outlet 


Elliott Oldsmobile in Boise, Id., 
has been sold to Robert L. Rice, a 





Crosley-Bendix appliance dealer for 
the past 10 years. Kenneth Herzog 
has been named sales manager. 

+ * * 


Evans Plans to Build 


Evans Motors (Volkswagen), Fort 
Wayne, Ind., has bought land at 
Nuttman and Brooklyn and plans 
to erect a 10,000-square-foot build- 
ing, more than twice the size of its 
present facilities at 7801 Baer Rd. 

* * 7 


Kidwell GMC Moves 

Kidwell GMC Truck Sales Co. 
has moved into new quarters in 
Wichita Falls, Tex. Located on a 
2%-acre plot, the dealership’s new 
building is equipped with seven 
double service bays. 

+ : : 


Lakeside Motors Opens 


Lakeside Motors (Lincoln-Mer- 
cury), has opened at 1411 Franklin, 
Michigan City, Ind. Frank Cattan- 
do, formerly of Chicago Heights, 
Ill, is the owner a the dealership. 


Sid Stout Baye Interest 


Sid Stout has acquired a sub- 
stantial interest in Don McMillian, 
Inc, (Ford) in Amarillo, Tex., 
and has been named a vice-presi- 
dent and general manager of the 


Garnett Says; 


Th 








Business Failure Rise 
Doesn’t Alarm U. S. Bank 


KANSAS CITY—Although the 
April report of the Federal Re- 
serve Bank of Kansas City shows 
a sharp increase in business 
failures and a consistent uptrend 
in such failures since 1945, the 
situation is not viewed ‘with 
alarm, 


The increase is seen as the 
natural result of a boom economy 
when more new businesses are 
being started, It has been pointed 
out that business failures were 
lowest during the war when 
fewer businesses were started. 
The bank’s study showed busi- 
ness failures averaged 20,000 a 
year during the prosperous 20’s 
and numbered 12,686 in 1956, the 
biggest business year of all: time. 





firm. The dealership has been re- 
named Amarillo Motors, Inc, 
* + * 
Dove Buys Seidl Buick 


DeVere Dove, Dodge City, Kans., 
has purchased Del Seidl Buick, 
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manager of George Nielsen Buick, 
Dodge City, since 1956 and before 
that was a Dodge factory repre- 
sentative. 

* + + 


Toronto Deal Opens 


Metropolitan Motors, Ltd. (Ford- 
Monarch) has opened in Toronto. 
Officers of the firm are Al Semler, 
president; Gordon Ponceby, vice- 
president, and Robert Carey, secre- 
tary-treasurer. 

* + + 


Cowles Gets Buick 


William F. Cowles, GMC truck 
and Pontiac dealer in Santa Fe., 
N. M., has received a franchise for 
Buick. The Cowles dealership now 
employs 30 persons in six depart- 
ments. j 

= * 


Drone Ford Closes 
Drone Ford Sales Co, 431 S. 
Fourth, Springfield, Ill. has gone 
out of business. Edward Drone had 
operated the dealership since 1954. 


* * - 
Van Gorp Heads Plaza 
Plaza DeSoto-Plymouth has 


opened at 191 S. Indian Ave., Palm 
Springs, Calif. Harry Van Gorp is 


Great Bend, Kans, Dove has been| general manager of the firm. 


e Drum pokter.. 


IS THE FIRST NAME IN DRUM MACHINING 


WHY ACCEPT LESS THAN THE BEST? 


Engineered 
for the 
highest 
degree of 
accuracy 


Preset 
Replaceable 
Carbide 
Tipped 

Cutting Tool 


Micrometer 
Cross Feed 
with Positive 
Locking 
Device 


Machines drums with 


wheel attached 


















A popular passenger car 


spindle (diameter) 
11/36” r 


handles one-fourth of total 
vehicle weight plus road shock. 
Diameter the same as DRUM 
DOKTER arbor ’ 





which supports only the weight 






of wheel assembly when 


machining drum, 


Arbors and cones available for 


drums up to 24” diameter, over 


7” face 


Remember — 


Precision is not 


Determined by Size 


Timken Bearing equipped— 
No Sleeve Bearings or 
Sliding Arbors used 


Sealed Oil Bath 
Gear Case— 
Visual Oil Level 
Indicator 


Three Speeds — 
Heavy Duty Motor 
Non-enclosed — 
for Positive 

Air Cooling 


Two Cutting Feeds 


Automatic 
Shut Off Switch 


The DRUM DOKTER is automatic in 


operation--no traini 


ng required. 


Turns dollars out of Brake Drums 
while mechanic is doing other work. 


{PPPS SS RSS STE STS S SSS S SESS SSS SSSSESSE ESSE SESEeEeEEEEEEES 


Please Send 


Name 
Address.. 
City 


Signed 


BARRETT EQUIPMENT CO. 
21st & Cass Ave., St. Lovis 6, Mo. 


| | Literature on B-500 Drum Dokters 


BARRETT 


EQUIPMENT Co. - 


21st & CASS 


e ST. LOUIS 6, MO. 
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REPLACEMENT 


CARPETS 


FOR ALL MAKE CARS 


A MUSTATEM for Dressing Up 
DELUXE and LATE MODEL USED CARS! 





For all cars from 1948 on 
Leather insert under driver's feet 
Bound around all edges 

Rubber grommet at dimmer switch 
Individually boxed and labeled 
Backed with thick felt padding 
Available in all 
wool carpeting -and new type Nylon 
carpeting. 


current colors—high pile 
-Rayon 


Here is a completely custom 
made carpet that duplicates 
original equipment con- 
struction. BUT AT A 
MUCH LOWER COST, 


Some Choice Territories 
Still Available 


Send for FREE Sample Folder 


aU SET IU LE 


80 CENTRAL AVE. 
NEWARK 2Z, N. J 


7 
® MArket 33-1200 








WHEN WILL 
BLAKE'S CAR 


Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


NOCUIOME 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 
Firm, 


Address. 





EXECUTONE, INC., Dept. 
415 Lexington Ave., New York 17, N. 7. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 














City. 


In Canada—331 Bartlett Ave., Toronto 








Ronnenenenenenanneer 


RBON, Switzerland—tThis is a 

typically sober Swiss story writ- 
ten from a garden spot of this 
earth. Arbon is on the Swiss side 
of Lake Constance. 


In 1853, a man named Franz 
Saurer started a machine shop and 
iron foundry here. 

In 1888, his son, Adolphe, be- 
gan producing kerosene engines. 
The next Saurer, with a cine- 

matic name, Hippolyt, installed 
some of his engines in vehicles. 
Before World War I, Hippolyt 
enjoyed the active cooperation of 
Rudolf Diesel, inventor of the die- 
sel engine. 

Today, the Saurer firm has two 
plants and employs about 3,800. It 
still retains a measure of custom 
production. 

The firm produces engines, trucks 
and buses and has a textile pro- 
duction machine division. Saurer 
engines and vehicles are produced 
under license in Italy, Austria, 
England and France. 
| The latest product is a bus chas- 
sis with platform frame. Saurer 
adds the bodies to some frames and 
sells other frames to body builders. 

Since the bus body combined 
with the chassis forms one unit, 
|Saurer issues a book with each 
|chassis giving the body builder in- 
structions on how to add the body. 
The engine for the bus unit is a 
six-cylinder diesel, riding midship 
in pancake position. It has four 
forward speeds. 
= 








* 


Truck-Tractor on Market 


A MOTHER new product on the 
|“ European market is the “All- 
| rad” truck-tractor, made by Kramer 
| Brothers, Gutmadingen, Germany, 
| one of the oldest German producers 
| of small farm equipment. 

The vehicle has four-wheel drive, 
eight forward speeds and two in 
|reverse and a 58-horsepower, air- 
| cooled diesel engine. It has attach- 
|ments for power tools and can be 
| weed on and off the highway. 

The German auto industry is dis- 
cussing better contoured seats and 
;the proper distribution of weight. 


* 





oo with more than 50 percent of | # 


the weight in the front are frowned 

on. 
Insiders say a good number of 

the used cars sold in West Berlin 
| are being purchased by persons 
| from the Russian Zone. 
| Three factories in the Eastern 
| Zone of Germany are said to be 
| producing trucks. 
A 3%-ton Horch Diesel is turned 
j}out at VEB Sachsnering in 
Zwickau. VEB means “plant owned 
| by the people.” 
| VEB Robur is making a 1.6-ton 
Garant with either a gasoline or 
diesel engine while a light delivery 
|van is being produced at VEB 
Barkas in Hainichen. 

One final item from Germany: A 
motorist was punished for a crash 
with a locomotive. The judge said 


| x * ~ 
| 


\Swiss Hit Difficult Shift 
A LEADING Swiss trade publica- 
+ tion complained that four- 
| speed transmissions are still hard 
| to shift on some cars. Three-speed 
jobs were said to work properly. 
The French government is as- 
sisting manufacturers to increase 
their auto exports. Two-thirds of a 
planned production increase will 
be exported, thus increasing the 


time a Frenchman must wait to|\ 


buy a car. The waiting period will 
probably be more than two years. 

VW of Germany has 18 ships 

of its own for exporting cars. A 
new type has been developed that 
will carry other goods on the 
return trip to Europe, rather 
than returning with ballast. 

In France, Panhard is working 
on a new shock absorber which is 
operated on a _ hydro- pneumatic 
principle. It is something like a re- 
duced version of Citroen’s hydro- 
pneumatic system. 

The French publication L’Auto- 
mobile is sponsoring a drive for a 
national French automotive 


museum, 
* 


Volvo Leads in Sweden 


* * 


| which, dollarwise, 


Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 





sold a total of 145,000 new cars in 
Sweden last year. Volvo moved 
24,500 units, 

French makes took most of the 
honors in the California-Texas Oil) 
Corp. economy run through Ger-| 
many, Belgium and Holland to) 
Denmark. 

Renault’s Dauphine was the 
top small car. An Opel Record 

and a Citroen won in their classes 
and a Studebaker Hawk won in 
the “big” car class. 

Vespa, the Italian scooter firm, 
has entered the mini-car business 
with a small, two-cylinder car. It 
has an air-cooled engine in the 
rear and will be in the showrooms 
by fall. 


cd * Ba 

Tiny Taxis in Paris 
FEW of the underpowered 
little Deux Chevaux Citroen 
cars have appeared as taxis in 
Paris. Their rather sluggish pickup 
seems to be against them, but their 
size makes them welcome in heavy 


traffic. 


* ” * 


‘Market Conformity’ 


HE Germans attribute much of 
the success of their cars in mar- 
kets like Belgium and Switzerland 
to careful studies of the people’s 
needs, called “market conformity.” 
Some persons say the American 
cars are at times out of step with 
that requirement for sales success 
|in Europe. However, I can imagine 
a day when the Big Three would 
introduce new models perhaps less 
than two-thirds the size of the so- 
called low-priced buggies. 

That would make them very in- 
teresting for the export markets 
are better 
equipped than in many a year. 

” ca ” 


Ford Fashion Note 


~ THE spring, a young woman’s 
fancy turns to Paris, according 
to Simone, fashion adviser to Ford 
in Germany. Yellow, orange, red 


and white are the colors this spring, 
* 


* 
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Tractor and Truck Rolled into 


she says. And Ford took care of the 

accompanying car colors. 
Anthracite gray, silver gray, 

linden green, Alpine blue and 

Indian red are this spring’s colors 

for the Taunus cars. 

It is reported that the new 1.7 
liter, a larger four-cylinder model, 
will be ready soon. Ford seems to 
be going to town in Cologne. It is 
estimated that 100,000 cars will be 
built in this highly automated plant 
this year. A new administration 
building was completed recently. 

oe * * 


Ilo Makes One-W heeler 


LO, a motor manufacturer near 

Hamburg, Germany, is offering 
a one-wheel vehicle which permits 
one man to move one or a series of 
freight cars. 

It has only six horsepower, but 
can move freight cars weighing 30 
tons, It has rubber tires, runs on 
one rail and also can cross rails 
under its own power. The Ilo, which 
also is available in the U. S., is an 
example of how specialized a motor- 


ized vehicle can become. 
ca * * 


What's in the Future? 


I HAVE been studying editorials 
in French, German and Swiss 
papers in an effort to find some of 
the answers to what the Common 
European Market may mean in the 
future to U. S. car manufacturers. 

I believe it may look like this: 

The increased buying power of 
the economically united European 
nations will permit the purchase 
of more American goods, however 
more of their goods also will reach 
the U. S. Competition undoubtedly 
will be tougher in markets outside 
the U. S. and Europe. 

Creation of a third world power— 
Europe—will be a setback for 
Russia, since Russia cannot com- 
pete with either the U. S. or a uni- 
fied Europe. Whether such an event 
will make Russia realize that join- 
ing would be smarter than being 
licked, nobody seems to know at 
this time. 





One— 


A new vehicle on the European market is this truck-tractor produced by Kramer 


he should have put his ear to the Brothers, Gutmadingen, Germany, one of the country’s oldest producers of small farm 
track to see if a train was coming. equipment. The “Alirad” has four-wheel drive and a 58-horsepower, air-cooled diesel 
engine. 





Bus Motor Built in Pancake Style— 


A firm that got its start in Franz Saurer apemed a machine shop in Arbon, Switzer- 
land, in 1953 has produced this bus chassis as one of its latest products. The six- 
OLVO, a native firm, was the| cylinder diesel engine rides midship on the chassis. The Saurer firm builds bodies on 

leader among the firms who| some frames and sells other frames to independent body builders. 
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AMC Sales Managers Council— 


The American Motors Dallas zone has formed a Sales Managers Council. The 
zone covers Texas and part of New Mexico. At the council's first meeting, seated, 
clockwise, are R. L. Scott, H. W. Freeman and Jim Pollard, of Jim Pollard Motors, 
Sherman; C. B. Rogers jr., C. B. Rogers sr., and Jesse Hickman of Hickman Motors, 
Greenville; C. H. Wright and Fred Morrow, of French and Morrow Motor Sales, Fort 
Worth; H. W. Pillow and Linwood Lemons, of Jack Mitchell, Inc., Dallas; Joe Briscoe, 
of Irving Nash Motors, Irving; Glenn Peck and Glennene Peck, of Texas Nash, Fort 
Worth; Billie Pritchard and Villa G. Proctor of E. R. Gillis Auto Sales, Cleburne; Bill 
Street, Charles Witt, Royce Watson and Durwood Inmon, of Inmon's Motors, Waco; 
Jim Nelson, of Jack Mitchell, Inc., Dallas, and Harry Tippe of Texas Nash, Fort 
Worth. Standing from left, are Al Payne, district manager; M. C. Berner, zone man- 
ager; J. E. Woosley, assistant zone manager; C. C. Deal, zone parts and service 
manager, and |. J. Berrier, district manager. 
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PRECISION WHEEL 
ALIGNMENT EQUIPMENT 
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On the Financial Front 


First-half earnings of Houdaille 

Industries, Inc., Buffalo, this year 
will exceed those of the first half 
last year, Chairman and President 
Ralph F. Peo told stockholders at 
their annual meeting here. The an- 
nual meeting, formerly held in De- 
troit, was moved to Buffalo this 
year. 
George C. Textor, New York, 
president of Marine Midland Trust 
Co., was elected a director. He suc- 
ceeds Charles Wright jr., Detroit 
attorney. s 4 


Superior Tool Acquires 


Bethlehem Foundry Stock 


Superior Tool & Die Co,, Detroit, 
has acquired 71 percent of the out- 
standing common stock of Bethle- 
hem Foundry & Machine Co., Beth- 
lehem, Pa., according to Jennis M. 
Doroshaw, Superior Tool chairman. 


The acquisition was effected from 
Lehigh Bethlehem Corp., of which 





in 





|Doroshaw is president. Superior 
Tool shareholders will be asked to 
authorize the increased stock for 





high Bethlehem will repurchase the 





Illinois Dealers Urged 
To Shun Lobby Appeal 


CHICAGO.— The Chicago and 
Illinois auto trade associations 
have warned dealers of a “safety 
organization” which is soliciting 
memberships in Springfield under 
the guise that it will protect deal- 
ers against adverse safety legis- 
lation and protect the present 
statute on truck safety testing. 

The Chicago Automobile Trade 
Assn. said the organization re- 
quests an annual membership fee 
of $20. CATA asked any dealers 
contacted by the group to notify 
the CATA office. 





Wheel 
Alignment 
jobs up 
45 percent 


past 


1 years 


Cash in on this profit-maker with a 


Sicap-on Wheel Alignment Set 


and tools for checking and adjusting camber, king- 
pin angle, toe-in, turning radius. 


Wheel aligning pays big dividends to shops with 
the necessary equipment. According to industry 
sources, wheel aligning jobs have increased 45 per- 


the acquisition, If they refuse, Le-| cag 


cent in the past seven years to a total of 15,647,- 
000 at the present time. 


Stop passing aligning profits on to other shops. 
With Snap-on’s easy payment plan, you can get 
your own Snap-on wheel alignment equipment — 
pay for it out of profits. 


This equipment does not tie up valuable floor 
space, and is so simple to use any mechanic can 
quickly become an expert. The set provides gauges 


Only $40.40 down and $8.28 
per week puts this Snap-on 
Wheel Alignment Set 2033-WA-S 


to work for you. 
Prices subject to change without notice. 


8082-F 28th Avenue ® 


*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION 


Kenosha, Wisconsin 


It’s profitable. Use it on any level spot in the 
shop. Just paint positioning marks for turntables. 
Between jobs, space is available for other work. 


It’s simple. Anyone can easily read the precision- 
etched vials in the magnetic gauge and the clearly 
marked degrees on the turntable. No complicated 
computations are necessary. 


It’s accurate. You can get complete accuracy be- 
cause the magnetic gauges are held to the exact 
center of the only machined surface of the wheel. 


Step up profits now with your own wheel align- 
ment set. Ask your Snap-on man for full details 
about this equipment and the Snap-on easy pay- 
ment plan. 
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Bethlehem Foundry stock at Su- 
perior Tool’s cost. 
* + 


Hertz Sees °57 Revenue 
Reaching $75 Million Mark 


Operating revenues of $75 million 
for Hertz Corp. are “indicated” for 
1957, Walter L. Jacobs, president, 
said at the annual meeting in Chi- 


0. 

Hertz had an alltime high revenue 
of $58,789,183 in 1956, and last week 
reported a 35.7 percent increase in 
revenues for the first quarter of 


1957. 
* * *& 


Waukesha Motor 


Net earnings of Waukesha Motor 
Co, for the nine months ended Apr. 
30 were reported at $1,710,811, 

o"6 


More Shade 


L-O-F Making Blue Glass 


For Old Cars 


Libbey-Owens-Ford Glass Co. is 
now furnishing neutral blue shaded 
windshields for replacement pur- 
poses for some cars antedating the 
blue shaded windshield. 


Libbey-Owens-Ford pioneered the 
shaded windshield in a bluish-green 
shade which was introduced in 1950 
by Buick. Later, the neutral blue 
was introduced in all GM cars with 
E-Z-Eye shaded panoramic wind- 
shields in the ’54 and ’55 models. 


H. J. Yerger, manager of safety 
glass sales for L-O-F, said, “There 
was such immediate preference for 
this new shade that we offered in 
July, 1955, to furnish replacement 
in non-current windshields with the 
blue shaded tint instead of the 
former green shading. Now we are 
extending the use of the blue shaded 
tint to additional replacement wind- 
shields.” 


He added that a nationwide sur- 
vey in 1956 showed that 55 percent 
of the motorists want tinted glass 
in their next car. 

* = = 


J. I. Case 


J. I. Case Co., Racine, Wis., first- 
half report (six months ended Apr. 
30), 1957 vs. 1956. Sales, $42,949,507 
and $35,581,424; net loss, $2,845,227 
and $5,470,738. Second fiscal quar- 
ter, 1957 vs. 1956: Earnings, $125,- 
039 vs. loss of $888,671. 


Oil Firm Told 
To Label Product 
As ‘Re-Refined’ 


WASHINGTON.—A Federal 
Trade Commission examiner has 
ordered Mohawk Refining Corp., 
Newark, N. J., to stop representing, 
directly or by implication, that its 
lubricating oil is refined from virgin 
crude oil. 

The ruling is not a final decision 
of the commission. It is subject to 
appeal. 

The examiner said the firm ob- 
tains oil from auto crankcase drain- 
ings and similar sources and re- 
refines it. The product is sold with- 
out any statement of the nature of 
the oil, he said. 

Without some statement, he said, 
retailers and the public are led to 
is obtained from 
crude oil, He ordered that a “clear 
and conspicuous statement” on the 
source of the oil be displayed on the 
container. 

The company argued that the 
quality of its oil is no more affected 
by its source than are other oils 
obtained by mixing different types 
of crude oils. 





believe that it 


Plymouth Dealers 
Elect in California 


LOS ANGELES.—Ray Vane, 
Inglewood, has been elected presi- 
dent of the Plymouth Dealers’ Assn. 
of Southern California. 


Tom Ashbrook, Southgate, was 
named vice-president; Mel Alsbury, 
Hollywood, treasurer; Bob Smith, 
Glendale, chairman of the advertis- 
ing committee, and Lou Jabro, sec- 
retary-manager. 


The election meeting preceded a 
session on sales, Chrysler Corp. 
officials who attended the sales 
meeting included E. T. Letscher, 
western area marketing director; 
W. Heartstill Wilson, assistant to 
the vice-president in charge of 
Plymouth sales, and R, B. McCurry, 
zone manager. 











O IT’S time for summer driving 


, again... the fast, happy swish 
you hear go by, like a souped-up 
torpedo, you think, as you lie in 
a super-duper motel, impatient for 
the dawn, so you can hit the road 
again, 

Away from offices and telephones 
and deals, and the caverns of streets 
between cliff-dweller housing proj- 
ects and sun-obscuring business 
buildings that belch their minions 
at lunchtime and sunset. 


Dick Hovey sang it this way, 
about the time I was at midpassage: 


There’s a schooner in the harbor, 
There’s a@ sail set in the bay; 

I must out upon the morrow, 
For my heart is in Cathay. 


Well, let’s turn the schooner into 
a new motor car, and Cathay into 
the West. For I must out upon the 
morrow, all right—despite the talk 
I heard at a civic club luncheon 
today about 60 million breakdowns 
each year, most of them in the 
summer. 


Oh, sure. He talked about speed, 
ears getting out of control, and 
lethal statistics. But America wasn’t 
wrought out of wilderness by folks 
afraid. And we need change and the 
wind in our throats on ribbons of 
concrete leading into the sunset. 

> > 


‘Somewhere West of .. .’ 
_— sunset? 


Well, that’s merely my preference. 
Some like New England or Canada, 
or wherever. And wherever is what 
they should have. I happen to like 
the desert—its color, its quiet, its 
space. So. when the speaker today 
started warning about vapor locks 
and soft sands that spin tires... 
and what to do about those catas- 
trophes ... I got to thinking about 
my motor trips, somewhere west 
of Laramie, and into the beauty 
and QUIET and SPACE of Monu- 
ment Valley in Arizona and Utah. 


And about my daughter, Janie, 
the best cross-country driver, 
. tire-changer, cold-patch artisan 
and car-emergency genius I ever 
knew. And about the things we 
learned in those days—about 
breakdowns and soft sand and 
vapor locks, when we often steer- 
ed away from “good” roads be- 
cause good ones required no 
“jockeying,” no exercise—no car 
adventure. 


You can still get a vapor lock 
and you can still fix it the way 
we used to in the old days. We 
used to pull up to a gas station— 
and pour cold water over our pump 
and feed lines. That was when the 
normal cooling system wouldn’t 
work in high temperatures and 
sustained driving in the big South- 
west, And that’s still the reason you 
get a vapor lock. 

But suppose you go to the desert 
this summer, as thousands of drivers 
will, And suppose it’s a 135 degrees 
in the shade . . . no shade any- 
where .. . and your car vapor locks 
badly. It might, you know. And 
suppose you’ve used all the water 
you were carrying—and you just 
make it to an old adobe shack, with 
one beat-up gas pump. 

* ” * 


Cokes for the Engine 


[NSIDE the dirty gray adobe is 
an old lady, a worn showcase of 
candy bars and a brand new electric 
refrigerator, Ice cold cokes. Oh, 
Boy! Your whistle wet, you try to 
buy a dented bucket because you 
spot a 50-gallon barrel of water. 
You douse your motor, But the 


Auto-Frame Producer 


Reduces Work Force 


CLEVELAND, — Approximately 
300 workers have been laid off here 
by Midland Steel Products Co., 
manufacturer of automotive frames, 

Wade N. Harris, president, said 
the layoffs represented no serious 
production cutback, although he 
reported “a little softness” in 
orders. 
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woman tells you that the bucket is 
the only one she has. 

No sale. You haven’t anything 
in your car to carry water, and 
it’s 150 miles to the next gas 
station. What would you do? 
Once I ran into just this situa- 
tion, driving with Janie and her 


son Pete, then seven years old. We|° 


bought a couple of extra Cokes for 
Pete—and hoped we'd get to the 
next station. 

Janie noticed that Pete hadn’t 
opened his cokes and it was plenty 


hot and more than plenty dry, So|_ 


She asked: 

“Aren’t you thirsty, Pete?” 

“I sure am, Mom—but I’m saving 
these, ice cold, to pour over the 
water pump next time it locks on 
us.” 

“That boy will get along,” I 
remarked, And he has. 

On another trip, we came to deep 
sand tracks where earlier cars 
evidently had had a lot of trouble. 
Janie merely stopped and let some 
air out of our tires, Then she took 
a run in second and kept going. 
She didn’t fight the tracks, 

* * . 


Rules for Desert Drivers 


BEX TINKER, a big game hunter 
with whom I spent some time 








A Home on Wheels— 


Produced by Case Liv-N-Roam Cruiser division, Custom Bilt Body, Inc., Hamburg, N. 
Y., the Liv-N-Roam Cruiser is designed to fill a gap between the station wagon and 
heuse trailer. With the wheelbase and handling characteristics of a station wagon, 
the unit is fitted out with stove, refrigerator, floor heater, sink with hot and cold 
running water, sleeping quarters, lavatory and shower. The vehicle is said to ac- 
commodate a family of five. 


in Chihuahua, used to carry two 
long pieces of machinery belting to 
place over the worst sandy spots. 
Then there was Harry Goulding, 
who ran the Goulding Trading 
Post in Monument Valley, Every 


morning, Goulding, with his 
desert-trained eyes, used to look 
out from his high red mesa, Usu- 
ally he saw nothing but bare 
desert. 
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like—not Navajos—but city tourists 
who’d abandoned their stalled car 
and were straggling across the 
desert . . straight toward wild 
canyons that even the Indians 
avoided. 

After Harry went after them and 


~«\explained what would have hap- 


pened if he hadn’t come along, he 
gave them a set of rules for motor- 
ists in the desert: 

Stay with your car if it stalls. Or, 


if forced to walk, walk at night, 


keep faithfully to the road and find 
the shade of a rock or bush during 
the day. 

P. S, In this age of fine roads, 
power steering and vastly im- 
proved cars, can an Old Guy who 
built cars and still likes to drive 
the newest suggest some ele- 
mentary tips for 1957’s summer 
driving? 

As in my early days, you’d still 
better check your fan belt, because 
a faulty one can overheat your 
engine. Check the water level in 
your battery at least once a week 
in hot weather. And check your tire 
pressures every time you get gas 


One morning he saw what looked | on a summer trip. 


you cant buy a truck tire that costs less 


per mile than Firestone. 


OPERATOR RECORDS PROVE 


BETTER RUBBER FROM START TO FINISH 


Copyright 1957, The Firestone 


Tire & Rubber Company 


Firestone Tubeless Truck Tires give extra mileage on original treads, take 


extra retreads, reduce road delays, cut maintenance costs to a minimum. 





HEAVY-DUTY TRANSPORT 


SUPER TRANSPORT TRANSPORT@® SUPER ALL TRACTION 


SUPER MILEAGE LUG 


RIB EXCAVATOR ROCK GRIP EXCAVATOR® ALL TRACTION®@ 











Dunlop Dealer Advisory Council Meets— 


Members of the Dealer Advisory Council of Dunlop Tire and Rubber Corp., met 
recently at the company's Buffalo plant with Dunlop executives to discuss 1957 mar- 
keting plans. Shown during a break in the business sessions are, seated, from left, 
Lester Hill, tire sales manager; L. D. Hartford, Dunlop senior sales vice-president; A. 
G. Leeth, Washington; W. Smith, Orangeburg, S. C.; George Wiedmann and Ernest 
Wiedmann, Kansas City; Chet Bar, Detroit; G. K. Feinberg, Boston; and Bob Oliver, 
(dealer council chairman), Memphis. Standing: R. E. Kinnen, Dunlop advertising and 
sales promotion manager; Jack Liben, New York; Harry Eckert, Dunlop chief com- 
pounder; D. G. Wager, Dunlop comptroller; R. C. V. Mackenzie, Dunlop sales opera- 
tions vice-president; Sam Riddick, Atlanta; R. H. Clark, Orangeburg, S. C; H. A. 
Gehrke, Chicago; Ray Berry, Chicago; and J. T. Wilson, Dunlop sales operations 
manager. Herb Funk, Louisville, was not present at the meeting. 


What's New... 
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In Parts and Accessory Distribution 


SureFit Expansion Plan 


Includes 16 New Stores 


FREMONT, O. — An expansion 
program embracing 16 new outlets 
has been announced by M. G. Zink, 
general manager, SureFit Stores. 
SureFit is a division of Howard 
Zink Corp., auto-top and seat-cover 
manufacturer. 

Three new stores have been 
opened in Cleveland and single out- 
lets in Knoxville, Tenn., and Spo- 
kane and Tacoma, Wash. Plans 
call for a second store in Seatle 
and three new stores each in the 
San Francisco, San Diego and Los 


Angeles areas. 
i: + + 


Crescent to Distribute 


English Firm’s Seal Line 


PAWTUCKET, R. I.—John M. 
Sapinsley, president of Crescent Co., 


taken over exclusive distribution 
in the U. S. of the complete line of 
oil and grease seals manufactured 
by Burtonwood of England. 

Burtonwood Engineering Co., 
Ltd., produces a complete line of 
over 6,000 sizes of oil and grease 
seals for American vehicles. 

+ * * 


Sun Promotes Powers 
CHICAGO.—K. R. Powers, for- 
merly technical director of Sun 
Electric Corp. technical training 
center, has been made general man- 
ager of Sun’s technical division, 
* * * 


Edelmann Firm Acquires 


Wayne Metalcraft of Detroit 

CHICAGO.—Chicago auto parts 
makers, E. Edelmann and Co., 
has acquired Wayne Metalcraft 
Co., Detroit, 


announced that the company has Operating as the Wayne Metal- 





BIG OR SMALL... BENDIX DRIVES START THEM ALL 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, N.Y. ay. 


ECLIPSE MACHINE DIVISION 


able to match. Need we say more? 


AVIATION CORPORATION 





* REG. U. S. PAT. OFF. 





craft division, the firm will manu- 
facture its line of locking gas 
caps, According to the announce- 
ment, both Wayne and Edelmann 
are tooling for production of a 
radiator pressure cap for pres- 
surized cooling systems. 
+ * * 


Premier Autoware Opens 


Branch Plant in Atlanta 


ATLANTA. — Premier Autoware 
Co. has opened a 51,000-square-foot 
plant here to serve Alabama, Flor- 
ida, Georgia, Mississippi, South 
Carolina and Tennessee. 

The plant, which cost about $1 
million, will later serve North Caro- 
lina and Louisiana with the firm’s 
line of automotive and heavy-duty 
replacement parts and fasteners. 

= = = 


Hutton Elected 


TOLEDO. — James Hutton has 
been elected president of the To- 
ledo unit of the Independent Gar- 
age Owners of Ohio. Other officers 
are Oral Throne, vice-president; 
E. B. Susor, treasurer, and John 
Messinger, secretary. 

* * = 


Vogel Appointed 
GREEN BAY, Wis.—Jack Vogel 
has been appointed as sales repre- 


sentative for American Motor 
Products Co, and Wells Mfg. Corp. 
= = ca 


3 Changes in Sales Staff 


Announced by Blackhawk 


MILWAUKEE.—Blackhawk Mfg. 
Co. has made three changes in its 
sales organization, including the 
appointment of Arthur J. Comer- 
ford as western regional manager. 

The area supervised by H. F. Van 
Horne has been increased to in- 
clude Nebraska, Kansas and West- 
ern Missouri. Vernon E. Patterson 
has been appointed territory man- 
ager for Oklahoma and Northern 
Texas. 

= o * 


Formsprag Names Rep 


VAN DYKE, Mich. — Formsprag 
Co., a clutch manufacturer, has ap- 
pointed Dodge-Newark Supply Co., 
Inc., Newark, N. J., as distributor 
of its products for northern New 
Jersey. L. L. Seggel is president of 
Dodge-Newark. 


Canadian Groups 
Are Organizing 


Wholesale Council 


OTTAWA.—Of direct interest to 
dealers across Canada is a report 
here that a “Canadian Wholesale 
Council” is being organized. 

It reportedly is already made up 
of representatives of wholesaling 
firms and associations from various 
industries, including the automo- 
tive. It aims to help the small 
dealers as well as others. 

At present, informants here say 
it is an unofficial body with head- 
quarters in Toronto and it was 
formed in order to bring about 
unity of thought and action to 
solve problems. 

In the last week, the council met 
here and presented a brief to W. F. 
Bull, deputy minister of trade and 
commerce, seeking the creation of 
a Domestic Trade Board within the 
department in order that small 
business may have some unit of 
government to deal with directly. 

The purpose of such a Domestic 
Trade Board would be to assist 
small firms, especially retail, with 
expansion programs, modernization, 
new equipment and refinancing so 
that they compete with large cor- 
porations. 

In the automotive field, it could 
be expected, if such a board is es- 
tablished in Canada, that assistance 
could be rendered to the independ- 
ent businessman, the small whole- 
saler, etc., in order that he may be 
competitive. 

Informants say that at present 
the setup of the Department of 
Trade and Commerce does not lend 
itself to aiding the small business- 
man as most of its work is devoted 
to international trade, However, 
officials here have expressed con- 
siderable interest in the proposal, 
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30; Volkswagen, 18; Volvo, 16; 
MG, 10; Lincoln, 9; Nash, 9; Met- 
ropolitan, 8; Hudson, 5; Renault, 
5; Goliath, 4; Hillman, 4; Mer- 
cedes, 4; Packard, 3; Porsche, 3; 
Willys, 3; Borgward, 2; Triumph, 
2; Austin, 1; Continental, 1; 
Lloyd, 1, and Sunbeam, 1. 

Truck registrations were: Ford, 
259; Chevrolet, 221; International, 
57; Dodge, 18; GMC, 13; White, 7; 
International bus, 5; Diamond T, 4; 
Mack, 4; Goliath, 2; Studebaker, 2; 
Willys, 2; Autocar, 1; Reo, 1, and 
Volkswagen, 1.—(Ruby Fenoglio.) 

* * ~ 


Columbus, O. 


Dealers in Franklin County (Co- 
lumbus), O., turned over 2,511 new 
cars in May, compared with 2,462 
in the previous month. 

Tax-paid used-car transactions 
amounted to 6,063, compared with 
5,945 in April. 

By make, new-car registrations 
in May were: Ford, 725; Chevro- 
let, 538; Plymouth, 276; Dodge, 
185; Oldsmobile, 172; Pontiac, 149; 
Mercury, 123; Buick, 93; DeSoto, 
62; Cadillac, 53; Chrysler, 29; 
Volkswagen, 24; Rambler, 21; 
Studebaker, 16; Imperial, 14; Lin- 
coln, 10; MG, 4; Metropolitan, 4; 
Morris, 4; Triumph, 2; Austin, 1; 
Hillman, 1; Maserati, 1; Morgan, 
1; Nash, 1; Packard, 1, and 
Porsche, 1. 

New-truck registrations in May 
were 295, compared with 236 in the 
previous month. Used-truck sales 
amounted to 351, compared with 
362 in the previous month. 

By make, new-truck registrations 
were: Chevrolet, 113; Ford, 102; 
Dodge, 20; International, 20; GMC, 
14; Divco, 10; White, 5; Autocar, 4; 
Diamond T, 2; Mack, 2; Volks- 


wagen, 2, and Reo, 1. — (Bert 
Strang.) 
. = aa 
Cincinnati 
May saw little change in the 


new-car market in Hamilton 
County (Cincinnati), O., with reg- 
istrations totalling 3,202, compared 
with 3,243 in April. 

By make, new-car registrations 
were: Chevrolet, 775; Ford, 750; 
Plymouth, 422; Buick, 241; Oldsmo- 
bile, 231; Mercury, 184; Pontiac, 
159; Dodge, 142; Rambler, 73; Cad- 
illac, 57; Chrysler, 57; DeSoto, 33; 
Imperial, 17; Studebaker, 16; Volks- 
wagen, 10; Lincoln, 8; Nash, 8; 
Hudson, 6; MG, 5; Packard, 1, and 
miscellaneous, 7. 

Used-car sales were up during 
the month, amounting to 4,149, 
compared with 3,880 in April. 

New-truck registrations dropped, 
from 257 in April to 237 in May. 

By make, new-truck sales were 
as follows: Ford, 86; Chevrolet, 82; 
International, 32; White, 22; Mack, 
12; GMC, 7; Dodge, 6; Volkswagen, 
5; Reo, 3; Willys, 2; Autocar, 1; 
Divco, 1, and miscellaneous, 2. 

Used-truck sales rose to 195 in 
May from the 169 recorded in the 


previous month.—(Frank Kappel.) 
« * = 


Indianapolis 
The number of new cars regis- 
tered in Marion County (Indian- 
apolis), Ind., declined to 2,682 in 


May from 2,894 in April. 

; New-truck registrations, however, 

increased slightly, from 234 to 256. 
By make, new-car registrations 

were: Ford, 793; Chevrolet, 406; 

Plymouth, 370; Buick, 216; Olds- 

mobile, 153; Dodge, 146; Pontiac, 





Henry Builds New Dealership— 


136; Mercury, 104; Cadillac, 65; 
DeSoto, 59; Chrysler, 44; Ram- 
bler, 37; Studebaker, 34; Imperial, 
23; Volkswagen, 21; Volvo, 12; 
MG, 11; English Ford, 8; Nash, 
7; Lincoln, 6; Metropolitan, 4; 
Morris, 4; Triumph, 4; Jaguar, 3; 
Renault, 3; Austin-Healey, 2; 
Hudson, 2; Isetta, 2; Willys, 2; 
Alfa Romeo, 1; Citroen, 1; DKW, 
1, and Morgan, 1. 

New-truck registrations by make 
were: Ford, 105; Chevrolet, 46; In- 
ternational, 33; Dodge, 22; GMC, 
11; White, 11; Reo, 7; Willys, 6; 
Mack, 4; Divco, 3; Studebaker, 2; 
Autocar, 1; Volkswagen, 1, and 
miscellaneous, 4.—(C, L, Kern.) 

+ * : 
Birmingham, Ala. 

Dealers in Birmingham, Ala. sold 
1,841 new cars in May, compared 
with 1,627 in April, for a gain of 13 
percent. 

By make, May registrations were: 
Ford, 543; Chevrolet, 536; Plym- 
outh, 179; Buick, 114; Pontiac, 93; 
Oldsmobile, 85; Mercury, 79; Cadil- 
lac, 55; Dodge, 48; DeSoto, 34; 
Chrysler, 26; Volkswagen, 12; Lin- 
coln, 8; Hillman, 4; Imperial, 4; 
Renault, 4; Studebaker, 4; Austin, 
2; Packard, 2; Morris Minor, 2; 
Porsche, 1; Prefect, 1, and Triumph, 
1.—(Stuart Riddle.) 

* 


* * 


Flora, Iil. 


New and used-car sales have 
slowed down to a walk, according 
to one dealer, who said there were 
too many cars in the area, 

Some used cars have been 


shipped down from Chicago and, | 


generally, dealers report that new 
and used-car inventories are higher 
than normal. 

Another dealer reported repos- 
sessions mounting. 

Even with high new-car inven- 
tories, one dealer reported not 
enough kinds and colors to suit 
prospects.—(L, H. Houck.) 

* 


o * 


New Orleans 
New-car sales in New Orleans for 
May continued at a good pace, with 
total registrations of 2,460 falling 
only 51 below the preceding month. 
The total was 274 above registra- 
tions in May, 1956. 


Truck sales amounted to 281 in| 


May, compared with 296 in April 
and 294 in May a year ago. 

Registrations by makes were: 
Chevrolet, 760; Ford, 647; Plym- 
outh, 234; Pontiac, 177; Oldsmo- 
bile, 144; Mercury, 109; Buick, 97; 
Dodge, 70; Rambler, 41; Chrysler, 
40; Cadillac, 35; Volkswagen, 24; 
Imperial, 20; Studebaker, 19; De- 
Soto, 17; Lincoln, 10; MG, 6; 
Nash, 2; Jaguar, 2; Packard, 1; 
Triumph, 1; Morris, 1, and 
Isetta, 1, 

Truck registrations were: Chev- 
rolet, 124; Ford, 98; International, 
32; Mack, 9; Diamond T, 9; Dodge, 
3; GMC, 3; White, 1, and Stude- 
baker, i.—(Gordon Hebert.) 

* 


x * 


Vincennes, Ind. 
New-car dealers in Vincennes, 
Ind., report new-car demand as fair 

and used-car sales as slow. 
Vincennes is almost as old as the 
Wabash and is noted in song and 
story, It has long been noted for a 
solid diversified economy and auto 
dealers know that business can be 


had. 
Deals that turn into registra- 





Shown above is the new dealership of Henry Co. (Dodge-Plymouth), Fort Myers, 
Fla., just before completion of paving. The building contains 9,000 square feet of 
floor space and features an open-air showroom and service facilities. Parking area 
and adjacent used-car lot comprise approximately two acres, according to D. Cc. 


Henry, vice-president. 











tions reflect the ability of the 
salesman and the aggressiveness 
of the dealer. 


There is some distress with pay- 
ments, but actual repossessions are 
being held in check. Some dealers 
report refinancing, with some local 
finance companies granting exten- 
sions in special cases, 

Most dealers look forward to a 
fair year.—(L, H. Houck.) 


* * * 


Louisville 


New-car sales in Louisville 
dropped 16 percent in May as regis- 
trations totalled 1,383, compared 
with 1,652 in the previous month. 


For the first five months, the 
1957 total was 7,885, compared with 
9,575 in 1956 and 10,083 in 1955. 


May sales by makes were: 
Ford, 441; Chevrolet, 356; Plym- 
outh, 141; Buick, 115; Oldsmobile, 
8; Mercury, 65; Pontiac, 57; 
Dodge, 24; Cadillac, 21; Chrysler, 
18; Studebaker, 12; Hudson, 11; 
DeSoto, 9; Imperial, 7; Lincoln, 7; 
Volkswagen, 7; Austin-Healey, 2; 
King, 1; Nash, 1, and Volvo, 1. 

New-truck registrations dropped 
7 percent, from 201 to 187, For the 
five months, new-truck registra- 
tions amounted to 856 in 1957, com- 
pared with 1,128 in 1956 and 1,095 
in 1955, 

By makes, May registrations 
were: Ford, 73; Chevrolet, 46; In- 
ternational, 21; Dodge, 15; Mack, 
3; White, 3; GMC, 2; Volkswagen, 
2; Diamond T, 1, and miscellaneous, 
9.—(A, W. Williams.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area were “up sharply” 
in the week ended June 1, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity sagged to 109 percent of 
the 1947-49 average during the 
week, It had been 115.1 percent a 
month earlier. 

Steel-mill operations dropped to 
88.5 percent of practical capacity.— 


| (Leon M, Leffingwell.) 
* = > 


Manhattan, Kans. 


New-car registrations 
County (Manhattan), Kans. during 
May were ahead of April by 19 
units. There were 129 new-car sales 
in May, compared with 110 in the 
previous month. 

Sales in the used-car department 
also showed gains, with 397 in May 
and 363 in April. 

New-truck sales were exactly 
even at 11, 

Registrations of used trucks 
showed a decline from 40 in April 
to 31 in May.—(George M, Hun- 
holz.) 


= * 


Huntington, W. Va. 


This highly industrial area, which 
includes Ashland, Ky.; Portsmouth, 
O., and several other towns, is en- 
joying high employment and gen- 
eral prosperity, 

New-car sales, however, are 
normal to low and used-car de- 
mand is off. Lack of sales despite 
the general prosperity is at- 
tributed to high sales in previous 
years and a heavy load of ob- 
ligations being carried by the 
average worker. 

Repossessions, however, appear to 
be about normal but somewhat 
spotty, Thin deals and time deals 
on near-junkers have not been pay- 
ing out well. There are few repos- 
sessions on new cars and late- 


model used cars.—(L H, Houck.) 
~*~ * 1 


Boise, Id. 


A total of 267 new cars were 
registered during May in Ada 
County (Boise), Id., compared with 
302 in the previous month. 

By make, May registrations 
were: Ford, 60; Chevrolet, 53; 
Rambler, 22; Dodge, 16; Oldsmo- 
bile, 15; Volkswagen, 14; Pontiac, 
13; Cadillac, 12; Plymouth, 12; 
Buick, 10; Mercury, 9; DeSoto, 6; 
Chrysler, 5; Hudson, 3; Imperial, 
3; Nash, 2; Studebaker, 2; Lincoln, 
1; Willys, 1, and miscellaneous, 8. 

New-truck sales, which in May 
topped April by 163 to 49, were 
divided. for the month as follows: 
Chevrolet, 96; Ford, 27; Interna- 
tional, 21; Dodge, 5; GMC, 3; 
Studebaker, 2; Willys, 2; Mack, 1; 
White, 1, and miscellaneous, 5. 





in Riley| 


Automotive News-Reel 





Wooster Honors Top Salesman— 


Frank Russell, second from right, of Dallas, was awarded an alarm wrist watch as 
the nation's top salesman for Wooster Rubber Co.'s automotive division. Forrest B. 
Shaw, production vice-president, presented the award as William Coulter, automotive 
sales manager, and Mrs. Russell looked on. 





Lincoln Officials, Dealers Meet— 


Lincoln district and national sales heads confer with dealers during a recent meet- 
ing in los Angeles. From left are Frank J. Mullen, Lincoln Los Angeles district sales 
manager; T. H. Tupman and J. E. Coberly, Los Angeles Lincoln-Mercury dealers; Henry 
B. Daniels, Lincoln general sales manager, and Holmes Tuttle, L-M dealer. 





Predict Tire Sales Record— 


L. L. Higbee, front center, trade sales manager, General Tire & Rubber Co., and 
A. R. Carr, next left, passenger tire sales manager, predicted the greatest replace- 
ment tire sales year in the history of the company at a meeting of passenger tire 
sales managers from all over the country. The group, shown here with executive sales 
personnel, met for three days at the company's Akron headquarters. Looking forward 
to a record year, Carr said sales of replacement automobile tires have already surged 
25 percent ahead of the same period last year. 





Dealers of all Chrysler Corp. divisions met recently in Pocatello, Id., with factory 
dealer representatives to discuss the new Chrysler dealers sales agreement. Shown here, 
from left, are G. H. Gregoire (DeSoto-Plymouth); C. L. Jacobson, Chrysler Corp. dealer 
relations director; M. A. Bullock (Chrysler-Plymouth); J. T. Condon, Chrysler division 
dealer council director; D. L. Fry (Dodge), and L. J. Ouellette, Dodge dealer relations 
director. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





"6S = °56 
Aug, 





cd a 


"5S =°56 
Sept. 


"55°56 
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5S "56 
Nov, 


"56 
Dec, 





"56 
Jan, 


"57 "66 57 


March 


"56 =°5S7 
Feb, 





"56 °S7 
Apr. 


Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 


Market Trend 


Prices in the used-car market 
spurted upward last week on all 
models indexed by Automotive 
News, with the overall average 
advancing $16 to $897. 

Although the gain was the 
largest recorded in any week thus 
far this year, it was not enough 
to offset the $19 loss registered 
on the index in the previous 
week. 


Increases amounted to $33 on 
"57s, $8 on ’56s, $27 on ’55s, $16 on 
"54s, $12 on ’53s, $3 on ’52s, $11 
on ’51s and $18 on ’50s, 

At a group of representative 
auctions last week, the average 
consignment was 170.9 units, com- 
pared with 175.9 units a week 
earlier. The sales ratio was 69.5 








percent, compared with 70.6 per- 
cent in the previous week. 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 


Monday. Prices are for sale of June 3.) 
(Car prices declined gradually on all 
makes and models at today’s auction. 
Buyers galore attended including the ex- 
porters and New Englanders. They all 
wanted to buy them for less than seller’s 
cost. The gravy boat has passed! Buy 
your cars for less or leave them alone. 
Sold 139 out of 203 offerings.) 
BUICK—’'55 Century Riviera, $1,400*, 
385°; Super Riviera, $1,620° (ps). 
RM Riviera, $1,100* (ps); 
$1,065° (ps). '51 Special 4-dr., $230*. 
Special 4-dr., $250*. 
CADILLAC—’55 (62) coupe, $2,575* 
$2.570* (ps), $2,600* (ps); (60) 
$2.520° (ps). ‘54 (60) 4-dr., 


$1,- 
"54 
Super Riviera, 
"50 


(ps), 
4-dr., 
$1,950° 








(ps). "53 (62) conv., $1,400*° (ps); 4-dr., Main (8) 2-dr., $500; 4-dr., $360. °52 
$1,270* (ps); (60) 4-dr., $1,010* (ps). Crest (8) Victoria, $600*; Custom (8) 
*51 (62) coupe de Ville, $625*. °49 (62) conv., $470; 2-dr., $520, $370°; 4-dr., 
2-dr., $370°; (61) 4-dr., $250°*, $400. '51 Country Squire, $180; Custom 
CHEVROLET—'56 Bel Air (8) conv., $1,-| (8) 2-dr., $130°; 4-dr., $320°, 
875*; Two-ten (6) 2-dr., $1,310, $1,230; IMPERIAL—’57 Southampton 4-dr., $3,- 
4-dr., $1,275, $1,270; One-fifty (6) 2-dr. 800° (ps). 
$1,040 (fleet). °55 Two-ten (6) 4- dr.. LINCOLN—’52 Cosmopolitan 4-dr., $510*. 
$975, $950, $900. '54 Bel Air Sport coupe,| MERCURY—’55 Monterey 4-dr., $1,460*. 
$960°; Two-ten Delray coupe, $740; 4-dr., ’54 Montclair coupe, $920°; Monterey 
$730°, $460; 2-dr., $575. °53 Bel Air coupe, $725*. "52 Monterey coupe, $470*; 
conv., $780; Sport coupe, $690; Two-ten 4-dr., $385. °51 Custom 4-dr., $300, $150°. 
2-dr., $535, $500; One-fifty 2-dr., $400. "50 Custom 4-dr., $160, $100.” 
oe sL oon a 2-dr., $410°, $410. '51 SL NASH—’53 Statesman 2-dr.. $385. 
Deluxe 1 Air, $325°; 2-dr., $330, $290; | LE 8 oe 
4-dr., $330°, $300; FL Deluxe 2-dr., $220. “aa; a oe — (98) Holiday, | $1.700° 
’50 SL Deluxe 4-dr., $220; 2-dr., $140. Super conv., $830° (ps); 4-dr. $800*, 
49 SL Deluxe 4-dr., $120. $530* (ps); (98) Holiday, $740*. ‘52 
DODGE—’56 Royal Lancer 4-dr., $1,785. (98) Holiday, $410°. 
'53 Meadowbrook station wagon, $450.| PACKARD—’53 Clipper 4-dr., $435°, 51 
’52 Coronet 4-dr., $235*. °50 Wayfarer Clipper 4-dr., $220*. 
2-dr., $160. PLYMOUTH—’ 57 Belvedere (8) 4-dr., $2,- 
FORD—’'57 Country sedan, $2,450* (ps); 425. °55 Belvedere (8) conv., $1,450*; 
Custom (8) 2-dr., $1,770. °56 Country Plaza (6) 2-dr., $660. '54 Belvedere sta- 
sedan, $1,770*, $1,710* (ps), $1,500; tion wagon, $975*,. "53 Cambridge station 
Town sedan, $1,600*,. "55 Country sedan, wagon, $550°; coupe, $370; 4-dr., $210 
$1,290; Fairlane (8) Crown Victoria, $1,- "52 Cambridge 4-dr., $270; Cranbrook 4- 
390°; 4-dr., $1,140°; 2-dr., $1,030°; Main dr., $260, $235°. °51 Cranbrook Belve- 
(8) 2-dr., $860, '53 Custom (8) Victoria,| dere, $290; 4-dr., $220, "49 Deluxe 4-dr., 
760°; 4-dr., $680, $550, $480; 2-dr., $100. 
$515*, $510; Crest (8) conv., $470*;| PONTIAC—’55 Star Chief Catalina, $1,350* 





(ps). ’53 Chieftain Catalina, $800*; 
conv., $660*° (ps); station wagon, $600*, 
$580*; 4-dr., $560*°, °52 Chieftain (8) 
Catalina, $570*. ’51 Chieftain (8) Cata- 
lina, $220*; 4-dr., $210. ’50 (8) Cata- 
lina, $170*. 

WILLYS—’57 Volkswagen sedan, $1,625. 

MISCELLANEOUS—’57 Volkswagen, $1,- 
625. °56 Volkswagen, $1,375, 2 at $1,350, 
$1,340; MG 4-dr., $1,350. '55 Chevrolet 
%-ton pickup, $810, '54 Chevrolet %-ton 
pickup, $650; Ford %-ton pickup, $950; 
GMC %-ton pickup, $400. ’°52 Ford %- 
ton pickup, $410. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 

Prices are for sale of May 31.) 

(Prices steady to a little higher, Sold 

142 cars out of 203 offerings.) 

BUICK—’57 Special Riviera, $2,630*, $2,- 
600*; Century Riviera, $2,495*, °56 Su- 
per Riviera, $1,950* (ps); Special Rivi- 
era, $1,795*. °54 Century Riviera, 
$1,060*; Special 4-dr., $995*, °53 Super 
Riviera, $750*, $695*; 4-dr., $580*; Spe- 
cial 4-dr., $485. 

CADILLAC—’ 52 (62) coupe de Ville, $700*. 

CHEVROLET—’57 Two-ten (6) 2-dr., $1,- 
700. ’°56 Bel Air (8) coupe, $1, 690°" $1,- 
660%; Two-ten (8) 4-dr., $1,350: ’55 
Two-ten (8) 2-dr., $940, $880. 54 Two- 
ten 4-dr., $575, $560. °53 Bel Air coupe, 
$600*; 2-dr., $545, $480; Two-ten 4-dr., 
$575* (ps), $520*, $520, $485, $460, $415; 
One-fifty 2-dr., $325, ‘52 SL Deluxe 4- 
dr., $325. '51 SL Deluxe Bel Air, $360°; 
2-dr., $160, $140; FL Deluxe 2-dr., $180*. 

CHRYSLER — '51 Imperial 4-dr., $275* 
(ps). °50 4-dr., $165. 

DeSOTO—'52 (6) 4-dr., 
$100, '49 4-dr., $100. 

DODGE—’55 Coronet 2-dr., $790. 
onet station wagon, $565*; 
$445. °52 Meadowbrook 4-dr., 
Wayfarer 2-dr., $125. 
$130. 

FORD—'56 Thunderbird, $2,450; 
(8) Victoria, $1,565*; conv., 
4-dr., $1,460°; Main (8) 2-dr., 
’55 Fairlane (8) 2-dr., $940*. "54 Ranch 
Wagon, $700; Custom (8) 4-dr., $610, 
$595, $585, 2 at $575. 53 Crest (8) Vic- 
toria, $690*, $655*; conv., $730*; Cus- 
tom (8) 2-dr., 2 at $615*, $520, $495, 
$490, $395. 

LINCOLN—’57 Premiere Hardtop, $2,475°*. 

MERCURY — '57 Monterey Hardtop, $2,- 
475°. '55 Montclair conv, . $1,345* (ps). 
"54 4-dr., $795°. °53 2-dr., $600°. °'52 
4-dr., $410°. °51 2-dr., $275°, $230*, $150. 

OLDSMOBILE — '56 (88) conv., $2,145* 
(ps); 4-dr., $1,430. '55 (98) | Holiday, 
$1,740* (ps); (88) Holiday, $1,560*, '53 
a 4-dr., $790° (ps), $630°. '51 (S88) 

4-dr. $175°. 

PACKARD—'55 Clipper coupe 


(Continued on Page 66, Col. 


$130°, °51 4-dr., 


’53 Cor- 
Diplomat, 
$125. °51 
"50 Coronet 4-dr., 


Fairlane 
$1,505*; 
$1,105. 


$1,350°. 
1) 


LEADING USED-CAR AUCTION DIRECTORY 


, Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 


| eeebeene space, 1 —_ on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., 


COLORADO 








COLORADO AUTO ——— 
LITTLETON, COLO. 
DEALERS ony 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for. by our own check through 
The Bank of Denver 








MID-WEST AUTO AUCTION 


1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at I! A.M. 

Phone Sherman 4-3263 





. 


DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 











CONNECTICUT 








i 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 








___lowa 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, 
Phone ATiantic 2-8353 
Sale Every Monday—i! A.M. 
Guaranteed Titles and Checks 





___ MASSACHUSETTS _ 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at || A.M. 
Newburyport Turnpike, U. S. Rt. | 
West Peabody, Mass. 
Joseph Herbert 





lowa 


Jefferson 1-7500 | 
Phillip Glick 





| 


| 


MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
{Dealers Only) 
Operating Since 1946 





MICHIGAN 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 








MICHIGAN | 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half me west of Grandville, 


ich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘'Bill'' Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 


MISSOURI 





AUTO DEALERS AUCTION 
Kansas City, Mo. 

6200 Independence HU 3-7470 

Checks & Titles Guaranteed 
Bob Ring, Owner Fred Reed, Mgr. 
Auctioneers 

Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
Sale every Friday: 10:30 a.m. 

An effective channel to buy and sell 











NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





LAFAYETTE—Syracuse Auto Auction, 


|RALEIGH — 
5. Ph. 3-1564, Titles & 





Center of Empire State, 
Checks and Titles (Wed.). 


NORTH CAROLINA 





Mann’s Auto Auction 
Sale, Rt. 


checks guaranteed. Mon. 10 A. M. 





OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





Insured 


__ PENNSYLVANIA 


i 


MANHEIM AUTO AUCTION, IN 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


c. 





TENNESSEE 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
Free—1957 Mercury—Friday, June 28th 





MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 





“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





Crossroads 


- where they meet... 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


buyers 


You will reach both groups through 
an ad in Automotive News. 








| 


Holiday families go for driving in a B-I-G way! Just look at 
these figures: Last year they drove the whopping total of 
12.4 billion miles, buying 900 million gallons of gas, 42 
million quarts of oil and 142 million tires on the way. Not 
to mention an estimated 9 million spark plugs, 242 million 
oil filters and 600,000 batteries as well! 

The reasons are simple. Holiday’s 875,000 families are 


HOLIDAY readers are the leaders of the new active leisure ! 





exceptionally well heeled, with yearly incomes nearly triple 
the national average. What’s more, they're pace setters .. . 
an enthusiastic, pleasure-loving group of people who really 
enjoy driving, whether it be to the beach, the club, across 
country or across town. 

Perhaps this explains the presence of 56 of the nation’s 
top automotive advertisers in Holiday. How about you? 











Ford's Four-Letter Winners— 


Ford dealers from Southern Wisconsin who have received Ford Four-Letter Awards | 
are, seated, from left, Robert Cook, Lake Geneva; Erv Last, Elkorn; Art Strauss, | 
Menominee Falls. Standing: Jack Fagan, Delavan; James J. Larusso, Ford field man- 
ager, who made the presentation, and Robert Ketterhagen, Whitewater. 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as. State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr. sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 


986.83; 4-dr. 2-seat stat. wag., $3,046.83; | 


4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 


| 598; 4-dr. 2-seat hardtop stat. wag., $3,- 


706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 


|—4-dr. hardtop, $4,053.33; 2-dr. hardtop, 


$3,944.33; conv., $4,066.33. Roadmaster 
“*75’’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 


|“*75."’ Power steering standard on Super, 


Roadmaster and Roadmaster ‘‘75.’’ Power 


| brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVillie hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr, hard- 


| top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr. hard-| 


top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) Ome-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr, hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., §$2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr, 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr, hardtop, 
$2,299.32; conv., $2,511.32; 4-dr, 2-seat 
stat, wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
epe, or conv. (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr,. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr, hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr, hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
| 777.25; 4-dr, hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3.- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr, sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr, hardtop, $3,084.75; 





conv., $3,361.25. Fireflite—4-dr. sed., $3,- 
| 486.75; 4-dr, hardtop, $3,670.75; 2-dr. hard- 
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P.A.G.* readers have buying power! 
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of his income on 


Motor Life, Hot Rod) has an ABC circulation of 1,112,278, 
and a combined readership of over 4,000,000 — unquestionably 
the “World’s Largest Automotive Consumer Readership!” 


PETERSEN PUBLISHING COMPANY ¢ 5959 Hollywood Bivd., Los Angeles 28, Calif. e HOllywood 2-3261 





The median family income of Petersen 
Automotive Group readers is $5,832. 
(National median: $4,344.) The P. A. G. 
reader has extra buying power. He has 
an above average interest in automotive 


products...and spends a bigger share 


them. He’s a 


prime target for your advertising. 


From Bennett-Chaiken Survey, 1956. 











top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat, wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr, hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr, sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr, sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr, 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12, 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 


power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr. hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 


seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 


O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 


| Turnpike Cruiser. ) 


METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr, hard- 
top, 2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr, hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 

PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 
top, $2,925.25. Station wagons—-2-dr, 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr,. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr, 2-seat Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75. 

PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat. wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr, deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39, (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville.) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat. 














| wag., $2,409.65. Custom Six—4-dr, sed., 


$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-8—4-dr. sed., $2,252.60; 4-dr, 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr, 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90, 

STUDEBAKER—Scotsman 6—-4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr, cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr, custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,123.09, Commander V-3— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President V-8 

4-dr, sed., $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr, 2-seat Parkview V-8, §$2,- 
504.69; 4-dr, 2-seat Provincial V-8, $2560.72; 
4-dr. 2-seat Broadmoor V-S8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over- 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 










Today thousands of new 1957 car owners have 


New Assurance of SAFE STOPS! 






New POWER-ACTION Tread 


stops faster on slickest surfaces! 


Triple the non-skid edges of former tires—an ad- 


a 







vance in stopping power that really shows up on 






wet, slippery surfaces like this soap-slick test track. 







Look how new Power-Action Tread delivers meas- 






urably safer stops...improves driver control of 


today’s high-powered cars! 





By the thousands, new 1957 car owners are enjoying the new feeling of assurance that 
comes with the new U. S. Royal Safety 8. They know this brand-new tire’s dramatic advances 
bring new, greater protection against every tire risk. They agree with leading car manu- 
facturers that the new U. S. Royal Safety 8 is the perfect companion to the increased power 


' and performance of finest new 1957 cars! 
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AVAILABLE NOW! INFORMATIVE NEW FILM 


—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 





United States Rubber 


ROCKEFELLER CENTER @ NEW YORK 20, NEW YORK 
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$1,290. °55 Country 
$1,470*; Fairlane (8) sedan, $1,150*, 
$1,150, $870; Crown Victoria, $1,425* 
(ps). '54 Custom (6) sedan, $740, $620*, 
$390. '53 Custom (6) sedan, $700, $600, 
$235. 52 Custom (8) 2-dr., $415, $245, 
$200. ’49 2-dr., $115. 


KAISER—’ 54 4-dr., $435. 





(8) 2-dr., sedan, 


Used-Car Auction Prices 


(Continued from Page 62) MEROURY—’55 Monterey 4-dr., $1,425* 
(ps), $1,250, $1,200*, '55 Monterey club 
CADILLAC—’57 (62) club coupe, $4,415* coupe, $1,555* (ps), $1,265*. '54 2-dr., 


PLYMOUTH—'55 Plaza (8) station wagon, 
$860. '53 Custom 2-dr,, $600. 


$1,100*; Savoy (8) 4-dr., $920. ’54 Bel- (ps). "55 (62) club coupe, $2,365* (ps); r , i ” 
vedere 4-dr., $395. ’51 Cranbrook 2-dr., 4-dr., $2,025* (ps). ’54 (62) club coupe, OLDEMOBILE er (an) daner club coupe 
$290. $2,245*, $2,150* (ps). ’53 (62) conv.,| go 635 56 (88) Super Holiday, $2,100° 
PONTIAO —'56 Chieftain 2-dr., $1,280°.|  §$1,275*. (ps), $1,800* (ps). "55 (98) club coupe, 
’55 Chieftain station wagon, $1,545* (ps); | CHEVROLET—’57 Bel Air (8) 4-dr., $2,- $1,750* (ps), $1,625* (ps); (88) Holiday, 
2-dr., $1,100; Star Chief 2-dr., $1,245* 180*, $2,145* (ps), $1,915*; Bel Air (6) $1,600* (ps); 4-dr., $1,575, $1,255*; 
(ps), $1,075, °53 Chieftain (8) 4-dr., 4-dr., $1,850; Two-ten (8) 4-dr., $1,845°*. club coupe, $1,510, °54 (88) 4-dr., $1,- 
$605, $385*. °49 4-dr., $100*. *56 Bel Air (8) conv., $1,700*; 2-dr., 110* (ps), $1,085, $1,000*, °53 (88) 2- 


STUDEBAKER—’57 Commander 4-dr., $1,- $1,400*; Two-ten (8) 2-dr., $1,350; Two- dr., $595*, 


ten (6) 2-dr., $1,340; One-fifty (6) 2-dr.,|) PACKARD—’55 Clipper 2-dr., $1,250* (ps). 


780°. °55 Champion 2-dr. 740. *52 
Champion club coupe, $175. 1 Com-| $1,215. '55 Bel Air (8) station wagon, | PLYMOUTH—’56 Savoy (6) Suburban, $1,- 
mander Land Cruiser, $125*. $1,425, $1,410*; club coupe, $1,425*, $1,-| 410; 2-dr., $1,080. '55 Savoy (8) 4-dr., 
" 2 . . 360*; 4-dr., $1,415* (ps), $1,325*, $1,- $1,015; 2-dr., $870. °49 4-dr., $100. 
WILLYS—’52 Aero Lark 2-dr., $100. 205*; 2-dr., $1,175, $1,160* (ps); Bel Air| PONTIAO —’56 Chieftain Catalina, $1,- 
MISCELLANEOUS—’57 Volvo 2-dr., $2,- (6) 2-dr., $1,100*; Two-ten (6) Delray 780*; 4-dr., $1,680*. '55 Chieftain sedan, 
280. ’°53 Volkswagen 2-dr., $855. coupe, $1,165*, $1,075*; 4-dr., $1,155*, $1,435* (ps), $1,415*, $1,175; conv., $1,- 
$1,150*, $1,140*, $1,135*, $1,115; One- 475* (ps); Catalina, $1,450*, °54 Chief- 
GRAND RAPIDS fifty (6) station wagon, $1,100. °’54 Bel tain 4-dr., $810, $530. '50 2-dr., $125. 
Air 2-dr., $870*, $790*%; Two-ten 2-dr., 
(Grand Rapids Auction, Sale every Tues- $775*, $770*, $740, $735; Delray, $735. 
day. Prices are for sale of June 3.) ’53 Two-ten club coupe, $895* (ps); 4- LITTLETON, COLO. 


(Colorado Auto Auction. Sale every 


dr., $510, $500; One-fifty 4-dr., $265, ’51 
Tuesday. Prices are for sale of June 3.) 


2-dr., $265, $235*. 


(Market very steady. Cars sold well 
throughout the entire sale. Sold 145 out 








of 222 offerings.) : ‘'SLER—’ Winds - , BUICK—’57 Special Riviera, $2,880* (ps), 
BUICK—'56 Super Riviera, $1,865° (ps).| Minn coure, $185" ite). 19° NY. Sede | $2.855* (ps), $2,650*. "56 Century Rivi- 
"55 Special Riviera, $1,560*, $1,500*°; 4- $135 ’ _ era, $1,930*; Special Riviera, $1,855*. 
dr., $1,435*, $1,205, $1,135; RM Riviera, a 4 o - "55 Special Riviera, $1,435* (ps), $1,335°*. 
$1,550* (ps), $1,540* (ps); Century 4- DeSOTO—’53 2-dr., $580. "54 Century Riviera, $1,195* (ps). °53 
dr., $1,435* (ps); Special Riviera, 4-dr..|; DODGE—’55 Coronet (8) sedan, $1,200. Super Riviera, $550*, °51 Super Riviera, 
$1,445*, $1,400*. '54 Super Riviera, $1,- "54 Suburban, $890. °53 Coronet sedan, $300*, $275°*. 
200; 4-dr., $1,075*; Special Riviera, $1,- $440; club coupe, $385. CADILLAC—’56 Eldorado conv., $3,915* 
160*, $1,000, $960; Century Riviera, $1,-| FORD—’'57 Fairlane (8) 500 conv., $2,380*, (ps). °53 (62) coupe de Ville, $1,050* 
100*. °'53 Super Riviera, $725, $650*, $2,030*; Country sedan, $2,185*. ’56 Fair- (ps). °52 (62) coupe, $1,050*. °51 (62) 
$650, $635; Special Riviera, $625*, $535, lane (8) conv., $1,705*, $1,605*, $1,500; 4-dr., $960*. 
$515; 4-dr., $625, $590. '51 2-dr., $165. Victoria, $1,340°%; 2-dr., $1,320; Custom! CHEVROLET — '57 Two-ten (8) station 





“Hottest Item of the Year!” 


new member of the famous 
BAR’S LEAKS family 


BARS RUST «Ada: 


BAR'S RUST, an emulsifying water pump lubricant, contains pelletized 
chemical inhibitors. These provide unparalleled control of rust and scale 
in the cooling system. Simply pour into the radiator . . . pellets slowly 
dissolve in the water, effectively inhibiting rust and scale. 





Rust and scale in today’s pressurized cooling systems and high com- 
pression engines mean—a range from reduced economy to localized hot 
spots, even cracked cylinder heads and blocks. 


BAR'S RUST consists of essentially the same ingredients—plus pelletized 
inhibitors—used in cars as they come from the factory. It is harmless to 
rubber, all metals, aluminum radiators, radiator pressure caps and complete 
cooling systems. 


Available through automotive jobbers, service stations, auto goods stores. 


U. S. Patent 2580719, Canadian Patent 501547. Other Patents applied for. 


LIST PRICE 


Cash in on BAR'S RUST for a 
lucrative repeat business. 


P.O. BOX 146, HOLLY, MICH. 





Model Breakdown 
Of Auction Averages 








June, 1957 May, Apr., 

Model To Date 1957 1957 
BE Ci vesicceviins $2,211 $2,236 $2,301 
on 1,559 1,576 1,598 
ee vervevvscses 1,178 1,211 1,242 
Bbc ssieveritese 852 834 881 
ee 563 557 571 
re 367 357 377 
Beri vincevseees 251 239 242 
BOO reseverssevsee 193 193 203 
Overall ——- —— — 
Average $ 897 $ 900 $ 927 
wagon, $2,475*; Bel Air (8) 2-dr., $2,- 


350*, $2,300*; Two-ten (6) 2-dr., $1,635. 
56 Bel Air (8) Hardtop, $1,825*; conv., 


$1,700*; Two-ten (8) 2-dr., $1,335, $1,- 
310*, $1,220; One-fifty (6) 4-dr., $1,165. 
"55 Bel Air (8) Hardtop, $1,580* (ps), 
$1,550* (ps); Two-ten (8) station wag- 
on, $1,385*; 2-dr., $1,125*, °54 Bel Air 
4-dr., $780*; Two-ten 4-dr., $575*, $555. 
"563 Two-ten (6) 4-dr., $500; Business 


coupe, $500. °51 SL Deluxe 4-dr., $275°*. 


CHRYSLER—’53 Windsor 4-dr., $525* (ps). 


DeSOTO—’56 Firedome 


DODGE—’57 





NASH 


OLDSMOBILE 


| PACKARD—’'53 Clipper 4-dr., 
PLYMOUTH— 57 


STUDEBAKER - °§2 


WILLYS 
MISCELLANEOUS 


| Wednesday. 


CADILLAC—'55 (62) club sedan, $2,455° 
( . 
CHEVROLET—'57 Bel Air (8) Sport coupe, 


FORD—’57 Thunderbird, 


"55 Custom (8) 2-dr., $1,150, $965, °54 
Main (8) 4-dr., $725, °53 Crest (8) 
|} conv., $555°*. 
| HUDSON—’57 Rambler 4-dr., $2,190. '55 
Hornet (8) Hardtop, $1,400*. °52 Hornet 


| LINCOLN 


| MERCURY 


PONTIAC—’57 Chieftain Catalina, $2,485°. | 


except in the medium price range. Short- 
age of sharp units still exists. Sold 97 
cars out of 143.) 

BUICK—'57 Super Riviera, 


(8) 
‘55 Firedome 


Hardtop, 
(8) 4-dr., 


$2,- 
$1,- 


Hardtop, $2,590*; 
(8) Hardtop, 
4-dr., $1,235; 


000* 
310. 


(ps). 


Royal (8) 
$2,010, °56 Coronet 
"55 Royal (8) 


coupe, 
$1,690*. 
2-dr., $1,190*, 
$3,200* (ps), $3,- 
150° (ps); Fairlane (8) 500 Victoria, 
$3,030*; Victoria, 2 at $1,970*; Custom 
(8) 300 4-dr., $1,825. °56 Thunderbird, 
2 at $2,800*; Country sedan, $1,870*; 
Hardtop, $1,805* (ps), $1,680* (ps), $1,- 
595*, $1,500; Fairlane (8) conv., $1,440°*. 


(6) Hardtop, $365*. 

‘57 Premiere Hardtop, $4,065* 
(ps). °56 Premiere 4-dr., $3,100* (ps). 
"54 Capri 4-dr., $1,090*. 

"57 Commuter station wagon, 
$3.125* (ps), $3,020, $2,795; Montclair 
Hardtop, $2,800* <‘ps). °55 Montclair 
Hardtop, $1,570*. °54 Monterey Hardtop, 
$925; 4-dr., $910*. 

'57 Rambler station wagon, §$2,- 
190*. °56 Rambler station wagon, $1,775* 
(ps). "55 Statesman 4-dr., $920. 

"57 (88) Holiday, $2,550*. 
’56 (88) Holiday, $2,005*. °55 (98) Holi- 
day, $1,860° (ps), $1,765*° (ps); (88) 
Holiday, $1,500° (ps). "54 (88) Holiday, 
$1,210°; Super 4-dr.. $1,195*. °50 (88) 
club coupe, $155*. 

$560°. °51 
4-dr., $210°. 

Belvedere (8) Hardtop, 
$2.475°; Savoy (8) Hardtop, $2,185°.| 
"56 Belvedere (8) 2-dr., $1,400. '55 Plaza 
(8) 2-dr., $900. '53 Plaza station wagon, 
$660. | 


"56 Chieftain Catalina, $1,310*. '53 Chief- | 
tain (8) 4-dr. $655*; conv., $630° (ps). 
"49 (8) 4-dr., $100°. | 
Commander 4-dr., | 
¢ Champion 4-dr., $220, °51 Cham- 
pion 4-dr., $145*. 
‘51 (4) station wagon, $320. 

‘57 Chevrolet %-ton 
\%-ton pickup, $1,890, "50) 
‘48 Inter- 





pickup, $1,650; 
Dodge ‘-ton pickup, $260*, 
national van, $350, $340. 


Auto Auction, Inc. Sale every/| 
Prices are for sale of June 5.) 
(Prices seemed to stay fairly stable 


(Flint 


$2,740° (ps). 
‘56 Super Riviera, $1,830° (ps); Century 
Riviera, $1,675*; conv., $1,500°. 54 Su- 
per 4-dr., $1,050°; Special 4-dr., $905; 
Century 4-dr., $900*. "53 RM 2-dr., $610° 
; Super Riviera, $575*; Special 4-dr., 


CHEVROLET—’56 Bel 


CHRYSLER 


FORD 


$1,140°*. | 


HUDSON—’54 Hornet 4-dr., 


LINCOLN 
MERCURY - 


NASH 


PACKARD- 
PLYMOUTH- 


PONTIAC 


STUDEBAKER — 


WILLYS 
MISCELLANEOUS 


day 
BUICK 


CADILLAC—'55 


CHEVROLET — 





ps) 


$2,100*. '56 Two-ten (8) station wagon, 
$1,800°; 2-dr., $1,175; Bel Air (8) 4-dr., 
$1,800°; 2-dr., $1,430; Bel Air (6) club 





coupe, $1,550. "55 Bel Air (8) conv., $1,- 
465°; club coupe, $1,260°; 4-dr. $1,350°, 
$1,160*; Two-ten (8) station wagon, $1,- 
555°; 2-dr., $1,100; 4-dr., $1,040°, $900°; 
Delray coupe, $910. ‘53 Bel Air club 
coupe, $580°; 2-dr., 2 at $575°, $560°; 
Two-ten 2-dr. $505°, $415°; 4-dr., $375. 
"52 SL Deluxe 4-dr., $280. "51 SL Deluxe 
4-dr., $330, $175°. 


DODGE—’'54 Coronet club coupe, $445, '53 


FORD—’'56 Fairlane 


Coronet club coupe, $315. 
(8) Victoria, $1,545° 
(ps), $1,520°; Ranch Wagon, $1,485; 
Main (6) 2-dr., $905. °55 Fairlane (8) 
2-dr., $1,355* (ps); Crown Victoria, $1,- 
355° (ps), $1,175*; Victoria, $1,340*, 
$1,255; conv., $1,325*; Custom (8) 4-dr., 
$900°; 2-dr., $955; Main (6) sedan, $685. 
"54 Crest (8) Victoria, $720; Custom (8) 
2-dr.. $525, $490°, $385; 4-dr., $450, 
$375, $310. "52 Ranch Wagon, $475*. ’51 
Custom (8) 2-dr., $310°, $300°; 4-dr., 
$125. "50 Custom (8) 2-dr., $125. 


MERCURY—’'54 Monterey station wagon, 


NASH — 


$1,250°*; club eoupe, $775°*. 

’55 Statesman 4-dr., $870. °'54 
"53 Statesman 4-dr., 
$300 ; 


Farina 2-dr., $565. 
$300. ‘52 Statesman club coupe, 
Rambler club coupe, $245. 


OLDSMOBILE—'56 (88) 2-dr., $1,435, °55 


(88) Super 4-dr., $1,495° (ps). '54 (88) 
Super 2-dr., $930° (ps). '53 (88) Super 
2-dr., $640°, $500*. °48 (98) conv., $115°. 


PACKARD—'54 Clipper 2-dr., $585°*. 
PLYMOUTH—’56 Belvedere (8) 4-dr., $1,- 


PONTIAC—’55 Star 


STUDEBAKER — 


580°. '53 Cranbrook club coupe, $285. ’52 
Cambridge club coupe, $290. °49 Special 
Deluxe 4-dr., $115. 

Chief Catalina, $1,- 
350° (ps); Chieftain 2-dr., $1,015*, $910. 
"53 Chieftain 2-dr., $430; 4-dr., $420*. 
"52 Chieftain 2-dr., $205°*. 

"53 Commander cub 
coupe, $510*; Champion club coupe, 
$305*. °52 Commander 2-dr., $250*, 


MISCELLANEOUS—’56 Ford %-ton pick- 


up, $885. °51 GMC %-ton pickup, $300; 
Chevrolet %-ton panel, $130, '48 Chev- 
rolet van, $100. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 


Wednesday. Prices are for sale of June 5.) 


BUICK—’55 Super Riviera, $1,500* 


(Sold 167 cars out of 217 offerings.) 
(ps), 


FORD—’57 Thunderbird, $3,125*; 


LINCOLN — 


NASH—’55 Rambler station wagon, 





$1,380* (ps); Century Riviera, $1,480°*. 
’54 Special 2-dr., $875, $775*. ’°53 RM 
4-dr., $775* (ps); Super conv., $705*. 
52 Super Riviera, $460*, $410*, '51 Su- 
per Riviera, $360*, °50 Super Riviera, 
$190*, $105. 

CADILLAC—'57 (62) 4-dr., $4,800* (ps); 


coupe, $4,380* (ps), ’55 (62) coupe, $2,- 

695* (ps). "53 (62) coupe, $1,220* (ps). 

’51 (62) 4-dr., $860*; limousine, $740*; 
(60) 4-dr., $575*,. ’50 (62) 4-dr., $400*. 
’49 (61) 4-dr., $255*. 

Air (8) 
(6) 2-dr., 


4-dr., $1,- 
$1,260. 
$1,065; 
4-dr., 
$835*, 
"53 
Air 


625*, $1,410; Two-ten 
°55 Two-ten (8) 4-dr., $1,250, 
2-dr., 2 at $980; One-fifty (6) 
$620. °54 Bel Air 4-dr., $885*, 
$725*; Two-ten 4-dr., $710, $505. 
Two-ten station wagon, $725; Bel 
sedan, $670*, $650, $615*, $575, $570, 
$550, $515; One-fifty 4-dr., $360. °52 SL 
Deluxe station wagon, $515, $405, $375*, 
$360, $350*. ’51 SL Deluxe Hardtop, 
2 at $345*, $310, $280, $275, 2 at $250, 
$190, $155. 

54 Windsor 2-dr., $750*. ’53 


NY 4-dr., $625* (ps). °52 Windsor Hard- 


top, $310*, °51 Saratoga 4-dr., $290*. 
DeSOTO ‘55 Firedome 4-dr.. $1,385*; 
Fireflite Hardtop, $1,360*, °52 Custom 
4-dr., $120*. 
DODGE — '56 Coronet 2-dr., $1,205. °54 
Meadowbrook 4-dr., $650*, °'53 Coronet 


station wagon, $385*. °52 Coronet Hard- 
top, $370*. ’50 Coronet 4-dr., $140*. 

'56 Country sedan, $1,625*; Fair- 
lane (8) 2-dr., $1,490* (ps), $1,480*, $1,- 
450*; Custom (8) 2-dr., $1,250, '55 Fair- 
$1,200*, $1,030*, 


lane (8) conv., $1,275*, 
$1,025, $930, $925, $810*. ’°54 Custom (8) 
2-dr., $845*; Main (8) 2-dr., $775, $610, 


$565. 53 Ranch Wagon, $900, $720; Cus- 
tom (6) 2-dr., 2 at $550; Main (6) 2-dr., 
$375, $300. '52 Ranch Wagon, $470. ‘51 
Custom (8) 2-dr., $415, $290*, $225. '50 
Custom (8) 2-dr., $165*. 

$575*, $475*. 
"53 Hornet 4-dr., $275*. 

"51 4-dr., $100. 

-'57 Monterey 2-dr., $2,400* 
Monterey station wagon, $1,- 
600* (ps), $1,550* (ps). ‘54 Custom 
Hardtop, $850, $815, $750. "53 Custom 
2-dr., $675*. "52 Custom 2-dr., $505. '51 
4-dr.. $340*, $250, $190, $150. °50 2-dr., 
2 at $155. 

'56 Rambler Hardtop, $1,465*. "53 
Rambler Hardtop, $540. °52 Ambassador 
4-dr., $385*, 51 Ambassador 4-dr., $135. 


(ps). °55 


’50 Rambler station wagon, $120. 
OLDSMOBILE — ‘56 (88) 2-dr., $1,940* 

(ps), $1,750*%, $1,700, $1,660* (ps). ‘55 

(88) Hardtop, $1,560* (ps). °54 (88) 


Hardtop, $1,140*, $1,105*. 53 (S88) 4-dr., 
$765*. "52 (88) 4-dr., $460*, $390*, $240°. 
"51 (88) 4-dr., $150°*. 

"53 (300) 4-dr., 
'56 Belvedere 
$1,.675* (ps); Savoy (6) 2-dr., $1,050. 
'55 Plaza (8) station wagon, $1,010, 
$805. ‘54 Plaza station wagon, $1,000. 
'53 Cranbrook 4-dr., $510, ‘51 Cranbrook 
sedan, $180; Cambridge 2-dr., $165. 

‘55 Star Chief Catalina, $1,- 
560° (ps); Chieftain conv., $1,500° (ps), 
$1,425* (ps), $1,325°, $1,280°. '54 Chief- 
tain (8) Catalina, $950°. ‘53 Chieftain 
(8) Catalina, $655°*, $450°, '52 Chieftain 
(8) 4-cdr., $350°, $320°, $225°. °50 (8S) 
4-dr., $175°. 


$405°. 
(8) Hardtop, 


‘55 Champion station 
wagon, $850. 

"53 4-dr., $335. 

‘55 Austin 
roadster, $1,650°; Volkswagen ' 
pickup, $550. ‘53 Hillman Minx 
$410: Volkswagen 2-dr., 2 at $730: 


ber, $525. ‘52 Henry J 2-dr., $100. 


PORTLAND, ORE. 


(Portiand Auto Auction. Sale every Tues- 

Prices are for sale of June 4.) 

‘56 Century Riviera, $2,000° (ps), 

(ps); Special 4-dr., $1,740°. ‘55 

4-dr., $1,250°. °54 Super Riviera, 
Special Riviera, $1,130 "53 

$665°. ‘50 Special 4-dr., 


Healey 

-ton 
4-dr., 
Hum- 


$1.980° 
Special 
$1,300°; 
Super 4-dr., 
$130°. 

(62) conv., $2,925*° (ps). 
"54 (62) coupe de Ville, $2,465° (ps); 
(60) 4-dr.. $2,195* (ps). ‘49 (62) se- 
danet, $300*. "48 (62) 4-dr., $200. 
‘57 Two-ten (8) 
(ps); Bel Air (8) Hard- 
top, $2,375°. ‘56 Bel Air (8) station 
wagon, $2,100*; Hardtop, $1,.920°. ‘55 
Bel Air (8) 4-dr., $1,350*°, $1,275*; 2-dr., 
$1.460°, $1,270; Bel Air (6) 4-dr., $1,- 
120; Two-ten (6) station wagon, $1,405; 
2-dr., $1,090, $990; Two-ten (8) 4-dr., 
$1,395*, $1,150. "54 Two-ten 4-dr., $690; 
One-fifty 2-dr. $555. "53 Two-ten 2-dr., 
$660. ‘52 SL Deluxe Bel Air, $635*; 4- 
dr., $525°; Suburban, $475; SL Special 
4-dr., $445; club coupe, $440. ‘51 SL 
Deluxe conv., $540*, $285°; FL Deluxe 
2-dr., $455; SL Special 4-dr., $200. "50 
FL Deluxe 2-dr., $170. '49 FL Deluxe 
4-dr., $175; 2-dr., $170. 


station 
wagon, $2,515*° 


CHRYSLER—’'50 Windsor 4-dr., $270*. ‘49 
Windsor 4-dr., $150*. 

DeSOTO — ‘52 Custom 4-dr., $380°. ‘51 
Hardtop, $355; 4-dr., $355°. °49 4-dr., 


$375°. 


DODGE—’ 55 Sierra station wagon, $1,700°; 


Coronet (8) Hardtop, $1,355*. '54 Coro- 
net (8) 4-dr., $850. '53 station wagon, 
$900*. '51 Coronet 4-dr., $280*; Meadow- 
brook 4-dr., $245. '49 conv., $270*. 
Country 
sedan, $2,230; Fairlane (8) 2-dr., $2,130° 
(ps). °56 Thunderbird, $2,630*; Country 
sedan, $1,910°, $1,880°; Fairlane (8) 
Victoria, $1,810° (ps); 4-dr., $1,620*, 
$1,560°, $1,450; conv., $1,610*,. 55 Fair- 
lane (8) Victoria, $1,555°, $1,525°, $1,- 
490°, $1,480°; conv., $1,535*%, $1,425; 
2-dr., $1,390%, $1,315, $1,200, $1,175, 
$1,095, $1,050, $1,000; 4-dr.,° $1,255°, 
$1,115*; Country sedan, $1,425. '54 Coun- 
try Squire, $1,140* (ps); Custom (8) 
4-dr., $900*, $760*; Custom (6) 4-dr., 
$795. ‘53 Custom (8) 2-dr., $680. ‘52 
Custom (8) conv., $450; 4-dr., $435; 
2-dr., $430*. ’51 Custom (8) 4-dr., $360°; 
Deluxe (8) 2-dr., $265; Deluxe (6) 2-dr., 
$110. "50 Custom (8) 2-dr., $210. 

’56 Premiere 4-dr., $2,940° 
(ps). °54 Capri 4-dr., $1,150* (ps). "50 
4-dr., $285°. 


MERCURY—’56 Monterey Hardtop, $2,155* 


$1,785°, 


(ps), $1,900°, $1,870°; 4-dr., 
$1,800° 


$1,630; Custom station wagon 
(ps). °55 Custom 4-dr., $1,320%. 54 
Monterey 4-dr., $1,080*; Hardtop, $1,- 
005*. °52 Monterey 4-dr., $650°; Custom 


4-dr., $620*. ‘51 club coupe, $395°; 
4-dr., $220. °50 econv., $225, °49 club 
coupe, $110. 


$1,- 
595*. °54 Rambler Cross Country, $1,- 
100*. °51 Statesman 4-dr., $225*; Am- 
bassador 4-dr., $195; Rambler Hardtop, 
$175. 


OLDSMOBILE—’56 (88) 4-dr., $1,675. °55 


(Continued on Page 67, Col. 1) 
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PONTIAC — '57 Chieftain station wagon, dr., $1,190*. ’55 Bel Air (8) 4-dr., $1,- $460. "52 GMC %-ton pickup, $375, ’51 
$2,485*. 55 Star Chief Catalina, $1,450*; 190*; Two-ten (8) 4-dr., $910, '54 Bel Chevrolet %-ton pickup, $275. 
Chieftain Catalina, $1,370*, ’54 Chieftain Air 4-dr., $875*; 2-dr., $830*, ’53 Two- 


e ° , 
U sed -Car Auction Pp rices $035"; 4-ar., $545°, ‘52 (8) 4-dr., $505%,| $500! Z-ar-, "4000" “Sl Si, Denixe car,| _ W» PEABODY, MASS. 





$276; 2dr., $500", 061, (8) station wag- $300, $230. '50 Sport sedan, $165, (Peabody Auto Auction, Inc, Sale every 
on, > 4-dr., 7 ) 4-dr.,| CHRYSLER—’ 0 *,| Thursday. Prices are for sale of June 6.) 
$150°. DeSOTO—’'53 = a tear ann (Steady sales and steady prices con- 
(Continued from Page 66) STUDEBAKER—’56 Golden Hawk, $1,900;| "C0 near s19s oT $400" (PS).| tinued here as 107 units were sold from 
Skyhawk, $1, Ss Power Hawk, $1,500*; poner os ° . ‘ our consignment of 152.) 
Q * °54 (98) H President 4-dr., $1,640*, °55 Commander ra oronet 4-dr., $900. IcK-—’ : 
($8) Hardtop, $1,690°. '54 (95) Hardtop, | 53 Monterey coupe, $695*; Custom 2-dr.,| station wagon, $995; 2-dr., $790, '53| FORD — ‘57 Fairlane (8) 4-dt., §2,060° vite. GLtee™, ‘os Olataty "divine, 


£ e + 1,605* ( . ’ 
$1,600, (Oe). iraréton, b10°; mn ye. an gssee ne coupe, $550. ’61 = yw a 4-dr., $370, '50 Champion (ps), $1,950* (ps). ’'56 Fairlane (8) $1,565*; Special Riviera, $1,385*, ’54 
52 lags 88 s Hardtop, ; , -dr., . Srown Victoria, $1,650* (ps); 4-dr. 1,- i 4-dr. 1,075*. °5. ial 2-dr., 
dr., $550%. °51 (88) uper ardtop 4-dr., $235, '49 club coupe, $265; station WILLYS—’53 Aero Eagle, $420, ’51 station 500* (ps); Custom (8) on. $1,560°, 6 Sa75;, Duper ‘Gi. g8T05" ‘eh mooeial es 


$565*; Deluxe 2-dr., $275°, $210*, $205*; wagon, $145. wa . : 
, gon, $425, ’50 station wagon, $355; Fairlane (8 v. , e; - ’ > 

(98) Hardtop, $205*. "50 (88) sedanet, | NASH—'56 Metropolitan coupe, $1,010, '55| Jeepster, $295. os 125; +t. $1,050": nae “ey” a Seeetsl 4dr S580" o Sone eee 

$285°. Metropolitan coupe, $740, ’52 Ambassa-| MISCELLANEOUS — ’55 Chevrolet %-ton| $1,090*; 4-dr.,' $1,000. '54 Custom (8)|GapIELAC_’s4 (62) 2.180° 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- dor 2- on $285*. pickup, $1,225*, $1,090; Ford %-ton pick- 4-dr., $925"; 2- dr., $650; Crest (8) 4-dr., ie a 7: ( , oes $ ee ve. 

150* (ps); Savoy (8)  2-dr. $1,040; 4-| OLDSMOBILE—'57 (98) Holiday, $3,250*| up, $900;  %-ton pickup, $715; Porsche| $785.’ °53 Gustom (8) 2-dr. $690. ’52 S (eB) sat. $1,310° (ps). "63 (6) 

dr., $1,020; Savoy (6) 2-dr., $995*; Plaza] (ps); (88) Super Holiday, $3,050° (ps),| Sportster, $2,420. '54 Chevrolet %-ton| Custom (8) 2-dr., $459*, "51 2-dr. $260;| 4,47, $1,050* (ps). 50 (62) 4-dr., $600°, 

(S) 4-dr., $930, '53 Plaza station wagon,| $3,025* (ps); Deluxe 4-dr., $2,725* (ps).| pickup, $700*. ’S3 MG Roadster, §975;| conv. $155. "50 2edr., $200, 49" Sean’ | "48 (62) 4-dr., $130°. 

§800* ; Gambridge 4-dr.. $470, '52 Cran-| °56 (88) Super Holiday, '$2,345* (ps);| GMC %-ton pickup, $645, $535. '52| $275, $135, ; . | CHEVROLET—'56 Delray 8) 4-dr., 1,- 


prook 4-dr., $425, ’51 "Cranbrook 4-dr., 
$190. 


Deluxe Holiday, $1,510*, ’55 (98) Holi- Chevrolet %-ton pickup, $520; Hillman } , 480°; Bel Air (6) Sport coupe, $1,405; 
day, $1,950* (ps); (88) Super Holiday,| Minx 4-dr., $250, 51 GMC %-ton pickup, “ae Gane 4c Gee ie $1,875°.| Two-ten (6) 2-dr., $1,350; ‘One-fifty 








LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
tion. Sales every Tuesday and Thursday. 
Prices are for sales of May 23-28). 
BUICK—’57 Century station wagon, $3,- 

425* (ps); RM Riviera, $3,410* (ps); 

Super Riviera, $3,100* (ps); Special) 

Riviera, $2,625*. 55 RM Riviera, $1,745* | 

(ps); Super Riviera, $1,580* (ps); Cen-| 

tury 2-dr., $1,085*, °54 Century Riviera, | 

$1,120* (ps); Super 4-dr., $1,095*; Spe- 
cial Riviera, $1,065. °53 Super Riviera, | 
$700*, $620*; conv., $555*; RM Riviera, 
$620* (ps); Special 4-dr., "$550*. ‘52 Su- 
per Riviera, $300*. ‘51 Special 2-dr., 

350*: 4-dr., $225*; Super Riviera, $190. | 

’50 Super Riviera, $225*. | 
CADILLAC '57 (60) 4-dr., $6,000° (ps); 

(62) coupe de Ville, $5,260° (ps); conv., 

$5,.250* (ps); coupe, $4,925* (ps), $4,- 


















-TIAC—’56 Star Chief Catalina, $2,-| $1,710* (ps), $1,690* (ps); 4-dr., $1,-| $455; Ford stake, $315, °46 Ford %-ton © ’ ; (6) 4-dr., $1,160, '55 Bel Air (8) 2-dr., 
re oe). '55 Star Chief Catalina, $1,-| 445°; Deluxe Holiday, $1,475*. ’54 (88)| pickup, $230, o-dr $370. '50 2-dr. $250,” $890. °51)  $1,310*; ‘Two-ten (8) 2-dr., $1,025; 4-dr., 
ioe: Chieftain 2-dr., $1,050, ’53 Chief-| Holiday, $1,080*; Super 4-dr., $1,075* Bh ge a $1,012; Two-ten (6) 2-dr., $1,020; One- 
Aer s (S) d-dr., $625; conv., $575°. '52 (ps). "53 (88) Super Holiday, $945*; VALDOSTA GA NASH—’'56 Hardtop, $1,400*. °50 station| fifty (6) 2-dr., $890; Business coupe, 
Chieftain (8) 4-dr., $290*, ’50 4-dr., Deluxe Holiday, $745*; (98) Holiday, ’ 7 wagon, $250. $655, $575, $550. °54 Bel Air 4-dr., $850; 
$200*: 2-dr., $155*. $880* (ps), $810* (ps); 4-dr., $685* (ps). (Tom Hewitt Auto Auction, Sale every; OLDSMOBILE —’56 (88) 4-dr., $2,025°, | One-fifty 2-dr., $570; Two-ten (6) 2-dr., 
TUDEBAKER —'56 President Skyhawk| .22 (88) Super 2-dr., $475*, $470° (ps).| Friday. Prices are for sale of June 7.) $1,825°. '55 (88) Holiday, $1,740°. ’54| $505. '53 Bel Air coupe, $785; Two-ten 
STUDE ER LOTS "BS, Champion| "SL (98) Holiday, $395*; 4-dr., $200°; (Very good sale with bots of good, (88) conv., $1,200%. '52 (98) 4-dr., $500*.| 4-dr., $610, $510. °52 SL Deluxe 4-dr., 
Hardtop, : “9460 50 Chameten a (88) Super 2-dr., $260*; 4-dr., $200*, '50| clean cars to choose from, Sold 85 per- "51 (88) 4-dr., $470*, °50 (98) 4-dr.,| $415*; Bel Air $365%5’51 SL Deluxe 4- 
—_ $430, . ” p88), Club sedan, $120°. cent of consignments.) $135°*, dr., $310; 2-dr., $300, $280, 
‘ - _| PACKARD—’53 Clipper club coupe, $465*| BUICK—’57 Special 4-dr., $2,400*, '56 Spe- - . | CHRYSLER—'53 NY 4-dr. ’ yind- 
WILLYS— 54 gore. trailer, $1,230, ’53 sta (ps), ’50 4-dr., $140*. cial 4-dr., $1,860* (ps); Century Riviera, PLY, MOUTE- OT Bente ter nae. $2,-| sor 4-dr., $145. ‘50 “Windsor 4- a, “is. 
LO ELLANEOUS—'56 Ford %-ton pick-| "UYMOUTH — °57 Belvedere (8) Sport] $1.850* (ps), "55 RM conv., $1,425°. '54| 100°. °55 Belvedere (8) 4-dr., $925;| DeSOTO —- '53 Powermaster 4-dr., $565; 
4 "si, 140*: English Ford Anglia, $850. Suede "an thea cae tas aaa sedan, -_ oe sae 140", Bpecial Hiviers, $925*.| Savoy (8) 4-dr., $810. '54 station wagon Firedome (8) 4-dr., $575*, °50° conv., 
,290*, dere port coupe, r 825° d 520. "| $100; 4-dr., $115. 
‘‘ yo Mekus, $760. “ba Chevrolet. %4-ton $1,335*; conv., $1,100*; Belvedere (6)| CADILLAC—’56 (62) 4-dr., $3,300* (ps). PONTIAG— "84 Chhetiain conv., $390*, ’51| DODGE — '53 Coronet (8) 4-dr., $510; 
-ton pic oo, Ford ton pickup, $535 Sport coupe, $1,240; Savoy (8) club se- "52 (62) 4-dr., $500*. °51 (75) sedan, 2-dr., $165, '50 2-dr.. $260*. °49 3-ar | Meadowbrook 4-dr., $315. °50 Coronet 
pickup, een ae pr $560' $550: dan, $1,025, '54 Plaza Suburban, $740. $675*. $100. : ts j "| 9-dr. $250%: Meadowbrook 4-dr., $140. 
a ickt $555 "46 Ford pick-| °° Cambridge 4-dr., $460; club coupe,| CHEVROLET—’57 Bel Air (8) Hardtop,| sTUDEBAKER—’55 Champion 2-dr., $575, | FORD—'57 Thunderbird, $3,075*; Custom 
agg ggg ea Y%-ton pickup,| %490%. "52 Cambridge club coupe, $325.| $2,145, $2,090*; conv., $2,000%. "56 sta-| ‘53 coupe, $575*. 50 4-dr., $160,'$150*.| (8) 300 2-dr., $1,870°. ‘56 Fairlane (8) 
a, nternati 2 , ‘51 Cranbrook Belvedere, $280, ’49 4-dr., tion wagon, $1,775*; Bel Air (8) 2-dr.,| MISCELLANEOUS — 54 Ford % -ton pick- 2-dr., $1,530 (ps); Custom (8) 4-dr., 
$140. $1,610*; 4-dr., $1,500*; Two-ten (8) 4-/ up, $500. °53 Chevrolet %-ton pickup, (Continued on Page 68, Col. 3) 


How to boost profits 
with shiftless trucks 


Allison automatic transmission, now 
available on medium and heavy-duty trucks, makes fall 





800* (ps) "56 (62) conv., $3,625* (ps), 

$3,.365* (ps). "55 Eldorado, $3,450° (ps); . . . . . 
t62) sedan ‘de Ville, $3,200° (ps), $3,- use of modern engine power, eliminates missed shifts, 
140* (ps), $3,050* ‘(ps);. coupe de Ville, 







harmful engine lugging, cuts maintenance costs 


$2.800* (ps); 4-dr., =. 25* (ps); (60) | 
4-dr., $2,800° (ps), 2,77 5° (ps). "54! 
(62) sedan de Ville, $2,715 s* (ps) $2 -| 
515° (ps); conv., 2,470* (ps), $2,445° 

(ps); coupe, $2,375* (ps). °53 (62) coupe, | 
$1,475* (ps); 4-dr., 2 at $1,300° (ps). 





ye S coupe, $iross*;,” 4dr... $1,075° More stops per day— more miles per day _ specially designed for trucks. It is a torque 
=. Se; a aa coups Ties cue f —more round trips per day. In any type of converter, six-speed automatic transmis- 
conv’. $610°: 4-dr., $415*, "48 (61) 4-dr., f trucking, this transmission can make more sion and hydraulic retarder all in one. 
$220*. "41 (62) club coupe, cm | “ 


CHEV ROLET— 57 Corvette, money for you. 
Bel Air (8) Sport coupe, 
375°, $2.350°, $2,300°, $2,220*, $2,215* 
Two-ten (S) 4-dr., 
Bel Air Nomad, $2,125* se- | 
dan, $1,795*;: 4-dr., 2 at $1,760*, 3 at} 
$1,750*, $1.745* (ps), $1,725°, $1,640°, 
$1,625*, $1,620*%; Sport coupe, $1,735*; 
Two-ten (8) 4-dr., $1,585*; Delray, $1,- 
555*; 2-dr., $1,550°, ‘55 Bel Air (58) 
Sport coupe, $1,580*, $1,500*°; conv., $1,- 
300°; Two-ten (8) Handyman, $1,525*° 

Sport coupe, $1,325*%; 4-dr., $1,135°; 
Two-ten (6) 4-dr., $1,050°%, $920°; One-| 





; It was developed from the famous 
Here’s why: TORQMATIC DRIVES that have proved them- 
Shifting is automatic — gear selection is selves in years of service in the heaviest 
precise. It selects the correct gear every off-highway haulers. 

time. Engines can’t lug or race. Drive 
trains are protected from shock loads. 





wo 
Q-- 





Allison automatic transmissions are now 
available in leading truck makes. Ask 
This is the first automatic transmission your truck dealer. 


fifty (6) 2-dr., $830, '54 Corvette, $1,- 
520°; Bel Air conv., $955*; 2-dr., $925%; | —— 
4-dr., $850. ‘53 Bel Air Sport coupe, « ALLISON DIVISION OF GENERAL MOTORS, Indianapolis, Indiana 





$790° (ps), $775*, $760°%; Two-ten 4-dr., 
$635, $525, SE '52 SL Deluxe Bel Air, 
$595; 2-dr., 5*, $150; 4-dr., $355. ‘51 
SL Deluxe 4-dr., $370*, $265; SL Special 
2-dr. $340; FL Deluxe 2-dr., $305, $255; 
4-dr. $300° 















CHRYSLER 57 Windsor Hardtop, $3,100° | 
(ps). "55 NY 4-dr., $1,885* (ps). "53 Im- 
perial Newport, $875* ‘ps) 52 Windsor 
Newport, $345* (ps). "51 NY 4-dr., $295°| 
(ps) 50 Windsor 4-dr., $215°. | 

DeSOTO—'57 Firesweep station wagon, $3 aa 
300° (ps). 

DODGE—'57 Coronet (8) Lancer, noe. 
53 Coronet Diplomat $600*; 4-dr., 
$500*: Coronet (6) club sedan, $345*. 
50 Coronet Diplomat, $275°. 

FORD—'57 Thunderbird, $3,350* (ps), $3,- 
300° Country Squire, $2,665* (ps); 
Country sedan, $2,440* (ps); Fairlane 
(8) 500 Victoria, $2,425* (ps), $2,400° 
(ps); Fairlane (8S) Victoria, $2,250*° 
(ps); club sedan, $2,075°, $2,040°, $1,- 
&30) Ranch Wagon, $2,075 Ranchero, | 
$1,800. 56 Thunderbird, (ps), 
$2.800* (ps), $2,750* (ps), $2,750*%, $2,- 
740*; Country sedan, $1,950* (ps), $1,- 
720*; Fairlane (8) Victoria, $1,810*, 
$1,520* (ps); conv., $1,650*; Ranch 
Wagon, $1,695*, $1,690* (ps); Main (8)| 
2-dr., $1,130, °55 Thunderbird, $2,350*| 








(ps), $2,250* (ps), $2,200* (ps), $2,170° 
(ps), $2,030"; Fairlane (8) Crown Vic- 
toria, $1,550* (ps); conv., $1,455*; Vic- 
toria, $1,440*, $1,435", $1,365"; 4-dr.,| 
$1,015; club sedan, $1,260*, 2 at $1,180, 
$1,055*; Custom (6) 4-dr., $925*. "54 
Ranch Wagon, $870; Custom (6) club| 
coupe, $795, $650; Crest (8) Victoria, 
$770; Custom (8) 2-dr., $540; Main (8) 
Business coupe, $470*; Main (6) 2-dr., 
$465 ’'53 Ranch Wagon, $755*, $700; 
Crest (8) Victoria, $750*, $645*, $640*; 
conv,, $650° $535*, $470*; Custom (8) 
4-dr., $575*, $565*) $400; 2-dr., $520*, 
$465; Main (8) 2-dr., $520. '52 Ranch | 
Wagon, $635; Crest (8) Victoria, $560*, | 
$545*, $425*: Custom (8) 2-dr., $495*,| 
$400*; 4-dr., $350, $315*; Courier, $465* 
*51 Custom (8) 2-dr., $325, $305; conv., 
285; Deluxe (8) 4-dr., $310; Deluxe (6) 
2-dr., $175. 50 Custom (8) 2-dr., $550, 
$275: club coupe, $160. 


HUDSON — ’53 Super Wasp club coupe, 
$300*. '52 Hornet 4-dr., $300. 
LINCOLN — '57 Premiere coupe, $4,350* 


(ps), $4,280* (ps). 
MERCURY—’57 Monterey coupe, $2,380*; 
2-dr., $2,015*. ’56 Custom station wagon, 


$2,040*, $1,900*; Monterey station wag- 
on, $1,995*; coupe, $1,740*; Montclair | ] RI 
conv., $1,695*, °55 Custom station wag- TORQMATIC) 








on, $1,695*; Montclair coupe, $1,550* 
(ps); conv., $1,400*; Monterey 4-dr., 
$1,165*; Custom 2-dr., $1,035. ’54 Mon- 
terey coupe, $950*, $925*, $905* (ps); 
4-dr., $610; Custom 2-dr., $795*, $785*. 
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UBRIPLATE LuBricaTiON 





BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different ... they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember .. . the guy up the street doesn’t 
sell LUBRIPLATE. 


LUBRIPLATE H.D.S. MOTOR OIL 


is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N.J., Toledo 5, Ohio. 








GAS FUMES 


With a Tested and Approved 





OVERHEAD SYSTEMS .. . Standard 
kit, 2 inlets serving any two of four ‘ 
ing any tee YSTEM 


cars in a row 25 f.0.b. 


6 Systems to suit your needs. Over- | 


head and underfloor models install 
easily in present or new buildings. 
Every NATIONAL System comes with 
motor and blower unit, ducting, and 
car service extensions—a complete 
“packaged kit’’—ready to install. 
There is a qualified NATIONAL man 


UNDERFLOOR SYSTEMS . . . Standard near you. Write today for literature 
kit, 2 floor inlets serving any 2 of 4 : 
cars in a row... as low as $296.45 f.0.b. and prices. 





Tre NATIONAL SYSTEM 
of GARAGE VENTILATION, INC. 


aCe ee tee ae ae SM Mr eee rae 





147 W. WILLIAM STREET, DECATUR, ILLINOIS 


OWN YOUR OWN 
FINANCE COMPANY 


your own instaliment contracts. Retain entire finance charge and insur- 
profit. No additional capital of your own required. Using your present 
egency as a t.ucleus for purposes of controlling the new finance company, 

capital comes from public participation. Entire procedure planned 


carried out by 
SY FIELD 


1457 BROADWAY, NEW YORK 36, N. Y. Wisconsin 7-4514 








CHEVROLET — ’57 Bel Air (8) station 
wagon, 2,525*, $2,440*%; Sport coupe, 
$2,325*; Two-ten (6) 2-dr., $1,805. '56 


° = Two-ten (8) station wagon, $1,840*, $1,- 
Used-Car Auction Prices |) 3° siinyitts sans da 





660*, $1,645*, $1,635*; 2-dr., $1,475°*; 
conv., $1,650*%; Two-ten (6) 4-dr., 2 at 
$1,350, $1,335; One-fifty (6) station wag- 


(Continued from Page 67) on, $1,210. 55 Two-ten (8) station wag- 


$1,410. ’°55 Custom (8) 2-dr., $1,275, $1,- 
005; Fairlane (8) 4-dr., $1,110. '54 Cus- 
tom (8) 4-dr., $875; Custom (6) 4-dr., 
735. '53 Custom (6) 2-dr., $590*, $535, 
$450*; Custom (8) 2-dr., $530*%; Main 
(6) 2-dr., $200. °51 Custom (6) 2-dr., 
$180. ’50 Custom (8) 4-dr., $125; Deluxe 
(6) 2-dr., $125. 

MERCURY—’53 Monterey 4-dr., $805; 2- 
dr., $635*, °51 4-dr., $355, $310*. 

NASH—’54 (600) Sport coupe, $830*, '49 
4-dr., $110. 

OLDSMOBILE—’55 (88) Holiday, $1,575* 
(ps); Super 2-dr., $1,435*. ’54 (88) 2- 
dr., $1,235*. ’51 (88) Super 4-dr., $285*. 

PACKARD—’ 54 Clipper 4-dr., $700. 53 4- 
dr., $425* (ps). 

PLYMOUTH — ’'53 Cambridge Suburban, 
$700; club coupe, $550. ‘51 Cambridge 
4-dr., $150. °49 Special Deluxe 4-dr., 
$125. 

PONTIAC—’55 Chieftain Catalina, $1,355°*; 
4-dr., $1,275*; 2-dr., $990. ’53 Chieftain 
(8) 4-dr., $850*, ’°52 Chieftain (8) Cata- 
lina, $285*. ’°51 (8) 2-dr., $425°, °49 2- 
dr., $150*; 4-dr., $115*. 

STUDEBAKER — ‘°54 Champion station 
wagon, $955; 4-dr., $455; Commander 2- 
dr., $585. °52 Commander 4-dr., $305; 
Champion 2-dr., $255, °51 Champion 2- 
dr., $125; 4-dr., $115. 

MISCELLANEOUS—’49 Studebaker %-ton 
pickup, $105. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
| Thursday. Prices are for sale of June 6.) 
BUICK—’56 Super 2-dr., $1,775; Special 
Riviera 4-dr., $1,750*%; 2-dr., $1,505°. '55 
Super Riviera, $1,400*, $1,310* (ps). '50 
| Super 4-dr., $215*, $120°. 
| CADILLAC—’56 (60) 4-dr., $3,900* (ps), 
$3,750* (ps). °55 Eldorado conv., $3,330* 
| (ps). °54 (62) 4-dr., $2,365* (ps), $1,- 
| 785* (ps); coupe, $2,320*° (ps). "53 (62) 
| coupe de Ville, $1,325* (ps). 
CHEVROLET—’57 Bel Air (8) Hardtop, 
$2,180*; 4-dr., $2,165°, $2,105*; One- 
fifty (6) 2-dr., $1,470. "56 Two-ten (8) 
| 2-dr., $1,325, $1,315, $1,285; Two-ten (6) 
2-dr., $1,155, $1,120. "55 Bel Air (8) sta- 
tion wagon, $1,570*; 4-dr., $1,310*, $1,- 
285*; Two-ten (6) 4-dr., $1,015*; 2-dr., 
$980* $965; Two-ten (8) 4-dr., $920*. 
’54 Bel Air conv., $1,010*%; 4-dr., $830, 
$825; Two-ten 4-dr., $690; Handyman, 
$790. '53 Bel Air Hardtop, $950*; 4-dr., 
$760, $695, $645*; 2-dr., $730*; Two-ten 
2-dr., $645, $555; 4-dr., $545. "52 SL De- 
luxe 4-dr.. $405*; 2-dr., $385. °51 SL 
| Deluxe Bel Air, $280; 4-dr., $280*° 
DeSOTO—’'56 Firedome 4-dr., $1,355* (ps). 
'55 Firedome 4-dr., $1,405*. ‘51 Subur- 








ban, $300*. 
DODGE—’56 Coronet (8S) 4-dr., $1,745* 
(ps). °55 Coronet (8) 4-dr., $1,015°; 


Coronet (6) 4-dr., $785, °54 Coronet 4- 
dr., $500. '50 Meadowbrook 4-dr., $145*. 
FORD—'57 Fairlane (8) 500 Victoria, $: 
250° (ps); Fairlane (8) Victoria, $2,225 
(ps); Country sedan, $2,150*. ‘56 Fair- 
lane (8) Victoria, 2 at $1,850°, 2 at 
$1,800*, $1,680° (ps); 4-dr., $1,500°; 
2-dr., $1,455*; Custom (8) Victoria, $1,- 
395°, $1,285°; 4-dr., $1,365°; 2-dr., $1,- 
185; Custom (6) 2-dr., $1,075. °55 Coun- 
try sedan, $1,485, $1,380*°; Fairlane (8) 
conv., $1,315, $1,290°%; 4-dr., $1,000; 
Custom (8) 4-dr., $995°; 2-dr., $935; 
Main (8) 2-dr., $915. '54 Crest (8) 4-dr., 
$985*; Custom (8) 2-dr., $895, $865, 
$765, $695; 4-dr., $790. ‘53 Crest (8) 
conv., $765, $760*°; Country Squire, $750, 
$720; Ranch Wagon, $725*; Main (6) 
4-dr., $595. °52 Country sedan, $770; 
Crest (8) Victoria, $665*; Custom (8) 
4-dr., $435, $320; 2-dr., $375*; Custom 
(6) 4-dr., $265. °51 Crest (8) Victoria, 
$365; Custom (8) 4-dr., $280°, $265°, 
$240°; 2-dr., $220. '50 Custom (8) 2-dr., 
$265, $130; 4-dr., $195. ‘49 Custom (8) 
4-dr., $125. 
HUDSON—’55 Wasp sedan, $1,045*. 
IMPERIAL—’'56 Hardtop, $2,925* (ps). 
MERCURY—’'57 Montclair Hardtop, §$2,- 
700° (ps). "56 Montclair Hardtop, $1,- 
835°; Monterey Hardtop, $1,660°. ‘55 
Montclair Hardtop, $1,420°; Monterey 
coupe, $1,290. "54 Custom 2-dr., $1,095*; 
Monterey 4-dr., $1,025* (ps). "53 Custom 
4-dr., $860; 2-dr., $620. '52 Custom 2-dr., 
$465. °51 4edr., $265°. °50 4-dr.. $175. 
NASH—’'53 Country club, $640*, '52 conv., 
| $285. 
OLDSMOBILE—’56 (88) Holiday, $2,050* 
(ps); coupe, $1,875* (ps), $1,.665*; 4- 
dr., $1,645°. °55 (88) Holiday, $1,670*. 
PLYMOUTH — '55 Belvedere (8) 2-dr., 
$905*; Savoy (6) sedan, $805*. '54 Savoy 
4-dr., $675°; 2-dr., $545. °53 Cranbrook 
r club coupe, $450*. 
PONTIAC—'55 Chieftain (8) station wag- 
on, $1,465*. '54 Chieftain (8) Catalina, 
$650*. °52 Chieftain (8) 2-dr., $245. 








STUDEBAKER — ‘52 Commander 2-dr., 
$250. 

WILLYS—’53 Hardtop, $330. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $985. °'54 Chevrolet ‘'%-ton pickup, 


$745. ‘52 Ford %-ton pickup, $525. ‘50 
Chevrolet %-ton pickup, $465. '49 Chev- 
rolet %-ton pickup, $230. °48 Chevrolet 
'4-ton pickup, $370, 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 6. 

(Sold 427 cars out of 613 offerings.) 
BUICK—’57 Century Riviera, $2,650* (ps). 


Riviera, $1,910*. ‘55 Special conv., $1,- 
550°; Riviera, $1,410*, $1,380*%; Super 
Riviera, $1,500* (ps). '54 Super Riviera, 
$1,215*; 4-dr., $1,000*%; RM 4-dr., $1,- 
155* (ps). "53 Special 4-dr., $705*; Spe- 
cial Riviera, $650*. ‘52 Super conv., 
$535*; Riviera, $500*. 

CADILLAC—’57 (62) sedan de Ville, $4,- 
710* (ps). '56 (60) 4-dr., $3,880* (ps), 
$3,400* (ps), $3,250° (ps); Eldorado, 
$3,795* (ps); coupe de Ville, $3,750* 
(ps), $3,650* (ps), $3,540* (ps); sedan 
de Ville, $3,690* (ps), $3,650* (ps), $3,- 
580° (ps); (62) conv., $3,670* (ps), $3,- 
585* (ps), $3,475* (ps); coupe, $3,590* 
(ps), $3,190* (ps); 4-dr., $3,185* (ps). 
’55 (62) conv., $2,800* (ps), $2,695* 
(ps); coupe, $2,620° (ps); (60) 4-dr., 
$2,660* (ps), $2,585* (ps). °'54 (62) 
conv., $2,465* (ps); coupe de Ville, $2,- 
375* (ps), $2,230* (ps); coupe, $2,150* 
(ps); 4-dr., $2,100* (ps), $1,915* (ps), 
$1,860* (ps). 53 (62) 4-dr., $1,255* (ps), 
$1,250* (ps), $1,100*°. ’52 (62) coupe de 





’56 RM Riviera, $2.060* (ps); Century! 








on, $1,500*; Bel Air (8) Sport coupe, 
Ville, $875* (ps). ’51 (62) conv., $830*. $1,500* (ps); station wagon, $1,415*; 
’41 (62) 4-dr., $260. 4-dr., $1,000; Two-ten (6) station wag- 


CHEVROLET—’57 Nomad station wagon,| 0M, $1,050; 4-dr., $925; 2-dr., $730; 
$2,550" (ps); Bel Air (8) 4-dr., $2,240*; Handyman, $1,035; One-fifty (6) 4-dr., 


Sport coupe, $2,205*; conv., $2,125* (ps);| $950. '54 Bel Air 4-dr., $925*, $820° 
Two-ten (6) 2-dr., $1,600. ’56 Corvette, (ps); 2-dr., $885, $745; Two-ten 2-dr., 


$2,800*; Bel Air (8) Sport coupe, $1,- $785; One-fifty 4-dr., $550. ’53 Bel Air 
775*, $1,645*; conv., $1,705*; 4-dr., $1,- 2-dr., $815; 4-dr., $540; Two-ten 4-dr., 
575*; 2-dr., $1,425; Two-ten (8) station $600*; 2-dr., $580, $540, $480; conv., 
wagon, $1,515; 4-dr., $1,360, $1,275. ’55| $500*; club coupe, $400, $385. ’52 SL 
Bel Air (8) conv., $1,450*; 4-dr., $1,250* Deluxe Bel Air, $600*; 4-dr., $455*; 2- 
(ps), $1,245*; Bel Air (6) Sport coupe, dr., $385, $375°*. 

$1,350* (ps); conv., $1,335*%; Two-ten| CHRYSLER —’'56 Windsor 4-dr., $1,925* 





(8) 4-dr., $1,145*; (6) 4-dr., $815. ’54 (ps). ’°55 NY St. Regis, $1,685* (ps); 
Bel Air 4-dr., $835; Two-ten 2-dr., $625, Windsor 4-dr., $1,400* (ps). °54 NY 4- 
‘53 Bel Air coupe, $670*; Two-ten 4-dr., dr., $1,160* (ps). °52 Saratoga 4-dr., 
$650* (ps); conv., $625*; 2-dr., $520. $420*. '51 Imperial 4-dr., $280*, 
CHRYSLER—’56 (300) Sport coupe, $2,-| DeSOTO—’56 Firedome (8) 4-dr., $1,735. 
460* (ps); Windsor Nassau, $1,755*. ’55 '55 Firedome (8) 4-dr., $1,310* (ps). ’53 
NY 4-dr., $1,600* (ps); Nassau, $1,325*. Firedome (8) 4-dr., $715. 
’54 NY 4-dr., $685* (ps). DODGE—’'56 Royal (8) 4-dr., $1,650* (ps). 
DeSOTO — ’57 Firesweep Sportsman, §$2,- "54 (6) 2-dr., $550. "53 (8) 4-dr., $380. 


400°, °56 Firedome Seville, $1,715*. °55| FORD—’57 Fairlane (8) retractable Hard- 
Fireflite Sportsman, $1,480* (ps). ’55 top, $3,000* (ps); conv., $2,250; Victoria, 
Firedome Sportsman, $1,270* (ps). $2,105*; 500 Victoria, $2,315* (ps); 
DODGE — ’'56 Royal (8) Lancer, $1,690* Country sedan, $2,365* (ps); Custom (6) 
(ps), $1,510"; (6) Suburban, $1,450*; 4-dr., $1,780. ‘56 Fairlane (8) Victoria, 








2-dr., $1,295*. "55 Royal (8) Lancer, $1,- $1.780*; 4-dr., $1,640*, $1,445; Country 
250*; Coronet (8) 4-dr., $1,150*. ’53 Cor- sedan, $1,665*; Custom (8) 4-dr., 2 at 
onet (8) conv., $485*. $1,550*, $1,530*, $1,525*, $1,360*, $1,- 
FORD — ’57 Fairlane (8) 500 retractable 345*; Ranch Wagon, $1,200, '55 Custom 
Hardtop, $3,025* (ps). °56 Thunderbird, (8) 4-dr., $1,155, $960, $680, $655; 2-dr., 
$2, (ps), $2,710* (ps), $2,680* (ps),| $1,125, $975, $970; Fairlane (8) conv., 
Country sedan, $1,665*; Fairlane $1,140; Ranch Wagon, $1,135, $900; Main 
(8) conv., $1,900* (ps), $1,665*; Victoria, (8) 4-dr., $690, "54 Country sedan, $1,- 
$1,600*, $1,565*. °55 Fairlane (8) Coun-| 015; Crest (8) Victoria, $970; Main (6) 
try sedan, $1,555° (ps), $1,355*; Vic- 2-dr., $490. '53 Crest (8) Victoria, $805, 
toria, $1,475* (ps), $1,425* (ps), $1,275°*, $595*. $505*; Crown Victoria, $695*; 
$1,260*, $1,200*; Ranch Wagon, 2 at $1,-| Custom (8) 2-dr., $560%. ‘52 Ranch 
355*; conv., $1,350°; 2-dr., $945°. °54 Wagon, $620; Custom (8) 4-dr., $465°, 
Crest (8) 4-dr., $740°, '53 Custom (8) $455; 2-dr., $445. °50 4-dr., $185; 2-dr., 
4-dr., $400. $160. 
IMPERIAL—’56 Hardtop, $2,790* (ps). HUDSON—’'51 Commodore (8) 4-dr., $140. 
LINCOLN — '56 Premiere coupe, $2,875* | LINCOLN—'56 Capri 4-dr., $2,600° (ps). 
(ps), $2,.765* (ps); 4-dr., $2,700* (ps),| MERCURY ‘57 station wagon, $3,160° 
$2,480* (ps). (ps). '54 Monterey Sport coupe, $1,185*° 
MERCURY — '57 Montclair conv., $2,635* (ps), $1,170* (ps); station wagon, $975. 
(ps). "56 Montclair Phaeton, $1,900* (ps); ‘52 4-dr., $305°, °51 2-dr., $325; 4-dr., 
conv., $1,615* (ps); Custom conv., $1,- $215*. '50 club coupe, $305. 


765*; 2-dr., $1,300*. '55 Montclair conv.,| NASH—'56 Ambassador 4-dr., $1,575°. 
$1,450* (ps); coupe $1,485 (ps); 4-dr.,| OLDSMOBILE ‘57 (88) Super Holiday, 


$1,375* (ps). °54 Monterey Sun Valley, $2.845* (ps). "56 (88) Super Holiday, $2,- 
$935* (ps); conv., $840*, "53 Monterey 175* (ps); Deluxe Holiday, $1,975* (ps), 
coupe, $775* (ps); Custom 2-dr., $525. $1.950*; (98) 4-dr $2,000° (ps). °55 
NASH—'57 Rambler 4-dr., $1,730*, $1,710°. ‘88) Holiday, $1,495*; Super Holiday, 2 
’56 Rambler Cross Country, $1,800*, °55 at $1,575° (ps); 4-dr., $1,380°; (98) 4- 





Rambler Cross Country, $1,100; Ambas- dr., $1,645° (ps). '54 (88) Super Holiday, 
sador Country Club, $1,590*; Statesman $1.400*°. "52 (S88) 4-dr., $420° (ps); (98) 
Country Club, $1,200*, 4-dr., $350° 
OLDSMOBILE '57 (S88) Super Holiday,| PACKARD—'55 Patrician 4-dr., $1,670° 
$2,900* (ps). '56 (98) Holiday, $2,295 (ps). 
(ps); 4-dr., $2,.135° (ps); (88) Super| PLYMOUTH—'56 Belvedere (8) Hardtop, 
conv., $2,260* (ps); Deluxe Holiday, §2,- $1.715*; Savoy (8) 4-dr., $1,395; Plaza 
100*, "55 (98) conv., $1,750° (ps); 4-dr., (6) 4-dr.. $1,165. "55 Plaza (6) Subur- 
$1.710° (ps), $1,475*. "54 (98) 4-dr., $1,- ban, $1,145. "53 Cranbrook 4-dr., $405. 
250° (ps); (S88) 4-dr., $1,225* (ps), '53| PONTIAC—'55 Star Chief Catalina, $1,- 
(88) Holiday, $930° (ps); conv., $625° 440°. °53 Chieftain (8) 2-dr., $575°. °51 
(ps). ‘ (8) 4-dr., $295°. 
PACKARD—’'55 coupe, $1,200*. STUDEBAKER — ‘52 Commander 4-dr., 
PLYMOUTH—'56 Belvedere (6) 4-dr.. $1,- $140° 
360°; Savoy (8) 4-dr., $1,150*. '55 Bel-| WILLYS—’'53 Jeep, $550. 
vedere (8) conv., $1,360°; Sport coupe,| MISCELLANEOUS — '57 Chevrolet ‘%-ton 
$1,110°. '54 Belvedere coupe, $700. ‘53 pickup, $1.550; Willys pickup, $2,050. '56 
Cranbrook 4-dr., $320. : Ford ‘%-ton pickup, $1,110, $1,100; 
PONTIAC—'56 Chieftain Catalina, $1,700* GMC ‘%-ton pickup, $1,020. ‘55 Dodge 
(ps); Star Chief 4-dr., $1,500° (ps). '55 '.-ton pickup, $835; GMC %-ton pickup, 
Star Chief Catalina, $1,400* (ps), $1,- $1,025; Ford 2-ton truck, 2 at $1,100; 
300°; conv., $1,385*; Chieftain 4-dr., $1,- %-ton pickup, $820, $800. '54 Ford %- 
160°. "54 Star Chief (8) Catalina, $895*: ton pickup, $745, $720; Chevrolet %-ton 
Chieftain (6) 4-dr., $570. ‘53 Chieftain pickup, $500. '53 Ford 2-ton truck, $835; 
(6) 2-dr., $420 -ton pickup, $320; Studebaker ‘%-ton 
STUDEBAKER — '57 Golden Hawk Sport pickup, $410. '51 Chevrolet %-ton pickup, 
coupe, $1,795*°. "55 President coupe $1,- $310; Ford %-ton pickup, $415; Dodge 
125* (ps); Commander 2-dr., $830°*; %-ton pickup, $270; GMC %-ton pickup, 
Champion 2-dr., $725. $360. "49 Ford cab and chassis, $300. 
“aon meen “57 Volkswagen, 2-dr., 
.950, $1,785. '55 Volkswagen 2-dr., $1,- FT f j j 
450, $1,325, $1,250. . - W AYNE, IND. 


(Fort Wayne Auto Auction. Sale every 

r Tuesday. Prices are for sale of June 4.) 
SALT LAKE CITY (Sold 42 cars out of 81 consignments.) 
(Salt Lake Auto Auction. Sale every| BUICK—'56 Century station wagon §2,- 


Thursday. Prices are for sale of June 6.) 065° (ps): Special Riviera, $1,675*: 4- 
BUICK—’'57 Special station wagon, $2,920°. dr. $1,650°. "55 Century Riviera, $1,560° 
‘56 Special conv., $2,075* (ps); Riviera, (ps), $1,.345° (ps); Super Riviera, $1,- 


$1,945° (ps), $1,875* (ps), $1.735*. °55 400°; Special Riviera, $1,360°, $1,200°; 
Century Riviera, $1,595*° (ps), $1,560° 4-dr., $1,275°, $1,095. °54 Special 2-dr., 
(ps); Special Riviera, $1,435*. °54 Cen- $800 

tury Estate wagon, $1,410*; Super Rivi- | CADILLAC—'50 (60) 2-dr., $490°. 

era, $1,220* (ps); Special 4-dr.. $1,010*°, | CHEVROLET—'55 Bel Air (8) conv., $1,- 





‘53 Super 4-dr., $605* (ps); Special 4-dr., 325°; 2-dr., $1,190°; Two-ten (8) 2-dr., 
$425°. "52 RM Riviera, $400° $1.900, $925. $910. °'54 Two-ten 4-dr., 

CADILLAC—'57 (62) sedan de Ville, $4,-| $355. ‘53 Two-ten 2-dr., $505. '51 SL 
815° (ps); sedan. $4,235* (ps), $4,200° Deluxe 2-dr., $250 


(ps). '56 Eldorado conv., $4,500* (ps);| CHRYSLER—'55 Windsor 4-dr., $1,250°. 
coupe, $4,315* (ps); (62) coupe de Ville, DeSOTO—'53 Powermaster 2-dr $465°. 
$3.745* (ps); 4-dr., $3,200° (ps). °54 (62) DODGE—'55 Coronet 4-dr., $1,030 


4-dr., $2,050° (ps). "52 (62) coupe de| FORD — ‘56 Fairlane (8) 4-dr., $1,450°; 
Ville, $1,230° (ps). ’51 (62) coupe de| Custom 4-dr., $1,360°, ‘55 Ranch Wagon, 
: Ville, $1,100*. (Continued on Page 74, Col. 3) 











French Auto Enters Denver Market— 


France's second largest car manufacturer, Simca, Inc., has named Kurland Motors, 
Denver, as distributor in a 14-state area. In Denver to mark the occasion was A. M. 
Dolza, standing, Simca’s American president, who expects to sell 500 cars a month in 
the midwest area next year. Seated behind the wheel of a Simca “Oceane" is Gene 
Kurland, president, Kurland Motors, and on his right, Baron Lovis De Cabrol, French 
consul. 








Figure Above °55 Count... 
nn en nnn ny 
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Survey Finds Boost 
In Plans to Buy Cars 


CHICAGO.—This year should be, 
better for automobile sales than| 
even 1955, according to a survey of 
buying plans in 23 markets, 

The survey, carried on by the | 
Consolidated Consumer Analysis 
Newspapers, found that a median | 
percent of 15.1 of those questioned | 
planned to buy cars in 1957, 

In 1955, those with plans to buy 
amounted to 14 percent. In 1956, the | 
percentage jumped to 14.4. 

The newspapers sponsoring the 
survey in their markets are: 

Chicago Daily News, Cincinnati 
Times-Star, Columbus (O.) Dis- 
patch and Ohio State Journal, Den- 
ver Post, Duluth (Minn.) Herald 
and News-Tribune, Fresno (Calif.) | 
Bee, Honolulu Star-Bulletin, In- 
dianapolis Star and News. 

Long Beach (Calif.) Independent 
and Press Telegram, Milwaukee 
Journal, Modesto (Calif.) Bee, 
Newark (N. J.) News, Omaha 
World-Herald, Oregon Journal) 
(Portland), Phoenix (Ariz.) Repub- 
lic and Gazette, Portland (Me.) 
Press Herald-Evening Express. 

Sacramento (Calif.) Bee, Salt} 
Lake Tribune and Deseret News,| 
San Jose (Calif.) Mercury and| 
News, Seattle Times, St. Paul 
Dispatch and Pioneer Press, Wash- 
ington Star and Wichita Eagle. 

The interviewers found that 
Ford was the favorite of prospec- 


| 





Cisler, Furnas 
Elected Directors 


Of Cornell Lab 


NEW YORK.—Walker L. Cisler, 
president, Detroit Edison Co., and 
Dr. Clifford C. Furnas, chancellor, 
University of Buffalo, have been 
elected to the board of directors of 
the Cornell Aeronautical Labora- 
tory, Inc., Buffalo. 

Also elected was Arthur H. Peter- 
son, Cornell University controller. 
He replaces Louis Durland, univer- 
sity treasurer, who resigned. 

William F. Milliken jr., head of 
the laboratory's full-scale division, 
reported on CAL’s research in vehi- 
cle dynamics. 

He said this work now is com- 
posed basically of research into the 
stability and control or handling of} 
the automobile, tire testing and 
studies of tire dynamics—such as 
auto tire thump or shimmy in air- 
craft nosegear. 

The laboratory has performed 
work for the Air Force, General 
Motors, duPont and four rubber 
companies — Dunlop, Goodyear, 
Goodrich and Firestone. It is nego- 
tiating for other industrial pro- 
grams. 


All officers of the corporation 
were reelected. They are headed by 
Dr. Theodore P. Wright, chairman 
and president, and Ira G. Ross, ex-| 
ecutive vice-president and labora- 
tory director. 


Ford Receives 


Vocation Award 


WASHINGTON.—Henry Ford II, 
president of Ford Motor Co., has 
been awarded the Distinguished 
Service Citation of 
the American Vo- 
cational Assn. “for 
meritorious serv- 
ices which have 
contributed to the 
benefit of man- 
kind.” 

Ford is the sixth 
person and the 
first businessman 
to receive the ci- 
: tation in the 59- 

Henry Ford II year history of the 
AVA, a national professional or- 
ganization for teachers and admin- 
istrators in vocational guidance. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 





the automotive industry, every week 
throughout the year. 


tive buyers in 11 of the markets 
with Chevrolet in first place in 
10 areas. Ford and Chevrolet tied 
in San Jose and Plymouth was 
in first place in Newark, 


The survey showed 18.1 percent 
of those questioned in Phoenix are 
planning to buy a car. It was the 


Former Dealer Aide 
Accused as Embezzler 


CHICAGO.—The former general 
manager of Klinger Motors, Inc. 
(Plymouth), has been arrested and 
held on $10,000 bond on a charge 
of embezzling more than $25,000 
from the dealership. 

Accused is Stanley Oberg, who 
also had been bookkeeper and office 
manager for the firm before becom- 
ing general manager. He was ar- 
rested on complaint of Lee Klinger. 


highest figure for the cities sur- 
veyed. Indianapolis was second with 
17.6 percent; Sacramento, 17.5, and 
Chicago, 17.2. 

The interviewers asked about car 
ownership and found that the 
median percent figure for those 
owning cars was 88.2 This was an 
increase from 85.9 percent in 1956 
and 84.6 percent in 1955. 


Twenty of the cities showed a 
higher percentage of car owners 
this year, compared to 1956. 

Denver had the highest percent- 
age of auto ownership—93.8, How- | 
ever, no 1956 figures were available 
for comparison in Denver and 
Wichita. 

The car-owning percentage 
slipped in only one city—Portland, 
Me., where it was down from 79.7 
percent last year to 77 percent 
this year. 

The percentage of those questioned 
who own more than one auto in- 
creased in 17 cities. Declines were 


noted in Chicago, Cincinnati, Duluth | 


and Phoenix and no comparisons 


were available for Denver and} 


Wichita. 
The median percent of those 
owning more than one car for the 


23 cities was 21.1. In 1956, the| 





el 


et Tt. 


Automotive Bowling Champs— 


Vice-president Joseph B. Paul, of Automotive Trade Assn.—National Capital Area, 
| presents association trophy to the Stanley H. Horner, Inc. (Buick), bowling team, this 
| year's winner. The Automotive Bowling League in the capital area is 35 years old 
| and during the past season was made up of 32 teams representing local automotive 
merchants. From left are Jack Gotch, Steve Petro, Webb St. Clair, Capt. Walter Trivett, 





figure was 17.7 percent. 


Joseph B. Paul and George Trevethan. 








CARBURETORS 


Adds pep and power—improves 






performance = gives a real on-the-road tune-up! 


Other famous profit 


CONCENTRATE 


“+6 4 00 one mover # 
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-makers by Alemite: 


Alemite CD-2 


Clears up—cleans out power- 
robbing sludge while your cus- 
tomers drive! Dissolves and re- 
moves lacquer-like deposits 
which cause sticky valves and 
valve lifters. Stops rust and 
bearing corrosion. Adds wear- 
resistant quality to oil. Money- 
back guarantee. 


Alemite Cooling 
System Conditioner 


Cleans radiators—and keeps them 
clean—while motorists drive! No 
messy draining and refilling. Re- 
moves and prevents rust—guards 
against clogging and overheating. 
Lubricates water pump—stops 
and prevents water pump squeal. 
Satisfaction guaranteed! 


Amazing new Alemite Kleen Treet ends one of the 
biggest causes of modern engine failure . . . goes to 
work instantly to clean up dirty carburetors and 
clear out fuel lines. . . gives cars an on-the-road tune- 
up within 50 to 100 miles of driving! Kleen Treet 
saves costly carburetor overhauls and breakdowns. 
Sold under Alemite’s Money-Back Guarantee. 
Make fast, steady profits with Kleen Treet—the 
Alemite product that helps your customers’ engines 
these five ways: (1) Cleans carburetors and fuel 
systems. (2) Guards against rust in fuel lines and gas 
tanks. (3) Reduces annoying high-compression ping. 
(4) Keeps fuel pump diaphragms soft and pliable. 


(5) Stops carburetor icing, 


Alemite is reaching millions of readers, 
listeners and viewers —in leading 
national magazines... over 

local radio and TV! 


Call Your Jobber Today! 


ALEMITE 


REG. U. S. PAT. OFF 


Division of STEWART-WARNER CORPORATION 
1850 Diversey Parkway, Chicago 14, Illinois 
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Smacsh-FiE- 
SER AUS 
REAR BUMPERS 


WITH DEALER IMPRINT 


ri 





HEAVY DUTY DELUXE CHROME PLATED 
GRILLE GUARD is available for Ford and 


i J ame tne tem, 


Chevrolet trucks, Solid cold rolled steel, 


copper, nickel and chrome plated. Chev. '/2, 
| Ton $42.50; Chev. I'/2, 2, 2!/2 Ton $47.50; 
1, 1/2, 2 Ton $47.50. 


%, 
Ford ', %, 





BRUSH MASTER GUARD extends past lights, 
22"" in front of bumper and to bottom of 
bumper. Chev. all ‘57’s $38.25; Ford all '57's 
(except 700-800 Series) $34.50. 





SUPREME ENCLOSED RUFFNECK REAR BUMPER 
Has recessed trailer hitch. Enclosed with 
heavy non-skid plate. Side plates brace body. 
3" high dealer imprint FREE. Chev. % Ton 
swe .75; Chev. 2 Ton LWB and Ton 
$44.15; Ford '/, Ton SWB $40.75; Ford '/, Ton 
LWB and % Ton $42.50, 





FORD STYLESIDE WRAP-AROUND BUMPER 
Drop gate design, license lamp bracket, re- 
cessed hitch, corner step plates. Side braces 
protect body. '/, Ton SWB $33.10; '/2 Ton 
LWB, % and | Ton $35.75. 





|}and other groups interested in 
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News to Note... 





Auto World in Brief 


TOLEDO.—Shareholders of City 
Auto Stamping Co. have voted to 
change the firm’s name to Globe- 
Wernicke Industries, Inc., effective 
July 1, 

The company also promoted three 
executives, Joseph F, Howard, vice- 
president, now is executive vice- 
president; William E, Peristy, sales 
manager, was named sales vice- 
president, and Robert Millard was 
appointed vice-president and fac- 
tory manager, 

= * = 


Spartan Division Formed 


By Sherman Products 


ROYAL OAK, Mich.— Sherman 
Products, Inc., producer and dis- 
tributor of tractor-powered earth- 
moving and materials - handling 
equipment, has established a new 
Spartan division. 

The first product of the new 
Spartan division will be a front-end 
loader designed to fit almost all 
types of medium-sized tractors, ac- 
cording to W. A. Romain, Sherman} 
president. 

a = * 


Automobile Rental Business 


Is Booming in Denver 


DENVER—A major boom is | 
under way in the automobile 
rental and leasing business here. 
At least three rental-lease firms 
in Denver grossed in excess of $1 
million last year. They’re gaining 
this year by more than 25 per- 
cent. 

The men who operate the 10 
outlets in Denver say they see 
no end in sight to mushrooming 
growth of their industry, “as long 
as the economy remains high.” 

* * * 


Ontario Drivers May Face 


Stiffer Auto Inspections 


HAMILTON, Ont.— Attorney 
General Kelso Roberts hinted that 


se 
Name That Sign 
Buick Develops 10-Point 
Quiz on Safety 
FLINT.—Does an eight-sided sign 
mean a railroad crossing is near? 
Does it signify a school is just! 
ahead? Or does it mean “Stop?” 
The sign query is included in a 
10-question safety quiz developed by 
the Buick service department. 
Designed to promote safe driving, 
the quiz has been sent in pamphlet 
form to Buick dealers throughout 
the country. Buick said requests for | 
additional copies are being received 
from schools, civic organizations 


traffic safety. 
Incidentally, the eight-sided sign 
means “Stop.” 








WRAP-AROUND BUMPER has recessed hitch 
and step plates. Fastens securely-to frame and 
rear fender skirts for extra protection. FREE 
Dealer imprint. Ford '/. Ton SWB $33.10; 
Ford '/, Ton LWB, % Ton $35.75; Chev. ¥ 
Ton SWB $33.10; Chev. '/ Ton LWB and 
Ton $34.75. 





STANDARD BUMPER WITH RECESSED HITCH 
does not wrap-around. Heavy construction, 
FREE Dealer Imprint. For all makes of pick- 
ups $24.25. 


Prices Shown are Suggested List. Full 10% 
dealer discount applies. $1.00 per unit freig 
allowed on any assortment, 6 or more units. 
You can buy a Smash Hit bumper complete 
with recessed hitch for less than equipment 
bumpers. Order pickups without bumpers and 
equip them with Smash Hit Ruffneck Bumpers 
for a longer profit, for a more serviceable 
truck. 


Write for Catalog of Complete Line 


THE PERRY COMPANY 


P. O. Box 2057 Waco, Texas 


|On used-car dealers who allegedly 


Driver Training 
'To Be Continued in 


|cars, delay in obtaining payment 


| Greater Cincinnati Safety Council. 


Ontario motorists may face more 
rigid inspection of automobiles in 
order to cut down the traffic death 
rate. 


He said 238,000 roadside inspec- | 





tions by Provincial Police officers | 
had resulted in 105,000 charges and | 


| warnings, and indicated even more | 


rigid inspection schemes would be 
coming from the department of 


highways. 
+ * * 


General Offers New Tire 


For Boat Trailer Market 


AKRON.—General Tire & Rub- 
ber Co. has introduced a new tire 
specifically designed for boat 
trailers. 

The rayon, tubeless tire has white 
sidewalls and is designed specifi- 
cally for the trailers, according to 
the company. General’s trailer tire 
output so far this year is running 
27 percent ahead of the same period 
of last year. 


Used-Car Notes 





WINOOSKI, Vt.—A crackdown 


have been selling cars at excessive 
prices to foreign students at St. 
Michael’s College here has been an- 
nounced by State’s Attorney Allan 
Bruce. 

Bruce said the students have 
been buying cars despite the fact 
they do not have driver’s licenses 
and have but little knowledge of 





Cincinnati Schools 


CINCINNATI, — The Board of 
Education has voted to continue 
driver training and to move the 
program from the 12th to the 11th 
grade. The 4-to-3 vote came after 
13 representatives of civic, parents’ 
and business groups urged continu- 
ance, 

The program was imperiled three 
months ago when the Cincinnati 
Automobile Dealers Assn. notified 
the board that it will not lend cars 
for the purpose in the 1957-58 
school year. 

The dealer group attributed its 
decision to accidents involving the 


for repairs, seeing the cars parked 
in public places after schoo] hours 
and extra clerical work in arrang- 
ing insurance. 

Among those speaking in favor of 
driver training at last week’s hear- 
ing were Police Chief Stanley 
Schroetel and Raymond Clift, of the 


Two of the dissenting votes were 
cast by Board President Dr. Fred 
Heinhold and Vice-President Edwin 
G. Becker. 

Heinhold inferred that driver| 
training is up to the parents, and 
Becker said it is time to “cut out 
a lot of things that aren’t impor- 
tant.” He said driver training is 
not going to solve all traffic prob- 
lems and declared that “by teaching 
all this miscellania, we are creating | 





a teacher shortage.” 


Vermont laws and the operation of 
the vehicles. “They often don’t 
bother to register the cars,” Bruce 
said, 

The situation came to a head 
when a former Hungarian jet pilot, 
who has been studying English at 
St. Michael’s, was brought into 
court charged with speeding in a 
1942 sedan. 


The Very Rev. Francis E. Mori- 
arity, college president, said, “We 
are trying to find out who is acting 
as liaison man for this business. 
There seems to be a middleman.” 
He said the school has a rule ban-} 
ning the use of cars by students} 
who are taking the English course. | 

: * « 


New Jersey Auction Puts | 
Trucks in Separate Group 


BORDENTOWN, N. J.—Na- 
tional Auto Dealers Exchange 
now is auctioning trucks in a 
separate group to facilitate sales 
of the steadily increasing number 
of commercial vehicles now being 
registered. 

The new “T” group follows “A” 
group cars (1952 and earlier 
models) to the block. All trucks 
must be registered before 12:30 
p.m, on the day of the sale to be 
included in the “T” group classi- 
fication. Group “B” cars now in- 
clude 1953-54 models, and Group 
“C” is for 1955 and later cars. 

~~ * * 


Des Moines Auto Auction 


Moves Sales to Monday 


DES MOINES.—The Des Moines 
Auto Auction has changed its sale 
day from Thursday to Monday, ef- 
fective with the sale on Monday, 
June 17, according to the operator, 
Tom Fletcher. 

A truck auction is scheduled for 
Tuesday, June 25. All sales begin 
at 11 a.m. 


* * * 
Gabriel Opens Lot 


BISMARCK, N. D.—Anton Gabriel 
has opened Tony’s Motor Sales, a 


|used-car firm, at 2117 E. Main. He 


formerly was in the garage business 
in Strasburg, N. D. 





: GMC Dealer Council Meets in Pontiac— 


Members of GMC Truck & Coach division's 1957 divisional dealer council met in Pontiac to discuss mutual dealer-manage- 
ment activities with company officials. Standing (from left) are: Maurice E. Weigand, Dover, O.; Kelly Walters: Middletown, O.; 
L. Frank Armour, Montgomery, Ala.; William Whitehead, Scottsbluff, Neb.; Carl M. Eddy, Alamo, Tex.; Ivan Sharp, Poplar Bluff, 
Mo.; Harold M. Perkins, Pomona, Calif.; Leonard W. Begley, Omaha; Louis J. Truesdell, Toledo; W. C. Robinson, Billings, Mont.; 
Robert D. Koestner, Kalamazoo, Mich.; Eugene D. Bogard jr., Tucson, Ariz.; Leon W. Quick jr., Watertown, N. Y.; E. W. Mcleod 
jr, Fayetteville, N. C.; Millar White, Oklahoma City; J. E. Fitzpatrick, Burlington, Vt. Seated (from left) are: Keith N. Fletcher, 
Warrenton, Va.; W. L. VandeWater. GMC executive assistant to the general manager in charge of dealer relations; R. C. Wood- 
house, GMC general truck sales manager; A. L. Learner, San Francisco, council chairman; Leonard C. Hoehn, Mount Vernon, 
Wash.; R. K. Green, Gary, Ind.; Mack Forrester, Amarillo, Tex.; Grady E. Morgan, Jackson, Miss., and Fred C. Kidwell, Wichita 


Falls, Tex. 











SIMULATED 


EXHAUST 
TUBES 


for all °57 Chevrolets 


makes the “hot one” look “hotter’’ 
— sells like “hot cakes” for you! 
New “swank” installed in min- 
utes! Heavy chrome plated tubes 
fit perfectly beneath back-up 
lights on all °57 models. Sell 
themselves from com color- 
ful counter display, E with 
6 Ramjet Sets. 


Dealer Cost #9, DE set of 4 


Suggested 
Retail 






If your Jobber’s “out”—order direct 
from factory 


HOUSER 


INC 





ENGINEERING & MFG 


Bluffton. Ind 


<\antA B/ bp 


Macton‘s 
Paravane Turntable 


Assemble 
in 5 minutes 


No Tools Required 


Get FREE Catalog 


MACTON MACHINERY CO. 
STAMFORD 12, CONN. 


“URNTAR\S> 





THE FIRST 


“NEW LOOK” 


PENNANTS 
in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products, 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 
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Chicago Dealer Gives His Success Formula... 


It’s Salesmanship, Not Ads 


CHICAGO.—The secret to success- 
ful automobile selling is “helping 
the customer decide” on the car 
that is right for him, according to 
James Moran, president of Courtesy 
Motor Sales, Inc, (Ford). 

Speaking at the Chicago Tribune 
Forum on Distribution and Ad- 
vertising, Moran said, “I cannot 
sell automobiles in the newspapers 
or on television.” 

He said advertising provides his 
salesmen with “store traffic.” “But 
store traffic doesn’t mean sales,” 
he added. “The salesman has the 
job of turning store traffic into 
sales. 

“We don’t use any high-pressure 
sales tactics,” Moran said. “A good 
salesman can help a customer buy 
the right car at the right price and 
have him drive out happy and 
satisfied and ready to come back 
and do business with you again.” 

Moran listed what the salesman 
should help the customer decide— 
“that your place is a good place 
for him to do business, that the 
deal you’re giving him is saving 
him money, that you have the right 
model, that the features on your 
car are better than the features on 
your competitor’s product and that 
you are able to give him the kind 
of service he wants.” 

He noted that some retailing 
establishments like supermarkets 
could add automation to selling. 
He added, “The days of automa- 
tion in automobile selling are 
gone.” 

After outlining differences in auto 
retailing, he told of the complexity 
of an auto deal, with tradeins, 
financing and optional equipment. 

Moran said this complex opera- 
tion can be developed into a large- 
volume business and manpower is 
the answer. A program of constant 
supervision and training for sales- 
men is carried on by Moran’s firm. 

Constant supervision includes one 
sales supervisor for every four 
salesmen, written reports on every 
prospect and monitoring of phone 
interviews. 

It also means that no customer is 


Walker Finds 
Canada Buoyant, 


Raps Excise Tax 


MONTREAL. —E, H. Walker, 
president of General Motors of Can- 
ada, Ltd. said here that he found 
in trips across Canada a vitality 
about the country which creates a 
great and buoyant feeling of opti- 
mism. 

Walker said that customers still 
want big cars and their length, 
roominess and sense of luxury of 
a big car. “Our best sellers are the 
dolled-up models,” he said, adding 
he anticipated no change in the 
trend toward larger and more 
powerful cars. 

He said registrations in Quebec 
Province of GM products are up 43 
Percent from 1955, “We cannot 
make safe comparisons between this 
year and last year, because of the 
strike which curtailed our produc- 
tion last year,” he said. The volume 
of sales in Quebec, he said, points 
toward an early achievement here 
of the same per capita car owner- 
ship as in Ontario. 

“Car ownership in Ontario used 
to be about twice that in Quebec,” 
Walker said. “Now it is more like 
two cars in Quebec for every three 
in Ontario and the gap is rapidly 
closing.” 

He criticized the 10 percent excise 
tax on automobiles. Eight out of 
10 Canadians need an automobile 
to earn a living, he said, and the 
motor vehicle is no longer a luxury, 
it is a tool.” 

He declared that Canadian car 
owners are “Literally being taken 
for a ride by the Federal Govern- 
ment by the maintenance of this 
luxury tax on a basic, wager-earn- 
ing tool, despite the fact that years 
ago, the same war-time tax applied 
for the same reasons was removed 
from jewelry and other things that 
are certainly not tools.” 








permitted to leave without a per- 
sonal introduction to a supervisor, 
no deal is consummated without a 
supervisor being present and the 
firm is shopped thoroughly every 
day by professional services, 

“Our sales managers report on 
every sale made and every sale not 
made to me personally every day,” 
Moran said. Prospects who leave 
without making a purchase must 
be accounted for. 


“Do our men love this?” Moran 
scnssiasisisaeiceialaaaeadasaaetnina taal indamemamesinnaeaeameteteeete 


Curtice Named Trustee 


At Connecticut College 

NEW LONDON, Conn.—Harlow 
H, Curtice, president of General 
Motors, has been elected to the 
board of trustees of Connecticut 
College, He will serve a five-year 
term, 

Curtice’s daughter, Dorothy Anne, 
graduated from the college in 1955 
and another daughter, Catherine, is 
a sophomore at the school. 


\ 
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Ever notice how women are 
open to suggestion when it comes to 
car care? Sell a woman top-quality 
Castrol Motor Oil, and you’ll find she’s 
a pushover for quality all the way. Extra 
service, extras in TBA. And because you 
give her the quality she wants—Castrol Motor 


Oil and the rest—she’ll come back regularly. 
We're telling them ASK FOR CASTROL 
in signs, posters, mailing pieces, radio advertising— 


to build high-quality, high-profit business for you! 





asked. “Yes—because it helps 
keep them on their toes, It helps 
them earn more money.” 


He said that another of his firm’s 
secrets was work, “You have to be 
willing to put in long hours—you 
have to be willing to stay open 
when other people are closed.” 

Moran said the average customer 
is busy working during weekdays 
and can’t take a day off to buy a car. 
Still, his customers want to be able 
to make this important purchase 
at their leisure. 

“They have to buy that car on 
Saturday or on Sunday or in the 
evening—and that’s why we stay 
open—to serve the public,” he said. 

He defined work as “being ready 

to serve your customer when he 
wants to be served.” 

Moran added, “Having the right 
merchandise to sell—making it 
pleasant and convenient for the 
customer to buy. Making it easy 
for the customer to make up his 
mind, To me, these are the basic 
concepts of merchandising.” 





CASTROL 


attracts the sweetest 


customers! 


The Masterpiece in Oils 


Ask your CASTROL distributor or write for 
the name of distributor nearest you: 


CASTROL OILS, Incorporated 
75 WEST STREET, NEW YORK 6, N. Y. 
...A Division of the Wakefield Group... 
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Amalie Cited on Golden Anniversary— 


Brand Names Foundation's Golden Anniversary Certificate of Public Service is 
awarded to Amalie division, L. Sonneborn Sons, Inc., Franklin, Pa, The award com- 
memorates the Amalie trademark's half-century of existence and gives recognition 
to the firm as one of America’s pioneer refiners of Pennsylvania crude oil, Chester 
H. Remmel, left, Amalie sales manager, receives the award from H. E. Abt, center, 
of Brand Names Foundation, while William E. Hoyer, Sonneborn advertising manager, 
looks on. 
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Aro Appoints Thurow 


Minneapolis Manager 
Aro Equipment Corp., Bryan, O., 
has appointed 
James H. Thu- 
row division man- 
ager in Minneap- 
olis, Thurow will 
be responsible for 
distributor sales 
of Arolube equip- 
ment in Minne- 
sota, North 
Dakota, South 
Dakota and il 
counties of west- 
ern Wisconsin. 
* 


I-H Appoints Posorski 


Eugene J. Posorski has been ap- 
pointed branch service manager at 
the Eau Claire (Wis.) motor truck 
branch of International Harvester 
Co. 





J. H. Thurow 


* * * 


Hense, Wood Head 7 Boosts 


In Buick Manufacturing 
Buick has announced seven ap- 
pointments in its manufacturing 
division. Vernon E. Hense, chief 
metallurgical engineer, has been 
promoted to assistant general 
superintendent on the staff of 
Jesse L. Powers, general manu- 
facturing manager, and Daniel 
O. Wood was named superintend- 


Zeder Deplores 
U.S. Shortage of 


Nuclear Scientists 


DETROIT.—The shortage of nu- 
clear scientists in this country is 
today’s 


most alarming statistic,” 
James C. Zeder, 
Chrysler Corp. en- 
gineering vice- 
president, told the 
National Assn. of 
Engineering Com- 
panies. 

He said it is es- 
timated that 
fewer than 400 
fully qualified 
nuclear scientists 
. were trained in 
James C. Zeder the U. S. last year 
in face of a need for at least 2,000. 

Today’s engineers in all indus- 
tries have an obligation to help the 
engineering schools to meet the 
challenges of the atomic age, Zeder 
declared. 

Noting that engineers now are 
serving as members of top man- 
agement teams in most companies, 
he said that proper engineering 
education never has been more 
vital. He urged that educators keep 
in closer touch with industry and 
that industrialists in turn keep 
educators apprised of their needs. 


Zeder acknowledged the need for 
nontechnical education for engi- 
neers in order to prepare them for 
the problems of every-day living 
and to integrate their talents for 
the benefit of the companies for 
which they will work—‘“but not at 
the expense of being only half 





ent of Factory 28 in charge of 
service parts production. 

Harold T. McGrath succeeded 
Hense, and Donald P. Buswell 
took over McGrath’s post of as- 
sistant chief metallurgical en- 
gineer, Wood replaced J. B. Doll, 
retired, and Richard R. Horning 
succeeded Wood as general as- 
sistant of Factory 28. 

In Factory 12, the sheet-metal 
plant, Frederick A. Urban was 
named general assistant super- 
intendent of second-shift opera- 
tions, succeeding J. H. Langford, 
retired. Charles L. Koch now is 
general assistant superintendent 
in charge of the pattern shop, 
succeeding the late O. G. Patter- 
son. 

* 
Mercury Names Misch 


Assistant Chief Engineer 


Herbert L, Misch has been named 
assistant chief engineer of the prod- 
- engineering office of Mercury 
division, 

ing to H, C. Mac- 
Donald, chief en- 


* * 


| 
| 


gineer. 
| In his new posi- 
tion, Misch will 


serve as a direct 
line assistant to| 
MacDonald and 
will assist in the 
complete techni- 
eal and adminis- 
trative manage- 
ment of the office. 
Misch also was made a member of 
the management, merchandising 
and product committees at Mer- 
cury. Prior to joining Mercury, 





H. L. Misch 


|Misch was director of advanced 


product planning for Cadillac. 
* * = 


DeSoto Realigns Personnel 


In Minneapolis Region 


Robert K,. Cullen has been ap- 
pointed DeSoto assistant regional 
field manager in Minneapolis. 

The appointments of Robert Kolb | 
as city manager, Twin Cities dis- 
trict; Dean C. Carpenter, as re- 
gional new-car manager; Charles 
L. Call, as Fargo (N. D.) district 
manager; and Thomas D. Carlin as 
new-car sales manager in the Twin 
Cities suburban area, were also 


announced. 


« = > 


Hyster Names Washburn 


W. R. Washburn, until recently a 
Caterpillar Tractor Co. distributor 
in Peoria and Quincy, IIL, for 27 
years, has been elected to the board 
of directors of Hyster Co., Port- 
land, Ore. 


> > © 
8 Executives Reassigned 


By Fairbanks, Morse & Co. 


Robert H. Morse jr., president, 
Fairbanks, Morse & Co., Chicago, 
has announced reassignment of | 
three vice-presidents and one plant 
manager and the promotion of four 
other executives. 

Reassigned are: Robert H. Morse | 
III to budgets and planning vice- | 
president; V. H, Peterson, sales| 
vice-president, and John A. Cuneo, | 
foreign operations vice-president. 
John C. Elmburg was promoted to 








accord- 


|increased sales of used cars, 


derson sr., to chief engineer; C. E. 
Clausen, to manager of the Kansas 
City plant; H. M. Goodchild, to 
manager of the St. Johnsbury (Vt.) 
Works; and G. R. Anderson jr., to 
chief engineer at the Vermont 


plant, 


* * 


Galion Appoints Reese 


Regional Sales Manager 


Robert R. Reese has been ap- 
pointed southeastern regional sales 
manager by 
Galion Allsteel 
a. Co., Galion, 


* 





Reese’s duties ( 
will include su- — 
pervision of the 
sale of Galion 
Allsteel dump 
bodies, hoists and 
hydraulic tail- 
gates. Prior to 
joining Galion, he 
| served four years 
as a hydraulic engineer for Glenn 
L. Martin Co. and two years as 


R. R. Reese 


Equipment Co. 


- 
AMC Appoints Courage 


Assistant to Abernethy 


William L. Courage has been pro- 
moted to executive assistant to Roy 
Abernethy, Amer- 
ican Motors auto- 
motive distribu- 
tion and market- 
ing vice-presi- 
dent. 

Courage, who 
joined Hudson in 
1922, has been 


* * 





AMC’s automo- 
tive marketing 
and analysis de- 

W. L. Courage partment since 
last September. On Abernethy’s 
staff, he succeeds H. G. Paxton who 
has been named administrative as- 
sistant to Roy D. Chapin jr.. AMC 
executive vice-president. 

= «< * 


Chrysler Names Dunlap 


MoPar Chief in L. A. 


M. H. Dunlap has been appointed 
MoPar area dealer sales manager 
in Los Angeles for Chrysler Corp.’s 











| sales manager of Omaha Body and_| 





marketing organization, according 
to Edward P. Letscher, Western 
area director. 

Letscher said the appointment 
was “in line with the corporation’s 
program to provide parts and ac- 
cessories specialists in the field who 
can offer merchandising and opera- 
tional assistance to Chrysler Corp. 


dealers.” 
* 


Woker Heads Region 


Garman G. Woker has been 
named Minneapolis regional man- 
ager for Dodge, replacing R. K. 
| Robinson who was transferred to 
Detroit as export sales manager. 
Woker formerly was Chicago as- 
sistant regional manager for Chrys- 


ler division. 
* ‘K * 


McLaughlin Heads Sales 


For Smith Truck Equipment 


J. R. McLaughlin has been pro- 
moted to sales manager for the 
| truck equipment division of Smith, 
| Inc., Fargo, N. D. 

McLaughlin was a truck sales- 
man in this area for three years 
before joining Smith in 1951 as a 
sales representative for construc- 
tion equipment. He was appointed 
sales supervisor for truck equip- 
ment in 1955. 

} * 

Ford Motor Names Sewell 


To New Planning Duties 





* * 


Ford Motor Co. has named J. D. | 
Sewell forward planning and pro-| 


duction analysis manager for the 

manufacturing engineering office. 
A Ford employe since 1949, Sewell 

has been associated with the auto- 


manager of/|motive industry for the last 16| 
years and has held product plan- | 


ning positions with Ford and Mer- 
cury divisions. He most recently 
was on the staff of the executive 
vice-president—car and truck di- 
visions. 

7 
Burnett to Run Operations 


At Detroit Steel Products 
David S. Burnett has been elected 
vice-president in charge of the De- 
troit steel products division of Fen- 
estra, Inc. 
Formerly general manager, Bur- 
nett has been given complete re- 


How They're Pushing Sales .. . 





Dealer Ad Ideas 


Free ‘Trapped’ Wives 

WJ4KE your wife out of the trap,” 
pleaded A. L. Duckett Co. 

(Chrysler-Plymouth), Provo, Utah. 

The advertisement is part of a 


campaign to sell second cars to! 


families in the area. 


One ad in the campaign declared, | 


“7,000 wives in this area are trapped. | 
They are left home with no trans- 
portation, cut off from the outside) 
world - 

A company spokesman reported | 
that the campaign is paying off in| 


| 
| 
| 
i 


o 
Dealers Employ Magazine 


For Direct-Mail Advertising | 


NUMBER of California dealers 
are using a magazine produced 
by H & H Publications, Inc., Los 


trained for their professional work.” | general sales manager; G. R. An-| Angeles, for direct mail advertising. 


Chrysler Honors Poinsatte Sa 


Five salesmen from Poinsatte Auto Sa 
Wayne, Ind., become members in the Chry i 
is based on outstanding sales achievement. Presenting the awards, above, is Harry | $6,500,000 for the project. The uni- 





lesmen— 


les, Inc. (Chrysler-Plymouth-Imperial), Fort 
sler Medallion Club, membership for which 


C. Halstead, Chrysler division Chicago regional sales promotion manager. From left 


are Oscar Yost, dealership sales manager; 
man; Halstead; William Poinsatte, dealersh 
Woehnker and Otis Clark. 


Lee Foster, salesman; Dave Worthen, sales- 
ip president; and salesmen Bob Burns, Joe 


The 16-page, digest-size maga- 
zine contains eight pages of fea- 
tures of general interest, seven 


Ford Gives Land 
To Junior College 


DEARBORN. — Ford Motor Co. 
has given 75 acres to the Dearborn 
board of education to be developed 
as a new campus for Henry Ford 
Community College. 


The property for the proposed re- 
location of the Dearborn junior 
college is adjacent to the tract 
which Ford gave to the University 
of Michigan. It is part of the Fair 
Lane estate. 

The University of Michigan plans 
to develop a Dearborn campus on 
210 acres contributed by Ford last 
December. At that time, Ford Motor 
Company Fund agreed to contribute 


versity will offer junior, senior and 
graduate level courses in engineer- 
ing, business administration and 


liberal arts and sciences. | 


|W 


| pages for the dealer’s advertising 


message and a cover done in one 
color. 


Help Hubby Stay 


cd 

Alive 

HEN the El Paso (Tex.) Times 
began running the popular 
book, “Help Your Husband Stay 
Alive,” A. B. Poe Motor Co. (Chrys- 
ler-Plymouth), joined in the pro- 
motion by advertising: “Help Your 
Husband Stay Alive with a Safety- 
Checked Used Car.” 


* x * 


sponsibility for the operation of the 
division. He joined the company in 
1951 after a number of years on the 
sales staff of the Eaton Mfg. Co. 

* * * 


Caldwell Elected President 


Of Baker-Raulang Co. 


Eugene Caldwell has been 
elected president of Baker-Rau- 
lang Co., Cleveland. Formerly 
vice-president and general man- 
ager of the Hyster Co., Portland, 
Ore., Caldwell succeeds Percy L. 
Douglas, who continues as a 
director of Baker-Raulang and 
executive vice-president of Bak- 
| er’s parent company, Otis Eleva- 
tor Co. 


* * * 


Maintenance Elects Tissot 


| Election of Robert A. Tissot as 
president of Maintenance, Inc., has 
been announced by the board of 
directors of the Wooster (O.) firm. 
Tissot becomes chief executive offi- 
cer, succeeding the company 
founder, the late Manuel Claparols. 
+ * * 


Century Appoints Vick 


Century Electric Co., St. Louis, 
| has opened a branch office in Port- 
|land, Ore., to handle sales in the 
Pacific Northwest. The new office 
is headed by Donald R. Vick. 


* + * 


Westinghouse Ups Jewell 


James H. Jewell, sales vice- 
president for Westinghouse Elec- 
tric Corp., has been appointed 
vice-president in charge of mar- 
keting. In addition to responsibili- 
ties for sales, advertising, market 
| research, and sales training and 
planning, Jewell will direct the 
company’s new distribution serv- 
ices department, 

* 


Fine Succeeds Ceader 


As Hudson Lamp Chief 


Hudson Lamp Co., Kearny, N. J., 
has announced that Herman Fine 
has been elected president replac- 
ing J. D. Ceader, now chairman of 
| the board. 
| J. D. Collins and Philip S. Rust 
continue as vice-president and sales 
vice-president respectively. L. A. 
| Musella, former assistant secretary- 
| treasurer, now is treasurer and D. 
| E. Davis, former sercretary-treas- 


|} urer, secretary. 
oa 


Ford Division Names 


‘Copp and Smith in Pa. 


| Robert J. Copp has been named 
| Philadelphia district sales manager 
of Ford division. He succeeds Har- 
rison Smith, who has been named 


Pittsburgh district sales manager. 
* x * 





* * 


* * 


Tucker, Hansen Named 


To 3M Executive Posts 


Robert H. Tucker has been named 
secretary of Minnesota Mining & 
Mfg. Co., and Irwin R. Hansen has 
been appointed treasurer. 

Tucker succeeds John L. Con- 
nolly, who has retired. Connolly 


(Continued on Page 73, Col. 1) 





Brooks Emphasizes Sales Contest— 


Hawaiian props and a grass-skirted mannequin are being used by Ellis Brooks, 
right, of Ellis Brooks Chevrolet, San Francisco, to emphasize a “Honolulu Prize” sales 
contest at his dealership. An additional Hawaiian touch is achieved by the use of 
Hawaiian music over the firm's public address system and paper leis for all personnel 
who come in contact with the public. Brooks says the music and display help keep 
salesmen and other personnel enthusiastic about the sales promotion. From left are 
R. H. McCormick, Chevrolet zone truck manager; A. T. Olson, regional truck manager, 


and V. K. Whetstone, city manager. 
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will continue as general counsel 
and as a director. Hansen succeeds 
Clarence M. King, who also has 
retired. King will serve in an ad- 
visory capacity. 

* * * 


Thomas Selected 


Joseph D. Thomas has been ap- 
pointed plant comptroller of the 
Plymouth plant in Detroit. He has 
been staff assistant in charge of 
the analytical departments in Plym- 
outh’s comptrollers office. 

a4 ea * 


Bendix Promotes Paine, 
Richardson and Evans 


New management assignments in 
the Bendix-Westinghouse Automo- 
tive Air Brake Co., Elyria, O., and 
the Kansas City division of Bendix 
Aviation Corp. have been an- 
nounced. 

Elected executive vice-president 
of Bendix-Westinghouse is Willard 
B. Paine, formerly general manager 
of the Kansas City division of 
Bendix Aviation. IL F,. Richardson 
has been named to succeed Paine 


and Eldred E. Evans has been pro-| 
moted to assistant general manager | 


of the Bendix division. 
* = * 


Dinniene Named 
James L. Dinniene has been ap- 
pointed comptroller of Cadillac’s 
retail outlet in Los Angeles. He 
joined Cadillac in 1922 as an office 
_ * * * 


Whitehead Stamping Picks 
New Head Officers 


James F. Whitehead jr. has been) 


elected president of Whitehead 
Stamping Co., replacing J. Frazer 
Whitehead who becomes chairman 
of the board. 

Margaret Whitehead has been 
named vice-president; George B. 
Whitehead, vice-president and sales 
manager, and Harold J. Hyde, sec- 
retary and treasurer. 

= = = 


Laws Promoted 


Robert A. Laws, formerly assist- 
ant chief engineer, has been named 
sales engineering manager of 
Baker-Raulang Co., Cleveland. 


> * * 


Blake Heads Clark Branch 


J. R. Blake has been appointed 
sales manager of the new Chicago 
factory branch of industrial truck 
division, Clark Equipment Co., Bu- 
chanan, Mich. 

= > * 


Buick Shifts Coon 


Russell T. Coon has been ap- 
pointed assistant manager of 
Buick’s Chicago zone. He succeeds 
Charles A. Speight, who was ap- 
pointed Dallas zone manager. Coon 
formerly was assistant zone man- 
ager in Houston, 

> * = 


Jaguar Picks Terhune 


Jaguar-Cleveland has announced 
expansion of its operation and ap- 
Pointment of Walter S. Terhune as 
manager of the Shaker Heights 
operations, in Cleveland. 

a > a 


Olson Appoints Ewbank 


Russell W. Ewbank has been ap- 
Pointed Pacific Coast regional man- 
ager for J. B. E. Olson Corp. with 
Offices in Los Angeles. Olson alu- 
minum bodies are sold through 
Ford, Chevrolet, Dodge and GMC 
dealers. Ewbank formerly was 
NADA western representative. 

= * 


Fruehauf Picks Wiersum 


Appointment of Robert J. Wier- 
sum as service manager of Frue- 
hauf Trailer Co. in Grand Rapids 
has been announced. Wiersum has 
been associated with Fruehauf since 
1946. He began as a stock room 
clerk and later was made parts 
manager. He also has been a sales- 
man. 

* +. 7 


Arvin Appoints Anderson 


Automotive Works Manager 
Eugene I. Anderson, former man- 
ager of the Franklin (Ind.) plants 
of Arvin Industries, Inc., has been 
named works manager of Arvin’s 
automotive division. Rush Friddle, 
former assistant production super- 





intendent in Franklin, succeeds An- 
derson as plants manager. 

Six automotive division employes 
have been named to the firm’s man- 
agerial group. They are Jonas E. 
Markey, Merle O. Thompson sr., 
William W. Dollens, Thurman IL 
Sparks and K. D. Ferris, all plant 
managers, and Forrest R. Brown, a 
plant division superintendent. Also 
named to the group were Charles 
E. Hutton, furniture and house- 
wares division assistant sales man- 


ager, and Edwin E. Campbell, prod- | 


ucts manager of the division. 
+” = = 


Overseas Unit Established 
By Mathieson; Arnold Named 


Formation of Olin Mathieson In- 
ternational Corp, and appointment 
of Henry A. Arnold as the new 
corporation’s president has been an- 
nounced. Arnold will be responsible 
for all of Olin Mathieson Chemical 
Corp.’s overseas activities, 

He formerly was vice-president 
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of Olin Mathieson in charge of 
South American operations and 
also was president and managing 
director of E. R. Squibb & Sons 
Argentina, S. A. He continues as a 
vice-president of the parent com- 
a * + ae 


Eaton Shifts Mitchell 
Robert E, Mitchell has been ap- 
pointed administrative assistant for 
industrial engineering on the cen- 
tral industrial relations staff of 
Eaton Mfg. Co., Cleveland. 


* * * 
Fogg, Young and Bettaso, 
Named in Denver by Edsel 
Walter S. Milton, Edsel district 


sales manager in Denver, has an- 
nounced three appointments in the 


| Denver office. 


George E. Fogg, who has been 
assistant zone manager for Ameri- 
can Motors, will be management 
services manager; Cecil D. Young, 
formerly with Colorado Manage- 
ment Corp., has been appointed 
market representation manager, 
and Bernard J. Bettaso, previously 
salaried personnel manager with 
Continental in Dearborn, is to be 
administrative manager. 





Pontiac Featured at Cleveland Show— 


Exhibitors form six states competed for 45 trophies at a recent car show spon- 
sored by the Cleveland Sports Car Club. The show featured 90 cars, including customs, 
rods, classics, restored models and sports cars. One of the attractions at the show 
was a Pontiac Bonneville, the only car in the show featuring fuel injection. Shown 
with the Bonneville are, from left, S. J. Kulcher, Pontiac representative; James Revenall, 
of Feder Pontiac, Inc.; Marcus Feder Ill; Marcus Feder jr., and J. F. Malone, Pontiac 
zone manager. 








PITTSBURGH PRODUCTS used in this modern, good-looking showroom are Pittco® 
Store Front Metal, Pittsburgh Polished Plate Glass, and two Herculite® 
Plate Glass Doors. Architect: Dante J. D’Anastasio, Atlantic City, N. J. 


“70% increase in business,” 


says George M. Fiedler, Manager 
South Jersey Motor Company, Atlantic City, New Jersey 


after installation of new Pittsburgh Open-Vision Front. 


“Our ‘New Ford Showroom’ by Pitts- 
burgh Plate Glass Company has caused 
no end of favorable comment. 
it is the show place of South Jersey, and 
if a healthy 70% increase in business is 
any barometer, we must be right.” 
Everywhere in the country automo- 
bile dealers have been talking about 
their new Pittsburgh Open-Vision 
Fronts—and the way these fronts are 


helping to build up business 


agencies and to improve established 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 





itTss 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


URGH 


We feel 


you. If you haven't 


for new 


ee eS Giass 


ones. Even 70% increases in business are 
not unusual following good moderniza- 
tions with Pittsburgh Fronts. 

And what helps one automobile 
dealer will help others too—including 


or improved your showroom, you owe it 
to yourself and your business to investi- 
gate Pittsburgh Open-Vision Fronts. 
Just send in the convenient coupon and 
we'll be glad to give you more informa- 
tion on Pittsburgh Fronts. 
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recently remodeled 


Pittsburgh Piate Glass Company 
Room 7270, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your store 
front booklet. 


COMPANY 
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Oldsmobiles Win Youth Safety Run— 


; Clint Harris, left, head of Harris Oldsmobile, Whittier, Calif., and Jack Taylor, 
right, head of J. M. Taylor Motors, South Gate, Calif., sponsored the Oldsmobile “88s” 


that finished one-two in the fourth annual Youth Safety Run, a 710-mile round trip 
between Pasadena, Calif., and Las Vegas, Nev. Mel Hamilton, second from right, of 
the South Gate Counts Car Club, won the first place trophy with an economy record 
ot 50.412 ton-miles per gallon in the car sponsored by Taylor. Lee Miller, second from 
left, took second place with a mark of 49.966 ton-miles per gallon in the Oldsmobile 
img by Harris. Both drivers and their cooperating dealers were awarded victory 
trophies. 


The story of the 


HEY, DON’T PARK YOUR NEW CAR 


UPSIDE DOWN! 
\ 1 ALWAYS PARK 


UPSIDE DOWN. 
KEEPS OIL UP IN MY ENGINE 
... CUTS FRICTION 

WHEN | START! 


if 


IT OIL PLATES YOUR ENGINE®... 
CONQUERS FRICTION AND CORROSION. 


SO TMNT'S FoR me! 


SAE TAD 


sell exclusive Oil-Plating from break-in to trade-in! 


Oil-Plating. By means of a unique 
magnetic action, it actually “plates” a 


tough film of lubricant onto the entire 
engine. It never drains down, even over- 
night! Result? Faster, safer, friction- 
free starts .. . automatic warm-up - -- 
up to 80% less friction wear! 


Oil-Cleansing. . . a second great dis- 
covery . . . conquers corrosion by neu- 


tralizing combustion acids instantly! 


CONOCO all-season Super Motor Oi 





What’s more, 
particles of dirt and dust - | 
them in harmless oil suspensions until 


drain-time. 


Simplifies inventory, too—2 grades 
service all cars. 
tomer confidence 
trade-in with Conoco 


Contact your Conoco offic 
Continental Oil Co., Houston, 
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2-dr.. $1,075. '54 wagon, $1,890. 56 Bel Air Sport sedan, 

’52 Gustom 2-dr.,| $1,800*; Two-ten (8) station wagon, $1,- 
345; 4-dr., $1,275, $1,255, $1,225, $1,200; 
2-dr., $1,200, $1,175. °55 Bel Air (8) 
Sport coupe, $1,245; station wagon, $1,- 
065*; Two-ten (8) station wagon, $1, 
200°; 4-dr., $1,000, $950, $900, $890; 
2-dr., $855; One-fifty (8) station wagon, 
$950; 4-dr., $790, $560*. '54 Bel Air 2- 
dr., $810; 4-dr., $655. '53 Bel Air Sport 
coupe, $685*, $610. °52 SL Deluxe 4-dr., 
$360*. '51 SL Deluxe 4-dr., $230*, $150*; 
2-dr., $130*, 

CHRYSLER—’56 NY 4-dr., $2,110* (ps). 

DODGE—’55 Royal conv., $1,260*. ’54 Cor- 
onet station wagon, $725. ’53 Coronet 4- 
dr., $445°*. 

FORD—’56 Fairlane (8) Victoria, $1,620*. 
'55 Custom 4-dr., $910, $850; taxi, $650; 
Main 4-dr., $700. 54 Ranch Wagon, $800; 
Custom 4-dr., $750*; Main 4-dr., $600. 

LINCOLN—’55 Cosmopolitan Hardtop, $1,- 
385*. '52 Cosmopolitan Hardtop, $440*. 
*49 Cosmopolitan 4-dr., $120. 

MERCURY—’54 Monterey 4-dr., $910*, ’49 


$1,255; Fairlane (8) 
Custom 2-dr., $640. 
$350*. 
MERCURY — ’'56 Montclair Hardtop, $1,- 
800*. ’°53 Monterey Hardtop, $655*, 
OLDSMOBILE — '54 (88) Super Holiday, 
$1,180, ’°51 (88) 2-dr,, $255*. 
PLYMOUTH ’51 Cranbrook Belvedere, 
$250; 4-dr., $250, $210. ’50 conv., $135. 
PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
000°. ’52 Chieftain (8) 2-dr., $150°*. 
STUDEBAKER—’52 Commander Hardtop, 
$250*. 
WILLYS—’51 station wagon, $315. 
MISCELLANEOUS—’54 Ford %-ton pick- 
up, $590. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of June 4.) 

(Sold 80 percent of all entries here 
this week as clean, older models were 
very strong. Late models dipped slightly. 
Sold 73 out of 91.) 


BUICK—’56 Century Riviera, $1,600* (ps). 2-dr., $145. 
’53 Super Riviera, $800*; Special 4-dr.,| OLDSMOBILE—’54 (88) Holiday, $1,085* 
$610*, °52 Special Riviera, $465*; RM (ps). $ 
4-dr., $380° (ps). ‘51 Super Riviera, | PACKARD—’54 Hardtop, $800°. 
$250*; RM Riviera, $125*; Special 4-dr.,; PLYMOUTH — ’'55 Savoy station wagon, 
$115*. $905. °53 Cranbrook 2-dr., $365, '51 Cam- 
CADILLAC—’55 (62) coupe de Ville, $2,- bridge 4-dr., $160. 


PONTIAC—’56 station wagon, $1,640°, ‘55 
Chieftain (8) 4-dr., $1,150*, '52 Chieftain 
(8) 4-dr., $390°, $380, $335. '51 (8) 4- 
dr., $165, '49 2-dr., $125. 


625° (ps). °54 (62) coupe de Ville, $2,- 
385° (ps). °52 (75) 4-dr., $425*. '51 (60) 
4-dr., $565°. 

CHEVROLET — '57 Two-ten (8) station 


upside-down car 








YOU CAN PARK RIGHT-SIDE UP. WE PUT IN 


CONOCO ALL-SEASON SUPER MOTOR OIL. 
IT STAYS UP IN YOUR ENGINE... 
NEVER DRAINS DOWN. 
4 


NO -~— 
KIDDING? 


LOOKS LIKE EVERYTHING'S 
ON THE UP-AND-UP NOW. 
/ 
/ 
YOU BET! OIL-PLATING 
NEVER LETS YOU DOWN. 
\ 


this additive “‘scoops up” 
. holds 


Build profits and cus- 
from break-in to 


all-season Super. 
e or write 
Texas. 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Oil Company 


























WILLYS—’ 53 station wagon, $575. 


MISCELLANEOUS — ’54 Alpine roadster, 
$1,010. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday, Prices are for sale of June 5.) 


(A very excellent sale with all clean 
units bringing premium money, Sold 124 
out of 172 offerings.) 

BUICK—’54 Special 2-dr., $990 (ps). '52 
Special 2-dr., $215, ’50 Super Hardtop, 
$330; 4-dr., $280°. 

CADILLAC—’50 (62) 4-dr., 
'49 (62) 4-dr., $330. 

CHEVROLET—’56 Bel Air (8) 2-dr., 


$520*, $375°. 


$1,- 


405. °55 Bel Air (8) 2-dr., $1,430, $1,- 
015; 4-dr., $955, $755; Two-ten (8) 
4-dr., $985; 2-dr., $555. ’53 Bel Air 2- 


dr., $665, $630, $555, $540*; 4-dr., $550. 
’52 SL Deluxe 4-dr., $330, $300*%; 2-dr., 
$430, $305; SL Special 2-dr., $295. ‘51 
SL Deluxe Bel Air, $325*; 2-dr., $410, 
$395*, $370; 4-dr., $330*; coupe, $285; 
SL Special 2-dr., $210*, '50 SL Deluxe 
4-dr., $210, $140; 2-dr., $210, $205. °49 
2-dr., $165. '47 coupe, $145. 
DeSOTO — '53 Firedome (8) 4-dr., $570* 
(ps). ’52 Firedome (8) 4-dr., $430. 
FORD—’57 Custom (8) 300 2-dr., $1,705; 
4-dr., $1,580; Fairlane (8) Victoria, $1,- 
665* (ps). °56 Fairlane (8) Victoria, 
$1,730*, $1,625°; 4-dr., $1,585; Custom 
(8) 4-dr., $1,325, $1,285. ’55 Fairlane 
(8) Victoria, $1,395*, $845; Custom (8) 


4-dr., 2 at $895. °54 Crest (8) 4-dr., 
$880* (ps); Custom (8) 4-dr., $795°*, 
$730, $710, $605, $590. °53 Custom (8) 
2-dr., $605, $590*%; Victoria, $485. ‘52 


Custom (8) 2-dr., $425, $420, $330, $265; 
4-dr., $340, $280; Victoria, $480, $325°; 
Main (6) 2-dr., $215, ’51 Custom (8) 
Victoria, $460, $400*, $330; 4-dr., $380, 
$340, $265, $205; 2-dr., $325, $305*, $245; 
Custom (6) 2-dr., $305. '50 Custom (8) 


2-dr., $365, $355, $295; conv., $140; 4- 
dr., $125. °49 Custom (6) 2-dr., $135; 
Custom (8) 2-dr., $115, 

MERCURY — '51 conv., $250*. °50 2-dr., 
$315. 

NASH—’51 Rambler 2-dr., $255, $235. 

OLDSMOBILE — ‘55 (88) 4-dr., $1,580°*, 
$1,465*, $1,405°. °53 (88) 4-dr., $885; 
2-dr., $880° (ps), $750*. ‘52 (88) 4-dr., 
$340*, "51 (88) 2-dr., $380*, $225°, °50 


(88) 2-dr., $215. 

PLYMOUTH—’55 Plaza station wagon, $1,- 
095. ‘51 Cranbrook 4-dr., $215. 
PONTIAC—'56 Chieftain (8) 4-dr., $1,- 
500°, $1,395*. °52 station wagon, $580. 

*51 2-dr., $170. 

STUDEBAKER—’52 Champion 2-dr., $250; 
4-dr. $160. 

WILLYS—’53 Jeepster, $420. 

MISCELLANEOUS—'55 Ford %-ton pick- 
up, $670. °53 Chevrolet %-ton pickup, 
$430. ‘52 Chevrolet %-ton pickup, $460. 
’51 Ford 1%-ton pickup, $405; %-ton 
pickup, $360. ‘50 Ford wrecker, $450. 
"48 Chevrolet wrecker, $405, $385. 


SEATTLE 


(South Seattle Auto Auction. Sale every 

Wednesday. Prices are for sale of June 5.) 
(Good market this week as we sold 
162 out of 288 offerings.) 

BUICK—’56 Century station wagon, §$2,- 
310° (ps); Super Riviera, $2.045*° (ps). 
’55 Super Sport coupe, $1,725*° (ps); 
Special Sport coupe, $1,515*; 2-dr., $1,- 
200; Century Sport coupe, $1,410. °54 
Special Sport coupe, $1,245* (ps); 4-dr., 
$910, $870. "50 Special 4-dr., $255*, $160, 
$100°; 2-dr., $230. 

CADILLAC—’'57 (62) coupe de Ville, $4,- 
950° (ps). "53 (62) 4-dr., $1,180. 

CHEVROLET—'57 Bel Air (8) Sport coupe, 


$2,380°. ‘56 Bel Air (8) Hardtop, $1,- 
950°; Sport coupe, $1,805*; Two-ten (8) 
station wagon, $1,720*; 4-dr.. $1,650°, 
$1,585°, $1,545°, $1,540°, $1,525°, $1,- 


520; 2-dr., $1,520°; Two-ten (6) station 
wagon, $1,760°. ‘55 Bel Air (8) station 
wagon, $1,650°; Sport coupe, $1,530°; 
Bel Air (6) 2-dr., $1,295°; Two-ten (8) 
station wagon, $1,555*, $1,505*; 4-dr., 
2 at $1,220°. '54 Bel Air 2-dr., $950°; 
Two-ten 4-dr., $700. °53 Two-ten 4-dr., 
$650, $520; One-fifty 4-dr., $545. '52 SL 


(Continued on Page 75, Col. 1) 


Runaway Inflation 
A Real Threat, 


Nance Warns 


CANTON, N. Y.—James J. Nance, 
Ford Motor Co. marketing vice- 
president, warned the St. Lawrence 
University gradu- 
ating class that 
growing economic 
imbalance threat- 
ens an inflation 
that “could strike 
your generation 
as devastating a 
blow as the de- 
pression struck 
mine.” 

He added that 
the solution to this 
threat is moral 
and political rather than political, 
and that “the responsibility for 
meeting it rests upon all Americans, 
not just labor and management.” 

Nance received an honorary doc- 
tor of laws degree at the commence- 
ment exercises. 

Several other automotive execu- 
tives donned academic robes last 
week to address graduating classes 
and receive honorary degrees. 

Among them were Thomas H. 
Keating, General Motors automo- 
tive group vice-president; Francis 
C. Reith, Mercury general manager, 
and William S. Richardson, B, F. 
Goodrich Co, president. 

Keating received a doctor of laws 
from the University of Detroit; 
Reith, doctor of commercial science 
from Holy Cross College, Worcester, 
Mass., and Richardson, a doctor of 
laws from Alabama Polytechnic 
Institute, Auburn, Ala. 





James J. Nance 
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Deluxe 4-dr., $595*. °49 SL Deluxe 2- 
dr., $195. 

CHRYSLER—’'56 Windsor Nassau, $2,045* 
(ps). 55 NY 4-dr., $1,780* (ps). 

DeSOTO —'56 Sportsman coupe, 
(ps). °55 Firedome (8) 4-dr., 
50 Carryall, $255*; club coupe, 

DODGE—’'56 Custom Royal conv., $1,895* 
(ps). ’55 Sierra station wagon, $1,600°*. 
’52 Coronet conv., $310*°; club coupe, 
265. 

FORD — '57 Thunderbird, $3,220* (ps); 
conv., $2,425%; Ranchero, $1,795; Cus- 
tom (8) 300 4-dr., $1,980°. '56 Parklane 
station wagon, $1,880*°; Fairlane (8) 
Crown Victoria, $1,850* (ps); Victoria, 
$1,820*; Country sedan, $1,695; Custom 
(8) 4-dr., $1,495*, $1,395, $1,390. ‘55 
Country Squire, $1,595*; Country sedan, 
$1,410* (ps); Ranch Wagon, $1,280°*; 
Fairlane (8) 2-dr., $1,205*, $1,130°*; 
Main (6) 2-dr., $855. 54 Country Squire, 
$1,255* (ps); Crest (8) Victoria, $1,075°; 
Custom (8) 4-dr., $800, °53 Crest (8) 
Victoria, $760*; club coupe, $695*; 4-dr., 
$620*, $550. °52 Main (8) 4-dr., $410, 
$380. °51 Custom (8) Victoria, $490*; 
4-dr., $395*; 2-dr., $250, $240, ‘50 Cus- 
tom 4-dr., $240, $135. 

HUDSON—’55 Rambler Cross Country, $1,- 
325, '51 Hornet 4-dr., $110°*. 

MERCURY—' 54 Monterey Sport coupe, $1,- 


$2,220° 
$1,445°*. 
$100. 


055* (ps); Custom 4-dr., $815*, $795°*. 
’53 Custom 4-dr., $665*. 

NASH — ’57 Rambler 4-dr., $1,750*°. '55 
Rambler Cross Country, $1,475*; Metro- 


politan sedan, $820. "53 Ambassador 4- 
dr., $710*; Statesman Sport coupe, $685*. 
52 Ambassador 4-dr., $400°. "51 States- 
man 4-dr., $165*. °50 Statesman 2-dr., 


135. 
on psMOBILE—'57 (88) Sport coupe, $2,- 
580, °56 (88) Sport coupe, $1,830* (ps). 
55 (98) Sport coupe, $2,005* (ps), $1,- 
830* (ps); (88) Sport coupe, $1,580*; 
4-dr., $1,480*%, $1,395*. ‘54 (98) Sport 
coupe, $1,470* (ps); (S88) 4-dr., $1,085°. 
"53 (98) 4-dr., $765°; (S88) 4-dr., $675. 
"51 (98) 4-dr., $305°. "50 (98) 4-dr., 
$250°. 
PACKARD—’'55 Caribbean conv., 
"51 (200) 2-dr., $280°*. 
PLYMOUTH ’57 Belvedere (8) 
coupe, $2,495*; station wagon, $2,210. 
'55 Belvedere (8) station wagon, $1,- 
295: Savoy (8) 4-dr.. $1,040, $1,035, 
$995. "54 Savoy 2-dr., $620°. ‘51 Subur- 
ban, $420. '49 4-dr., $145 
PONTIAC *56 Chieftain station wagon, | 
$1,800*. "55 Star Chief Sport coupe, $1,-| 
460° (ps) ‘53 Chieftain (8) Catalina, 
$790°*; conv., $725°; 4-dr $660°*, 
"51 club coupe, $440, $400; 4-dr., 
$250°, $220°. '50 sedanet, $220°; 
$165. 
STUDEBAKER 





$2,125°. 


Sport 


$620°. 


$420°, 
4-dr., 


‘56 Golden Hawk Sport 
coupe, $2.050. ‘55 station wagon, $1,225°. 
"52 Commander Sport coupe, $265°. °51/| 
Commander Land Cruiser, $100°*. 

MISCELLANEOUS—'56 Volkswagen 2-dr., 
$1.450; Chevrolet %-ton pickup, $900. 
55 Volkswagen 2-dr $1,350. °54 Chev- 
rolet -ton pickup, $775; Austin Somer- 
set, $545. ‘52 Chevrolet ‘%-ton panel, | 
$275. "51 Chevrolet 2-ton truck, $645. '50 
Chevrolet 1-ton panel, $305 


CHICAGO 


Auto Auction, Sale every 
Prices are for sale of June 4.) 
(Sold 210 cars out of 315 offerings.) 
BUICK—’57 Century conv $2.780° (ps). 
‘56 Special Riviera, $1,875* (ps), $1,- 
845°. °55 Special conv. $1,610° (ps);) 
Riviera, $1,085*; RM Riviera, $1 600° | 
(ps). "54 Super Riviera, $1,180°; Special | 
4-dr.. $795° (ps); RM Riviera, $790° 
(ps). "53 Super Riviera, $735°, $660°; | 
conv., $565°; Special Riviera, $680*,| 
$515°; 4-dr.. $675°. | 
CADILLAC—'56 (62) conv., $3,865* (ps); | 
sedan de Ville, $3,500° (ps). "55 (62) | 
coupe de Ville, $2.890° (ps); 4-dr., 
250° (ps). "54 (62) coupe, $2,190°. 
(60) 4-dr., $1,400° (ps) $1,195° 
"51 (62) 4-dr.. $465°, °50 (62) 
$215°. 
CHEVROLET__’57 
900° 


(Arena 
day 


Tues- 


$2.-| 
‘53 | 
(ps). | 
4-dr., | 

i 


Bel 

"56 Two-ten (6) 
$1,225°; One-fifty (6) 2-dr., 
Bel Air (8) 4-dr., $1,335° (ps), $1,230; | 
Two-ten (6) 4-dr.. $1,290°; Bel Air (6) 
4-dr., $1,155. "54 Bel Air 4-dr., $645° 
(ps). "53 Bel Air 4-dr., $545°, $505°; 
One-fifty 4-dr.. $310. ‘51 SL Deluxe Bel 
Air, $300; 2-dr.. $220. ‘50 SL Deluxe 
4-dr., $210° 

CHRYSLER—’'55 Windsor Nassau, $1,455°*; 
4-dr.. $1,250° (ps). ‘54 Imperial Hard- 
top, $1,025° (ps); NY 4-dr., $915° (ps), 


Tape Producer 
With Link to Cars 
Is 25 Years Old 


NEW BRUNSWICK, N. J. — A 
Johnson & Johnson subsidiary 
which got its start from the auto 
industry marked its 25th anniver- 
Sary last week. 

Permacel Tape Corp. was an out- 
growth of a Detroit druggist’s order 
for 5,000 rolls of surgical tape in 
the late 20s. At first, the larger 
order was thought to be a typo- 
graphical error. 

Later it was found to be an order 
for tape used for masking in two- 
tone painting operations. The order 
for the tape started Johnson & 
Johnson thinking about industrial 
uses for the tape. 

Permacel was set up in 1932 and 
now makes more than 400 different 
tapes and other products for in- 
dustrial use, 

The anniversary was celebrated 
at the Permacel plant here with 
an open house for employes and 
their families and a speech by 
Robert W. Johnson, board chair- 
man of the parent company. 


Air (8) 2-dr., $1,- 
2-dr., $1.245°, | 


$1,155°. "55 





$890* (ps). '53 Windsor Hardtop $635*; 


4-dr., $505*, $500* (ps); NY Hardtop, 
$590*. '52 Windsor 4-dr., $405*, °50 
Windsor Newport, $300*, 

DeSOTO — '53 Powermaster 4-dr., $340* 
(ps), $305*. 


DODGE—’56 Custom Royal 4-dr., $1,900* 
(ps). ’55 Firedome 4-dr., $1,225* (ps); 
Royal (8) 2-dr., $1,065*, '53 Coronet (8) 
Hardtop, $345. 

FORD—'57 Fairlane (8) Retractable Hard- 
top, $3,050* (ps), $2,935*. °56 Fairlane 
(8) Victoria, $1,600*; Custom (8) 4-dr., 
$1,250, $1,230* $1,050*, '55 Fairlane (8) 
Victoria, $1,405* (ps), $1,320*, $1,270* 
$1,130; Town sedan, $1,375* (ps); 4-dr., 
$1,250* (ps). '54 Cr3tom (6) 2-dr., $600. 
‘53 Custom (8) 4-dr., $500* (ps) $300; 
2-dr., $530°. : 

HUDSON—’55 Hornet Hollywood, $1,075*; 
4-dr.. $930*. '53 Super Wasp 4-dr., $260°. 

LINCOLN — '56 Premiere 2-dr., $2,860* 
(ps). '54 Capri Hardtop, $1,250* (ps). 
"52 Capri 4-dr., $550*. 

MERCURY — ’55 Custom station wagon, 
$1,535*, $1,465°; 
440°; 4-dr., $1,330*. '54 Monterey conv., 
$995*; Hardtop, $955°. 
conv., $910*; Custom 4-dr.. $690°, $305°. 


NASH—’53 Statesman 2-dr., $245*. 

OLDSMOBILE—’56 (98) Holiday, $2,275* 
(ps), $2,265° (ps), $2,250° (ps), $2,120° 
(ps), $2,075* (ps); (88) Super Holiday, 
$2,160* (ps), $2040*. °55 (98) conv., 
$1,835* (ps); 4-dr., $1,630* (ps); (88) 
conv., $1,770* (ps); 2-dr., $1,620°, $1,- 


/ 


vou 


Monterey Hardtop, $1,- | 


"53 Monterey | 





265°; Holiday, $1,600* (ps); Super 4-dr., 
$1,550* (ps), $1,530° (ps), $1,490*, $1,- 
450° (ps). '54 (98) Holiday, $1,415* (ps); 
(88) Super conv., $1,300° (ps); 4-dr., 
$1,210*, $1,085*. °53 (88) Super 4-dr., 
$765*, ’51 (98) 4-dr., $210*. 
PACKARD—’55 Clipper Panama, $1,380*; 
4-dr., $1,220* (ps). '54 Clipper Panama, 
$795* (ps). '51 Clipper 4-dr., $270*. 
PLYMOUTH—’55 Plaza (8) Suburban, §$1,- 
075, $950*. ’°54 Savoy 2-dr., $700*; Plaza 
2-dr., $485, °52 Cranbrook 2-dr., $265. 
PONTIAC—’ 55 Star Chief Catalina, $1,460* 


(ps). °54 Chieftain (8) 4-dr., $680*; 2- 
dr., $625. ’53 Chieftain (8) conv., $620* 
(ps); 4-dr., $520°; Chieftain (6) Cata- 
lina, $500* (ps). 

STUDEBAKER — ’'55 Commander 4-dr., 
$520. 


MISCELLANEOUS—’55 Volkswagen 2-dr., 
$1,325. 


EBENSBURG, PA. 


(Ebensburg Auto Auction, Sale every 
Thursday. Prices are for sale of June 6.) 
(There seems to be a shortage of clean 
merchandise but no apparent change in 
demand or prices on cars that were of- 
fered, Sold 113 out of 131.) 
BUICK—’57 Century Riviera, $2,400°*. 
Super Riviera, $1,950*, $1,750°, $1,390° 
(ps). °54 Super 4-dr., $910*, $795*. ‘51 
RM station wagon, $280*; Super 4-dr., 
$160*. 49 conv., $100°*. 


"56 


| CADILLAC—’55 (62) coupe de Ville, $2,- 
825* (ps); (60) 4-dr., $2,500° (ps). °54 
(60) 4-dr., $2,110° (ps). "51 (62) 4-dr., 
$575°*. 

CHEVROLET—’57 Bel Air (8) conv., §$2,- 
435°. °'56 Bel Air (6) conv., $1,625*; 
Two-ten (8) Delray, $1,325; 4-dr., $1,- 
310. ’55 Bel Air (8) Hardtop, $1,305*; 
Two-ten (6) 4-dr., $720, $640; One-fifty 
(6) 2-dr., $890. '54 Bel Air 4-dr., $835; 


Two-ten 2-dr., $770*. '53 Bel Air conv., 
$635*; 2-dr., $590; Two-ten 2-dr., $635°. 








CHRYSLER — ’55 Windsor Newport; 
410° (ps). '52 Windsor 4-dr., $240, 


DeSOTO—'52 Firedome (8) 4-dr., $300, ’51 
4-dr., $200, $180. 


DODGE—’56 Custom Royal 4-dr., $1,410°. 
‘53 Coronet Hardtop, $630; 2-dr., $480°*; 
4-dr., $300. '52 4-dr., $245. 

FORD—'57 Custom (8) 300 2-dr., $1,875*. 
’56 Custom (8) 2-dr., $1,025. '55 Country 
sedan, $1,275* (ps); Custom (8) 2-dr., 
$935, $860; Custom (6) sedan, $895*, 
$740. '54 Custom (6) 4-dr., $705; Cus- 
tom (8) 2-dr., $650, $490. '53 Crest (8) 
Victoria, $395°; Main (8) 2-dr., $470. 

HUDSON—’53 Hornet club coupe, $445*. 

MERCURY — ’'56 Monterey Hardtop, §$1,- 


$1,- 


495*. °53 Monterey 4-dr., $410. '51 Cus- 
tom 2-dr., $260. 

OLDSMOBILE—'55 (98) Holiday, $1,800* 
(ps); conv., $1,575* (ps); (88) 4-dr., 
$1,275°*. 

PACKARD—’51 4-dr., $130, $110. 

PLYMOUTH—’'55 Plaza (8) 4-dr., $965. 
*53 Cambridge coupe, $440; 4-dr., $335; 


Cranbrook 4-dr., $380; club coupe, $360; 
Belvedere, $350*. °52 Cranbrook 4-dr., 
$300. '51 4-dr., $250. '50 4-dr., $150. '49 
4-dr., $110; 2-dr., $100. 

PONTIAC—’54 Chieftain Hardtop, $955°*. 
’53 Chieftain (8) 2-dr., $670*; Chieftain 
(6) 2-dr., $440, '52 Chieftain (8) 2-dr., 
$485. °51 (8) station wagon, $330°. 

STU DEBAKER—’51 Champion 2-dr., $125. 

MISCELLANEOUS — '52 Chevrolet 1-ton 
cab and chassis, $350. '50 Ford %-ton 
Pickup, $280. '47 Studebaker %-ton cab 
and chassis, $115. ‘46 Dodge %-ton 
pickup, $165. 

* * 


— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (June 5). Action started right out 
fast at today’s sale. Sold seven out of the 
first 10 cars. Cars brought even more 


always meet your match 


| 
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money on the ‘‘re-run’’ because the crowd 
kept building up and the buyers became 
more and more determined to capture at 
least one car, Sold 129 out of 177 offer- 
ings for our largest sale. 
+ * + 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (June 6). We have never had a sale 
at this auction in which the percentage of 
sales was any higher than today, Prices 
were extra strong and 89 percent of all the 
cars registered were sold. The many buyers 


seemed anxious to get more good, clean 
cars both old and new. 
* * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (June 6). Trading moved 


at a brisk pace today. All cars held in 
price with clean cars very strong. Sold 74 
percent of 278 SS 

* 

ST. LOUIS 

St. Louis Auto Auction Barn, Sales every 

Tuesday and Thursday (May 28-31). Con- 
signments off somewhat due to rainy 
weather and the holiday. Demand great 
for clean cars, Sold _ = of 267. 

* 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (June 7). Today dealers brought 560 
cars to our auction. They experienced no 
delay for the sale was ended within six 
hours. The market was very active while 
over 74 percent changed ownership, 

* * * 


BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (June 6). The sale was unusually 
good this week. There were very few cars 
that were not sold out of 132 offerings. We 
had plenty of buyers who were willing to 
pay the price for good clean cars, 





inthe FEDERAL-MOGUL LINE! 


That's why most mechanics prefer to buy 


replacements in the black and red box 


When you’re ready to get new bearings to match the old, you’ll always 
meet exactly the right replacements in the Federal-Mogul line. That’s 
because the line is complete—whether you need bearings for one of the 
newest engines or a real old timer. It’s a fact that most of the 700,000 
mechanics in the U.S. and Canada prefer service bearings in the black 
and red box—they know they can depend upon Federal-Mogul quality 


and service! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, 
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1085 CP -20 
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I i 
At Distribution, Advertising Forum— 


Capacity crowds of business executives thronged the eighth annual Chicago Tribune 
Distribution and Advertising Forum. Shown here opening the second session of the 
two-day forum is Paul C. Fulton, retail advertising manager, Chicago Tribune. Partici- | hibit at the Detroit show to pub- 
pants in the forum's three sessions included 21 top business leaders from the apparel, | licize aluminum to automotive man- 
appliance, automotive, food, drug, advertising and retailing fields. 





AUTOMOTIVE NEWS, JUNE 17, 1957 


Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Aluminum Co. of America last 
week recounted its advertising and 
promotional activities over the past 
year before Detroit admen, 


Tracing the history of alumi- 
num in automobiles, H. L. Smith, 
vice-president in charge of com- 
mercial research and market de- 
velopment, said the 1925 Pierce- 
Arrow carried 85 percent of its 
weight in aluminum on some 
models. 


Although Alcoa has had an auto- 
motive advertising program for 
many years, its newly expanded 
automotive advertising activities 
didn’t get under way until last 
January, when the Alcoa Hour tele- 
vision show featured the Detroit 
Auto Show on television, 


In addition, the firm had an ex- 


Alcoa also advertised in the pro- 
gram books for both the Detroit 
and National Auto Show in New 
York, 


Tied in with the Detroit show 
was an Alcoa display in the four 
main fashion windows of J. L. Hud- 
son, Detroit’s largest department 
store. Each window featured a 
piece of aluminum trim around 
which a life-like mockup car was 
built, 


Because Alcoa tries both to tie 
in with styling and performance 
it has chosen to use the keynote 
slogan—“Gleam and Go” in most 
of its advertising, 

Use of class magazines — especi- 
ally New Yorker and Vogue, also 
has its part in Alcoa’s advertising. 
To reach dealers and manufac- 
turers, Alcoa is running a series of 
ads in Automotive News. 

“We use these class magazines,” 
said Warren Dix of Fuller & Smith 


agement, dealers and the public.| & Ross, “because we want to es- 


INFRA-RED HOT NEWS FROM DUNLOP 





DUNLOP...first with INFRA-RED 
for new strength in nylon tires 


Another FIRST for Dunlop. Adding to an 
impressive list of major evens dis- 
coveries, Dunlop is FIRST in the industry 
to assure MAXIMUM strength in Nylon 
tires through Infra-Red “tempering.” Now 
...-with Dunlop’s unique infra-red process, 
nylon takes on greater “tempered” strength 


and stability. 


Under hot, deeply penetrating infra-red 
lamps, nylon | Eric is stretched by 
powerful rolls. As probin infra-red rays 
search out each and every filament, the cord 
is quickly, uniformly tempered. In 6 seconds 





infra-red provides the high degree of tem- 
pering that oven-heat methods CANNOT 
accomplish in 40 seconds. Close electronic 
Foe permits tensions and temperatures 
not possible with outdated hot-air machines. 


Dunlop is the FIRST and ONLY tire manu- 
facturer in the United States to increase 
nylon’s native _aae through Infra-Red 
“tempering.” Combined with Dunlop’s 
hands. and other advanced quality con- 
trol techniques, this revolutionary process 
makes Dunlop tires the STRONGEST 
nylons on the road today. 


DUNLOP’S AccuRay®...a new atomic 
process which accurately controls cord ply 
thickness. Only EXACT amounts of protec- 
tive rubber are uniformly applied to Dunlop 
plies. As a result... Dunlop tires are stronger 
... SAFER... better balanced. 





@ ITRACEMARK OF INDUSTRIAL NUCLEONICS, INC. 


Your customers will go farther...safer...on tires by 


DUNLOP -=" 


AccuRated 


DUNEOP TIRE & RUBBER CORPORATION, BUFFALO 5, N.Y. 


tablish aluminum trim as the qual- 
ity product that it is. 

“Vogue and New Yorker reach 
the people who set the trends in 
fashion. And they are also good au- 
tomotive books, so they are very 
logical media for an automotive 
campaign with a strong fashion 
slant. We also like Vogue because 
of the importance of women in car 
purchases and design.” 

In all its advertising Alcoa de- 
velops the styling and fashion ap- 
peal in the illustration and the 
copy talks about the practical ad- 
vantages of aluminum trim—“the 
fact that it won’t rust, peel, pit 
or blister. 

The copy also reminds dealers 
that aluminum trim needs no more 
care than paint, 

* * * 
Delco to Sponsor Show 


Lowell Thomas, CBS-Radio news- 
caster, will star in a television ad- 
venture series sponsored by United 
Motors System and Delco-Remy. 

The television series, sponsored 
by Delco Batteries, will consist of 
seven hour-long programs over the 
entire CBS-Television network. All 
the shows will be in full color. 

* * * 


Dodge Dealers on TV 


Expenditure of $6,600 for two 
weekly television sport programs 
has been authorized by the Syra- 
cuse Dodge Dealers Advertising 
Fund. 

The programs run Tuesday and 
Thursday evenings, and have been 
signed on a 13-week contract to 
run from June 17 through Septem- 


ber. 
* = * 


D’Arcy Adds Client 


The St. Louis Globe Democrat 
has announced the appointment of 
D’Arcy Advertising Co. to represent 
the paper. The appointment is ef- 
fective immediately and will be 
handled by the St. Louis office of 
D’Arcy. 


* > > 


U. S. Rubber Renews Pact 


United States Rubber Co. has 
renewed its sponsorship of “Navy 
Log” for the 1957-58 season when 
the series moves to Thursdays over 
= ABC-TV Network starting Oct. 

The series currently is presented 
Wednesdays and will continue in 
this time period for the summer. 

> > > 


Buick to Sponsor ‘Fightcast’ 


Buick will sponsor the telecast of 
the heavyweight championship fight 
between titleholder Floyd Patterson 
and Tommy (Hurricane) Jackson 
July 29 over NBC-Television net- 
work. 

The fight, which will take place at 
the Polo Grounds in New York, will 
go on the air at 9 p.m. (e.s.t.). 

. > > 
Willys Appoints 3 

Three appointments to key posi- 
tions in the merchandising depart- 
ment of Willys Motors, Inc. have 
been announced by C. W. Grinstead, 
director of advertising and mer- 
chandising. 

Named to handle expanded 
promotional activities in the mer- 
chandising of the Willys four-wheel 
drive line of Jeep vehicles were C. 
L. Johnson as sales promotion 
manager; R. C. Woeller, assistant 
sales promotion manager, and E. E. 
Ryan, creative director, 

Johnson has been associated with 
Kaiser industrial enterprises for 
many years, and has been with 
Willys in various merchandising 
capacities since 1953; Woeller joined 
Willys in 1955 as art director, and 
Ryan most recently was with Stude- 
baker-Packard Corp. 

* . 


Newspaper Linage Down 3.2% 

Newspaper linage in 52 cities 
measured by Media Records, Inc., 
totalled 912,484 150 lines for the first 
four months of this year, compared 
with 942,782,445 lines in the same 
period of 1956. 

Helping to push total linage 3.2 
percent below the first four 
months of last year was April, 
which contributed 245,384,363 lines. 
That’s a 6 percent decline from 
April a year ago, when 260,991,862 
lines of advertising were pub- 
lished. 

Although April automotive adver- 
tising showed a 12.1 percent gain 
over March, the automotive cate- 
gory was 2.6 percent behind a year 
ago in the first four months of this 
year. 

Automotive advertising took up 

(Continued on Page 77, Col, 1) 
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Affecting Factories and Dealers . . . 


AUTOMOTIVE 


Auto Advertising 


(Continued from Page 76) 


58,197,484 lines during the January- 
April period of this year, compared 
with 59,738,960 lines during the same 
period a year ago, Automotive lin- 
age in April totalled 16,663,415, 
compared with 14,863,533 during the 
same month a year ago. 

Financial was the only category 
to show a four-month gain over 
a year ago, as it contributed 17,- 
208,507 lines of advertising in the 
January-April period this year, 
compared with 15,851,492 in the 
like period of 1956. 

Over the four-month period, gen- 
eral advertising was down from 
135,573,975 to 127,315,670; depart- 
ment store was off from 178,547,261 
to 176,842,740; retail was down from 

489,123,724 to 479,353,402; classified 
was off from 242,494,294 to 230,409,- 
087, and display was down from 
700,288,151 to 682,075,063. 
s . s 


Baker-Raulang Ups Dorod 

Alfred E. Dorod has been named 
director of advertising and sales 
promotion for Baker-Raulang Co., 
Cleveland manufacturers of ma- 
terials-handling trucks. He pre- 
viously was sales promotion 
manager. 

Dorod joined Baker-Raulang in 
1941 as assistant chief engineer. In 
1951 he transferred to the sales de- 
partment as consulting engineer for 
the field sales organization. He 
became a regional sales manager, 
working with western and southern 
dealers, in 1953, and manager of 


sales promotion in 1956. 
* = « 


ABP Group Picks Flacks 


Joseph H. Flacks production 
manager of Printers’ Ink, has been 
elected chairman of the production 
management round table of the 
Associated Business Publications. 

He succeeds John R. Pearson, 
production director of McGraw-Hill 
Publishing Co. 

> 


> > 


Ethyl Does a ‘Cur 


Ethyl Corp. convinced that 
women are becoming more and 
more influential in the choice of 
automobile gasoline for the family 
car, has placed its first ad in a 
woman’s magazine, the June issue 
of McCall’s. 

The full-page institutional ad 
theme to women points out, that 
wherever women drive they may be 
alone but not unattended in an 
emergency, because “one of the na- 
tion’s 200,000 independent service 
Station attendants is ready nearby 
to give friendly, courteous and ex- 


pert service.” 
* > > 


ANA Rate Data Available 


The Assn. of National Advertisers 
has published the second edition of 
its comprehensive report on daily 
newspaper circulation and rate 
trends to aid advertisers in deter- 
mining the extent to which expendi- 
tures in the medium go for in- 
creased costs and-or increased 
coverage. 

“Newspaper Circulation and Rate 
Trends—1946-1957” can also be used 
to analyze and compare trends for 
each of 226 dailies with 50,000 or 
more circulation, the association 
said. 

Copies of “Newspaper Circulation 
and Rate Trends” are available to 
non-members of the association at 
$10 a single copy from Assn. of 
National Advertisers, 155 E. Fourty- 
fourth St., New York 17, N. Y. 


* * * 


Look Sets Record 
In advertising pages, in advertis- 


$30,000 Award Upheld 


In Tanker-Car Crash 


SANTE FE, N. M.—tThe State 
Supreme Court sustained a district 
court jury verdict awarding $30,000 
to the plaintiffs in a suit against 
Ferguson-Steer Motor Co, Four 
Persons were killed in November, 
1953, when a Ferguson-Steer tanker 
and a passenger car collided. 

The plaintiffs had asked $460,000, 
but the amount was reduced after 
the Legislature set a maximum of 
$10,000 against a common carrier in 
each death. One of the victims was 
not represented in the suit. 


ing revenue and in circulation the 
first half of this year has been the 
biggest six months in Look maga- 
zine’s history, according to Vernon 
C. Myers, publisher. 

Advertising pages totalled roughly 
915—an increase of 128 pages over 
the first six months of 1956—and 
ad revenue totalled an estimated 
$20,950,000, an increase of $4,400,000 
over the comparable period of last 
year. 

Circulation is currently averaging 
more than 5,200,000 copies per issue, 
an all-time high for any period in 
the magazine’s history, Myers said. 

+ * * 


Bernarducci Top Guesser 


Frank Bernarducci, media director 
of National Export Advertising 
Service, has been awarded first 
prize in the first annual Interna- 
tional Circulation Estimate con- 
ducted by Reader’s Digest. 

The contest sought the closest 





estimate of the total net paid 
circulation for 1956 for all 27 
Digest international editions, 

Runners-up were Yolanda Texidor, 
Ebasco International; William Mc- 
Keller, Royal McBee International; 
Leonard Stein. KUAM-KUAM-TV 
(Guam); C, A. Kelso, Chrysler Corp., 
and Albert Auerbach, Joshua B. 
Powers. 

* * * 

Buick Dealers Pick Rep 


The Metropolitan Boston Buick 
Dealers Assn. has appointed 
Chambers & Wiswell, Inc., Boston, 
to handle its advertising. 

* * * 
Names 

Richard P, Harmel, formerly 
merchandising manager in the pro- 
motion department, has been named 
to the new position of manager of 
markets and merchandising for 
Look magazine. 

* * * 

Rolland S, Jamison has been 
named to supervise a national 
marketing and publicity program 
for Harris Refrigeration Co., Cam- 
bridge, Mass. Jamison formerly was 
with Sub-Zero Products Co. 

* * . 


NEWS, JUNE 17,1957 





Olds Expands Sales 
Of Air Conditioners 

MEMPHIS.—Demand for air- 
conditioned Oldsmobiles has 
nearly doubled this year, Jack F. 
Wolfram, division general man- 
ager, told a dealer meeting here. 
He said sales of the units this 
year have almost equalled the 
total for all of 1956. 

Wolfram called the Southwest 
the best market for air-condi- 
tioned cars and noted that 10 out 
of every 17 Oldsmobiles sold there 
this year have been equipped with 
the units. He said that 68 per- 
cent of the cars built at Oldsmo- 
bile’s Arlington (Tex.) plant are 
air conditioned. 





public relations director for C. M. 
Hall Lamp Co., Detroit manufac- 
turer of lighting and other equip- 
ment for the automotive industry. 
Lewis formerly was director of 
public relations and advertising for 
Great Lakes Steel Corp., Ecorse, 
Mich. 
* * * 

Fred Bauer and Thomas R. Shep- 

ard have been named to the newly 
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ing manager and eastern advertis- 
ing manager respectively for Look 
magazine. Bauer has been in charge 
of the magazine’s Chicago adver- 
tising sales office since 1938, and 
Shepard has been New York adver- 
tising manager since 1956. 
* * * 

Richard G. Cruise has been 
named to the national sales staff of 
the Radio Advertising Bureau. In 
his new post, Cruise will be respon- 
sible for developing business for 
radio among advertisers in the 
automotive field. Cruise has been 
associated, in a sales capacity, with 
the Columbia Broadcasting System 
since 1954. 





* * * 


Joseph G. Mohl has been named 
vice-president in charge of the Hol- 
lywood office of Ross Roy, Inc., 
advertising agency. Mohl succeeds 
Maurice G. Vaughan, who has been 
made vice-president on the execu- 
tive staff of the Detroit office. 

* * = 

Kudner Agency, Inc., has ap- 
pointed Maurice C. Garrett as liai- 
son executive and public relations 
contact for Buick in the Los An- 
geles area. Garrett succeeds Stephen 
H. Richards, who has become man- 
ager of the Buick account in the 


Herbert K. Lewis has been named| created posts of western advertis-| New York office. 
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Storage Problem? 


ordering. 


motive Distributor. 


These Lyon racks provide the exact answer be- 
cause they are completely adjustable and can 
be adapted to almost any requirement. Parts, 
no matter how long or bulky, can be stored 
neatly by group or part number sequence. Faster 
location. Closer inventory control. Easier 





Your Lyon Automotive Distributor is thor- 
oughly qualified to lay out and install a com- 
plete parts department for you. Why not talk 
to him? He can save you space, time and money 
—increase your Parts Department profits. 
Write for the Lyon Automotive Equipment 
catalog and name of your nearest Lyon Auto- 


METAL PRODUCTS, INC. 


General Offices: 690 Monroe Avenue, Aurora, Illinois 
Factories: Aurora, Illinois * York, Pennsylvania 
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Handle ALL brakes on ALL cars. Grind lining with or without 
grooves, for adjustable or non-adjustable anchors or for the 


“Center Plane” brake. Cam grind or grind to exact arc of drum 


or any oversize as required. Range includes shoes for drums 8” 
to 17”. FAST — CLEAN — EASY TO USE. 





FIXED ANCHOR SHOE CLAMP 


Cures diving and pulling. Necessary 
accessory for Model 2000 to grind shoes 
for 1955-57 Chevrolet, Nash, Packard, 
Hudson, and 1956-57 Ford, Lincoln and 
Mercury. Can be used on any Safe-Arc 
Grinder, Serial No. 2560 and later. 


The Now 19577 


REDESIGNED 


FOR THE LONG, LOW 
‘57 AUTOMOBILES 


RE-ENGINEERED 


FOR MAXIMUM 
REFRIGERATED CAR 
AIR CONDITIONING 
The industry pace-setter — 
now with even more 
exclusive features. Push- 
button controls, two 
2-speed fans, three 360° 
adjustable louvers — and 
now the Mobil-D-Icer! 
Top performance, low cost 
—and you can take it 
with you! 


Me (4 Wl No. 4550 
LINING GROOVER 


Where manufacturers 
recommend grooving the 
lining down the center — 
this accessory will do the 
trick! Fits ALL Ammco 
Model 2000 “Safe Arcs.” 


PRODUCTION EQUIPMENT 

For those engaged in production brake 
shoe grinding, Ammco “Safe Arcs” are 
available with 4 or 1 h.p. motors. Also 
available, is the No. 4290 “Quick-Air” 
Shoe Clamp to provide air-powered shoe 
clamping. Fits all Ammco “Safe Arcs.” 





Miss Model-D-Veer of, 1957 


WRITE OR WIRE FOR ILLUSTRATED 
BROCHURE AND PRICE INFORMATION 


MOBIL-AIRE MANUFACTURING COMPANY 


BOX 122 e« 


DENISON, TEXAS 








Production Worker Reports— 


Now—call box, above, flashes timekeeping and production information to a central 
office at General Electric's metallurgical plant in Detroit. Automated communications 


are said to save valuable floor space and many man-hours. 


. > > 


DETROIT. — When a production 
worker walks into General Elec- 
tric’s metallurgical products plant 
here, he leans over a call box at his 
work station and reports his pres- 
ence, clock, job as well as operation 


tral office automatically balances 
out his work for the day against 
his actual clock hours. 

This, in essence, is a new auto- 
mated timekeeping system at work. 

Installed almost a year ago, to 
cover the several buildings of the 
company’s plant, the system is a 
radical departure from the old pro- 
cedure which required the service 
of 18 timekeepers. 

According to L. R. Butler, payroll 
and timekeeping manager, who de- 
veloped the setup, the automatic 
system already has paid itself off 
three times over—making an annual 
saving of about $36,000. It immedi- 


Curtice Praises 


Industry’s Aid 
To Education 


DETROIT.—American industry is 
increasingly aware of the vital 
stake it has in a highly educated 
young America, according to Har- 
low H. Curtice, General Motors 
president. 

“Since 1950,” Curtice said, “sup- 
port through scholarships and di- 
rect giving to colleges and univer- 
Sities by the industrial community 
has increased by more than 150 
percent.” 

He took note of industry’s ex- 
panding role in the field of educa- 
tion in announcing the winners of 
115 four-year college scholarships 
under the General Motors National 
Scholarship Plan. 

The awards represent one phase 
of GM’s financial support to higher 
education, When two GM scholar- 
ship plans are fully under way, 
more than 1,600 students will be 
going to college with GM scholar- 
ships. The total contribution to 
higher education will amount to 
more than $5 million annually. 

Curtice disclosed that almost 70 
percent of GM scholarship winners 
had elected careers in the sciences 
and engineering, while an addi- 
tional 16 percent plan to enter 
teaching or study for business ad- 
ministration or law. 

“This is most encouraging,” he 
said. “It is not too much to say 
that in the hands of these students 
—and in the hands of the tens of 
thousands like them seeking 
greater skills and knowledge at our 
colleges and universities — rests 
the future of America, indeed its 
very survival.” 





Keeps Track of Workers, Jobs... 
Automated Timekeeper 












ately released 11 workers for other 
duties, and picked up additional 
man-hours by eliminating “travel 
and waiting time” required under 
the old timekeeping method. 

The system, he says, also brought 
about a saving of about 1,000 square 
feet of floor space, and created an 
interesting and diversified job for 
the timekeepers in charge of the 
central office. 

Most important, he pointed out, 
the system provides a faster flow 
of accumulated information to the 


For example, it can spot machine 
down-time, and detect unrealistic 
production piece counts. It also can 
be used to ascertain the “job status” 
of work-in-process, to cost work- 
in-process inventories, and to record 
daily all completed jobs. 

Each call station is a contact 
with the central office—and no more 
than 60 feet from any production 
worker. To date 28 call boxes are 
strategically located within the 
plant, according to number of em- 
ployes, and volume of job changes 
concentrated in the work areas. 

In the central office, three master 
“send and receive” sets make it 
possible for any call originating in 
the plant to be simultaneously reg- 
istered on the master control boards. 

All the variable data is gathered 
on keypunched tabulating cards 
which are integrated with a master 
tabulating card. The latter contains 
prepunched rates and job informa- 
tion, and in effect presents a “whole 
package” to the machine accounting 
unit. 

According to P. J. Jensen, man- 
ufacturing manager, “this is one 
instance of how ‘paper-work’ or 
office automation reaches out as a 
management tool to help the pro- 
duction worker. 

“In this instance,” he says, “the 
system not only helped us find ad- 
ditional manpower within the com- 
pany for productive work, but 
eventually, it will pin-point those 
production variables which crop up 
to hinder a production worker from 
turning out a creditable day’s 
work.” 


Oldsmobile Cites 
Its Sales Strength 


In Urban Areas 


LANSING.—Oldsmobile last week 
claimed that in many metropolitan 
areas it ranked No. 4 in sales for 
the first quarter. 

J. F. Wolfram, general manager, 
referred to the metropolitan areas 
as “the nation’s major automotive 
markets.” 

Among those in which he said 
Oldsmobile stood fourth in sales 
are: New York, Philadelphia, Bal- 
timore, Cincinnati, Atlanta, Char- 
lotte, Miami, Chicago, Indianapolis, 
Milwaukee, Minneapolis, Kansas 
City, St. Louis and Los Angeles. 

“Oldsmobile’s best showing, mar- 
ketwise,” Wolfram said, “is in 
metropolitan Boston, where for 
some time we have held third place 
in registrations.” 
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Auto Washington 


(Continued from Page 10) 


haven’t been approved. Approval 
must come by the end of the fiscal 


year, J uly 1. 
Despite this warning of sleepless 
nights to come, however, most 


major bills are dead until next 
year. Minimum wage extension, 
labor reform laws and the min- 
erals subsidy plan aren’t likely to 
come to a vote. It also looks as 
though school construction and aid 
to depressed areas are washed up 
for this session. 

One exception is extension of the 
life of the Small Business Admin- 
istration, and a bill to make it a 
permanent agency may well make 
the grade this year. The House 
Banking Committee has voted to 
keep SBA around for good and to 
increase its lending authority by 
$270 million. 

SBA is scheduled to be discon- 
tinued next month. 

* * * 


Auto Credit Losses Low 


AD-DEBT losses on credit sales 

by new and used-car distribu- 
tors in 1954 averaged eight cents 
per $100 of total sales, the Bureau 
of the Census reports. 


This is well below the 14 cents 
per $100 average for all U. S. mer- 
chant wholesalers in that year. 


Of the 1,563 auto distributors 
canvassed, only 108 reported they 
had cash sales only. And credit 
sales accounted for more than 71 
percent of the $288.6 million worth 
of business done by the credit- 
using distributors. 


The bad-debt average for all 
motor-vehicle distributors was a 
higher 15 cents per $100. The rea- 
son is that such losses for han- 
diers of trucks and road tractors 
averaged out to 23 cents. 


Even higher was the loss average 
for automotive equipment and tire- 
tube wholesalers—26 cents. In this 
category, the uncollected debt was 
20 cents for garage equipment and | 
tool distributors, 25 cents for auto- 
motive parts and accessory jobbers 
and an inflated 36 cents for tire- 
tube wholesalers. 

The latter figure was one of the 
highest averages for any line of 
wholesaling activity. 

Bad-debt loss for petroleum 
wholesalers came to only seven 
cents per $100 of sales 


* > * 


Truck Is ‘Filing Cabinet’ 


T= clutter of stickers, tags and 
markings on the windshields of 
interstate trucks threatens high- 
way safety and defeats the pur- 
pose of the stickers, according to 
Harry E. Boot, counsel for the 
American Trucking Assns. 





Some trucks carry such a maze 
of tags, he said, that a law enforce- 









Area Chairmen 
Urged to Support 
U.C. Campaign 


NEW YORK.—NADA and Look 
Magazine have called upon the 
trade group’s area chairmen to 
Spearhead “Operation Demonstra- 
tion,” the jointly sponsored used- 
car promotion scheduled Sept. 9-21. 

The two groups staged a similar 
Promotion last year in which 1,500 
franchised dealers participated. 

Tag line of this year’s campaign 
is, “Drive a quality-serviced used 
car... then buy one.” To aid the 
program, Look is offering a selling 
kit which includes banners, posters, 
window streamers, windshield and 
bumper stickers and newspaper ads 
and mats. 

The selling kits are priced at $15 
and the order deadline is July 1. 
Orders should be addressed to 
Frederick J. Talento jr., automotive 
merehandising manager, Look 
magazine, 488 Madison Ave., New 
York 22. 


Jordan Sells Deal 


Jordan Chevrolet Co., Sanders- 
ville, Ga, has been purchased by 
Tom C. Carr, J. H. Boatright and 
Newton M. Jordan jr. on the retire- 
ment of N. M. Jordan sr., who had 
held the local Chevrolet and Olds- 
mobile franchise for 30 years. 








ment officer has to stop the vehicle 
to find the tag he is looking for. 

Boot said that cards corre- 
sponding to the tags and stickers 
also must be carried in the truck, 
bringing additional headaches. 

“It presents something of a filing 
cabinet problem when some 40 or 
50 identification cards for public 
service commissions, mileage tax 
collections and fuel tax collections 
must be carried,” he complained. 

Boot’s solution: Adopt a single 
plate for each of four sections of 
the country, each with a space for 
validation stickers from 12 states 
in the region. 

* > = 


SBA Lists Inventions 


EW inventions, including an 
angle gear-transmission cou- 
pling, a fuel mileage indicator and 
leak detection apparatus are de- 
scribed in the June issue of SBA’s 
Products List Circular. 
The June list covers 130 inven- 
tions, as well as five recent Atomic 
Energy Commission patents avail- 


able to small firms free under 
license, 

The privately owned inventions 
are offered by their owners for 
commercial development through 
outright sale, licensing or other 


arrangements. 
= * s 


Clark Retires from BPR 


ARTHUR C. CLARK, assistant 

commissioner for operations of 
the Bureau of Public Roads, re- 
tired May 31 after 42 years of 
service. 

One of the best known of BPR 
officials, Clark was engaged in 
technical work during most of his 
years with the Bureau. In 1937, he 
organized the first Federal - aid 
highway operation in Puerto Rico. 

In World War II, he coordinated 
operations for construction of the 
Alcan Highway. 

* + + 


Seat-Belt Standards Asked 


EP. KENNETH A. ROBERTS, 
Alabama Democrat and safety 
prober, has introduced a bill to set 
standards for auto safety belts. 
The bill would order the Secre- 
tary of Commerce to prescribe and 
publish standards of seat belts for 
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Beverly Alamey 


~ has qualitied for the 
Madison County Teenager 


Driver Award 


Presented By 
Madison County Automobile Dealers Association 


In Cooperation wrth the Obvo State Patvel, the Madison Comnty Sheriffs Department and 


Police Chiefs of Madison County 
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Driver Award for Teenagers— 
This is the Teenager Driver Award certificate which the Madison County Automobile 











use in motor vehicles. Presumably,| Dealers Assn., in conjunction with the Ohio State Highway Patrol and the sheriffs 
the standards would be worked out! office, presents to all students who complete a driver -training course in Madison 
by the National Bureau of Stand-| County, O. Approximately 138 students from five schools received the certificate 


ards in Washington. 


this year. 


THIS GUARANTEE 


Dares to be 





Different! 


Only Kendall’s Unique Lubrication Guarantee Plan 
Gives You All These Benefits 


Gives you complete freedom in selecting the 


items you choose to include in the contract. 


Lets you retain complete control of plan. 


Your customer list never leaves your hands. 


Free choice of how the contract is offered. 


Assures customer satisfaction by extending 
new car warranty. May even be transferred 
to second purchaser at your option. 


KENDALL REFINING COMPANY ~° Bradford, Penna. 
Lubrication Specialists since 1881 


BACKED BY KENDALL DEALER LUBRICATION WARRANTY 


@ Increases your service absorption per- 
centage. 


Keeps customers returning to you regu/arly— 
every 30 days or 1000 miles. 


€ 

@ More customer contact increases opportu- 
nity for repeat car sales. 

es 


Free Follow-up, Seasonal and Thank-you 
cards. Custom imprinted for you. 


ZOOOMILE 
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IN SELLING BUFFALO 
FOLLOW THE LEAD 
OF THOSE WHO KNOW 


MEN'S STORES place 74% of their daily linage in the Morni 
Courier-Express...and use additional space Sundays to sw 
that lead. 

WOMEN’S stores place 68% of their daily linage in the Morning 
Courier-Express and, in 1956, used 668,426 additional lines in 
the Sunday edition. 

All of which means that both those who are selling women, 
and those who are selling men have found the Courier-Express 
their best sales producer. 

FOR ECONOMY use the Morning Courier-Express to get 
more advertising for your dollar concentrated on those with 
more dollars to spend. 

FOR SATURATION use the Sunday Courier-Express to 
blanket Western New York’s rich 8-county market. It’s the 
State’s largest newspaper outside of Manhattan. 


ROP COLOR available both daily and Sunday. 
Member: Metro Sunday Comics and Sunday Magazine Networks 


Buffalo COURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 


Regional Managers 
in the 
Aircraft Sales Management Field 


Beech Aircraft Corporation has positions available for men 
with wholesale administrative and retail sales experience. 
The men selected will be Regional Managers in key areas of 
the United States where they will find ample opportunities 
for personal advancement with Beechcraft in the rapidly 
expanding business aircraft field. 

Applicants should be 35 or under, willing to travel, relocate, 
and hold a current pilot's license with at least 400 hours 
flying experience. Salary range is $6,000 to $9,000. 

Please send a brief resume with recent photo to Roy A. Kunz, 
Executive Employment Division 


eechcraft 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 








SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


We gvarantee to increase your service absorption figures and fill your 


shop with cus- 
tomer paid labor . . . non-productive and - and increase 


ice manager “that he can think . . . 
follow-up, so that they can have 8 hours a day to seil 
of cars... and get away from single-item repair orders. 


if your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story ... we promise some new siants 
—without obligation, of course. 


Flash - A - Call Service Control iu) ns ciitee son 
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12% of Farmers 
In Colorado Plan 
Car Buys in 57 


DENVER.—More than 12 percent 
of Colorado’s farmers plan to buy 
a new or used automobile in 1957, 
according to a survey compiled by 
Colorado Rancher and Farmer. 

Of those responding, 6.3 percent 
said they planned to buy a new car 
and 6.1 percent said they would buy 
a used car. 

This was taken to mean that new 
cars would be purchased by per- 
sons on 2,567 of the state’s 40,749 
farms and ranches. Used-car pur- 
chases are contemplated on 2,486 
of the farm units. 

Questionnaires were sent to a 
sample of the subscribers of the 
magazine, After they had indicated 
buying plans for this year, the 
totals were projected for the entire 
farm population of the state. 

The survey showed 2.6 percent 
plan to buy new trucks and 8 per- 
cent will be in the market for a 
used truck. 


Chevrolet Dealers 
Aid AF Training 


DETROIT. — Chevrolet and its 
dealers are assigning dual- 
controlled cars to Air Force bases 
as part of a driver-education pro- 
gram for airmen. 

Among the first dealers to assign 
cars to bases are: 

Bob Sullivan Chevrolet, Blythe- 
ville, Ark., Blytheville Air Force 
Base; Bale Chevrolet Co., Little 
Rock, Ark., Little Rock AFB; City 
| Motor Co., Inc., Great Falls, Mont., 
Malmstrom AFB; Garrett Chevro- 
| let, Enid, Okla., Vance AFB, Vance, 
| Okla.; Plains Chevrolet Co., Ama- 
rillo, Tex., Amarillo AFB; Milner 
Chevrolet Co., two cars, Carswell 
AFB, Fort Worth; Dumas-Milner 
| Chevrolet, and Mike Persia Chev- 
rolet,. San Antonio, both to the 
| Lackland AFB, and Harms-Robinot 
| Chevrolet Co., Spokane, Fairchild 
| AFB. 


| 





Undercover 
Puinted Chassis Hikes Sales 


For Dodge Dealer 


| OAKLAND, Calif—A special dis- 
| play chassis is working sales magic 
|for J. B, French Co., Dodge dealer 
here. 

Sections of the chassis were 
painted different brilliant colors to 
emphasize selling features and 
| salesmen were given a quick course 
jin the mechanical features of the 
|ear by the shop foreman, Each 
|salesman carries a white pointer 
to use in presenting these features 
|. to prospects. 

Carl Jefferson, sales manager, 
said public interest in the painted 
chassis has been sustained continu- 
|ously. He credited the display with 


——|selling 12 new cars in a 15-day 


| period. 


LaRiche Buys 2nd Outlet 


| William M. LaRiche, a Cleveland 
| Oldsmobile dealer, has purchased 
| Stratton Motors (Lincoln-Mercury) 
|from Ford Motor Co.’s Dealer De- 
velopment division. A few weeks 
earlier LaRiche acquired Bundy 
Ford in Lakewood, O. 


Exciting Work for Salesman... 
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Women 


For Selling Success... 


ROCHESTER, N. Y. — James 
Meisenzahl, a top salesman at Whit- 
ing Buick, Inc., has a _ ten-point 
formula for selling success in to- 
day’s market. 

Meisenzahl prefaces his comments 
on a successful selling formula with 





the words: “Please believe me, it is| 
long hours and real hard work.” 

He recently won special recog- 
nition in the “Gold Rush” contest 
sponsored by Buick. Contest re- | 
sults showed that Whiting Buick | 
had the most Buick sales for 
March in Western New York. 

Here are the 10 points in the! 
Rochester salesman’s formula: 

1. Call and check all prevailing) 
day’s activity. | 
| 2. Chart work for the day, such 
| as personal telephone calls, and fol- 
| low through on previous appraisals 
and demonstrations, 

3. Outside mailing pieces to per- 
sonal friends, clubs and parishes. 

4. Call on bird dogs for customers. 

5. Watch service department for 
old owners and also ask them for 
new prospective names. 

6. Very important to call back) 
new owners and avail yourself to) 
them at all times for service. In| 
this manner, you become a friend 
of theirs. 

7. Be interested in their prob- 
lems and take interest in their 
families, children, etc., not as a 
salesman, but as a friend. 

8. Know comparisons on other) 
cars and talk outstanding features | 
on your product. 

9. Be sure to try to demonstrate 
the car that the prospective buyer 
is interested in, and show why this 
ear has distinct advantages and 








Help Customers Grow 


DAVENPORT, Ia.—Helping a 
small customer grow large is as 
exciting to most salesmen as the 
thrill of acquiring a new customer, 
according to William Sewall, man- 
ager of special account sales for 
Goodrich. 

“Every salesman aspires to take 
customers away from a competitor, 
but a true salesman gets even 
more satisfaction when he can help 
a small customer grow into a large 
firm,” said Sewall. 

Speaking at the l1ith Annual 
Midwest Sales Conference here at 
the Blackhawk Hotel, Sewall 
pointed out that it is hard to get 
new customers but it is often more 
difficult to keep a big account 
happy and properly handled. 

“The bigger the customer, the 


|more attention he demands,” 
Sewall 


said. “It takes real re- 
sourcefulness and selling ability to 
keep him big, growing and con- 


|tinuing to buy your products.” 


Among the things than can dis- 
rupt a cordial business relationship 
for any salesman are unfulfilled 
promises, failure to report new in- 
formation, inability to understand 
the customer’s problems, and lack 
of personal attention,” Sewall de- 
clared. 





He said every salesman should 
observe four basic rules. “Write 
it down, date it, confirm it, and 
follow it up,” Sewall advised, “if 
you want to keep your customers 
happy and growing and insure 
your own future success.” 











Get a Voice in Car Styling— 


These General Motors women designers add the feminine point of view to auto 
styling under the direction of Harley J. Earl, styling vice-president. Earl shows a 
model of a futuristic car to Sandra Longyear, seated. Standing are, from left, Dagmar 
Arnold, Jayne Van Alstyne, Jan Krebs, Gere Kavanaugh, Peggy Saver and Helene 
Pollins. 





Top Salesman’s Formula 


performance to do what the buyer 
requires of it, 


10. Very important to sell the cus- 


tomer as you would like to be sold 
yourself, 
cally and sincerely. 


courteously, enthusiasti- 





THIS SEAL 
on your 


USED CARS 


inspires 
CUSTOMERS TO 


CONFIDENCE 


in your 


INTEGRITY 


Nation-wide inspection 
and warrantee service 
100% Parts and Labor 
guaranteed by well- 
known U.S. insurance 
company... for complete 
details WRITE TODAY 


AMERICAN | soczmmenses 
SURE-CAR CORP. 


N.Y. Used Car 
Dealers Assoc. 
MAIN OFFICE: SEA CLIFF, NEW YORK 


° 





THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


are made by 
Wlorgren-STEMAC. inc. 
(FORMERLY STEMAC, INC.) 


1281 So. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 
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Small-Town Publisher Airs His Views. . . 
—_—_——v—x—_—__—_—_——_—— 


Little Dealers in Fight for Life 


(Continued from Page 3) 
public relations and local advertis- 
ing. 

“Of the four dealers who folded 
in this town in the last seven 
years,” he said, “only one was pro- 
motion minded, but he had other 
problems. 

“The average small-town dealer 
bends over backward to avoid 
the excesses of sales promotion 
and, in doing so, he ignores the 
sound promotion methods.” 

Howard said that in his com- 

munity and in eight surrounding 
communities there had not been a 
single dealer promotion in the last 
two years. 

“There has been some advertis- 
ing,” he explained, “but it was of 
this nature: ‘Here’s my car, Come 
and buy it.’ But there’s no show- 
manship and no good price offers 
—although dealers in this area are 
just as willing to give a good price 
deal as they are in Detroit — 35 
miles away. 

“More and more small-town deal- 
ers are willing to deal. But that’s 
not enough; people have to be 
made aware’ of the dealer’s pres- 
ence and they have to be told that 
the dealer is willing to deal.” 

However, Howard said, a small- 
town dealer must be extremely 
careful about giving different deals 
to different people because of the 
tendency of small-town people to do 
more talking. He added that a too- 
wide difference in deals can boom- 
erang on a dealer in half an hour. 


“There’s no better advertising | 


than a good deal,” he continued. 
“There's nothing a buyer is 
prouder of than a good buy. He’ll 
even lie about it, sometimes. By 
the same token, a bad deal also 
gets talked about in a small town. 


The biggest factor in this whole 


situation is the increasing pull on 
people in rural and small-town 
areas to come to metropolitan 
areas, The only way a small-town 
dealer can counteract this pull is 
by sales promotion. 

“He can counteract it by con- 
servative promotions — mainly ad- 


vertising and good deals, But this| 
is pretty slow, Or he can use more} 


flamboyant methods.” 


Contradicting the popular notion) 


that flamboyant promotion isn’t 
suitable in a smal] town, Howard 
said: “Promotions don’t have to be 
subdued these days any place 
within 100 miles of civilization, The 
automobile and television have 
made everyone more sophisticated.” 

He backed up this observation 
with the experience of a Romeo 
appliance dealer who, by flamboy- 
ant promotions, has increased his 
sales 52 times the volume of his 
predecessor. 

This appliance dealer recently 
spent $2,500 (half contributed by 
the manufacturer) to sponsor a 
three-day promotion. He attracted 
3,000 persons in this smal] com- 
munity and sold more than en- 
ough appliances to pay the pro- 


motion’s expenses. In addition, he | 


contacted hundreds of other per- 

sons who will remember him 

when they need appliances, 

Among the promotional methods 
he has used are searchlights, bath- 
ing beauties, calypso dancers, door 
prizes, free gifts (“not too large 
and not too small”), home eco- 
nomics experts and special news- 
paper sections. 

Commenting on the trend among 
successful businessmen to avoid 
sales promotion, this merchant said 
recently: 

“I used to spend $1,000 for sales 
promotion when I had to borrow it 


from the bank. Now that I’ve made | 


some money, I find myself getting 
conservative about spending it. 
I've been told that small-town resi- 
dents would resent these selling 
sprees, but it isn’t so.” 

Howard said the typical small- 
town dealer is in the “upper crust” 
of the community—pretty con- 
servative, independent and _ solid. 
For this reason, he explained, the 
small-town dealer finds it difficult 
to use flamboyant promotion, but 
he’ll have to use it to survive. 

Howard asserted, “Many small- 
town dealers don’t even promote 
their businesses during the intro- 
duction season or the spring sell- 
ing season. All they'll do is sit 
around and complain about all 


the people leaving town to do 
their shopping. 

“I've been trying to stir up a 
home-and-auto show and all I get 
is, ‘Aw, we don’t need that stuff 
around here.’” 


In the matter of public relations, 
Howard said the big bugaboo the 
small-town dealer has to lick is 
the strong feeling that a buyer 
can’t get as good a deal in a small 
town. 


Referring to press relations of 
small-town dealers, he said most 
dealers and editors are on a first- 
name basis so this isn’t too much 
of a problem. 

He said small-town editors can’t 
go overboard in giving free pub- 
licity to dealers because (1) it’s 
something that can be quickly 
overdone and (2) an editor can’t 
give away his life blood—paid ad- 
vertising. 

“However,” he added, “there are 
lots of ways in which a dealer can 
get his name in the paper—by par- 




















informing the editor of any little 
events that are newsworthy such 
as store remodelings, vacations and 
contest winners.” 


Discussing his 1956 automotive 
advertising, Howard said his 
paper received about $2,500 from 
the factory-dealer cooperative 
advertising funds and that local 
dealers spent less than $100— 
nothing on new cars and sporad- 
ically on used cars, 


He said his paper and many 
others around the country had been 
charging local ad rates for dealers 
for some time before the co-op 
funds were abolished, His policy is 
to charge the national rate only 
for advertising that comes from an 
advertising agency. 


Commenting on the national rates 
for dealers, he said, “A lot of 
wolves on the newspapers have 
taken advantage of dealers.” 

Switching to a discussion of the | 
impact dealers are feeling from the 
increased travel of Americans, | 


Monro-Matic equipped cars have won at 
Indianapolis for five straight years! Racing 
champions depend on Monro-Matic Shock 
Absorbers for road-hugging stability on the 
world’s fastest track. They know they can 
count on these shocks to minimize side sway 
and improve steering control... to give the 
roadability so important to speed and safety. 

On the highway, too, motorists everywhere 
appreciate the better control, smoother ride, 
and extra safety they get with Monro-Matics. 


AUTO EQUIPMENT COMPANY 
Monroe, Michigan 


The only shocks with automatic 
adjustment for all roads and loads. 





people have wheels and the large 
cities are pulling more people in 
for shopping, 

“In addition, more small-town 
people are employed in the cities, 
which creates another impetus for 
them to buy from the metropolitan 
dealer. A lot of dealers are worry- 
ing out loud about this. 

“These days people are willing 
to drive a long way for a good 
deal on a ‘big-ticket’ item ($500 
or more). And with the big na- 
tional highway program that’s 
coming, this tendency will be in- 
tensified, The merchandising pat- 
tern is changing. Why, people 
are willing to drive 20-40 miles 
today just for a parking space.” 

Howard said the lack of an “auto | 
row” where the prospect has a 
choice of all cars is a problem that 
always has faced dealers in some 
towns. 

“But,” he said, “this situation is 
now confronting dealers in bigger 


small towns. The demise of each| 


dealer hurts all those who remain 
in business. 


“This situation is particularly bad 





in Romeo because there isn’t a 
used-car lot in town. The dealers 





World’s Largest Maker of Ride Control Products 


81 
However, one dealer is going to 
open a lot soon.” 

In addition, he said, the current 
national advertising programs of 
the auto factories are working 
against the small-town dealer by 
(1) eliminating the local dealers’ 
signatures in the ad and by (2) 
prohibiting local dealer tie-in ads. 

He said that, because of the pre- 
viously mentioned factors, adver- 
tisements which merely urge the 
public to “Buy a Ford” or “Buy a 
Chevrolet,” without mentioning a 
dealer, are going to send the buyers 
to the larger dealers. 

Howard said that if the small- 
town dealers lose 10 to 15 percent 
of their volume, they’re in trouble. 

“Although these dealers don’t do 
much local advertising,” he con- 
tinued, “I’ve got to worry about 
them because they’re all I’ve got. 
I’m interested in these fellows 
being prosperous because it affects 
me. The current advertising pro- 
grams are one of the best ways to 
produce auto supermarkets I know 


of.” — 
$76,000 Blaze 
GRANTS PASS, Ore—Sparks 
from a welding torch set off a 
blaze that caused $76,000 worth of 
damage at Menasco Motor Co. 


ticipating in civic events and by’ Howard said, “More and more! wholesale almost all their cars,! (Pontiac-Cadillac). 


MONROE RIDES WITH 
THE WINNER! 


Monro-Matic Shocks were on 9 of first 10 cars in 41st running of “500” 
































a 








82 


AUTOM 


OTIVE NEWS, JUNE 17, 1957 








Exchange with Indiana Assn... . 
Curtice Airs View 


On Dealer 


Security 


(Continued from Page 1) 


shed considerable light on factory 
thinking on the subject. 

On June 6, Herman Schaefer, 
executive vice-president of the 
Indiana group, replied to Curtice, 
maintaining that there are still 
avenues toward solution not yet 
tried. 

In view of the wide interest in 
this subject, Automotive News is re- 
printing the text of this exchange. 


Indiana Resolution 


REAS, all major manufac- 
turers of motor vehicles in this 
country have verbally dedicated 
themselves to a new policy of re- 
vised and improved distribution 
practices; as is illustrated by the 
following excerpt from an address 
prepared and delivered by Harlow 
Curtice, President of the General 
Motors Corp., in a closed television 
broadcast to all GM dealers on 
March 2, 1956, in which he said, “I 
do not want our dealers to have too 
few or too many cars. Certainly we 
should not allot 300 cars to a 100 
ear dealer. Obviously, he cannot 
properly sell or service that number 
of cars for the customers in his 
territory,” and 
WHEREAS, it is the opinion of 
the great majority of the mem- 





bers of this convention, that there 
are many, many cases to support 
the statement that all manufac- 
turers have not been sincere in 
their desire to control distribution 
of cars according to each dealer’s 
potential, and 

WHEREAS, due to the lack of a 
sincere desire to perform as agreed, 
certain dealers have been appointed 
by each manufacturer who are 
now selling great numbers of cars 
within the zones of influence of 
other dealers of like make and 
manufacturers have seen fit to 
supply these stated dealers with 





McAnary & Welter 
Gets Edsel Franchise 


GARY, Ind—McAnary & Wel- 
ter, a Ford dealership since Feb- 
ruary, 1954, has become the first 
Gary-area car dealership offi- 
cially franchised to handle the 
Edsel. 

A separate corporation and 
separate sales and service facili- 
ties will be set up for the new 
line. Charles Gard, now in charge 
of McAnary & Welter’s Glen Park 
facilities, will be general manager 
of the new dealership. 





new cars far in excess of their sales 
potential, beyond which their ter- 
ritories can possibly absorb; which 
in certain proven cases have made 
it possible for certain dealers to be 
guilty of disposing of cars through 
unauthorized or “boot-leg” chan- 
nels, and 
WHEREAS, this opportunistic 
policy of unbridled and helter- 
skelter distribution is directly op- 
posed to the public interest, in that 
thousands of cars are being dis- 
posed of by dealers with improper 
and insufficient service facilities— 
which creates a serious service 
problem for the retail customers in- 
volved, particularly when they are 
sold within the zones of influence 
of infringed dealers — where such 
cars do not receive proper service 
attention, and 
WHEREAS, it is common 
knowledge that closed territories 
and service-responsibility clauses 
are integral parts of the selling 
arrangements of some other 
types of businesses in this coun- 
try, which operate under fran- 
chised systems virtually identical 
to those in the motor vehicle re- 
tailing industry, and 
WHEREAS, it is the judgment of 
this convention that such a service- 
responsibility program is in the 
public interest and would be sus- 
| tained by our courts of justice, con- 
trary opinion notwithstanding; 
NOW, THEREFORE, BE IT 
RESOLVED; That NADA be 
urged to use every resource at its 
disposal to the end that each 
manufacturer immediately amend 
his dealer selling agreement to 





include a service-responsibility 
| ¢lause, whereby each retail pur- 
| chaser of a new passenger car or 








rl 
sy)! 


Standard 


ADAPTER PLATE 
AND GASKET 
For conversion on all Ford 
Oem Tm Tm 


nothing but Aga 


ye 


aaa 0) 
VL mae 


replacement 
RPMS cm Cleali a 
uae me me) 










T$ 


‘ 


YX 


ay HH 
Gh a 





ventional full-flow filters 


CARBURETOR 
La eta k) 


WITH THE EXCLUSIVE FLAME 
ait mea Oise ded. 2 8 


SELUrO meet tia 
cars that have been factory- equipped 


VM aa 


auaamae 


SEDO m ear i) 
Anal ‘ es and trac 


tors CLR Gia k hei 


a 


PACKED IN 


LEE Filters are sold 


. quality, in price or 


WHEN YOU 
STOCK AND 
INSTALL 




















LEE OIL FILTER CARTRIDGES — LEE 

“DISCARDIT’® FILTERS — LEE “MICRALYTIC’® 

CARBURETOR AIR FILTERS ARE ALL MADE TO 
EXACT REPLACEMENT SPECIFICATIONS 


NEUTRAL CONTAINERS OR IN THE 


NATIONALLY ADVERTISED LEE PACKAGE 


Any way you order LEE Oil and Air Filters — in plain packages or in 
the nationally advertised LEE package — you're sure of getting the 
finest filter made at the lowest possible price. LEE Oil Filters are 
BETTER because they're the ONLY filters that come with the pat- 
ented, built-in Feridium® Anodes. They're the ONLY filters 
GUARANTEED to remove BOTH sludge and acids! LEE ‘‘Micralytic”’ 
Carburetor Air Filters are SAFER because they're the ONLY air 
filters that come with the exclusive flame-proof filter elements! 


nationally and, in market after market — with 


dealer after dealer, LEE Filters have been enthusiastically received. 
Why? Because no other filters can match them in performance, in 


the handsome profits they create. Better get 


started today with LEE — the filters that are better than the ones 
that come-with the cars! 


Contact your Car Dealer Expediter or Jobber. He can show 
you how to bolster your showroom with the profit margin 
you need to stay in business. He carries ample stocks of 
LEE Filters in the packages you want. Available in all 
sizes for all makes of cars — 1940 thru 1 


957. 


Vines “A CAR DEALER LAMENTS.’ 
A reading MUST for every dealer. Write 


for your copy today! 
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Chassis Goes to College— 


Henry Coffeen, second from right, of 
Coffeen Oldsmobile Co., Oklahoma City, 
presents cutaway Oldsmobile chassis to 
Oklahoma City University on behalf of 
Oldsmobile. The chassis, which was used 
by Oldsmobile to instruct dealer personnel, 
will be used in the university's school of 
industrial arts. Others at the presentation 
are Fred B. Robson, left, OCU dean of 
industrial arts; George F. Dusabek jr., 
automotive chairman, and Arthur S. Chil- 
ders, right, Oldsmobile Oklahoma City 
zone manager. 


truck will be protected and as- 
sured of proper service for his 
vehicle, and that an infringing 
dealer will be required to make 
cash payment of a service fee to 
an infringed dealer of like make 
in whose zone of influence a new 
motor vehicle has been sold, in 
the amount of 5 percent of the 
factory suggested list price if 
voluntarily declared and paid 
within 10 days, or 7 percent of the 
factory suggested list price if 
voluntary declaration of the in- 
fringement is not made within 
said period and if payment must 
be collected from the offending 
dealer by said dealer’s manufac- 
turer supplier, and 

FURTHER, That dealers of this 
| State, as represented by this as- 
sociation, will welcome the oppor- 
tunity to conduct a trial case 
|through the courts, in order to 
| prove the validity of this vitally 
necessary service-responsibility 
program, and that copies of this 
Resolution be forwarded forthwith 
to the president, vice-presidents, 


| counterparts, in all automobile 
manufacturing corporations and 
their automobile manufacturing 
divisions, and to the president and 
| executive vice-president of the Na- 
| tional Automobile Dealers Assn. 

| * > > 


Curtice’s Letter 


| 
T= resolution adopted by your 
association and forwarded to me 





|with your letter of Apr. 24, 1957, | 


has had my careful study and con- 
| sideration. Let me assure you also 
| that the subject matter of the reso- 


| lution has had the preferred atten- | 8TOUI E 
| ligations under the franchise agree- 


| ment, 


| tion of all of us in General Motors 
| concerned with sales and distribu- 
tion for the past few years in which 
the problems have been so acute, 
First, I would like to address my- 






| general sales managers, or their| 





self to the introductory paragraphs 
of the Resolution. 


When I made the statement 
quoted in the first paragraph, I 
meant exactly what I said and we 
have made a sincere effort to con- 
trol our production and to dis- 
tribute such production on a fair 
and equitable basis for our dealers 
individually, as well as the dealers 
as a group. 

Production schedules have been 
and are being adjusted regularly 
to meet the national market po- 
tential and to reflect changes 
therein, Production is being allo- 
cated to zones and areas on the 
basis of their market potential, 
with adjustments to reflect 
changing conditions, Dealer al- 
lotments are established in rela- 
tion to sales potential, 


Even under such a plan, situa- 
tion will always arise where a 
dealer may have too many or too 
few cars at a given time, but these 
should be the exceptions and they 
should be temporary, There may be 
a mistake of judgment on the part 
of the representative of the manu- 
facturer or misinformation from 
the dealer, or both, in the establish- 
ment of the sales potential for a 
particular dealer and a given 
period. It may be that a dealer is 
not selling competitively with other 
dealers in the same area handling 
products in the same price class of 
different manufacturers or even the 
same manufacturer. If so, he will 
have an excess of cars, On the 
other hand, if he is more aggressive 
and is a better performing dealer 
than his competition, he may be in 
short supply and if he has cus- 
tomer orders he should be given 
any available product to fill those 
orders. 

There are, of course, other fac- 
tors, such as shifts in population, 
changing market conditions, relo- 
cation of business districts and 
residential districts, etc., all of 
which affect the sales potential of 
an area and may result in inade- 
quate or excess dealer facilities. 

. + > 


Hazards of Business 


HESE are all hazards of the 

business that must be met by 
both the manufacturer and the 
dealer and they can be corrected. 
General Motors works at correcting 
these situations constantly, but we 
will always have a few of them 
with us because of ever-changing 
conditions, because not all of them 
can be quickly and completely 
solved, and more importantly, be- 
cause the manufacturer cannot do 
the job alone. 


Except for these practical prob- 
lems, in theory at least, the busi- 


|ness of selling and servicing auto- 


mobiles at retail can be operated 
on a sound basis in the interest of 
the retail customer, the dealer and 
the manufacturer, if the manufac- 
turer provides a competitive prod- 
uct, if there is adequate but not 
excess production, and if both the 
manufacturer and his dealers as a 
group perform their respective ob- 


The resolution makes the broad 
charge that each manufacturer 
(Continued on Page 83, Col, 1) 





Gulf Tests New Gasoline— 


LEE FILTER CORP. 
41 River Road, No. Arlington, N. J. 





William L. Meisnest, left, products application engineer, Gulf Oil Corp., explains 
mechanical changes made in a 1957 “‘critical-engine" car in order to test the anti- 
knock qualities of the company's newest gasoline. Listening, from left, are John 
Dorschel (Buick), Rochester, N. Y.; E. Waldo Emerson, general manager, Gulf New 
York sales division; Carl E. Fribley (Pontiac-Cadillac-Oldsmobile), Norwich, N. Y., 
NADA past president, and Townsend Jones, Gulf Rochester district manager. The first 
in a series of such demonstrations for Gulf's New York division was held in Rochester. 
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Exchange with Indiana Association .. . 


Curtice’s View on Dealer Security 


(Continued from Page 82) 

has appointed certain dealers 
who are selling great numbers of 
cars in the zones of influence of 
other dealers handling the same 
product and that manufacturers 
have seen fit to supply these 
dealers with new cars far in ex- 
cess of their sales potential and 
in excess of the number of cars 
the territories can possibly ab- 
sorb. 


To the extent that this statement 













lem has been minimized. Our 
efforts to eliminate maldistribu- 
tion as a cause, have already been 


discussed, 
* + * 


How About Dealer? 


MEANWHILE, what is the in- 
: dividual dealer doing to elim- 
inate any contribution he may be 
making to these problems, If each 
one were a qualified dealer there 
would be no bootlegging problem. 















dealers must bear a part of the 
blame for cross-selling and boot- 
legging. Both dealer associations 
and manufacturers should work to 
educate such people on the eco- 
nomic facts of life. They must be 
made to see that such practices 
may eventually destroy the fran- 
chise system and possibly bring 
about a type of public utility status 
for the few manufacturers left, 

You state that it has been quite 
clear to those who have kept in- 
formed as to the interpretation of 
the antitrust laws that “... any re- 
triction upon the right of a dealer 
having title to motor vehicles to 
sell such motor vehicles to anyone, 
anywhere at any price, was a viola- 
tion‘ of the antitrust laws.” 


‘ I 


4 





( 
' 


be legally justified without new|/} La 
legislation, Whether the issue is 

further complicated by the re-| # 
cently enacted “good faith’ law 
remains to be seen, Since, accord- 
ing to surveys by members of 
Congress and representatives of 
dealer groups, automobile dealers 
are divided about fifty-fifty on the 
question of the desirability of in- 
cluding “territory security” provi- 
sions in selling agreements, would 
the incorporation of such provi- 
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Cross-selling also has its origin in 


implies that General Motors is 
overloading dealers and territories 
with cars, it is incorrect. The steps 
taken by us to control production 
and to distribute it on a fair and 
equitable basis have been outlined 
above. In addition, we have negoti- 
ated on a mutually satisfactory 
basis, the closing of some illogically 
located dealer points and for over 
a year dealer appointments have 


been confined to replacements. 


This charge brings to mind a fact 
situation recently reported to me in 
investigation 
undertaken in preparation of our 
defense in a suit filed against us 
by a former dealer charging us 
with coercing him to take more 
cars than his market could absorb. 
It appears that a substantial num- 
ber of our new cars were sold by 
the dealer into the bootleg market. 
However, our investigation dis- 
closed also that this dealer had, in 
fact, purchased an even greater 
number of new cars of the same 


connection with an 


make from other dealers, located 


several hundred miles from his 


place of business. 
> * * 


Tied to Bootlegging 


HE resolution couples this 

complaint about 
arising from alleged maldistribu- 
tion with the “boot-leg” problem. 
Beyond avoiding overproduction 
and maldistribution, which are 
our responsibilities, we can only 
counsel with our dealers in the 
handling of their retail business. 
For several years it has been quite 
clear to those who have kept in- 


formed as to the interpretation of 


the antitrust laws that the De- 


partment of Justice had taken a 


firm position, both in statements 
and opinions, that any restriction 


upon the right of a dealer having 


title to motor vehicles to sell such 
motor vehicles to anyone, any- 
where, at any price, was a viola- 
tion of the antitrust laws. Judicial 


opinions handed down over these 


years tended to confirm this in- 
terpretation, 

Any doubt as to the validity 
of this position should have 
been eliminated even from the 
mind of a layman during the 
year 1956 when representatives 
of the Department of Justice 
and the Federal Trade Commis- 
sion reiterated this position in 
testimony in Congressional 
Committee hearings on proposed 
legislation. 

This position was also expressly 
incorporated as being the intent 
of Congress in its interpretation 
of the antitrust laws as a result of 
statements in the majority report 
and minority report of the House 
Judiciary Committee accompany- 
ing the “Good Faith” bill on its 
submission to the House of Repre- 
sentatives and further, as a re- 
sult of the passage of that bill on 









cross-selling 


the right of the dealer to sell to 
whomever and wherever he 


pleases. 


To the extent the dealer cul- 
in territories unre- 
lated to his general area and fails 
to develop retail sales in his terri- 
tory, he fails to live up to his 
in applying for 
the franchise and his obligation 
under his selling agreement to 
serve his retail customers. On the 
other hand, where does the fault 
lie if a dealer adequately serves 
his retail customers and territory 
and, in addition, expands his zone 
into adjacent areas 
being served by dealers who are 
not competitively selling products 


tivates sales 


representations 


of influence 


in the same price class? 

Your resolution indicates that 
this problem is handled in other 
businesses which have closed 
territory and service responsi- 
bility clauses as integral parts 
of their selling agreements. 
That such clauses or arrange- 
ments have existed for years 
and continue to exist, is com- 
mon knowledge. 


On the other hand, it is common 
knowledge also that territorial 


provisions generally are not en- 


forced, probably because the 
manufacturers do not wish to en- 


force them but more likely be- 
cause they cannot as a practical 


matter police the sales of these 


articles of merchandise, Whether 


for such reasons or for other rea- 
sons, the Government generally 
has not proceeded against the 


parties accepting such arrange- 


ments. 
> > as 


U. S. Becomes Active 


yownvan, the Department of 


Justice is becoming active in 
this field. On Dec. 15, 1954 it filed 
a complaint against Philco Corp. 
charging the defendant and its 


wholesale distributors with being 


parties to unlawful contracts and 


agreements among _ themselves 


and with retail dealers in viola- 


tion of the Sherman Act and the 


Clayton Act. 

Among other charges, the com- 
plaint alleged that distributors 
would not ship outside of their al- 
lotted sales territories, that dis- 
tributors would not compete with 
other distributors, that dis- 
tributors would require retail 
dealers to agree to resell to con- 
sumers only, and that distributors 
would refrain from selling to re- 
tail dealers for resale to other re- 
tail dealers and from selling to 


any retail dealer not approved by 


the defendant and the wholesale 
distributor located in that terri- 
tory. On July 13, 1956, the court 
approved final judgment, con- 
sented to by the parties, which 
generally enjoined the defendant 
from entering into such arrange- 
ments. 





















the basis of such reports by both 
the House of Representatives and 
the Senate. 

This “right of the dealer to sell 
the motor vehicles to which he 
has title” as he pleases, is the key 
to these problems. It is the exer- 
cise of this right which first 
moves the motor vehicles into the 
bootleg channel, Even if there 
were extenuating circumstances 
which motivated the movement of 
cars into the bootleg channel, un- 
questionably there are many such 
Sales by authorized dealers made 
solely for the purpose of obtaining 
a quick profit, 

As to the justification for such 
sales several months ago the 
causes for bootlegging were laid 
at the door of the manufacturers, 
Specifically “over-production” and 
“freight differentials.” Speaking 
for General Motors, over-produc- 
tion just doesn’t exist and the so- 
called “freight differential” prob- 


On March 2, 1956, a Federal 
Grand Jury in Chicago indicted 
a Chicago manufacturer of coin- 
operated phonograph machines 
on charges that it had engaged 
in a combination and conspir- 
acy with its distributors in re- 
straint of trade in violation of 
the Sherman Act. 

At the same time, the Depart- 
ment of Justice filed a civil anti- 
trust action against the manufac- 
turer and its distributors located 
throughout the United States, In 
January of this year, a consent 
decree was entered in the civil 
action prohibiting the manufac- 
turer from limiting or restricting 
the persons to whom or the terri- 
tory within which any distributor 
or operator may choose to sell 
such phonographs. 

In such a legal climate we find 
it difficult to understand how any- 
one can take the position that 
“territory security” provision can 





sions in all selling agreements by 
a manufacturer—which is the only 
way they can be made effective— 


constitute “bad faith’? 
= > aa 


Service Responsibility 


1‘ concluding preamble of the 
resolution sets forth that it is 
the judgment of your convention 
that a _ service-responsibility pro- 
gram is in the public interest and 
would be sustained by our courts 
of justice, contrary opinion not- 
withstanding. If it is intended by 
this statement that to the extent 
that a _ service-responsibility pro- 
gram is in the public interest it 
could be legally sustained, we 
agree with this conclusion and the 
Department of Justice would ap- 


prove this position. 


The public interest would be 
served as long as the service fee 
is reasonable compensation for the 
service responsibility undertaken. 
To the extent that the service 
fee represents excessive compen- 
sation it is a penalty and has the tention b 
effect of restricting out-of- ot ae ae on a 
territory sales and creating a divi- 
sion of territories among dealers. 

A proposed _service-responsibil- 
ity clause was carefully and op-| Too frequently the opinions of 
ene yi yf bag Page the/the attorneys in the highly- 

epa ent o ustice by repre- iali itrust law, 
sentatives of General Motors and ee a 
also by representatives of automo- 
bile dealers early in 1956. After upon his business opportunities, 


several conferences it developed 


that, on the basis of any clause brushed aside, and calculated 
that would be acceptable to the! ;isks are assumed without regard 
Department of Justice, the maxi- 
mum amount that a servicing 
dealer would collect from the sell- 
ing dealer on a Chevrolet car 
would be in the range of six dol- 


lars to ten dollars. 


This is because of the full war- 
ranty reimbursement program Car Dealers for treble damages 


now in effect in General Motors. 


In view of this, we did not pursue 


the service responsibility approach 
to the problem any further. 


The Department’s position was 


also set forth in a letter dated 
June 13, 1956 from Deputy Attor- 


ney General Rogers to Senator 


Monroney in connection with 


legislation proposed by the latter. 
Commenting on a section of the 


Monroney Bill which would per- 
mit programs such as a service- 
responsibility program, the letter 
said: 

“However, the ‘reasonable sys- 
tem’ for compensation might in- 
volve payments by a selling 
dealer to the servicing dealer in 
whose territory a new car pur- 
chaser resides. To such a plan 
(voluntarily entered into be- 
tween the dealer and the manu- 
facturer) this Department would 
interpose no objection—so long 
as the amount paid by the sell- 
ing dealer did not exceed that 
portion of the servicing dealer’s 
required warranty costs not al- 
ready paid for by the manufac- 
turer or the car owner.” 

If the Department of Justice is 
correctly interpreting the law as 

it applies to a service-responsibil- 
ity program—and, in the opinion 
of our attorneys who have had 
considerable experience in the an- 
titrust field, they are—a_ service 
fee of five percent of the factory 
list price would be a penalty and 
illegal. 

In this connection, it is worthy 
of note that the position of the 
Department of Justice is corrobo- 
rated by the decision of the Su- 
preme Court of Texas in Ford 
Motor Co, v. State, 175 S.W. 2d. 
230 (1943), a case filed by the 
State under its antitrust laws. The 
import of such state legislation 
must, of course, be given due 
weight in any intelligent evalua- 
tion of proposals involving re- 
strictive marketing plans. 

As to your statement that the 






















It is true that the Department 
of Justice and Federal Trade Com- 
mission have taken rigorous posi- 
tions concerning service responsi- 
bility provisions which in effect are 
penalties. It is also true that the 
recent lower court decisions you 
mention seem adverse to service re- 
sponsibility agreements. 

On the other hand, several argu- 
ments can be made to support 
the validity of service responsi- 
bility clauses. The strict position 
taken by the antitrust agencies 
in recent years has no substan- 
tial case support other than the 
two Federal Court cases you 
mention. Both of these cases were 
settled by consent decrees in 
lower courts and were not ap- 
pealed. 

There is both State and Federal 
precedent for the validity of rea- 
sonable service responsibility 
clauses. (See Johnson v. Franklin 
Kirk Co.; 83 Ind. App. 519, 148 N. 
E. 177 (1925).) 

+ > > 

- 1947, a high Federal Court ruled 

in effect, that GM could con- 
trol the location and number of 
used-car lots operated by GM deal- 
ers without violating the antitrust 
laws. (Boro Hall Corp. v. GMC, 164 
F 2d 770 (2nd Cir 1947).) 

From this, it would seem that 
if GM can exercise these controls, 
GM could likewise exercise some 
controls over new car sales. At 
any rate, this Court of Appeals 
case casts some doubt on both 
of the lower court cases you men- 
tion and on the position taken by 
the antitrust agencies. 

It would seem that a part of the 
solution of the problem lies in con- 
vincing the antitrust agencies that 
cross-selling is not in the public 
interest. All manufacturers require 
their dealers to invest and make 
expenditures commensurate with 
the sales potential of their area. 

Cars cross-sold cut into this po- 
tential and hence should bear a 
portion of the overhead, represented 
in part by the employment and 
training of personnel, institutional 
costs, franchise expenses, civic re- 
sponsibility and stand-by facilities. 

The dealer cross-selling may 
undersell the local dealer because 
he is in effect able to misappropri- 
ate the capital facilities of the local 
dealer without paying fair compen- 
sation. Customers who buy from 
cross-sellers are in fact relying on 
the existing facilities and invest- 
ments of local dealers as a sort of 
insurance policy without paying the 
premium, 

Manufacturers who continue to 
supply cross-sellers with unlimited 
numbers of cars are in fact 
undermining the structure of the 
franchise system. Are not such 
manufacturers contributing to the 
chaotic cross-selling practices? 

How can manufacturers objec- 

tively measure dealer performances 
in markets disrupted by cross-sell- 
ing and determine accurately 
proper franchise investments and 
reasonable performance standards 
for a given area? 

The oil industry discovered years 
ago that it is politically and eco- 
nomically wise to preserve loyal in- 
dependent distributors and dealers 
in the industry. Will the automo- 
bile industry learn this lesson too 
late? 

Because of the crucial issues at 
stake, I have tried to give all the 
reasons why all parts of the auto- 
mobile industry must cooperate to- 
wards the solution of these prob- 
lems. I feel certain that many 
avenues towards solution are yet 
to be tried. In any event, the reso- 
lution adopted Apr. 12, 1957, by the 
Automobile Dealers Assn. of Indi- 
ana, Inc., commits us to exert all 
possible effort to bring about that 
which we believe to be right. 


HERMAN SCHAEFER. 





































Safety Light— 
A “traffic light" on a billboard, prom- 
inently displayed in front of the police 
station and city hall in Artesia, N. M., 
burns a green light constantly—except 
when the red light burns for 24 hours 
after a traffic fatality in Lea County. The 
sign, in red and green on white, urges 
“Let's Keep the Light Green" and ‘Speed 
Kills” to townspeople and travelers. 


dealers of Indiana, as repre- 
sented by your Association, will 
welcome the opportunity to con- 
duct a trial case through the 
Courts, in order to prove the 
validity of the service-responsi- 
bility program, I sincerely urge 
you to give this matter careful 
reconsideration. 

A group of our dealers in one 
area, recently entered into an 
agreement among themselves for 
such a program without any par- 
ticipation on our part. When it 


some of the dealers, we counseled 
with them to obtain an opinion as 
to the legality of the program and 
be guided by it. 


which the average business man 
often interprets as _ restrictions 


not his business practices, are 


to the consequences, 

Illustrative of what the conse- 
quences of an antitrust violation 
can be even in a local community, 
is the settlement recently in 
Wichita, Kansas, of a claim by 
Used Car Dealers against New 


arising out of an alleged conspir- 
acy by New Car Dealers and local 
newspapers to restrain advertis- 
ing of new cars by Used Car 
Dealers, The amount of the settle- 
ment was approximately $250,000 
which the new car dealers paid. 
Because of the importance of all 
of the matters referred to in your 
resolution, to customers, to deal- 
ers. and to the industry, I have 
set forth our positions in detail 
so that they would be clearly un- 


derstood. 
H. H. Curtice. 
. > am 


Schaefer's Reply 
Dear Mr. Curtice: 
I WISH to express my apprecia- 

tion for your letter of May 3, 
1957. Your extended comments were 
most informative and clearly dem- 
onstrate the legal complexities in- 
volved in the problems of cross- 
selling and bootlegging in the 
automobile industry. 

I am sure you will agree that the 
fact that these problems are com- 
plex does not mean that nothing 
can or should be done towards their 
solution. I would like to make some 
additional comments, in the hope 
that more light may be shed on 
the problems involved. 

I would agree that the top man- 
agements of most, if not all, auto- 
mobile manufacturers have evi- 
denced a strong desire to control 
production and distribution on a 
fair and equitable basis. 

Unfortunately, the policies and 
desires of the top management in 
modern large-scale enterprises 
may at times be lost or perverted 
by middle and bottom manage- 
ment. I am sure, for example, 
that top management had no part 
in the false registration race that 
took place in 1954. Yet many fac- 
tory representatives exerted pres- 
sure on dealers for false registra- 
tions in various areas throughout 
the United States. 

It is also true that short-sighted 
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Looking at Dealer Advertising... 


Ads Return to Big ‘Free’ Gifts 


By John K. Teahen Jr. 

Staff Writer 
RAND RIVER CHEVROLET, 
Detroit, chose one of the sea- 

son’s most-discussed television 
shows to offer viewers an item that 
many of them have dreamed of 
owning. 

The premium was a 21-inch 
color television set with each new 
car sold during June. 

Grand River assured itself of a 
large audience to kick off the pro- 
motion. The dealership was the 
local sponsor of the “Face the 
Nation” show which featured Soviet 
boss Nikita Khrushchev. 

The giveaway is a part of the 
firm’s 25th anniversary celebration, 
and a dealership official said last 
week that it had helped move 46 
cars in the first two days—about 
double the normal volume. Grand 
River also is offering a portable 
TV set or radio with each used-car 
purchase. 

* * * 
LSEWHERE in dealer advertis- 
ing, free vacations are in vogue. 

A one-week holiday in Miami was 
the prize for one new-car buyer at 
J. B. Shaver Motors (Chevrolet), 
South Bend, and for all Mercury 
buyers at Franklin Motors, Inc. 
(Lincoln-Mercury), Columbus, O. 

In Panama City, Fla., Tillman 
Chevrolet Co. invited residents to 
register for a free vacation trip 
to Havana or Nassau or $350 in 
cash—“plus $100 bill extra if you 
bought a new ’57 Chevrolet dur- 


ing June.” 
It was “Christmas in June” at 
Frank T. White, Inc. (Pontiac), 


Clearwater, Fla. Announcing a 
used-car sale, White said it would 
deposit up to $165 (depending on 
the purchase price of the car) in 
the buyer’s Christmas savings ac- 
count in any bank. 
* > * 

Gs cents a gallon” was the 

headline on an advertisement 





Obituaries 


William Borden Cobb 

GOLDSBORO, N. C.—William Borden 
Cobb, 62, a retired Chevrolet dealer, died 
June 1. Mr. Cobb founded Cobb Motor Co. 
in 1937 and was president and treasurer 
of the firm until he retired in 1955. The 
dealership now is headed by his son, John 
Cc. Cobb. Since 1955, Mr. Cobb had man- 
aged Cobb Distributing Co. 
* * * 


Bernard E. Gridley Jr. 
WICHITA, Kans. — Bernard E. Gridley 
ir., formerviee-president of Gridley Motor 
Go., dted June 1, after a heart attack at 
his home in Chapalo, Mexico. He was 46. 
* *. * 


Morris Friedman 
UTICA, N. Y¥.—Morris Friedman, who 
has been the owner and operator of Fried- 
man Auto Parts for the past 42 years, died 
June 3. He was 76. 
* * * 


George W. Lawless 
GLENWOOD, Ark.—George W. Lawless, 
79-year-old retired partner of Lawless- 
Brooks Motor Co. here, died at his home 
in Smithville, Okla., on June 2. 
. * * 


Alfred J, Marshall 
PORT LAVACA, Tex.—Alfred J. 
Marshall, 58, owner of the Marshall Chev- 
rolet Co. and retired Port Lavaca alder- 
man, died May 27. 
* * * 


James P, McGuire 
DETROIT.—James P. McGuire, 72, who 
operated separate Pontiac and Buick dealer- 
ships here, died June 9. He also was presi- 
dent of two tool and die shops and was 
in the real estate business. Mr. McGuire 
entered the retail auto business in 1920 
after serving as an apprentice machinist 
at Olds Motor Works and Detroit Motor 
Car Co. 
- - * 
Jack Samuel 
PHILADELPHIA. —Jack Samuel, 59, 
president of Samuel's Rebuilt Motor Co., 
is dead. He had headed the company 35 
years. 
* * * 
M. Harold Smyser 
LOUISVILLE. — M. Harold Smyser, a 
former auto dealer here, died June 8, after 
his car overturned on the Pennsylvania 
Turnpike. He and Mrs. Smyser, who was 
injured in the crash, had been traveling 
to New Jersey to visit relatives. Mr. 
Smyser reportedly suffered a cerebral 
hemorrhage causing him to lose control 
of the car. Mr. Smyser most recently was 
a parts clerk for Byerly Motors, Inc. 
(Ford). 
. 7 * 
James A, Carpenter 
DURHAM, N. C.—James Austin Car- 
penter, Carpenter Motor Co. (Chevrolet), 
died June 9. He was the son of the late 
J. E. Carpenter, founder of the firm. 
* * * 


Joseph J, Silhavy 
WAUSEON, O.—Joseph J, Silhavy, 59, 
local automobile dealer until he retired a 
year ago, died June 7, of a heart attack. 
He operated Silhavy Motor Sales here 21 
years after "moving from Metamora, where 
he operated a car agency 10 years. 


inserted by Walter Motor Co., 
Springfield, Ill. 

Walter wasn’t selling gas at that 
price. The ad said: “Rambler own- 
ers cut gas costs as much as 60 
percent. It means just as much to 
you as buying gas at 16 cents a 
gallon.” Walter said its new-car 
prices start at $1,595, delivered. 


Mac Chevrolet Co., Santa Fe, 
N. M., appealed to 1957 high 
school and college graduates. It 
offered them a discount of $100 
on any new or used-car pur- 
chased. 

In Port Arthur, Tex., Linn Motor 
Co. (Ford) observed its 46th birth- 
day with entertainment, a huge 
cake and a three-hour radio broad- 
cast from the dealership. 

A portable TV set was given 
away as a door prize, and visitors 
were invited to register for a “sec- 
ond car” which will be awarded 
June 29. 

+ = a 

ULLER FORD, Cincinnati, 

keyed an ad to the expected 
price hikes on 1958 models, a theme 


Factory Officials 
Continue Reports 


Of Rising Sales 


DETROIT. — Automobile manu- 
facturers last week continued to 
report sales increases over 1956. 
Here is what some of them said: 


Chrysler Corp. 


Sales of Chrysler Corp. cars in 
May were the highest of any month 





since June, 1955, and were 29.8 per-| 


cent ahead of May, 1956, according 
to Byron Nichols, general manager 
of the company’s automotive group | 
marketing organization. 


He said sales for the last 10 days 
of May were 33.7 percent above 
those of the preceding 10 days. 


In the first five months of 1957, 





many dealers will use as the 1957 
model year wanes. 

“The prices on our cars are 
established by factory costs,” 
Fuller said, “and we are afraid 
that we are facing a general 
price rise due to costs of steel 
and labor. Now is the time to 
buy your new car while prices 
are low. Fuller’s rock - bottom 
prices cannot continue.” 

In other price presentations, 
Carr Buick, Inc., Danville, Va, 
said, “Any model 1957 Buick in our 
stock at our cost plus $1.” It was 
“Our cost plus $100” at Ledlow- 
Tindall Pontiac, San Antonio. 

The “15 percent price reduction” 
which is being offered by Califor- 
nia Chevrolet dealers has spread to 
Nevada. It was used in an ad by 
Lloyd Tritle’s Community Chevro- 
let Co., Las Vegas and Boulder 
City. 





ok ~ * 


N ZANESVILLE, O., White's 

(Chevrolet) offered several “free” 
items with new-car purchases. In- 
cluded were radio, heater, under- 
coating, backup lights and 36- 
month warranty. 


Spitzer Dodge, Columbus, O., said 
it was “All shook up” and offered 
as evidence a _ guitar-strumming 
character complete with sideburns, 
ducktail, string tie and pegged 
trousers. 


“We have 117 new ’57 Dodges 
that must go,” the ad said, “Your 
chance to save.” 

In Milwaukee, five dealers used 
a full-page ad to announce “the 
biggest combined demonstrator and 
executive-car sale in Wisconsin 
history.” 

Participating dealerships were 
Thompson Buick, East Side Chev- 
rolet, Al Stein Motors (Chrysler- 
Plymouth), Bob Black Olds and 
Heiser Ford. The five are located 
in a three-block area. 








he said, corporation sales totalled 
512,000 units, compared with 430,000 
for the year-ago period, a gain of 
19.1 percent. Nichols declared that 
there is “every indication” that this 
increased demand will continue in 
the months ahead. 
> * ” 
Triumph 
The Triumph TR-3 sports car 
moved into second place in regis- 
trations for all imported sports cars 
according to final figures for the 
first four months of 1957, The Tri- 
umph not only was in second place 
for the first four months of the 
year but showed a 129 percent in- 
crease in registrations over the 
same period last year. 


“The Triumph was introduced in 
the first part of 1954, yet has caught 
on quickly with the American public 
for which it was designed” Alan 
Bethell, president of Standard-Tri- 
umph stated. “The American mar- 
ket is now taking a major share of 
the entire production of the Tri- 
umph which is manufactured in 
Coventry by Standard Motor Co., 





ger 


Flying High— 





Hambro Appoints 
Haigh Sales Chief 


NEW YORK.—Charles A. Haigh 
has been appointed general sales 
manager for Hambro Automotive 
Corp. The com- 
pany is the U., S. 
sales and service 
representative for 
British Motor Car 
Corp. 

Haigh, formerly 
general service 
manager, joined 
Hambro in 1955. 
He came to this 
country in 1951 as 
an executive with 
a British car 
distributor for various makes 
handling sales and service in nine 
southern states. 


Birt said the new position was 
created to meet the requirements 
of the expanding market for BMC 
passenger and sports cars including 
Morris, MG, Austin and Austin- 
Healey. 








C. A. Haigh 


They're not birds, nor planes, but a couple of Dodges perched on top of the 


overpass outside the Dodge plant in Hamt 


ramck, Mich. Spotlights silhouette this two- 


door Lancer and its newest cousin, the Swept-Side pickup truck, during the evening 


hours. 





In Safety's Name— 





Rhode Island Gov. Dennis J. Roberts, second from right, presents the official docu- 
ment which proclaimed May “Vehicle Safety Check Month" to Albert A. Glen, special 
representative, Chrysler Motors, who served as field organizer for the Inter-Industry 
Highway Safety Committee, cosponsor of the safety program. Gov. Roberts con- 
gratulated Glen on the success of the campaign, and added thanks to Rear Adm. 
Ralph Earle jr., USN, left, for the special Navy check program for personnel in 
Rhode Island. Looking on is Charles W. Shields jr., executive director, Rhode Island 


Council on Highway Safety. 


2 Ex-Dealers Are Indicted 
In Chicago Ad Promotion 


CHICAGO.—Two former operators 
of an automobile dealership have 
been indicted by a Cook County 
grand jury on a charge of using 
false advertising, and the alleged 
general manager of another dealer- 
ship has lost his job, reportedly 
due in part to a “misleading” direct 
mail promotion. 

Indicted were Philip Crane and 
Jerome Schwartz, who formerly 
operated All Star Motors, Inc., 
2222 N. Cicero Ave., (Nash). They 
sold the dealership after the Chi- 
cago Better Business Bureau twice 
concluded that further advertis- 
ing by their firm would be “not 
in the public interest,” and noti- 
fied principal media. 

One newspaper and one television 
station, carrying the account, drop- 
ped it, the BBB reported. Assistant 
State’s Attorney Eldred E_ Benz, 
who secured the indictments, said 
that no complaints have been re- 
ceived against the new owners. 

In other recent BBB activity, the 
bureau reported that one of its rep- 
resentatives telephoned a Chevrolet 
dealership in Chicago and men- 
tioned a direct mai] letter which 
read: 

“This is probably the most un- 
usual offer you will ever receive! 

“Your name has been selected as 
one of 50 people to take advantage 
of a once in a lifetime opportunity. 

“We are competing in a contest 
with the leading Chevrolet Dealers 
in the Minneapolis, St. Louis, Los 
Angeles and Fort Worth, Texas 
regions, We want to win, and 50 
extra sales would insure our win- 
ning this nationwide contest. 

“This is an opportunity for you 
to buy a new Chevrolet on a 
‘Better than Fleet Deal basis.” We 
cannot quote prices, not knowing 
the model car you might select, 
but we can tell you this—the 
next 50 persons taking part in 
this special offer will receive an 
additional $500.000 cash or trade- 
in allowance on the purchase of 
a 1957 Chevrolet, This is the best 
offer we have ever made, the best 
you will ever receive, but we can- 
not extend it beyond May 15, 1957. 

“You must mention this letter by 
telephone or bring it with you. This 
is the only way our salesmen will 
know you are one of the selected 
customers.” 

(The offer is signed by “James 
Hampton, General Manager, Nelson 
Chevrolet Co.”) 

According to the bureau, a sales- 
man quoted the bureau representa- 
tive a price of $1,777 for a new 1957 
Chevrolet, series 150, two-door 
sedan, with large heater and turn 
signals. The investigator asked if 
an additional $500 might be de- 


||} ducted from that $1,777, as stated 


in the letter. 

Allegedly, the salesman said the 
$500 allowance already had been 
figured in the price quoted, The 
bureau added that the salesman 
said, “There is just so much we 
can take off on the price of a 
car, $1,777 is $60 over our cost for 
the car.” 

The salesman was reminded that 


the price is identical with the retail 
figure advertised for the same unit 
by all Chevrolet dealers in Chicago, 
the BBB stated. 

The BBB said the salesman 
then told the representative he 
might be able to offer a larger 
discount on a more expensive 
model. “Nevertheless, he offered 
no comment, when the bureau 
representative stated the $1,777 
price quoted failed to substantiate 
the advertised ‘Better than Fleet 
Deal’ claim,” the bureau report 
stated. 

The BBB asserted it next con- 
tacted Frank Schmehl, general 
manager of Nelson Chevrolet Co., 
“outlining its findings and stating 
its objections to the false claims 
advertised. Schmehl claimed the 
mailing had been discontinued, He 
added that James Hampton no 
longer is associated with Nelson 
Chevrolet—partly because of this 
promotion.” 


Buff. ste Anam, Provides 


Data on Car Owners 

BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. now is able to 
search Erie County passenger and 
suburban vehicle license numbers 
for dealer members. 

The association can provide mem- 
bers with all information regard- 
ing the owner which is given on 
the application, including age and 
place of employment, as well as 
data on the car owned. 








Marketing Analysis— 


Clyde Swartz, left, Oldsmobile Midwest 
regional manager, and James W. Knowles, 
Oldsmobile zone manager, look over the 
new “Operating Sales Control" manual 
for the Chicago marketing area. Published 
by the Chicago American, the book and 
accompanying reports on all sales by 
neighborhoods for the past 24 years are 
said to be valuable aids in the analysis 
of the Chicago market. To complete the 
226-page manual, fieldman covered every 
block in Chicago and did extensive work 
in 19 suburban areas in the six-county 
Chicago metropolitan area. 
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515,000 Cars Seen for June... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, S. PRODUCTION ONLY) 














Week Week Jan. 1 

ee ees, “se, Sunes, duis, 

1957 1956* 1957* ToDate 1956* 1957 
AMERICAN MOTORS 2,425 1,566 2,503 4,928 58,961 50,513 
BOOT,  cesscesseevencccsveinevese 45 134 48 93 4,064 1,269 
SD - victinivessinsuniiicinnintives 147 264 155 302 10,567 3,289 
len 2,233 1,168 2,300 4,533 44,330 45,955 
CHRYSLER CORP. ...... 30,450 12,692 26,412 56,862 440,977 664,255 
CRY EEOR  onscescscccsseoscoccses 3,100 1,912 3,081 6,181 55,093 67,382 
Imperial. ................0.. 1,150 148 1,125 2,275 5,237 22,626 
BOO cesscsccssersrsvscernsvssees 2,500 1,967 1,892 4,392 53,276 70,127 
BIOGGO  ocersesssccsecccsccsccsssere 7,500 4,193 5,642 13,142 100,129 156,391 
Plymouth .............0:000 16,200 4,472 14,672 30,872 227,242 347,729 
FORD MOTOR. .............. 36,715 30,434 40,518 177,233 805,231 944,686 
Continental idea c_ svenovens 1,000 444 
BEE sevevsccssressoseveverseceoseens 32,675 24,439 33,803 66,478 649,792 158,823 
BAOOTR cecosccceccccccscovecsnsse 940 7137 710 1,650 25,743 22,628 
PHOPOUEY  .neecc.cscccccccccceeees 3,100 5,195 6,005 9,105 128,696 162,791 
GENERAL MOTORS .. 55,240 54,466 58,592 113,832 1,621,732 1,433,285 
BI, cecncscnecccecesecscsseesesens 6,500 9,534 7,191 13,691 305,425 225,348 
GD ccstscssevsccveccosvessse 3,360 3,184 3,365 6,725 78,717 78,367 
CHRO VEONSE  oncccccsccrcssscccccee 32,100 28,674 32,930 65,030 819,243 730,592 
Oldsmobile .................... 6,730 7,668 8,275 15,055 237,492 213,242 
POD ccsecescsnsinennsioxsens 6,500 5,406 6,831 13,331 180,855 185,736 
GP CT es ceccesssesceccessscees 1,472 1,531 1,492 2,964 57,546 35,697 
TU cstcccentseicssectsicas 10 494 10 20 12,251 6,065 
Studebaker .................. 1,462 1,037 1,482 2,944 45,295 29,632 
Total Cars, U. S........... 126,302 100,689 129,517 255,819 2,984,447 3,128,436 


*Revised. 


COMMERCIAL CARS 
(U, 8, PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 

a 

eT Tose" ‘157° «ToDate | 1956* 1957 
CHEVROLET .................- 7,000 6,900 7,269 14,269 183,724 172,108 
TREES FE cccrecserccesccses 130 100 122 252 2,341 2,253 
TTD cocettcensetcvesssverereeennes 40 74 64 104 2,019 1,718 
TED wansnsccncvecsencesovenesecs 1,650 1,533 1,399 3,049 42,124 39,287 
TED catnsncesnssscsccessccnssonenses 7,500 5,575 7,644 15,144 148,725 170,922 
SED‘ nssicsacinejuiimnneneneesmneste 1,200 1,629 1,144 2,344 47,742 32,661 
INTERNATIONAL ...... 3,164 2,322 3,093 6,257 68,503 52,916 
IIL: . citccciseusinsiiniandienbiannatin 340 299 342 682 8,860 8,379 
SETI asnashsscissiiiniesipinnitsimisinieeneniinie 135 79 104 239 1,771 1,764 
STUDEBAKER  ............. 160 311 191 351 6,670 5,501 
WHITE oo cc essen 235 374 280 565 8,963 7,675 
TIED cccitsssciernstcnccctontenes 1,480 1,304 1,556 3,036 28,573 30,078 
MISCELLANEOUS*** 62 45 61 123 1,673 1,336 
Total Trucks, U. S....... 23,146 20,545 23,269 46,415 551,688 526,598 


Neen ee eeeannnnTn EyEnE EnnnnInSESISISEnnSnnenn 





149,448 121,234 152,786 302,234 3,536,135 3,655,034 


Sennen nn er TTTTTTTnEnSESESSsne a 


Total Cars, Truck: 
Canada. ...................... 10,830 


12,193 


10,550 21,380 248,759 244,794 


Ce eeennnEnnnsEnE sys S 


Grand Total, 
Cars and Trucks, 


U. S. and Canada....160,278 133,427 163,336 323,614 3,784,894 3,899,828 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel 


Drive, ete. 


N.B.: All U, S, totals include cars and trucks for military orders. 
***autocar, Freightliner and Sterling are included in White totals; Brockway included 
Mack totals. 


1 956 Pedestrian Fatalities 
Dip to Record Low of 7,950 


WASHINGTON, — The nation’s | 


pedestrian death toll in 1956 was 
the lowest on record, according to 
Harry I. Kirk, president, American 
Automobile Assn. He said 7,950 
pedestrians lost their lives last 
year compared with the previous 
low of 8,000 in 1954. 

Kirk also announced that 
AAA’s highest pedestrian safety 
awards for 1956 will be presented 
to the State of Connecticut and 
the cities of Detroit and States- 
ville, N. C, 

The AAA president noted that 





S-P’s Twin Traction 
Offered on Scotsman 


SOUTH BEND. — Studebaker- 
Packard has made Twin Traction, 
its nonslip differential, available 
as optional equipment on Scots- 
man models. 

Price is $43.58 installed, includ- 
ing tax. Twin Traction brings to 
five the number of options avail- 
able on the Scotsman, Others are 
oil-bath air cleaner, overdrive, 
cleetric wipers and a third seat 
for the station wagon. 





pedestrian deaths reached their 
lowest point in the year which saw 
vehicle deaths hit an alltime high. 
He called progress in pedestrian 
safety the brightest spot in the 
grim tabulations of vehicle acci- 
dents. 

“During the 20 years the AAA 
has operated a formal pedestrian 
safety program,” he said, “pedes- 
trian deaths have declined 49 per- 
cent while the toll for other types 
of vehicle accidents rose 33 per- 
cent.” 

Among the activities the associ- 
ation uses to promote pedestrian 
safety are school safety-patrol pro- 
grams, safe-walking plans and 
films. 

However, Kirk credited school 
officials, traffic engineers and 
police with the final execution of 
the measures that have reduced 
pedestrian fatalities, 

The AAA said Connecticut, De- 
troit and Statesville were selected 
for the Grand Awards on the basis 
of the overall excellence of their 
pedestrian casualty records and 
safety programs in 1956. Some 1,650 
cities and 45 states submitted re- 
ports for analysis and scoring in 
this, the 18th year of the contest. 


Chrysler Lone Maker 


«:| To Gain in Production 


(Continued from Page 1) 


and Saturday work by both Chrys- 
ler division and Imperial in Detroit 
were the chief factors in pushing 
Chrysler Corp. output up to a 
scheduled 30,450 unite last week. 

i cm 


‘1. previous week, when both 
DeSoto and Dodge were crip- 
pled by parts shortages brought 
about by a strike at Budd Co., cor- 
poration supplier, and Plymouth 
output was curtailed by a strike at 
the corporation’s Eight Mile parts 
plant, output was held to 26,412 
assemblies. 

Of special interest last week 
was Imperial’s efforts to close 
the gap on Lincoln in year-to- 
date production. The Chrysler 
unit turned out 1,150 cars last 
week to climb within two units 
of Lincoln, which turned out an 
estimated 940 cars in five days. 
As of Saturday, Lincoln had 
turned out 22,628 units since Jan. 
1 and Imperial, 22,626. 

Although Plymouth, Chrysler and 
Imperial all worked six days last 
week, Dodge and DeSoto both reg- 
istered output gains over the pre- 
vious week, 

+” * * 

ODGE built an estimated 7,500 

units during a five-day opera- 
tion last week, compared with 5,642 
on a four-day schedule the previ- 


U. S. Truck Output 


(Jan.-May) 

1957 Pos. Make 1956 Pos. 
1—157,839 Chevrolet 168,834— 1 
2—155,778 Ford 135,977— 2 
3— 46,659 Int'l, 63,015— 3 
4— 36,238 Dodge 38,282— 5 
5— 30,317 GMC 43,981— 4 
6— 27,042 Willys 26,861— 6 
7— 7,697 Mack 8,220— 7 
8— 7,110 White 8,108— 8 
9— 5,150 Studebaker 6,345— 9 

10— 2,001 Diamond T 2,123—10 

1l— 1,614 Divco 1,349—11 

12— 1,525 Reo 1,592—12 

13— 1,213 Misc. 1,581—13 

Total 
480,183 506,668 





ous week. DeSoto, working on the 
same schedule, assembled 2,500 cars 
last week, compared with 1,892 a 
week earlier. 

In other corporation operations, 
Plymouth was up from 14,672 
units a week earlier to 16,200 last 
week; Chrysler was up from 3,081 
to 3,100 and Imperial was up from 
1,125 to 1,150. 

Ford Motor Co.’s drop from 
40,518 assemblies the previous week 
to an estimated 36,715 last week 
resulted chiefly from a sharp de- 
cline at Mercury. 

od * oe 


ERCURY worked its Wayne 

(Mich.) plant five days and its 
St. Louis plant four days but shut 
down its Metuchen (N. J.) and Los 
Angeles plants the entire week. 
Mercury, which cut its assemblies 
to an estimated 3,100 units last 
week, also announced that plans to 
halt the second shift at Metuchen 
this week. 

Ford division, with only its San 
Jose (Calif.) plant working Sat- 
urday, turned out an estimated 
32,675 cars last week, compared 
with 33,803 the previous week, 
when it worked both its Mahwah 
(N. J.) and San Jose plants six 
days. 

Despite the decline, however, 
Ford continues to hold better than 
a 28,000-unit lead over Chevrolet in 
year-to-date output. As of Saturday, 
Ford had turned out 758,823 cars to 
Chevrolet's 730,592. 

- 7 = 

IZABLE declines in B-O-P pro- 

duction plus a 830-unit drop in 
Chevrolet schedules were the chief 
factors in the car output slump at 
GM last week. 

Buick, which was scheduled to 
work only four hours at its Flint 
plant on Friday, fell from 7,191 
assemblies the previous week to 
6,500 last week; Oldsmobile was 
off from 8,275 to 6,780, and Pon- 
tiac dropped from 6,831 to 6,500 
units. Part of the decline resulted 
from a layoff of 400 employes at 
the B-O-P plant in Kansas City. 


Chevrolet turned out an esti- 


85 


mated 32,100 cars last week, com- 
pared with the 32,930 assemblies 
the previous week. 

* * + 


ADILLAC returned to its normal 

schedule of 3,360 units a week 
after having turned out 3,365 cars 
the previous week. 

Studebaker - Packard produced 
an estimated 1,472 cars last week, 
compared with the 1,492 assem- 
blies a week earlier. 

Studebaker built 1,462 cars last 
week, compared with 1,482 a week 
earlier, while Packard remained on 
par with the 10 units assembled 
the previous five days. 

American Motors recorded a de- 
cline last week as all three of its 
car assembly units showed slight 
recessions. 

* + * 

AMBLER was off from 2,300 as- 

semblies the previous week to 
an estimated 2,233 units last week; 

Nash was down from 155 to 147, 
and Hudson was off from 48 to 45 
units. 

Truck manufacturers turned 
out 23,146 units last week, com- 
pared with 23,269 a week earlier. 
The week ended June 16 a year 
ago saw the makers turn out 
20,545 trucks. 

Canadian car and truck manu- 
facturers assembled 10,830 vehicles 
last week for a slight gain over the 
previous week’s output of 10,550 
cars and trucks. The same week a 
year ago saw the Canadian makers 
assemble 12,193 vehicles. 





Canadian 
Car Output 
(Jan.-May) 

1957 Pos. Make 1956 Pos. 
1— 81,717 GM 55,719—. 2 
2— 56,942 Ford 63,305— 1 
3— 43,353 Chrysler 51,888— 3 
4— 2,643 S-P 4,902— 4 
5— 1,266 AMC 3,333— 5 

Total 
185,921 179,647 
Canadian 
Truck Output 
(Jan.-May) 

1957 Pos. Make 1956 Pos. 
1— 15,505 GM 16,404— 1 
2— 11,3884 Ford 14,874— 2 
3s— 6,043 IH 7,635— 3 
4— 4,061 Chrysler 5,306— 4 

Total 
37,493 43,219 








Caruso Indicted Again; Hearing This Week 


LOS ANGELES.—H. J. Caruso, 
operator of four Los Angeles area 
dealerships, has been indicted for a 
second time and now faces a total 
of 44 charges growing out of alleged 
auto-sale swindles. 


Caruso, his brother and associ- 
ate, Albert V., and 15 of his sales- 
men and former salesmen sur- 
rendered to authorities as a result 
of the second batch of indict- 
ments, They were all released on 
bond. 

Caruso and his employes are now 
scheduled to make two appearances 
in court this week. Arraignment on 
the first group of indictments is 
scheduled for today after having 
been postponed from last Monday. 

A hearing on the second group 
of charges has been planned for 
Wednesday. 

The second round of indictments 
charged Caruso with 15 counts of 
grand theft and 10 counts of for- 
gery. Those charged with him face 
from one to six counts. 

Caruso and 10 of his employes 
were indicted after a grand jury 
investigation in April. He faces 19 
counts of grand theft, forgery and 
conspiracy as a result of that probe. 


A flood of complaints against Ca- 





Czech Skoda Frosted 


In Cleveland Debut 


CLEVELAND.—A. L, Englander, 
of Englander Motors, Inc, (Nash), 
has decided to drop his plans to 
handle the Czechoslovakian-built 
Skoda. 

He said that the night he placed 
the first Skoda on the lot, some- 
one wrote on it with lipstick: 
“Don’t buy this car. It was made 
in Communist Czechoslovakia.” 





ruso came in after the first investi- 
gation and the second hearing was 
ordered. The grand jurors heard 22 
alleged victims at the first hearing 
and 26 at the second. 


Seven of the 10 employes in- 
dicted as a result of the first 





Licensing Board 
Set Up 2nd Time 


In Arkansas 


LITTLE ROCK, Ark.—Six Arkan- 
sas automobile dealers, who were 
named to the original Arkansas 
Motor Vehicle Commission in 1955, 
have been appointed to the suc- 
cessor agency of the same name 
which was created by the 1957 
Legislature. 

The act creating the original 
commission was declared unconsti- 
tutional by the Arkansas Supreme 
Court because it excluded used-car 
dealers from the agency’s licensing 
jurisdiction. 

A new act passed included both 
new and used-car dealers in the 
commission's licensing powers. 

Reappointed members are: 

James T. Phillips, Fayetteville, 
chairman; Frank W. Reeves, Hel- 
ena; Stanley Wood, Batesville; 
Newt L, Hailey, Rogers; Searcy 
Wilcoxon, Hamburg, and Raymond 
Clinton, Hot Springs. 

Also named to the group is Fred 
Poe, North Little Rock, who re- 
places the late Henry Thomas, 
Little Rock, member of the original 
commission. 

Five dealers have been named 
to an advisory board, They are A. 
C, Mowrey, Huntsville; R. B. Webb, 
Mountain Home; Curtis Blanken- 
ship, Warren; J. A. Rodman, Mel- 
bourne, and Woodrow Hill, 
Perryville. 


hearing were among the 16 in- 

dicted by the second grand jury. 

Herman Arterberry, deputy dis- 
trict attorney, said complaining 
witnesses charged they were in- 
duced to buy cars on misrepresenta- 
tions as to price and tradein allow- 
ance. 

Others claimed they agreed to 
oral terms and signed blank con- 
tracts. When they received their 
written contracts, they said they 
found the new-car price had been 
increased or the allowance lowered 
or both, Arterberry said. 

He said others charged they were 
victimized by “fast trades” on their 
automobiles or that contracts were 
altered after they signed them. 

Caruso issued a statement when 
the second round of indictments 
was returned in which he charged: 

“This whole thing is a vicious 
conspiracy instigated by certain 
of our competitors to put us out 
of business.” 

He called the proceedings “the 
grossest miscarriage of justice.” He 
said a request to present his views 
to the grand jury was ignored. 





Dodge Wagon Output 
Doubles Since 1955 


DETROIT.—Dodge has doubled 
its station wagon production since 
1955, and the most popular models 
are the four-door, two-seat units, 
the company said last week. 

Wagon output now is 10.8 per- 
cent of production, compared with 
5.3 percent in 1955 and 9.5 per- 
cent last year. Four-door wagons 
account for 8 percent of produc- 
tion. Dodge said four-door, two- 
seat models have climbed to 5.8 
percent of sales and four-door, 
three-seat wagons make up 2.2 
percent. 
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Mechanics Signed Up... 


UAW Spurs Drive 
On Buffalo Dealers 


(Continued from Page 6) 





fit each dealer’s business, depend- 
ing on his financial position and the 
type of operation. 

“We usually ask for a union shop, | 
insurance, checkoff, vacations and| 


seniority clause,” he said. “We go 


tiated a contract with Newman 
Motors (Plymouth) in Buffalo and 
that it was the “finest negotiations” 
in his 18 years in the labor move- 
ment. 


af * . 
Dealer’s Sales Helped 


oo already helping Newman 
out on his sales,” he con- 
tinued. “We represent 40,000 mem- 
bers in the Buffalo area and we're 
encouraging them to buy at organ- 
ized places such as Newman’s. 

“We also are helping him out 
on his advertising. We’re contact- 
ing employes by mail and mak- | 
ing our mailing list available to | 
Newman and other dealers—at 
no expense to them. Also, we’re 
putting up signs urging our mem- 
bers to buy from these dealers. 
There’s no reason why we can’t 
help any UAW dealership.” 

Declaring that there was no sus- 
Ppicion between the unionists an 
dealers in Buffalo, Cina said that! 
the union even had Newman as a 
guest of honor at a recent banquet. 

He asserted, “Employers are not 
as bad as people think; and unions} 
are not as bad as people think. | 
Some people are afraid of the un-| 
ion here. But they’re only postpon- 
ing the inevitable. 


tem.” 
* * * 

EANWHILE, Machinist Local | 
838 has negotiated a contract| 
in Albany, N. Y., which calls for a} 
27-cent hourly boost in a series of 
four steps for the employes of four 
truck dealerships. 

William F. Andrews, the union 
business agent, said two-year con- 
tracts had been negotiated covering 
45 mechanics at local outlets for 
Mack Truck, White Motor Co., Reo 
Motors, and GMC Sales. 
| In Wayne, Mich., a Teamster 
p> wren to organize the shop em- 
ployes of R. F. Hutcherson, Inc. 
(Lincoln-Mercury) has ended and 
Hutcherson has resumed business 
after closing down for several 
weeks. 

A company spokesman said, 
“The men have returned to work 
and have disassociated from the 
union. Hutcherson has agreed to 
withdraw his $250,000 suit against 
the union in consideration for the 
- « so < yy not by ag sel 

n Detroit, cal 376 of the Team- 

10 Trouble-free Years sters is conducting organizational 

“S had a contract with) picketing at Dawson Taylor Chev- 

Lamont-Wray Motors (Chrys-| rolet, recent successor to Don 

ler) for 10 years and we've never! Homer Chevrolet on Grand River 
had a grievance. We've also had a} Ave. 

contract for the salesmen at Klep-| The NLRB has ordered an elec- 

fer Bros. (Buick) for nine months|tion among the shop employes of 

without any trouble.” | Alaska Sales & Service in Palmer, 

Cina said that Local 55 also | Alaska. 
has contracts with Newman Mo- 
tors (DeSoto) and Kellogg Mo- 
tors (Chevrolet) in Niagara Falls 
and Colley Motors (Ford) and 
Don Allen Chevrolet in Buffalo. 
The union has asked for an elec- 
tion at North Bailey Chevrolet in 
Buffalo. 

He added that the union has been 
negotiating a different contract to) 


Dealer Dillon Honored 


On Dual Anniversary 


BOSTON. — Charles W. Dillon, In addition, 380 instructors have 
Lawrence, Mass., has been pre-| been graduated from the Auto-Lite | 
sented a plaque honoring his 85th | instructors field training program 
birthday and the completion of 60 | during the same period. 
years of association with the auto-| The technical specialist field pro- 
mobile business. The presentation |8T™@m is operated in cooperation 
was made at the meeting of the| With Auto-Lite central distributors 
Eastern Massachusetts Chrysler | 2d service distributors and covers 
Retailers’ Assn. | the fundamentals of automotive ig- 

As a blacksmith in 1897, Mr. nition in an eight-session evening | 
Dillon made springs and other | ©OUrse. Sas 
parts for cars. In 1917, he took a| The instructors field training 
dealership for Maxwell and Chal- | ©°Urse is handled by personnel from | 
mers cars, later changing to Chrys- | an service headquarters | 
ler and Plymouth. His 40-year-old - sk 
dealership still occupies the original | Introduced by Auto-Lite in 1956 | 
location of the smithy in Lawrence. | #5 ne approach to solving the criti- | 
The meeting was conducted by As- |°#! Shortage of skilled automotive) 


Mh Retr 1 H itz, servicemen, the two field programs, | 
sociation President A mee according to F. S, Stead, Auto-Lite 


national service manager, have ex- 
ceeded the company’s highest en- 
rollment estimates to date. 

Stead attributes the success of 
the program to two factors; The 
increasing number of cars on the 
road and the elimination of the 
expense and time lost in attending 
a fixed-base type of school. 


Old Buick Firm 
Sold in Buffalo 


BUFFALO.—Jack O. Stevens, a 
Lancaster Buick dealer, is taking 
over the Twin City Auto Co. Buick 
deal here at 2310 Delaware Ave., 
one of the nation’s oldest Buick 
dealerships. 

Stevens, president of Jack Stev- 
ens Buick Inc., 5175 Broadway, is 
acquiring Twin- City’s inventory 
and equipment. It will lease the 
Delaware Ave. building from Twin 
City, which will cease operations 
and be renamed Jack Stevens 
Buick. 

Walter A. Arenz, president, treas- 
urer and principal stockholder in 
Twin City Auto, will retire from 
the auto business after a career of 
47 years. So will Alson W. Coss, 
Twin City general manager for 20 
years. 





Auto-Lite School | 
Trains 5,000 | 
In Six Months | 


TOLEDO.—More than 5,000 auto- | 
motive servicemen in all parts of 
the U. S. have graduated from! 
Electric Auto-Lite Co.’s technical 
specialist field training program in 
the last six months. 











with Tom Ferguson, Boston re- 
gional manager for Chrysler cars, 
as a guest. 





A Cool eiiepen 


When W. L. Lotspeich, Texas’ “most 
courteous" truck driver, was asked for 
advice on curbing bad driving manners, 
he jested, “Just keep cool, man.” Frigikar 
Corp., Dallas, took him literally and pre- 
sented him with one of its car air condi- 
tioners. Lotspeich, who lives in Houston, 
was chosen the most representative of 
Hobbs Trailers “Knight of the Road” 
award winners for 1956. 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


along with or without a bonus SyS-| SmepED—DYNAMIC SALES MANAGER. 


Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen 
not allowed to close deals, Qualifications: 
30 to 40 years of age, good personal 
habits, sober, must be powerful closer. 
Our firm has been in same location for 
25 years, very prosperous and finances 
95% of our own deals, Cars handled are 
Nash, Hudson, Rambler, Metropolitan, 
and recently added all five English Ford 
lines. Starting salary $10,400 per year 
plus bonus. Write resume of experience 
to Southern Motors Inc., 301 East 
Broughton St.. Savannah, Ga. Attention: 
Mr. Julius Kaminsky, Pres. 
Adams 4-3478. 


PARTS MAN, Fast growing Mopar whole- 


saler needs experienced counterman. 
Good pay, good location, good opportuni- 


ties. Write references and background to 
Arizona Motor Parts, P. O. Box 2415, 
Phoenix, Ariz. 





GENERAL 


GENERAL SALES MANAGER: Aggressive | 


but sound Pontiac dealer has immediate 
need for business and profit getting man 
to pull his business out of bad sales 
slump. This deal sold 1,800 new Pon- 
tiacs in 1955 and 1956, but now selling 
at rate of only 500 per year. Our poten- 
tial is much greater and makes this 
position an opportunity and a challenge. 
Dealership located 


Telephone: | 








in heart of Oakland, | 


Calif., with over 2,000,000 people within | 
20 miles of our business, Our climate | 
and living conditions considered unsur- | 


passed and San Francisco just 15 minutes 
away over Bay Bridge. We are situated 
on one of west’s large auto rows just five 
blocks from downtown Oakland and are 
second largest among 19 Pontiac dealers 
in San Francisco-Oakland Bay area, I 
offer good salary and percentage deal 
plus other executive benefits including 
life insurance. If you are a real power- 
house and this deal sounds interesting, 
you will contact me immediately in per- 
son or by telephone. I am very interested 
in you if you have proof of past per- 
formance and solid references. Tom Ray, 
Jr., Ray Pontiac, 2820 Broadway, Oak- 
land, Calif. 


MANAGER — AGE 30-45. 
Chrysler Corp. car and truck franchise. 
Upper Ohio Valley industrial area, 50,000 
population. 200 units per year. Attractive 
proposition with opportunity to buy in 
if desired. Submit photo and past experi- 
ence. All replies confidential. Box 7221, 
c/o Automotive News, Detroit 26. 


TRUCK SALES MANAGER for one of the 


south’s largest dealerships. Only GMC 
dealer in city where over 600 trucks a 
month are registered. Applicant must 
have truck experience, be able to train 
and direct salesmen to secure 10% of 
this business Compensation open Box 
7222, c/o Automotive News, Detroit 26. 


SERVICE MANAGER for Buick dealer in 


So. Calif. Must be experienced, able to 

handle all phases of complete service 

operation. Reply giving complete details, 

background, availability and salary. Box 

Hes c/o Automotive News, Detroit 26, 
ch. 


SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. Protected 
territories with established accounts now 
available. Average earnings $8,000 to 
year. pany expansion 
also opens great opportunities for ad- 
vancement to executive positions. Write 
today giving background and sales 
experience. 


CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 


OF SERVICE" 
1130 E. 222nd. St. © Cleveland 17, Ohio 


$10,000 per 





USED CAR MANAGER 


Wanted by large volume Ford 
dealer 

At least 15 years’ experi- 

ence. 

Able to appraise and as- 

sist salesmen in closing. 

To supervise recondition- 

ing. 

Must have complete knowl- 

edge of wholesale market. 


WILLING to exchange long 
hours for large pay. 

We offer a fantastic opportu- 
nity for the right man. Loca- 
tion, large city in upper New 
York state. Write giving a 


resume of your experience, 
background, and availability. 
Include references and recent 
photograph. An interview will 
be arranged. Box 7239, c/o 
Automotive News, Detroit 26. 





POSITION WANTED 


SERVICE MANAGER—Thoroughly versed 
in GM policies. Seven years’ experience 
with GM teaching dealer service man- 
agers. Five years’ experience as a retail 
service manager. Prefer position with 
dealer in the south, Jerry Hay, 1413 N. W. 
7th Ave., Ft, Lauderdale, Fila. 


BUSINESS MANAGER AND secretary- 
treasurer with 20 years’ experience de- 
sires change. Excellent background in 
volume GM dealership. Accounting, ex- 

pense controls, taxation, law, finance and 

insurance. Fully conversant with the 
administration of all departments. Michi- 

gan or Ontario area preferred. Box 7225, 

c/o Automotive News, Detroit 26. 


OFFICE MANAGER, ACCOUNTANT—GM 
or Chrysler. Motor accounting experience, 


HELP WANTED 








Own Your Own 
BUSINESS 


We want on ambitious man with 
automotive sales experience. We 
will help you build your own 
business. Earn over $10,000 the 
first year without investment. 
Build for the future. Write Today! 


AMERICAN SURE-CAR CORP. Daily operating controls, complete finan- 
: +. E, Sea Cliff, N. Y. cial statements. Will relocate. Absolutely 
man Cates: Sepe & = dependable. References. Box 7224, c/o 


(See our advertisement on Page 80) Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
AGENCY 





— 
EXPERIENCED SALES MANAGER. The 


man we are looking for is presently em- -DEALERSHIP handling 


AUTO 


- - th wealthy suburb near 

loy but wants better o rtunity, in- Dodge-Plymouth, ange 

foe ond chance to Sesame & dealer in Chicago. Modern building and used-car 

his own right eventually. We are handl- lot. Very low overhead. Has exceeded 
= . $1,000,000 gross sales in one year, No 


ing a popular priced GM product in the 


city of Detroit. Sales manager will need real estate or accounts receivable to buy. 





to understand volume operation, training ee et eS onan = or ao 
and supervision. Permanent position to your. Sse aoe t — -— 7213, c/o 
the right man—outstanding salary and| A¥Utomotive News, Detroit 20. ae, 
benefits. Please enclose photo with com-| DEALERSHIP HANDLING ONE OF BIG 


ideal western 


plete resume of management experience THREE. 300-400 cars, 








Rox 7241, c/o Automotive News, Detroit New York location. Used-car lot adjoin- 
26. ing modern showroom and service facili- 
‘ae , waw a ties. Building can be purchased or leased, 
=~ ___ POSITION WANTED | Substantial cash and factory approval 
FORMER GM DEALER wishes job as required. Box 7215, c/o Automotive 
sales manager or general manager. | News, Detroit 26. 
Young, aggressive, eight years’ experi- | ———————__ = —— 
ence in all phases of this business, Ex-| DEALERSHIP HANDLING GM DUAL. 
cellent references. Would consider job 200 car potential. Going business, oper- 
with manufacturer, Desire midwest or ates in the black. New building lease or 
southwest, but not necessary. Box 7205, | rent. Selling because of illness. Located 


in fastest growing area in New England. 
Box 7208, c/o Automotive News, Detroit 
26 


c/o Automotive News, Detroit 26. | 


GENERAL MANAGER OR business man-| 
agement manager—15 years’ experience | 


in all departments of automobile busi-| ne ALERSHIP HANDLING PONTIAC— 
ness—wholesale and retail experience—/ retailing 500 new, 700 used in trading 
married—family—college education—pre- area of 1,000,000. Modern facilities, good 
fer location in Alabama or Florida rental, best location in city. A going 


thorough knowledge of selling, manage- profitable business with excellent future, 


ment and promotional experience—proven Can be purchased outright or with Mo- 
record of ability—looking for opportunity tors Holding participation. Reason for 
to take advantage of past experience selling — health. Write Box 7192, c/o 


excellent references. Box 7206, c/o Auto- 
motive News, Detroit 26. 


FORMER GM DEALER for 7 years in 
Detroit desires position with dealer in 
single point city, preferably in Ohio, Will 
invest, preferably on a buy-out basis. 34 
years old, married, Proven record with 


Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLETS 
in West Texas. Excellent setup. Selling 
about 400 new cars per year. Box 7190, 
c/o Automotive News, Detroit 26. 


CENTRAL NEW YORK dealer, handling 


sound business principles. Factory ap- Buick, wishes to retire. Successful 200 
proval. Box 7218, c/o Automotive News, car franchise. New, modern building on 
Detroit 26. See main route near Syracuse. Paved park- 
GENERAL MANAGER OR owner's assist- ing area for 100 cars. Favorable lease, 





ant. Shirtsleeve executive with 15 years’ no used cars or receivables. Modern shop 
experience in ‘‘the big three.’’ Volume with lifts. Must have factory approval. 
minded money maker, experienced in Principals only. Box 7228, c/o Automo- 
sales, service, finance and business man- tive News, Detroit 26. 

agement. Will welcome a challenging | DEALERSHIP AVAILABLE. Established 


assignment, Prefer northern California, 


leading middle-priced dealership for sale 


Oregon or Washington. Box 7212, c/o 


< . 9 Honolulu, Will sell corporation only, 
__Automotive News, Detroit 26. with guaranty against undisclosed lia- 
ARE YOU LOOKING FOR a good man? bilities and tax assessments. $150,000 
Fifty years of age. Had GM dealership will handle, Inquiries invited. Box 7229, 
over 10 years, Factory district manager c/o Automotive News, Detroit 26. 
13 years. Excellent background. Looking | ——  — ——_______ . a eeenitign 
for position in Florida as manager. Open| WONDERFUL OPPORTUNITY to _ pur- 


chase small dealership, handling Chevro- 
let, in fastest growing section of north- 
east Georgia—-selling 125 to 150 new cars 
annually. Good parts and service sales, 
no accounts or used cars, very reasonable 


to any good offer. Prefer east or west 
coast town or city. Box 7189, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER, aggressive, hard 





worker, wishes position in San Fran-| Fe ; . 
cisco, Oakland Bay, Peninsula area, Ten| —_ oe pe Bc tony —o 
years with Dodge-Plymouth, 15 years} ww 26 — o — 
with Chevrolet, experienced managing | — 
new cars, trucks, parts, service. In vig- | oe 
orous health—also civic worker. Box) 
7223, c/o Automotive News. Detroit 26. | V oO L V @) 
| GENERAL MANAGER or sales manager. 








Thoroughly experienced in all phases of | 
dealer operation in today’s market and 
metropolitan New York area. Former 
factory zone manager and dealer—ex- 


FRANCHISE AVAILABLE 


Sweden's ‘hot’ new model sports sedan 


army officer, Ordnance Dept. Willing to with 85 h.p.—the family car with speed 
relocate. Resume on request. Thomas . . o 
Hammond, 208 Anderson St. Hacken- comfort and economy. Swedish built-to- 


sack, N. J. Hubbard 9-9335. 


GENERAL OR SALES manager available. 
Excellent top level, proven experience as 
sales manager of one of the largest vol- 
ume Oldsmobile dealers in New York. 
Particularly competent to assume full 
responsibility for sales, service and busi- 
ness management. Familiar with whole- 
sale, retail and appraisal of used cars. 
Will manage GM, Ford or Chrysler Corp. 
dealership in New York—Nassau or Suf- 
folk County. Resume on request. Age 40 
years. Box 7226, c/o Automotive News, 
Detroit 26. 


last precision, 


sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
2221 Milam Telephone CA 4-9456 
Houston, Texas 














HELP WANTED 


DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . . now 
sweeping the country . . . $25,000 to $50,000 earnings. 
Many territories still open . . . successful automotive 


sales background necessary. 


UNITED STATES CAR TESTING CO. 


5327 W. Third St. Dayton 7, Ohio 


"wholesale territory 





DEALERSHIPS AVAILABLE 


.LERSHIP HANDLING DODGE with 
in fastest growing 
county in Colorado, Home of Glenn Mar- 
tin Missile Co.’s new $25 million plant. 
Many large satellite industries locating 
adjacent, Yearly payroll in many mil- 
lions, Potential 150 to 200 new cars. 
Good shop volume and well equipped, On 
main arterial and Colorado Springs 
highway. Near new Air Force Academy. 
Twelve years same location with estab- 
lished clientele, Twelve miles from center 
of Denver. No sales restrictions, Low 
overhead makes possible ‘‘break-even’’ 
point at four new cars per month, Long 
lease at $250 per month, Full price only 
$16,500 if deal closed in 30 days. Box 
7227, c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING L-M in subur- 


ban New Jersey. Must be sold because 








DEALER SERVICES 


SD 
What will make salesmen work every day? 
NOTHING WILL 


Unless, they have a desire to do so, If so, 
the “Daily Check" Plan Book will lead them 
into more ae ent effort and more sales. 
It's no ordinary idea. It's proven. 
Clip ad out IGHT NOW—mail with letter- 
head and signature, for | copy of a Check 
Plan Book and illustrated brochure, 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 


EXPERIENCED AUTOMOTIVE auctioneers 
to liquidate your entire garage, shop, 
tools, automobiles, etc. If you live any- 
where in the northeastern U. S. and want 
confident service, write, wire or phone 
Associated Auctioneers at 9 Airport Rd., 
Scotia, N. Y., or Tel, Sch’dy, DI 6-6666 





CARS FOR SALE 


1948 LINCOLN CONTINENTAL V12, color 


black, original throughout except for 
floor rugs. Radio, heater, white sidewalls 
and overdrive. In excellent condition. 
$1,500. Eric Manning, Platt Lincoln- 
Columbus, Miss, 


Mercury, Inc., 


ATT’N DEALERS! 
1956 


FORDS 
AND 


WHITEHEAD-KALES TRAILER, Like 


WRECKER—1945 REO 10-ton army built, 


AUTOMOTIVE NEWS, JUNE 17, 1957 


TRUCKS FOR SALE 


new. Perfect condition, $1,895, Selling 
reason changed franchise. Hauled Pack- 


ards, ’55 GMC tractor available. Hutch- 
inson Motor Co., Hutchinson, Kansas. 
MO 3-3356. 


10-wheel drive, equipped with heavy duty 
Garwood telescopic boom. Wrecker in 
use and in perfect condition. Completely 
equipped with many extras. $6,000. 
Michael Motors, Inc., Route 22, White- 


house, N. J, Phone Whitehouse 298. 


WRECKERS 


1951 Ford one-ton, dual wheels, new mud 


87 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 











of health, Complete facilities in one lo- or EX 9-3102. i i 
cation. High service absorption with weil Say "aew ‘Gelat Yotle all tan gue REQUIREMENTS 
equipped shop. 300 new car potential. PLYMOUTHS $975. ' : 
Buy assets only. Inquire Box 7231, c/o WwW . 
Automotive News, Detroit 26. AAA DRIVEA AY, INC. e — nee one-ton as ho, a DEALERS’ SPECIAL (F.O.B. Factory Net) 
ne ual wheels, new crane wer 
CENTRAL FLORIDA HANDLING Lincoln- | CHICAGO ' winch, Beacon Ray lights, Gevirle beahe $52 35 Fed. Tax Included 
a “oe: [ota Gee DRIVERS TO ALL POINTS ANY QUANTIT y! tock. A real sharp medium light wrecker. WITH AUTOMATIC BRAKE 
rade area. No property to Eb | “5. 
location. Gan buy half, interest. One| ONE CAR... or a FLEET PRICED TO MOVE! gy AND BRAKE =) 
ee Bee Taek. ale ‘Automotive News, | Free inside bugscreens provided if desired. e = anne =e Ray light, _ __ os Vues es 
- . | 343 Dearborn rake lock, oimes pe crane an vy. 
Detroit 26. mernnssnetmaiccamenaaeanass | > WEbster 9-2364 AN 4dr, entents with heater / dolrester deluxe cab with wraparound rear glass. GUIDE ¢ CABLES 
FRINGE DEAL, HANDLING Pontiac, good tires, clean inside and out. All in |) Lite new. 93.795. was || DEALERS’ SPECIAL (F.0.8. Factory Net) 


L. F. Mack heavy duty wrecker, 
Holmes crane, Beacon Ray light, heavy 
duty body, air brakes and horn. Duplex 
transmission. A sharp heavy wrecker. 
$3,895. 
We are distributors for Holmes 
cranes, bodies and equipment. 
Can use your old wrecker or crane 
as part payment on new Holmes 
equipment. Several new cranes in 
stock for inspection. Open fill 


| 
heart of industrial Ohio in 100,000 im- | 
mediate trading area—12 miles from city | 
of 250,000. 22 miles from area of 2,000,- | 
000. Sold 500 new cars in 1956. The| 
kind of a deal you dream about. $38,000. | 
Will accept good bona fide offer. We) 
must complete deal within 30 days to 
acquire larger dealership. Box 7233, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE. 
Industrial city in Wisconsin, 45,000 pop- 


excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering and automatic transmission. 


* 
Don't wait . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 


$9.90 Fed. Tax Included 
* * 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money @ ®@ 


DON'T GUESS—BE SURE 
Call or write for service details. 








lation, 250 car potential, Completely NEW YORK * ADirondack 4-6000 11 P.M. daily except Sunday. 
a | Automotive laventory Shelly ‘Motor Sales sqm aacae | F a ae Net) 


News, Detroit 26. ae : 
AUTO AGENCY HANDLING BUICK, 1956 
sales $3,270,000; sold 750 new, 800 used; 


Service Co. 
10040 Freelond, Detroit 27, Mich., WE 3-6445 





350 Ashland Rd. Mansfield, Ohio 


$44.85 Fed. Tax included 
Meets I.C.C. Strength Requirements 





OPPORTUNITY 








New Jersey, completely modern, Qe | 
$250,000. Write for details. Box 7237, | ————— a 
c/o Automotive News, Detroit 26. _ DECAL TRANSFERS USED CARS ACCESSORIES FOR SALE e e 
TRUCK SALES- SERVICE. 1956 sales) TRUCK DECALS; no charge for sketch; 
$476,356, heavy duty trucks, snow re- durable, brilliant colors, Write for sam- | — Liberal Quantity Discounts 
moval equipment, trucks, buses, general ples. Allied Decals, Inc., & 4 a T A X i Ss To Distributors 








maintenance equipment, 16-county fran- 
chise, price right, eastern city. Owner 
retiring. Box 7238, c/o Automotive News, 


Detroit 26. ‘ DECALS 


DEALERSHIP WANTED > 
for 


TO PURCHASE CADILLAC 
7 
Station 


Cleveland 3, Ohio, 


AUTO RADIOS 
WANTED 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 


Since 1939" 


FORD * PLYM ® CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . . 5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS. INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Bivd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 


Same day ship- 
ment of 1952-57 
Ford, Mercury 
Decal and solu- 


WANTED 
preferably in tions. 


dual dealership in midwest, 
town of 10,000-20,000 population, Will 
pay all cash for right deal, but no blue 
sky. Box 7216, c/o Automotive News, 
Detroit 26. 

WANTED: WESTERN STATES GM or 
Ford products. Any size, any price. Cash. 
I have factory approval and guarantee; 
your reply kept confidential even from | 
factory. Box 7181, c/o Automotive News, 
Detroit 26, Mich. 

WANTED TO PURCHASE in whole or in 
part—going dealership metropolitan New 
York or suburban areas. Factory ap-| 
proval assured. Box 7197, c/o Automo- 
__tive News, Detroit 26. 


BUSINESS WANTED _ 





Any quantity—all years—all 





Save 
10%-30% 


makes 





on Decals. Send 
for price chart 
now. 


CASH WAITING |TRUCK AND CAR SIGNS made easy 


with plastic letters. Metal, wood and 
masonite letters also. Brass stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, ° 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5445 sis 
COMPLETE with $6] 





Wagons 


Box 7240, c/o Automotive News, 
Detroit 26. 


CANELL Co. 


40 Liberty St., Little Ferry, N. J. 
Luggage Carriers—Decals 
Wood Parts (49-51 Ford-Merc.) 





MISCELLANEOUS 





CARS FOR SALE 


1948 CADILLAC AMBULANCE. Good me- | 
chanical ee body excellent, 4 new 
Pine Plains Garage, Pine | 








CARS WANTED 





ATTENTION : 
CAR LEASING COMPANIES | Pinins : 


Plains, N. y. 
We will buy all or part of your assets, 
present operation and/or inventory. 


Box 7201, </o Automotive News, Detroit 26. 


| Heart of Hunting 
And Fishing Country 


| Year-round, modern six room ranch type 
log home. Three bedrooms, tile floors, 
knotty pine interior, stone fireplace, oil 
hot water baseboard heat, garage, gas 
incinerator. Wooded five acre corner, two| 
county roads, two miles from village. 





ATTENTION 


CAR LEASING COMPANIES 
NEW ENGLAND & NEW YORK AREAS 


| We are interested in buying all or part of 
your business. All replies in strictest confi- | 


Lloyd = Wagen dence. Write to 


ROSE, Pres. 
GERMAN WONDER CAR FLEET TRANSPORTATION, INC. 
WILL SELL INTEREST in major fran- 


201 East 184th St. Bronx 58, 
chise adjacent to Los Angeles. Minimum $1 295 P. oO. E. 
investment $20,000 in $125,000 corpora- | | 





Guide Cables and 
BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 





TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar 


TowKinG ¥.cc-u, 


—— } N. Y. 


BUSINESS OPPORTUNITIES 





PARTS FOR SALE 


$4500 


tion. Must be experienced sales manager. Dealers Inquire | 
Gu 'Bor’ 7254, cle Ausmetive News | Tow Bar Sales Co 
eal. x 7234, c/o Automotive News, 

ae Gallagher Motors, Inc. BR U | C K Pp A be T 4 Take new 1957 car part payment. 2 ° 





Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


CALIFORNIA CORPORATION with loss i ichi 
carry forward in excess $100,000—avail- a ae ane anes 


Importers 


UP TO 50% DISCOUNT 


ate now. All tax audits completed, No West of Mississippi w char ges 
nance contingencies or reserves. Excel- a“ > oy 

lent opportunity for new dealer, Box | 907 &. Pthe S?. Seattle 22, Wash. Fast C.0.D. Shipments Call Collect "3 oc%00 orders 
7235, c/o Automotive News, Detroit 26. STATION WAGONS 40 So. Clinton St., Chicago 6, Ml. 





You can't afford not to replace that rot- 
ting wood with our fiberglass trim on 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





DEALERSHIPS AVAILABLE 





any model of Ford or Mercury wagon, 
1949-1954. Dealer inquiries invited. 


EUBANKS INDUSTRIES 


SIMCA franchise available! 


CLASSIFIED WANT ADS 
BRING RESULTS 








3151 N. W. 36th St. 
Phone: NE 4-033! 


Miami, Fla. 








Pittsburgh, Philadelphia, Harrisburg, Baltimore, Albany, Syracuse, Utica, Wilmington, 
New Haven, Bridgeport, Worcester, Providence, Camden, Trenton, Richmond, Nor- 
folk, Charleston. 


| 

! Sell Europe's Prestige Economy Car 

|  Simea 4 Cyl. Aronde Simca V-8 Vedette 
| 

I 

| 

| 

| 


eee a ar re re er cr rs rs re we ee ee ee ee 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





MERCEDES-BENZ 
PARTS 


(Rep! t) 
5 ee. Sedene, Station Wagons, a ae eplacemen 
Priced from $1,595 to $2,888 Priced from $1,995 to $2,288 


~_ ee 


COLUMBIA MOTOR CORP. 


245 West 56th Street 
New York City 


Cl 6-4844 


Write giving full details 
Paris Auto, Inc., 41-38 39th Street, Long Island City 4, N. Y. 








DEALER SERVICES 


“INCENTIVE COMPENSATION — 
USED CAR SALESMEN” 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 








ANTIQUE CARS FOR SALE 


1917 MODEL T FORD, good mechanical 
condition, body completely restored, up- 
holstery new. A collector’s item, $1,500 


STOTT HHH HEHEHE EHH HEHEHEEEE EEE EEE EEE EEEEEE EEE EEE EHEEEEE ESE EE EEE EEE EEE 





Are you constantly forced to wholesale perfectly good used cars at a substan- will buy it. Also a 1937 Ford Fordor 
M : tible, lik ] i de. 
tial loss because your used car department fails to sell them et retail? — Clifford Grimin, Nosth Baltimore, CN RRs 65 kb. nib 0csdbckcsansendeiedssssebasian 1. 
Thousands of dealers are forced to do this, thus dissipating large chunks of Ohio. Phone 3251 or 4182. City State 
new Ger grees. Why eat citvadt pewerheten weed-cur Gan with our “nceative Ce cccccccccccccccccccccececececcoceccceses eecccccceceesecs 
Pay" plan just completed as the result of nation-wide research with successful 1911 BUICK 
dealers? . 500 actual miles—perfect condition. Leather TRADE CONNECTION: 
Dealers order today on your letterhead enclosing check for $4.75 in full pay- seats beve been oavened siee new. = ww Car Dealer (J Truck Dealer [J Manufacturer [] 
: : soe . is perfect in every etail. as origina in- 
ment for immediate mailing, postage paid. struction book—bill of sale—history of one Jobber [] Insurance (1) Financial [) Supplier [1] 
VE ENTERPRISES owner. Reason for selling—have sold Buick 
AUTOMOTI dealership. GANG OF Gc ccccdcncaccccbéencsadnceosbasae Macabesaccscearculas 
Retail Research Specialists Contact Bob Watson 019-07 
10600 Puritan Ave. Detroit 38, Michigan §/ P. 0. Box 1174 Rifas, Cla. FF cnnnaseunnenscnnanpinnimmieinennianimeeiieitiientiinntnniitivastdamimeibpniaienaeaieniiainle 








PUT YOURSELF INTO THE PROFIT PICTURE 


: 
& ? . 


MOST PROFITABLE DEAL EVER... 
for BMW ISETTA “300” DEALERS 


“there's always a big crowd gathered around the 
ISETTA. | carry brochures with me all the time to 
save time answering questions about price, de- 
livery ... most talked about car in town . . . inter- 
est is simply phenomenal.” 


MR. C. T. TRUSCHELL, President 
TRUSCHELL BROS. 
Culver City, Cal. 


“...80ld 60 cars in 60 days and laid off two 
mechanics... They had nothing to dol The BMW 
ISETTA “‘300" never seems to need service! They 
come in from the factory perfect, and stay that 
way. All we do is fill ‘em up." 


MR. T. ATKINSON, President 
IMPORTED MOTORS OF FLORIDA 
Ft. Lauderdale, Fla. 


“... unusually cold March, but we sold 36 cars in 
first few weeks ...every sale brings more new 
buyers into showroom. Once the cars are seen 
Ground town, we're busy taking orders.” 

MR. ART DOERING, President 
DOERING IMPORTED CARS, Inc. 
Grand Rapids, Mich. 


DEALERS... FIND OUT TODAY HOW YOU CAN GET IN ON THE FABULOUS PROFITS WITH BMW ISETTA “300” 


em —sTHE SMALL CAR THAT'S ROLLING UP 
BIG SALES in every State in the U. S. 


an, '1048 


delivered near P.O.E. slightly Mahes 
inland and West Coast, (local and 
state taxes not included) 


Now, you can cash in on the experience of ISETTA dealers all over 
the U.S., men like Les Griebling, President of Suburbanite Motors of 
Ohio, Lexington, Ohio. Les’ selling out BMW ISETTA ‘‘300” as 
fast as they arrive .. . faster than his most optimistic expectations, 
and he’s re-ordering and re-ordering and re-ordering . . . ! 


No wonder! Think what a car of this size, at this price will do in your 

town. It's designed and built to stay out of the repair shop and on 

the highways through years of tough driving. Takes the worst roads 

and hills with a smile. And gives your customers fabulous mileage ST eee ee 
. 60 miles to a gallon. Commuters report gas and oil savings 

average $40 a month . . . savings enough to make second car own- 

ership a must in every family! 


Parking problems disappear when you drive the BMW ISETTA 
**300’’. Maneuvers easily through traffic snarls, parks in spaces 
ordinary cars must pass by... saves time, effort, money! 


New “Sun Liner’ convertible roof slides back in good weather . 
with full sedan protection in winter. BMW ISETTA ‘‘300”’ . . . the 


new Fun car everyone wants to drive! Record breaking showroom crowds build big vol- 


ume sales for dealers. 


SMALL OUTLAY ...NO RISK... WRITE OR WIRE 


FADEX COMMERCIAL CORPORATION $:::; 


EXCLUSIVE U.S. DISTRIBUTOR FOR BAVARIAN MOTOR WORKS—BMW ISETTA “300” 
136 LIBERTY STREET, NEW YORK 6, N. Y. COrtlandt 7-7642 
NEW YORK SHOWROOM: 487 PARK AVENUE at 59th ST., NEW YORK 22 « Tel: Plaza 8-0912 
West Coast District Office: 519 WEST 15th ST., LONG BEACH, CAL., Tel: HEMLOCK 6-3224 
- SERVICE and PARTS . . . in NEW YORK, N. Y. 421 WEST 91st ST... . in LONG BEACH, CAL., 519 WEST 15th ST. uses 9 out of 10'spaces others must pass by. 


Parking is no problem... BMW ETTA “300 





